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Cleans Out Dangerou 
.  Weat- Stealing SOOT 


ORDER THIS 


FAST-SELLING DEAL TODAY! 
ASSORTMENT No. 1882 


Retail Pric 
1 doz. B-1 (49c Size) $5.88 





\2 doz. B($1.29 Size). . 7.74 
12. doz. Pints ($1.29 Size) . 7.74 
4 doz. Quarts ($2.29 Size) 6.87 


Total Retail Selling Price $28.23 
Your Cost 18.82 





3 Weight 5 7 \t 


FREE display cards, window 


streamers, mat ads 


‘sweet 
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Dour, : 
Nay’ CHIMNEY = CHIN 





CHROMED DISPLAY GIVEN 
WITHOUT EXTRA COST! 





é bi i > Worth $6.50! Stands 3 ft. 
| ~ high; takes up only 8” x 


Stock up NOW on 14” of floor space. 
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: O wer 10 Million eidienet 
SOLD FOR HOME USE! | 


R WHOLESALER ABOUT OPEN STOCK PRICES “ on elles CO., WEST ORANGE, N. J. 
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a new KAY-TIFE ae 


product to serve =: 
your customers 








FOR HOME OWNERS \Ill 
ASBESTOS SHINGLED HOUSES 


ASBESTO.-LITE is a scientifically 
manufactured compound that renews r 
asbestos shingles with a durable, rock 
like surface coating. It closes up open 
pores on the surface of old, weather. 
beaten asbestos shingles. Provides eff. 
cient protection against wind-de.wen a 
rains, sleet, melting snows, and sun. 
ASBESTO.-LITE gives dirty, spotty: 
looking asbestos shingles on houses and 
buildings a new clean appearance. 
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THE KAY-TITE COMPANY i: 


WEST ORANGE... NEW JER Gee 
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We've Made the "36" Even More Perfect 


So You Can Sell More 


For many years, YALE’s 36 Nightlatch has been recognized bolt. Instead: a streamlined handle that you move sp to 





















as “the ideal lock for light doors”’. hold the bolt retracted and down to release it for locking. 
So you should find a ready market for the new 36—it's as Smooth brass finish, five pin tumblers. 

surdy as ever with more beauty. and a lot more convenience. Stock the new “perfect 36’’—the latest addition to YALE’s 
No button to push up or down to hold or release the modern line. 
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One hand draws the bolt back and locks it there when desired 


A YALE Nightlatch for Every Door ' 











040 SPRINGLATCH 


Most convenient ever made. Called 
the ‘“‘One Arm” because it per- 
mits unlocking and opening 
door with one hand. Five pin 
tumblers. 


042 DEADLATCH 


Extra projection gives extra pro- 
tection. Extra turn of knob or 
key gives bolt an extra turn and 
deadlocks it so it cannot be 
pried back. Five pin tumblers. 


THE YALE & TOWNE MANUFACTURING COMPANY 


Stamford, Conn., U. S. A. 
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047 DEADLATCH 


Automatic deadlock gives automatic 
protection. Same as 042 but the 
extra throw is automatic—an 
expensive feature in a popularly 
priced lock. Five pin tumblers. 











21 SPRINGLATCH 
Economical lock for inside doors. 
Latchbolt is held back by turn- 
ing knob to left. Five disc 
tumblers. 
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> 
A COMPLETE SELECTION \@ 


MEANS EASIER PROFITS 


You always have what they want when 
you stock this most complete line of 


Eagle cabinet locks. Your customers can 


select from a wide variety of styles as 


well as types of security. 


The EAGLE LOCK Company 
Terryville, Connecticut 
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‘SASH® CHAI 


*& 
Not all sash chain is used to hang sash weights, but » o 
that’s how it got its name. It has a thousand other uses. LG 
Ld y 

When you make it like AMERICAN CHAIN does—of Bronze, y 
Carbon Steel, Stainless Steel, Monel Metal and Brass and in if "4 


tensile strengths from 350 to 900 pounds—you’re bound to 2 
have a type of chain with a pretty wide range of usefulness. | bf 



























Well, a couple of hundred, anyway. 


Of course, Sash Chain isn’t good for every chain need. 
So your AMERICAN CHAIN distributor also 
offers you other weldless chains made of wire, electric 
welded and forge welded chain, a complete line 
of fittings, attachments and assemblies, 
cotter pins, hooks, repair links. 


That’s one of the reasons it pays to... 


SELL AMERICAN-THE COMPLETE CHAIN LINE 





co York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. y | 





AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 










mann sl In Business for Your Safety 
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Scare Buying Tapers As 
Common Sense Prevails 


HILE the panic buying activity of the past 

month is slowly waning, purchasing is still 
at an abnormally high level. And despite the re- 
peated warnings of the dangers of unnecessary 
buying, many dealers still appear to be operating 
their stores on the basis of street corner rumors, 
instead of applying common sense and factual in- 
formation. 

Scare buying has put many dealers and some 
wholesalers in a rather delicate cash position. A 
sudden change in the business outlook could put 
them very emphatically behind-the eight ball. 

There is nothing visible today to warrant a 
prediction of such a change. It is also equally 
true that there is nothing in the picture today to 
warrant the scare buying of the past month. 

The consensus in Washington and industry is 
that the armament program now being planned 
will absorb from 10 pct to a maximum of 15 pct 
of the U. S. economy, leaving the balance for nor- 
mal civilian needs. When you consider that if 
you take away 10 pct of today’s steel capacity for 
arms, there will remain a balance which is greater 
than the total amount of steel available in the 
pre-world war II period for civilian use, it is ap- 
parent that there will not be any abrupt cessa- 
tion of civilian production. 

An authoritative appraisal of the immediate 
outlook for the hardware trade is given on page 
10 of this issue. The director of the U. S. Depart- 
ment of Commerce who, under present planning 
will handle any controls applied to the hardware 
trade, says in very simple language that the likeli- 
hood of controls being placed on the hardware 
trade is very slim. 

Read this statement on page 10 very carefully; 
then reread the statements made by the top ex- 
ecutives of hardware manufacturing companies 
which appeared on page 14 of the Aug. 10 issue. 
Then ask yourself if the panic buying was neces- 
Sary or helpful. 

While it is unavoidable that for the time being 
all planning must be subject to day-to-day re- 
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vision, there are some steps which a dealer can 
take that will be of value no matter how events 
develop. Stocks should be kept up to a 60 to 90 
day level, and futures buying can be increased. 


Credit must be watched very carefully. Screen 
new credit applications carefully; keep close check 
on the aging of accounts. Remember that if a 
man is drafted you cannot force payment of an 
installment contract while he is in service. You 
have to wait until he is discharged again. Pre- 
pare now for manpower shortages by beginning 
to train women, or by increasing self service ar- 
rangements. 





More of This Would Be 
Helpful to Everybody 


COMMENDABLE step in the direction of 

sane buying practices was taken recently by 
Steinman Hardware Co., wholesalers of Lancas- 
ter, Pa. A statement of the company’s purchas- 
ing policy, signed by A. Z. Moore, president, is 
attached to each purchase ordér. The statement 
reads as follows: 

“... It is our firm conviction that the present 
scare buying on the part of consumers, dealers 
and distributors is creating a most harmful and 
very serious condition in our business economy. 

“In our selling policy we are refusing to honor 
extravagant and unusually large purchase orders 
from any of our dealers. In our buying we are 
not placing unusually large orders in the expec- 
tation of having them scaled down by the manu- 
facturer and thus receiving what we actually 
need. We are making an effort to anticipate our 
requirements farther in advance, but the quanti- 
ties we are ordering are what we actually need. 

“We expect our suppliers to examine our orders 
as carefully as we do those of our dealers and 
when they find they are in proportion to what we 
normally buy, we then do not expect to have them 
scaled down on the same basis as unreasonably 
large orders which they may have accepted from 
other sources. 

“We realize this policy causes you and all our 
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suppliers extra work just as it does for the dis- 
tributor if he tries to be as careful as he should. 
We believe we are justified, however, in expect- 
ing such careful consideration of our orders witu 
this explanation of our purchasing policy in your 
hands. 

“We sincerely feel that a sane attitude and 
policy of this kind on the part of manufacturer, 
distributor and dealer can do much to avoid what 
might well become a very serious economic 
Crimis:. 35° 





What's a Better Way of 
Saying “Terms Cash”? 


OW can you say “Terms Cash” politely? 

A Maryland dealer writes that he is plan- 
ning on eliminating all small credit accounts and 
finds it a little embarrassing to tell a customer 
who asks for credit that the store’s business is all 
cash. This dealer wants to hang some signs in 
the store indicating that all terms are cash. But 
he thinks the usual sign “Terms Cash”’ is a little 
harsh and crude and wants to know if we can sug- 
gest a better phrasing of the sign. 

After you’ve considered this question, you 
realize there is no simple substitute that fits all 
considerations. We know of a New England store 
that wanted to go on a cash basis and found itself 
ahead of the game when it put up a sign reading 
“5% Discount for Cash and Carry.” Other stores 
follow the Macy idea of explaining to customers 
that the store’s low prices are due to a strictly 
cash policy. 

We asked a nationally known word-expert if 
he had any suggestions. He said he hadn’t ever 
seen a good substitute for “Terms Cash,” except 
perhaps for some in a kidding vein, such as: 

“Pay Cash and Sleep Better.” 

“Terms: pleasant, courteous and cash.” 

“Our hammers cost us cash, so we gotta charge 
you cash for them.” 

“We promised the bank we wouldn’t cash 
checks, and they promised not to sell hardware.” 

And so forth. 

Perhaps some of our readers have developed 
expressions which they use in preference to 
“Terms Cash,” and are willing to pass them 
along. Let’s have your ideas. 





It's Politics As Usual 
On Taxing the Co-Ops 


E speculated on these pages in the last issue 

on the sincerity of President Truman’s plea 
for national unity in the mobilization effort. We 
wondered if his Fair Deal boys were going to stop 
playing politics and work for the common good, 
or whether his plea was just camouflage for 
politics as usual. 

Well, we got our answer; from one of the 
President’s own Fair Deal henchmen .. . it’s to 
be politics as usual. 

An assistant secretary of agriculture gave the 
answer at'a meeting of co-op members when he 











said “you have an administration that believes 
in co-operatives and is not going to be easily 
fooled by any tactics of any lobby working against 
you.” 

With the politician’s usual disregard for truth 
or fact, he charged that those who are asking 
for tax equality for the co-ops are “proposing in 
effect to tax you out of existence with a billion- 
dollar additional annual tax.” 

In other words, the administration does not 
plan to tax the untaxed; it does not plan on es- 
tablishing equality of sacrifice. Instead the Fair 
Deal is going to raise your taxes and my taxes; 
it’s going to raise corporate taxes; it’s going to 
let you keep paying the excise taxes, all to help 
pay for the war mobilization. But touch the 
co-ops? Never, not so long as the co-ops have 
6,000,000 organized votes and the administration 
plays politics. 

The tax exemptions being given the farm co-ops 
today are preposterous and shameful. There is 
no excuse for them. But until the administration 
is taught differently, the co-ops will continue to 
enjoy freedom from sharing the cost of mobiliza- 
tion, while you and I, and thousands of hardware 
dealers, are forced to carry still heavier loads. 
Put this in your book for election day. 





Embarrassing Moments 


UR readers certainly take us at our word, 
sometimes to our embarrassment. 

Several weeks ago (H. A., July 13) we dis- 
cussed here the profit potentials of power tools 
for the hardware dealer, pointing out particu- 
larly the added business that can be built up in 
the accessory end. We stressed that power tools 
don’t sell themselves; to build good volume you 
have to display, promote and demonstrate. 

We also suggested that one of the best ways to 
learn how to sell power tools was to study the 
practical experiences of other dealers, as reported 
in articles in HARDWAGE AGE. We offered to send 
tear sheets of a half dozen recent articles on 
merchandising power tools to any reader who 
wanted to study them. 

To our embarrassment, so many readers wrote 
in asking for the articles that we quickly ex- 
hausted our supply of tear sheets. Now, to help 
fill the demand, we’re putting a special reprint on 
the presses. This 12-page reprint will contain 
practical, easy-to-use ideas for merchandising 
power tools. It will tell, for example, how a Wis- 
consin dealer who has been handling power tools 
for 15 years builds up related sales and draws 
customers from as much as 50 miles away; how a 
three-pronged promotional program used by a 
California dealer brings in $50,000 annual sales 
volume; how to rent power tools at a profit; how 
to build up women’s interest in power tools; how 
to boost sales by using a service shop for demon- 
strating tools; how to handle trade-ins and make 
a profit on both the trade-ins and the new tools, 
etc. 

You can get a copy of this useful reprint by 
writing the editorial department, enclosing 25¢ 
in coin or stamps to help defray the cost of print- 
ing and postage. 
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Here are 10 basic features of design in 
the Lockwood Ball Bearing Door Closer: 


1. Ball bearing shaft 6. Shaft and pinion in 
2. Precision machining one piece 
throughout 7. Continuously 
3. Minimum of internal notched ratchet 
friction 8. Patented leak-proof 
4, Minimum resistance gland 
to opening 9. Climatic (all- 
5. Oversized shaft weather) liquid 


10. Maximum closing power 
Check these features against all other 
makes of closers ... Lockwood beats 
them all! 
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“With Lockwood's Ball Bearing Door Closer...everything’s under control!” 


Alert Lockwood Dealers every- 
where are finding that the demand 
caused by air conditioning installa- 
tions is making door closer sales a 
year ‘round proposition. 


The gusty blasts of Fall... which 
are just around the corner... will 
continue this active demand for the 
precision door control offered only in 
Lockwood Ball Bearing Door Closers. 


Be ready ... avoid last minute 
rush by getting your orders placed 
as early as possible. 


LOCKWOOD HARDWARE MF6. CO. 


FITCHBURG *« MASSACHUSETTS 
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No Controls for Hdwe Trade Inventory limitations on the wholesalers and re- 
, tailers will come much later, if at all. Controls 
Says Dept. of Commerce Head will follow the World War II pattern. 





There is little likelihood that all-out economic 
controls will be imposed on either hardware 





Production Control 




































wholesalers and/or retailers, although the threat OUTLOOK: Priorities and allocations, 
of such controls hangs over the hardware trade. on a voluntary basis, will be applied 
H. B. McCoy, director of Office of Industry first but only to materials necessary for 
and Commerce, Dept. of Commerce, a key figure military and military supporting activi- 
in control planning, told HARDWARE AGE that ties. The pattern will be similar to that fol- 
“the hardware trade’s accessibility to goods will lowed under the 1948 voluntary allocations sys- 
not be seriously affected until and unless the pro- tem. Advisory committees will have a major role. 
duction of consumer goods must be drastically Mandatory allocations and priorities may be 
curtailed. This is not likely under the present necessary for a few key commodities where the 
military program” Main reason for this view sources of supply are limited. Voluntary controls N 
is that the increased military spending will be however, are expected to work for major com- C 
spread over a 12 to 15 month period. modities such as steel, copper, and aluminum. : 
Manpower shortages and credit controls will Formal limitation orders are not in the cards A “buc 
probably plague the hardware trade long before for the present. While military orders will mean 1i¢ Jes 
any directcontrols are imposed. Manpower some cut in production of civilian goods, such you ca 
shortages will increase as men are taken into as appliances, current thinking is to let the Roch 
military service and employees seek higher pay- _— chips fall where they may. Voluntary limita- er 
ing defense jobs. tions would be tried well before any formal made a 
Credit controls, consumer and otherwise, will system of “L” orders is invoked. Eve 
cut into purchasing power but it is expected / Conservation orders for a few selected mate- h 
this will balance spot shortages in certain com- rials, such as tin, nickel and platinum are a dread 
modities. good possibility. While these might affect the in com 
The control powers granted the President will amount of bright work and gadgets on tools, a good 
be lodged within existing agencies. The Com- electrical appliances, and other similar items, 1 
merce Dept. will handle those in which the hard- they would not affect their overall availability. ; 
ware trade has an interest. 
The Commerce Dept. plans an educational cam- ice ond Wage Control 
paign striking at accumulation of excessive in- 
ventories and consumer hoarding. Much reliance OUTLOOK: Neither selective nor gen- 2. 
is also to be placed in industry advisory com- eral price and wage controls appear to 
mittees. The hardware trade can be sure that be in the offing. Other control measures 
before any controls are imposed they will be and the relatively small size of the mili- 
discussed with representatives of the trade. tary program are expected to taper off the infla- 
The outlook for the various phases of the tionary spiral. Should these controls be invoked 
economic controls situation follows: this year, the justification would be more in 
the realm of politics than economics. Full scale 
Inventory Control war or mobilization would also change this pic- 
OUTLOOK: Inventory controls will be ture overnight. 
% among the first order of business but The Labor Department will handle manpower 
applying to the manufacturing industry problems, most important of which involve re- 
only and on selected critical materials. (Continued on page 161) 
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NO.1500 CHAMP” ; 





A “buck” still means a lot to a boy. So — when for 
li¢ Jess than $1.00 (for only 89¢, to be exact), 
you can hand him a handsome, sturdy lock like 
Master No. 1500...well, you just know you've 
made another friend for your store! 


Ever notice the Master trade-mark of a hurdler 
on the “CHAMP” knob? As a symbol of quality 
in combination padlocks he’s been coming in first 
a good many years. He stands for: 

1. SPEED IN DIALING—an easily-read brass 
dial, finished in hard-baked black enamel, 
with white numerals. 

2. STRENGTH — double-wall design, brass 


over steel. 


Get into the 
ScHoot PADLOCK 
BUSINESS 


SpA LLALLALL LLL 






Named “CHAMP?” for. its quality ... for years “CHAMP” for its sales! 


3. PERFORMANCE — simplified, 3-number 
brass locking mechanism. Relocking is auto- 
matic — closing the strong steel shackle dis- 
arranges the tumblers requiring all three num- 
bers to be re-dialed in orderto open lock again. 


For extra value — extra security — extra profits .. . 
it’s Master for the right combination! Ask your jobber. 


Master Jock Company. Milwaukee. Wis. 
Worlds Leading Padlock Manufacturers 









In addition to No. 1500, above, you have that value-sensation 


KEY-CONTROLLED MASTER NO. 1525 


As sure as 2-and-2 make 4, YOU can compete — and when 
you make a sale it’s generally BIG. Master has the padlocks, 
the price, the plan. Installations in 
scores of schools prove Master popular- 
ity. No. 1525 protects the student — yet 
only one school-owned master key opens 
every locker! Brass-cylinder, pin-tumb- 
ler mechanism. Ask your jobber! 








Re-Finishing Kit 

Re-Du home furniture re-fin- 
ishing kit includes, remover- 
cleaner, dissolves old surface fin- 
ish and acts as own cleaner; 
Protecto-Kote, fills seals and 


stains in penetrating plastics; 
satin wax finish, preserves wood 
quality, keeps it scratch resis- 
tant, water and alcohol repellent 
and adds a lustrous sheen. Avail- 
able in mahogany, maple, walnut 
and natural. Retails for $3.98. 
Re-Du, Inc., New City, N. Y. 


Thermometer Set 


Airguide cooking thermome- 
ter set, packed in a snaplid box, 
contains a skewer, roast meat 
thermometer, candy thermome- 


Whats New 


In Hardware Merchandise 


ter, and deep frying thermome- 
ter. Thermometer column is 
glass, but it is mounted on stain- 
less steel back. Thermometers 
can be cleaned quickly with a 
damp cloth. Set retails for $6.50. 
Fee & Stemwedel, Inc., Chicago 
47, Ill. 


Turbine Sprinkler 


Turbine sprinkler finished in 
red and green enamel, covering 
a 4 to 30 ft. circle equipped with 
a tenite head, cast iron runner 
type base. Retails for $1. Each 
individually boxed with two col- 
or printing on box. Shipping 


carton holds 12 weighing 14 lbs. 
Sanco Products Co., 4616-18-20 
Elm Ave., Ashtabula, Ohio. 


Aluminum Levels 


Mayesmaster aluminum levels 
feature rib construction, plus 
heat-treating for strength and 
rigidity to maintain permanent 
accuracy. Openings with oblong 
center hole are finished with 
white plastic inserts. Cat’s eye 
vials set in Mayes’ compound, 
preventing their working loose, 
are protected by sealed lens. 
Mayes Bros. Tool Mfg. Co., Port 
Austin, Mich. 


Hack Saw Frames 


Nickel plated hack saw 
frames, No. 125, equipped with 
Butcher Boy handles made of 
non-toxic plastic. Rust - free 
nickel plated screws hold frames 


and handles. Fully polished 
frames are adjustable for 8, 10 
and 12 in. blades. Each tool in- 
dividually boxed and furnished 
with 10 in. Tungsten blade. 
Great Neck Saw Manufacturers, 
Inc., Mineola, N. Y. 


Door Knob 


Rigidized metal door knob, 2 
in. in diameter, with steel base, 
finished in either polished brass 
or chrome for use on all interior 
doors of a house. Surface is an 
embossed mosaic of geometric 
forms, giving a tiled or inlaid 
appearance. When on door, mo- 
saic appears in changing pat- 
terns. The Yale & Towne Mfg. 
Co., Stamford, Conn. 
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Centrifugal Jet Pump 


F & W multi-purpose shallow- 
deep well centrifugal jet pump. 
As shallow well pump, the jet is 
bolted to the main body. For 
deep well operation, the jet is 
dismounted by removing two 
bolts and placed in position at 
the proper point in the well. 
Pump can be used as a package 
unit with the small horizontal 
type pressure tank or with a 
larger vertical tank for more 
storage capacity. Either single 
pipe packed type installation or 
double pipe installation can be 
used. Multi-purpose pump will 
develop either regular or high 
pressure depending on jet size 


used. Larger size jets are avail- 
able for use on wells deeper than 
60 ft. and are interchangeable 
for use on the new pump. Avail- 
able in % hp for well lifts to 
100 ft. Flint & Walling Mfg. 
Co., Inc., Kendallville, Ind. 


Schick 20 Shaver 


Schick model 20 is easy to hold 
as its form fits fingers and 
dimpled indentations on its old- 
ivory colored plastic surface 
provide a non-slip grip. But- 


ton switch starts and stops the 
rotary motor. Hi-velocity shear- 
ing head has a higher speed with 
a longer cutter thrust than 
previous 


models. Telescopic 
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carrying case, Caddie base, is 
made in leatherlike covering, 
saddle stitched, gold decorated 


and sized. Retails for $24.50 
with cord and case. Schick 
Super, $22.50, and _ Colonel, 


$17.50, will be continued. Schick, 
Inc., 644 Atlantic Ave., Stam- 
ford, Conn. 


Deodorizer Bomb 

Silver Label brand aerosol 
spray deodorizer bomb packed in 
6 oz. container which fits in 
palm of hand. Topping the blue 
and silver container is a red 
dome cap which protects the 
push button. Silver Label con- 





















— 
Spray 


ie odoriz! 
ecaste ele 





















tains Metazene, chemical for- 
mula destroying odor giving 
substances in the air. Fair- 


(Continued on page 164) 


Latest Information on New Products 
And Services for the Hardware Dealer 








TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


Nichols aluminum nail 
types are color coded pack- 
aged. Colors identify and 
separate nails for wood 
siding, shingle, roofing, 
cedar shake, etc., while 
the average coverage per 
box is printed in large 
type. Purchaser buys nails 
by the job to be done rather 
























than by the pound. Avail- 
able is a collapsible wire 
display rack that shjps flat. 
Rack is supplied free with 
an assortment of alumi- 
num nails, total retail 
value being $120; price to 
dealer, $80. Nichols Wire & 
Aluminum Co., 1725 Rock- 
ingham Rd., Davenport. 
Iowa. 


Dishmaster Promotion 


Dishmaster merchandis- 
ing package including a 
four color display stand, 
table tvne dishmaster, 
(Continued on page 178) 
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Consumer Credit 
L LARS) 
SOURCE FED RES BD 


Heavy Buying Marks 
Hardware Activity; 


Credit Volume At Peak 


Continued heavy buying by 
both dealers and consumers and 
steadily rising prices marked the 
hardware trade over the past 
week. While there were signs 
that buying was slackening off 
from the panic levels of the past 
month, there is every indication 
that the trade can continue to 
expect heavy sales in the near 
future. 

Meanwhile, the growing vol- 
ume of voluntary allocations was 
serving to restrict, in some mea- 
sure, the buying pressure. Man- 
ufacturers, many with the heavi- 
est backlogs since Pearl Har- 
bor, were being forced into 
stricter allocation plans and 
dealers are finding shipping 
dates becoming more and more 
extended. 

In the background, agitation 
for stricter credit controls was 
growing stronger and present 
indications are that the mini- 
mum down payment require- 
ments under Regulation W will 
be increased. Other techniques, 
such as higher personal taxes, 
etc., are also in the offing. _ 

The consumer credit picture is 
getting more attention, the in- 
creased national credit volume 
being accompanied by increas- 
ing reports of slower collection. 
Topping this is the problem be- 
ing faced by many dealers who 
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Demand continues strong but panic- 


buying diminishes . . . Prices advanced on 


some housewares . . 


more lines . . 


have made instalment sales to 
men who are being drafted. The 
responsibility in such cases is 
not clear yet but at the moment 
there is little action the dealer 
can take under such considera- 
tions. These factors were seen 
as tending to tighten up the 
credit picture. 

The prospect of national con- 
trols was still confused, but 
there was little prospect of over- 
all price regulation and alloca- 
tions being imminent. A _ de- 
tailed report on the present 
outlook on controls is given on 
page 10. 





Wholesale Hdwe. Sales 
Up 15 Pct In June 


Wholesale hardware sales for 
293 reporting firms were 15 pct 
greater in June, 1950, than the 
same month in 1949 according to 
the Census Bureau. June sales 
were also 4.7 pct greater than in 
May. June volume totaled $79,- 
487,000 as compared with $67,- 
314,000 for the same month, a 
year ago and $75,713,000 in 
May, 1950. 


Cumulative sales for the first 
six months of this year totaled 
$411,400,000, an increase of 2 
pet over the same period of 1949. 


June wholesale hardware inven- 
tories were only .05 pct lower 
than in the previous month but 
7 pet greater than June, 1949. 
Inventories at cost for 223 par- 
ticipating firms totaled $134,- 
386,000 in June. 
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Allocations on 


Chain store sales high 


Price Rises Announced 
For Pyrex Brand Items 


Price increases on certain 
Pyrex brand ovenware items, ef- 
fective September 1, 1950, were 
announced recently by T. H. 
Truslow, sales manager of Corn- 
ing Glass Works’ consumer 
products division, Corning, N. Y. 

In making the announcement. 
Mr. Truslow stated: ‘Because of 
a variety of factors which have 
entered into the manufacture of 
our ware during the past eigh- 
teen months, it has become nec- 
essary to make some price ad- 
justments. Pyrex Flameware 
prices, except parts, remain un- 
changed. Some Opal Ware and 
Ovenware items have been re- 
duced, many are unchanged. In- 
creases in prices of some other 
Ovenware items are unavoidable. 

“The net result is an average 
increase of only 3% pct on the 
whole line.” 


Ekco Puts | to 10 Pct 
Rise On Some Items 


Ekco Products Co. has _ in- 
creased prices on a group of its 
products using stainless steel and 
aluminum. The new prices, which 
result in increases of about 1 to 
10 per cent became effective Aug. 
7. Ben Ragir, president, said 
there were no over-all increases 
and that a majority of items re- 
mained unchanged. All orders 
received by Aug. 7 will be deliv- 

(Continued on page 208) 
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Tommy Hess, Charlie Griffith, Snits Peebles 
and Luther Bennett are salesmen for J. B. 
Kendall Company, Washington, D. C. They 
sell RB&W fasteners — not as a commodity — 
but as a means toward insuring customer sat- 
isfaction. 

They point out to their dealers that RB& W’s 
quality control protects the dealer’s reputation 
... also that RB&W has been giving fastener 
users full value for 105 years. 

Thus J. B. Kendall salesmen, more than mere 
order-takers, get more than their share of the 
business because they sell customer satisfaction 
with RB& W products. 
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TEAMING UP... to Keep Costs Down 


Alfred Robbins operates RB& W’s latest wire- 
drawing equipment. He oversees a process that 
is vital to quality, for RB&W draws its own 
wire, using tungsten carbide dies, in order to 
insure closest tolerances for cold-heading. 

By this and other means of controlling raw 
materials, men like Alfred Robbins build qual- 
ities into RB&W fasteners which men like 
these J. B. Kendall Company salésmen capital- 
ize upon to sell more RB&W products. 

Dealers who wish to be sure of getting uni- 
formly high-quality fasteners, packed in easy- 
to-handle “upside-down” packages, increas- 
ingly ask for RB& W fasteners. 
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Insteap of spending heavily for inventory, you 
carry minimum supplies. Then depend on our near- 
by warehouse for swift delivery of reorders when 
needed. Dealers agree this modern merchahdis- 
ing system is swift, dependable, economical. 


FAST TURNOVER—HIGH PROFITS 


There’s nothing like a quality brush for quality 
work—and nothing like Gold Stripe for a quality 
brush. Master painters, handy men, homeowners 
know Gold Stripe does the job right . . . is cheaper 
in the long run. 














Repeat sales will be proof that Gold Stripe means 
satisfied customers who get smoother, neater paint 
jobs in less time with less effort. From bristle to 
handle, they’re designed as a unit under job-tested 
































conditions by master craftsmen . . . and exclusive 
LIFE SAVER jacket keeps them lively, straight 
PITTSBURGH'S and clean longer. KimbIl 
! 
“LIGHTNING Where cost is a factor, Pittsburgh brushes are also avail- f oe 
eis LINE able in the exclusive Bristle-Neoceta family and the 100% BS 

of maintenance brushes— Neoceta family saving you from one-third to one-half the : 
sweeps, dusters and scrubs price of pure bristle brushes. _ = 
— jis profitable too... Kimb! 
with the same money-sav- Call the Pittsburgh Branch near you or write: PiTTs- glass 
; ing warehousing plan. BURGH PLATE GLAss Co., Brush Div., Dept. D-2, moder 

*. 3221 Frederick Ave., Baltimore 29, Maryland. - 
; Kim 
: e glass | 
J'7 use 01 
PITTSBURGH. BRUSHES } 
Kimt 
opal 
—* in 18 
G) BRUSHES * PAINT ® GLASS © CHEMICALS @® PLASTICS 
PITTSBURGH PLATE GLASS COMPANY 
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Kimble Deluxe Glass Bars Crystal glass, Here, at no added cost to you, is a new sales-getting 
e also avail- oo %" a een i with heavy display that puts your Kimble Glass Bars right up 
nd the 100% at. ellaiaiiattaaaaa front and center. Use it on the counter, in the 
one-half the J B Q window, on island tables. 





Kimble Bent-End Glass Bars Crystal or opal Customers see 8 ways to make good use of these bars. 











rite: Pitts. glass %4" in diameter. Strong metal fittings of They see the handsome chrome-plate fittings, the clear 
sh a modern design—18" and 24" lengths. gracefully curved crystal bars that never lose their new look. 
ryland. 
- vee a This display, highlighting the quality of Kimble 

Kimble Double-Purpose Glass Bars Crys/al Glass Bars, plus their attractive prices, is sure to 

glass bar with adjustable fittings for full-length stimulate sales—increase your profits. 

use or projecting ends. 24" long. 
iE a {\ Order this display now from your wholesaler, 

your distributor, or write direct to us. 








Kimble Button-End Glass Bars Crys/al or 
opal glass with sturdy metal fittings. Available 


— in 18" length. 
KIMBLE GLASS wore00 1, ono 
2@ Division of Owens-Illinois Glass Company 


[ 24, 1950 


A GLASS BAR FOR EVERY PURPOSE 
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~. . start rolling toward the 
most profitable Weather Strip selling season in your history! 


o ~ 
a a . 
mars” g ‘ > 


ins ea Os 


helps you in all these ways! 


Get ready for record-breaking weather 
stripping sales! 

Inner-seal, the live rubber weather 
stripping introduces a 1950 Selling Cam- 
paign that's bound to increase your volume! 

Plan now to tie in 100% with this 
aggressive, hard-hitting promotion! 

Colorful, compact counter dis- Get complete details from your jobber Inner-seal Weather Strip Cushion 


i . P . . Neat 
play and dispenser. Holds 500-foot or write direct! for overhead garage doors. Neatly 
reel of Inner-seal. : boxed in 8-foot lengths. 


Complete Merchandising! 
- WINDOW POSTERS —» DOOR-JAMB Envelopes P ly port 
to dress up yourwindows, dispense free ‘‘How-to- 
doors, counter fronts Install’’ folders 
» NEW MATS RADIO SPOTS B 

a tao tie-in angen selling mes- FABRICS, INC. 


with Inner-seal’s national sages that pull customers 
advertising into your store 


Large-scale advertising month + HOW-to-INSTALL Folders Bridgeport 1, Connecticut 


after month in leading magazines give easy-to-follow directions Est. 1837 
builds sales for you! for weather stripping correctly 
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NOW AS THEN... 
American Craftsmen produce the best hardware products in the 
world, and the NATIONAL HARDWARE SHOW proudly displays 
these products to the thousands of buyers, who annually attend 
the Show. 


These manufacturers (more than 600) will have on display for your 
inspection the newest and best in hardware, houseware, fishing, 
hunting, sports, farm and garden equipment—THE MOST COM- 
PREHENSIVE EXHIBIT EVER ASSEMBLED UNDER ONE ROOF. 


Buyers .. meet the manufacturers of products you sell. See, ex- 
amine and compare their products, then fill your buying needs for 
the coming year with the best in the industry. 





































Make your plans today to attend the industry's greatest merchan- 
dising event. : 
Fill in and mail the registration coupon. Your admission badge, ww 

which will admit you without further registration, will be mailed Aine". 


to you. 


OCTOBER 2-3-4-5-6-1950 - GRAND — PALACE, NEW YORK CITY 
c------ ities dieaan a aoe a 


D) Save time by registering NOW. Fill in and mail this_ registration ! 
coupon and your admission badge will be mailed to you. Please check Jj 
SS below if you wish us to make hotel reservations for you. 


























\ | (PLEASE PRINT) l 
~ py Name Title. ! 
Rs Firm ee i 

/ 2 .J Street cineittaceatiebaiaibis 1 

by ee eS " 

Type of Business ee i 

Please check below the classification of your business. 

[7 Wholesaler O Retailer C) Dept. and Chain Store Buyer | 

© Importer-Exporter DC Mfers’ Agent 00 Manufacturer 0 Other | 

331 MADISON AVE., NEW YORK 17, {7 Please send us your hotel reservation blank. | 

MURRAY HILL 2-4802 Minors under 18 yrs. of age will not be admitted under any circumstances ' 

diy th din tab Gb On eas om me an Oh eens i ee eee ae 
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MOE LIGHT, ING.. ror nmi ene 


Light with decorative 


Re-Lighting with new, 


Brighten your house oF apartment by 
good-looking MOE LIGHTS designed to g° with your deco- 
. , iF YOU ARE Bl ILDING 
r, fresher note to your living Look 
Plan with your Electrical (om 
or for locating your fixture 


rative plan. Add a newe 
sund at the lighting fixtures in your home and resolve right pines? 
the greatest name in outlets to 
MOE LIGHTS 
ere you want them. Your 





ar¢ 
Lights - - give you 
you wen tly 
Ele 


now to replace with Moe 
lighting fixtures. And it’s so €asy- Just visit your nearest a 
Electrical or Hardware Dealer oF Department store and see trical Contractor the man wl 
knows knows MOE LIGHT 
M a . 
Modern, and dozens He will be aad to belp Yo" 


pe, Colonial, 








the wide variety of Ranch ty 
ther styles on display. It’s 
ividually packaged 1o 


Ke-Light with Moe 
NSTALL! * 


of o o easy to 
so EASY TO | 


Light. Ind 





full-color catalog. 


ony deco- 
Send for a beautiful 32-page 







Your dealer con supply fixtures to fit 
rative style. Ask to see the big, 32-po9® full- 
color, MOE uGHT CATALOG, t00- Just be sure Bright ideas for entrances and for every room 
.-.say “Mee Light? in the house. Enclose 25¢ ™ coin to cover 
|) al postage and handling. 
cturer of Residential Lighting Fixtures 
1950 MOE LIGHT, IN 


son, Wisconsin, World’s Largest Manufa 
for mnase-produced, product-engineered lighting apecialtios. 


The MOE uc! 
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tothe mplete details on the "P. 
HTING” DEPARTMENT. — 




































e 41,000,000 
Aries READE : 
sumer impressions RS! That's the amazin 
tising Campai resulting from MOE L g number of con- 
BEAUTIFUL... BETTER HOMES EVENING POST... HOUSE 
h a HO at 
gyri will see these bi MES AND GARDENS! : HOUSE 
OOKING FOR THE } ig, full-page, four col ! Millions of 
MOE LIGHT CENTER Ta ads. THEY'LL 
your STORE! 
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- Dealers who bought Nationally Advertised MOE LIGHT Home Lighting Centers, 
report sensational results! Let MOE LIGHT Packaged-Lighting Departments put 
you into the fast-turnover, high-profit lighting business ... overnight! 

Here’s an over-the-counter operation you can’t afford to miss. A deal that 
TURNS WASTE SPACE INTO DOLLARS! A lighted MOE LIGHT ceiling or wall 
display brightens your entire store, stimulates sales of related electrical items, 
makes your store THE neighborhood headquarters for nationally advertised 
MOE LIGHTS. 

Don't miss this “new profit’ opportunity ...look at the display program, 
choose your Packaged-Lighting Department and...call your MOE LIGHT 


wholesaler today! 


ILDING 








he man who 
(OE LIGHT! 
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THESE BEAUTIFUL DISPLAYS AT NO EXTRA COST TO YOU... 
PAY ONLY THE SPECIAL DEALER PRICE FOR THE FIXTURES! 


Yes, you pay only for the fixtures... THE DISPLAY UNITS ARE YOURS WITHOUT 
EXTRA CHARGE! Shipped Direct, Complete with Fixtures, FREIGHT PREPAID, 
even including full-color MOE LIGHT Catalogs, Price Lists and a generous supply 
of Dealer Sales Helps! 





ting Fixtures 
150 MOE LIGHT, INC 











od] MOE LIGHT CEILING DISPLAY M-5020. YOU GET—Beautiful 6’ x 4’ 





ceiling display ready to hang up, plus—66 individually packaged MOE 
LIGHT fixtures—$178.00*. 
of con- 
) Adver- a MOE LIGHT WALL PANEL M-5021. YOU GET—Beautiful 4’ x 3’ wall 
HOUSE display ready to put up, plus—40 individually packaged MOE LIGHT 
ions al fixtures— $108.00*. 
THEY'LL 8 @ MoE LIGHT COUNTER DISPLAY M-5024. YOU — © 1950 MOE uci, mc | | 
STORE! 


GET—Beautiful 3-sided column counter stand, plus—30 SSCHOHOSSSSSSSSSSHSSSHSSSSSSOSSSSSSOSSCESOEESEEEE | 




















e 
individually packaged MOE LIGHT fixtures—$66.00*. ¢ MOE LIGHT, INC., ForT ATKINSON, WISCONSIN 
e O. K....1 know a good deal when I see one! Send that full-color catalog 
' ] MOE LIGHT CENTER FLOOR DISPLAY M-5022. : and complete details on the MOE LIGHT “PACKAGED” DEPARTMENTS. 
YOU GET—Beautiful, easily moved, 8’ chrome stand e 
ce ne 2 cao ce a oe [] CHECK HERE FOR COMPLETE NEWSPAPER MAT SERVICE FOLDER. 
combining the wall and ceiling units, plus— 260 individ- ° 
vally packed MOE LIGHT fixtures—$633.00*. ° NAME TITLE _ 
* Prices slightly higher west of the Rockies . STORE NAME 
$ _ ADDRESS. detaseibeensiialies 
MOE LIGHT, INC., FORT ATKINSON, WISCONSIN : 5 ow om 
* 





World's Largest Manufacturer of Residential Lighting Fixtures 
SOCHHSHSSHSSKHCSSOSSSHSSSHSHSSHSSSHSSSHSSSHSSESESESEEEE 





[ts the Midget’ Pilot that clinches the sale! 
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PERFECTION 
HEATERS 





Gas and Oil Models 
on display at 
National Display Room 
1475 Merchandise Mart 





EXCLUSIVE CONVENIENCE FEATURE! 
Only Perfection Heaters have a true 
pilot . . . the one feature your customers 
appreciate most! Saves bothersome 
relighting! Saves fuel! 


COMPLETELY AUTOMATIC! You make 
more sales—easier and faster—when 
customers find the fire cuts back to fuel- 
saving pilot—completely automatically*! 
AN ACTUAL BLOWER! Not merely a 
fan! The “Floor-Flo” Blower* circulates 
warm air into far corners! Can be used 
in the summer, too, to constantly circu- 
late air. That's an important selling point! 


BIGGEST DEALER PROFITS! Here's a 
plus that means plenty to you in cold 
cash! Not only do you get the line 
with the Jest selling features (with the 
fewest service problems) the best and 
promptest delivery—but you now get the 
biggest profit of all heater lines, too! 


NATIONAL ADVERTISING! Perfection’s 
advantages are pre-sold to customers 
even before they reach you! Eye-catch- 
ing displays and superior dealer aids 
help you sell after they reach you! 


* optional 





Here's the oil heater that 
makes easy, fast sales! 


"> Perfection 
Portable 


Practically everyone 
needs at least one 
of these multi-use 
heaters! Perfect for cottages, work- 
shops, camping, recreation rooms. 
Don’t miss out on such easy sales! 








— 





PERFECTION STOVE COMPANY A 


7220-B Platt Avenue @ Cleveland 4, Ohio 


CLEVELAND e JERSEY CITY e KANSAS CITY ee OAKLAND e ST. PAUL 


ATLANTA e CHICAGO e 
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pris 
the new M | R R O Cakee 


THE FINEST ALUMINUM 


10 pieces and recipes [West, $1.65] 


You know the MIRRO line is a hot-item line. It’s loaded won’t be Christmas for the dealer who delays. Order 
with leaders, for solid, every-day sales. But, for fast, your extra holiday profit now! Be ready, with loaded 
buy-and-sell profit, here’s one seldom matched. windows and displays, when the rush starts. They’ll buy 


This new 10-piece set, boxed for display and advertised it where they see it! 


nationally in mouth-watering color, will fill your stocking 


with good, green cash...IF you’re ready. Christmas Suy from Your MIRRO Jobber 


ALUMINUM GOODS MANUFACTURING COMPANY . MANITOWOC, WISCONSIN 


FIFTH AVENUE BLDODG., NEW YORK 10 MERCHANDISE MART, CHICAGO 54 


WORLD'S LARGEST MANUFACTURER O F ALUMINUM COOKING UTENSILS 
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‘LIGHT TOUCH ‘that sells 


-and makes the buyer look good 


Its the 

















Clip this out for your salespeople 


We don’t have to tell you that a buyer looks good when Cad O'S Rigg Tr yaar Someeny Saye. 


the merchandise he buys sells. 


That’s why smart buyers (don’t blush, we mean you) 
take time to sell their salespeople on what sells customets. “BISCO-MATIC” IS THE LIGHT TOUCH 


Let’s take Bissell Carpet Sweepers—the ones with that sells Bissell®! 


“Bisco-matic”* Brush Action, and high dollar volume. Only Bissell has “Bisco-matic” Brush Action—an 
Sure, that Bissell name is a big sales push all by itself. automatic feature that sweeps any rug clean with- 
But it sells even harder when you add the “‘light touch.” out any pressure on the handle whatsoever. 
How it Works. “Bisco-matic’”’ Brush Action raises 
and lowers brush automatically to make the right 
sweeping contact with any rug, thick or thin. 
How to Demonstrate. Ask the customer to push 
sweeper with the palm of her hand, or with two 

It’s that simple. Prove to her she won’t have to bear fingers. ‘“‘Bisco-matic” Brush Action will sweep 
down to sweep—and you won’t have to bear down to sell! clean, with just a gentle glide. 


BISSELL SWEEPERS 


Bissell Carpet Sweeper Co. 
Grand Rapids 2, Mich. Se Be Se Be ener. v5. Pat. 087. 


That’s the touch you see above. It tells a customer, 
but fast, what ““Bisco-matic”” Brush Action means in 
easier sweeping. It shows her how she can sweep any 
rug, thick or thin, with no pressure on the handle. 
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The smart, expert designing and gay, clever decoration of 
this brand new line of De Luxe Kitchenware fit it perfectly into 
the modern kitchen. And the sturdiness of its fine construction 
assures easy salability and long, satisfying service. Available 
in white or yellow. Hand-sprayed baked enamel finish for 
greatest durability. 


Designed exclusively for sale 
through Independent Stores. 


ee Talk to your Jobber’s Representative 


about De Luxe Kitchenware. 








©) 
fw) Mothers are buying school clothes now—lunch 


kits are next on their lists. 


Most of your customers will ask for “Thermos” brand 


vacuum bottles and lunch kits by name. Thermos is an old- 


time classmate —this fine American trade-mark has been 
going to school for more than forty years. 

Be sure you have a good supply on hand. Be sure you keep 
a good display out front. Tie in with this ““Thermos’”’ school 
kit advertisement which will appear in The Saturday Evening 
Post on September 2. 


THERMDs 


TRASE MARK REG. U.S. PAT. OFFICE 


[het Viecwuwe Bolles ave larch fi tay att fav 


THE AMERICAN THERMOS BOTTLE COMPANY 





NORWICH, CONNECTICUT 
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Include: 
shooter 
—the 
made. 
per cal 
disc. ¢ 
load. 
plastic 








HELPS YOU SELL... WITH A BIG 


NATIONAL CONSUMER ADVERTISING 


PROMOTION, FEATURING THE 


67 OUTFITS 


THE FIRST AND BROADEST 
PROMOTION OF ITS KIND! 





a 





a ” 
=) Silver or 
24-K Gold Finish 

105,”” long 


Includes 2 Grizzly 6-& 
shooter toy cap pistols 
—the most realistic 
made. Shoot dise pa- 

aps—6 shots per * 
dy Cylinder ee, to 
load. Beautiful “engraving 


plastic grips. 


(Plated 24-K Gold) 
9.50 (‘'Silver” Finish) 


Set Gift Boxed $11.00 


ed of tough, pliable 
—made to outlast a 
plated same as 
nd hardware 


Isters and Cuffs mold 
pen Look like leather: : 
lifetime of play. Metal -_ 
pistols. At department, var 7 
stores—or write for literature. 


- K hye MANUFACTURING co. 
a WESTERVILLE, OHIO 
_— 


MANUFACTURING CO. 


HERE’S THE GREAT GIFT SENSATION! 


A beautiful outfit—every item in the set “top-drawer” western de- 
sign. Holsters, belt, cuffs and spur straps are molded of tough, pliable 
polythene plastic—made to outlast a lifetime of play. Will not wrinkle, 
chip, crack or peel. Sun, snow or rain will not affect color or shape. 
Choice of FIVE different sets. Prices vary according to pistols. Four sets 
available with either ‘Silver’ finish or 24 Karat Gold on pistols and spurs. 


HERE’S THE AD THAT MILLIONS WILL READ 


At left is the ad that will bring the Kilgore Wild West Outfit to the 
attention of millions—youngsters and parents alike. It will break prior 
to the holiday gift season—when youngsters are deciding what they 
want and parents are looking for gift ideas. The ad does an excellent 
job of displaying the merchandise. Headline ties in with sketch of 
youngster dreaming. 


HERE’S THE BIG 
LIST OF PUBLICATIONS 


These magazines will carry the Kilgore 
ad: Saturday Evening Post, Holiday, Farm 
Journal, Esquire and Sports Afield. They 
represent a powerful group to focus na- 
tional attention on the Wild West Outfit— 
and help you sell in volume. Actual com- 
bined circulation figures total 9,120,000 
and each copy of each magazine has 
several readers. 


- - « AND HERE’S YOUR 
OPPORTUNITY TO TIE-IN 


Take advantage of this national con- 
sumer promotion with local tie-in adver- 
tising, window and counter displays. 
We'll furnish free mats, electros or glossy 
Photos on request. Write direct for these 
items or have your Kilgore representa- 
tive or jobber get them for you. 


FACTORY OFFICE 


Room 14.102 
Mdse. Mart 





WESTERVILLE, OHIO U.S.A. 


Chicago 
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LAST CALL! 


Be ready with ample stocks of these Monowatt items 
when this colorful, full-page advertisement breaks 


cow 
Comp 
as el 


popul 
7/0. 


in the September 6! 
“ee 
POST 

















HAL 


Stron 
weld 
small 
6 or 

prefe 


DOG 
Bulld 
asser 


carte 
boxe 





To get the most profit trom Monowatt’s sales-building 
promotion, tie-in with it! Plan a mass display of CF 


Monowatt items for your window in September. Ak 


Use the advertising aids Monowatt provides— wo 
ture 


has 
colorful counter cards, and newspaper mats. ani 


dramatic blow-up of the Post ad, window banners, 


Turn this full-scale promotion into extra volume 






at your electrical counter. But don’t delay . . . time 
ONOWATT is short. Make sure your stocks of the profit- 
| a) packed Monowatt line are complete. 


MONOWATT INCORPORATED © A GENERAL ELECTRIC AFFILIATE © PROVIDENCE 7, Re be 
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reaks 
COW-TIES 
th Completely assembled. Weldless as well 
| ér = as electric-welded (shown) in most 
popular styles and lengths, sizes 2/0 to 
7/0. Packed 6 or 12 per carton. 
TT 













DAY EVENING 


ST 














































HALTER CHAINS 
Strong and light. Welded (shown) or 
Idless, adaptable to both large and 
small animals. Completely assembled; 
6 or 12 per carton, sizes 6 to 6/0, in 
preferred lengths. 
DOG LEADS AND CHAINS 
Bulldog (weldiess) pattern, completely 
bled. All popular sizes and lengths, 
cartons of 6. Also in assortments of 12 
boxed with attractive display hanger. 
ling 
f 
ber. 
a A high regard for a good reputation has been for farm, home or industry—you can sell Hodell 
woven into the links of every chain manufac- Chain with assurance that it “serves the best”. 
ners, tured by Hodell. For 63 years, this reputation Hodell Animal Chains also include Tie-Outs, 
has been our most carefully guarded asset. In Kennel and Exerciser Chains, Anti-Cow Kickers, 
animal chains—as in every other type of chain Dog Couplers and Chain Choke Collars. 
plume © Hodell is the name for dependable chain « 
. time | 
>fit- 
4 '@) DE LL Cc + Al de eo)” PAN » Jack, Sash, Safety, Ladder, 
' Sprocket, Pump, Liberty 
Machine, Proof Coil, Liberty 
* C L E V E LA N D x Oo H | Oo * Coil, Passing Link, Bulidog, 
Samson, Fiat Link, Register 
EZ. Rb ESTABLISHED 1886 — A division of THE NATIONAL SCREW & MFG. COMPANY 
ST 24, 1950 
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MAGAZINE ADVERTISING! 


140 million copies of consumer maga- 
zines are carrying Winchester and 
Western ads in 1950... telling your 
customers to come to your store for 
Western and Winchester quality 
products. This advertising will con- 
tinue at a fast pace supporting all 
your important hunting seasons for 
the rest of the year. 


FOLDERS! 


Many of your customers have written 
us for these folders, offered in our 
ads. To supply others, we’ll send you 
the quantity of the folders you want 
-.. give them to sportsmen or mail 
them to your customers. Filled with 
helpful information shooters like, they 
will lead to direct sales for you. 


STORE DISPLAYS! 


Designed especially for hardware and 
sporting goods stores, these counter 
cards and window streamers will work 
for you. Come with a set of removable 
illustration panels, so you can tie in 
with the important hunting seasons 
in your locality. In full color! Send 
for them now. Yes, they’re FREE! 





SHOTGUNS * SHOTSHELLS - RIFLES 
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Pishive 


Hon 








For folders, tell us how many of which folders you’d like. For the displays, just ask 

ES, INC. for WESTERN displays or WINCHESTER displays or both. Address: (for Western 
material) Western Cartridge Co., Division of Olin Industries, Inc., East Alton, IIL; 
(for Winchester material) Winchester Repeating Arms Co., Division of Olin 
Industries, Inc., New Haven 4, Conn. 


RIFLES CARTRIDGES * TRAPS AND TARGETS + GUN CARE PRODUCTS + ROLLER SKATES 
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Fence with a long future 


Bethlehem Fence appeals instantly to farm- 
ers, for its durability is obvious at a glance. 
It doesn’t take an expert to see that Beth- 
lehem Fence is sturdy and well made in 
every detail. When customers examine the 
smooth zinc coating and feel the husky 
steel wires, they know that here is fence 
that will give them long, faithful service, 
season after season. 
There’s no better value in farm fence, 
It has all the features farmers want! 
* Hinge-joint design . . . for versatility 
and long life 
* Tightly-wrapped joints . . . make it 
sturdy, for hard service 
* Tough, full-gage wires . . . for strong, 
permanent fencing 


AUTOMATIC 


BARBED WIRE BALE TIES BALER WIRE 








Model | 


| 2 : 








* Springy tension curves. . . that keep 
fence tight and trim 

* High-quality zinc coating . . . to ward 
off rust and corrosion 


Bethlehem Fence is made in all standard 
designs and heights to meet every farm 
need. Your jobber can supply you with 
this popular fence . . . and all the other 
Bethlehem products for the farm trade. 
Now is a good time to check your inventory 
of the fast-selling products shown below. 





BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold 
by Bethlehem Pacific Coast Steel Corporction. Export 
Distributor: Bethlehem Steel Export Corporation 


NAILS AND STAPLES FENCE POSTS CLOTHES UNE 
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"LOTHES LUNE 


24, 1950 





Model L 16” and 18” Zephyr 16” and 18” Vogue 16” and 18” 


fhe 


Arlington 16” 


Lark 18” ? 2 Parkhound 21” 


Rolloway 25” Tornado 800 — 36” 


Speedway 32” 


va RLS 
¥ ‘3 
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Prophetstown occupies the site of the 
village of the Winnebago Prophet, 
which the Illinois volunteers destroyed 
on May 10, 1832 in the first act of 
hostility in the Black Hawk War. 


From the site of this historic Indian vil- 
lage, Eclipse can look back upon half a 
century of solid growth based on offer- 
ing the best value in lawn mowers. 
Thousands of dealers have experienced 
the confidence that comes in handling 
products of unmatched performance. 
The rapidly growing number of satisfied 
owners is a glowing testimonial. 


\ ie i IN 1900 Fred Adams 
WwW a) commenced development 

(4 of a better lawn mower. 
Incorporating patented 

features resulting from 

this development work, 

Eclipse lawn mowers quickly attracted 
a mushrooming demand. The barn 
where the first models were developed 
soon became inadequate. An assembly 
plant was built... employment increased. 


WILLIAM JENNINGS 
BRYAN eloquently key- 
noted the dedication of 
the Eclipse cast iron 
foundry in 1920...a step | 
toward today’s modern “= 
otcmained manufacturing unit. 


THE “LITTLE GIANT”, introduced by 
Eclipse in 1930 was one of the first 
power mowers on the market. Largely 
responsible for the cordial dealer relation- 
ship that exists is the close attention 
that is paid to dealers’ needs and the 
full promotional and sales support that 
has been made available. 


TODAY the town with the unusual name 

of eats which is reputed to be 
the only town of ‘" 
name in the world, 
known widely as ine 
mower headquarters. The 
home of the ‘‘World’s 
Best Lawn Mower.” 


1808 Railroad St., Prophetstown, Ill. 
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SHINYCROWNS 


THE KING OF HEX HEADS 





Jt Chowning sehievement in Cap Screw Design 


FOR GENERAL ORNAMENTAL USE 


SHINYCROWNS — Low Carbon — Bright Finish — 
give that “New Look” to assembly where 
appearance, ultra-quality, and sales interest 
are paramount. For that “finishing touch”’ to 
your assembly, specify SHINYCROWNS—Low 
Carbon—the last word in ornamental Hexagon 
Head design. 


SHINYCROWNS — Low Carbon — Bright Finish — 
are furnished in C-1018 steel in sizes 14” 
diameter through 14" diameter inclusive, in 
both coarse and fine threads, in plain, zinc, 
cadmium, nickel, or chrome plate. Price 
governed by quantity desired—bulk shipments 
only. 


FOR SPECIAL ORNAMENTAL USE 


SHINYCROWNS — High Carbon — Black Finish — 
give that “New Look’’ appearance. Double 
Heat-Treated, they assure added strength 
where extra toughness is required. For that 
“finishing touch’’ to your assembly, specify 
SHINYCROWNS — High Carbon — the last 
word in ornamental Hexagon Head design. 


SHINYCROWNS — High Carbon — Black Finish — 
are furnished in C-1038 steel — Double Heat- 
Treated — in sizes 14’’ diameter through 4” 
diameter inclusive, in both coarse and fine 
threads, in plain, zinc, cadmium, nickel, or 
chrome plate. Price governed by quantity 
desired — bulk shipments only. 





Complete Information, Prices, and Samples furnished on request. 


The FERRY CAP & SET SCREW Co. 


2155 SCRANTON ROAD «¢« e e e CLEVELAND 13, OHIO 


Pioneers and Recognized Specialists Cold Upset Screw Products since 1907 


CAP AND SET SCREWS © CONNECTING ROD BOLTS © MAIN BEARING BOLTS © SPRING BOLTS AND SHACKLE BOLTS © HARDENED AND GROUND BOITS 
SPECIAL ALLOY STEEL SCREWS © VALVE TAPPET ADJUSTING SCREWS AIRCRAFT ENGINE STUDS © ALLOY STEEL AND COMMERCIAL STUDS © FERRY PATENTED ACORN NUTS 
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SCONATIONAL LOCK 


the customer-preferred hardware line 


WOOD SCREW ASSORTMENT 


WITH HANDI-SERVE COUNTER G | 
MERCHANDISER : 


A well-balanced assortment with 18 different sizes a 








and diameters of the most called-for wood screws. , t 
Includes Flat Head Cadmium Plated, Round Head ae a | 
Nickel Plated, Flat Head Solid Brass. Screws are Tg tt. och 8 pho 


packaged in tough cellophane envelopes offering 
selection by color. Sturdy counter merchandiser 
. . . . * . Seats ig [4 
; oCk has rotating axis for easy inspection of merchandise. 
ROCKFORD, ILLINOIS A profit-proved assortment available immediately 
from your jobber. Open stock if desired. 


PERIOD FURNITURE TRIM 


AUTHENTIC...WIDELY POPULAR 
..» SKILLFULLY REPRODUCED 


Consists of ten of our finest, selected furniture trim 
items. These reproductions are authentically cor- 
rect...richly finished in French Gilt and Antique 


= 


$208 3 
bane | 





PACKAGED SCREWS 
SCREW DISPLAY 




















( English. Knobs and pulls are easily applied to old 
“ é - or new furniture. Provided with beautiful walnut 
fe. Saas } display board that suggests actual application. FURNITURE TRIM 
’- ry Envelope packaging provides easy identification. 

















— ~*a* 


ae es POSITIVE-ACTION LATCH 


TUTCH LATCH OPENS DOORS 
AUTOMATICALLY ...WITH A 
GENTLE TOUCH 


One of the newest, most unique cabinet hardware 
items on the market. TUTCH LATCH opens doors 
automatically with a gentle touch of finger, wrist 
or elbow. Assures many years of smooth, positive 
TUTCH LATCH latching action. Easily applied. Envelope packaged. 
Available with visual counter demonstrator. 


















y, 












5 at Sel : = “ & 
cs oeeee SASH HARDWARE 2 3-ae 
a LOCKS, LIFTS, ADJUSTERS, HANGERS : | 


” 
SASH LOCKS - 
At National Lock you'll find everything needed for ‘ 






SASH SCREEN 
ADJUSTERS HANGERS 


J 










ne > a complete line of sash hardware. Durably built 
a »? to last for years. Attractively packaged and clearly 


SASH LIFTS 










labelled for quick identification and easy handling 










HIO ORDER FROM i, Was EOD, © Dae ORO On Gan OO © ov, Oa 
YOUR IC é ROCKFORD, ILLINOIS * MERCHANT SALES DIVISION a 
yp JOBBER Distinctive Hardware... All from | Source kee 







ROUND BOLTS 
D ACORN NUTS 
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lS ae a 


jobbers and their customers 
like WARREN-TEED TOOLS 


“Fackaged, for Profite—* 


AV hon, Thayne Mannon- Tou 
you handle 6 picks . . . JUST ONCE 
you handle 6 mattocks . JUST ONCE 


Only efficiently packaged tools, that result from 
studies of jobbers’ problems, save minutes and labor in a receiving and 
shipping room. Warren-Teed tools are efficiently packaged. Stockmen 
handle 6 mattocks and 6 picks each at one crack — you save time and 
money on the unexpended five handling efforts. Sturdy, efficient, and 
reshippable, Warren-Teed cartons are easy for stockmen’s fingers to 





grasp. Once on shelves these compact, space-conserving packages leave 
more room for other stock. Better yet, they're easily, quickly identified. 

For years past, as today, hardware jobbers and dealers have 
depended on’steady sales of Warren-Teed tools. Our line is complete— 
the best there is. Write today for full information. 


HOW'S YOUR STOCK? 


Ses) Se 


WRECKING BARS WEDGES SLEDGES 
WITH OR WITHOUT HANDLES 


moked ened S Rek oe waren, 


| Offices Warren, Ohio 


ams St 
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ONCE} fm 
Mitten PUT THIS HARDWARE DISPLAY OF FAMOUS 
ONCE| filMMEMENG wecoemtie NONE BETTER TOOLS TO WORK FOR YOU! 


I NEED THAT ...1I NEED THAT ...I NEED 

t resuk ied Pee OE 1h | THAT .. . over and over again NONE BETTER 
as TOOL BOARDS stop the customer and make the sale 
receiving as Ec for you. No guessing as to size, no “make-up-your- 
>d. Stockmen — mind” delays while other customers wait, etc! It’s the 
modern, streamlined SEE—SELECT—SERVE—SELL 


ave time and 
technique that increases sales and profits. 


efficient, and . “hada 

‘s fingers to : These sturdy NONE BETTER TOOL BOARDS are 
ckages leave tailored to fit your store’s needs . . . they SELL when set 
ly identified. up on the counter . . . they SELL when hung on the 


wall. In units 1 ft. x 2 ft., they make the most of small 
surface areas and are readily combifed to give maxi- 
mum selection with minimum investment in stock. And 
for stock control —there’s nothing simpler or easier! 


lealers have 
s complete— 


Get your share of the always active demand for 
NONE BETTER Tools. Ask your jobber for the facts 
on this NONE BETTER program today. 


cores 
er ESE —s 
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TIME TO STOP 
BULBSNATCHING 


ON Conere Hecen 


Pec, 


f 


100 WATT... 190-200-300 4 NEW 50-GA 


white Lamp’ , WATT LAMP "LAMP G-E 4 LAMP PACKAGE 
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STARTS 
-) td 





promoting the greatest B® , yj _ 
ne lamp-selling idea. wal backed by a complete 
ma" . ra display package! 
nber 18 (Ss a ’ 


Jevision 


G-E lamp agents will get colorful counter 
cards, streamer, carton tuck-ins, price cards 
and a full sheet of display suggestions. Be sure 
you tie in! You’re bound to boost your lamp 
sales this fall! 











© = seers 
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Talk LAVELLE +0 your 
Jobber Today! 


Ts 


ME tes 


No. 34 CRUTCH TIP 


DANDY BEVELED 
FAUCET WASHERS 
With heat-resisting 
NEOPRENE for hot or 
cold water. Sturdy 
metal container—eye- 
catching label. 100 
pieces per unit. 


ee 


SELF-SELLING 
DISPLAY 
Colorful, eye- 
catching — holds 
12 individually 
packaged tank 

balls. 


FIT ONE— 
FIT ALL TANK BALLS 
Tough, black compound 
with tapered seat for 
smooth operation on all 
size flush valves. 


ASSORTMENT 

A real seller. 34 crutch tips, 
48 white tack bumpers, 21 
suction cups—all in assorted 
sizes, and 58 additional sizes 
and types of popular bumpers. 


re : SECURITY SUCTION SINK STOPPERS 
VAVZ y/ LE a bbe Company Practical, attractive —in red 
green, blue, pink, yellow. Now 

420 North Wood St Chicago 22, Ill 


priced to retail at only 10c. 
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EVERY DAY PEARL-WICK HAMPER SALES 
stack up 8 TIMES as HIGH as the EMPIRE STATE BUILDING! 


Unbelievable as it sounds...every day so many 
Pearl-Wick Hampers are sold that if they were 
set on top of each other, they'd make a stack 
8 times as high as the world’s tallest building! 


ALL CLEAR 
INTERIOR 





crutch tips, 
yumpers, 21 
in assorted 
itional sizes 
lar bumpers. 
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MORE SALES...MORE PROFIT... 
FROM YOUR FALL PROMOTION! 


Ge sare with 


BURGESS 
electric 


vibro -rprayer 


Patented 


COMPLETE 


pt Pity Te a a 


The Only Paint Sprayer of its Type 





















MODEL VS-501 



















Chang 
APPROVED BY THE LEADING ein, 
| PAINT MANUFACTURERS P— permits 
| by hang 
| : \\ "9ainst 50) If-seq}; 
| @ Always far out in front, the new Model VS-501 \ NEW ny n 
Burgess Vibro-Sprayer is assured of continued e Snlform flow o: ,8!"88 more 
leadership in the industry through 8 new developments NEW Le ane 
s 
: that mean greater consumer acceptance . . . more sales for Ses ieee w BUSING 
: : 1 
dealers. The new VS-501 Vibro-Sprayer not only handles a “ SPilling Tection withe, vr NO\ 
wider variety of paints than previously, but has a greatly . 
I : : : : ; °S scalio T KNo 
engthened period of service, and is easier and more convenient turning —°4 edge to, - IN 
to operate. In addition, there is a NEW price... V NEW Tp IG -” 
lower than ever before! For full information, see your — a ’ faste, 
+ . a 
jobber . . . or write, today. to “°Mfortable .,,% ©Mtrol 
in : 2 
SPRAYS witha’, §" any dire: Featul 
enamel, lacquer, varnish, glossy out extra att CCtion No. D 
and wall paints, liquid wax, light chment, Diced 
oils, and insecticides 


BURGESS BUFF 
Ny BURGESS VIBROCRAFTERS, INC. ~ 


180 NORTH WABASH AVENUE ° CHICAGO 1, ILLINOIS 
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WHEN YOU SELL 





..e COMPLETE 
INCREASE YOUR 








THIS DICO UNIT 


(less than a square foot!) 
PUTS YOU IN THE 
BUFFING WHEEL BUSINESS 
FOR ONLY $19.00 (Retail Value $28.50) 


(Display includes 24 buffing wheels, 12 tubes composition 
and extra flanges ) 













1$-501 





Attractively boxed wheels and compositions 

easily sold from rear of unit. Handy chart 
under tray gives complete at-a-glance 
sales and use information and prices. 













Retail Value $28.50 
Your Cost $19.00 





NOW NATIONALLY ADVERTISED Now you can sell your customers the right professional-type 


buffing wheels for every job! This compact DICO unit con- 
TO 3, 000,000 HOBBYISTS tains the most popular, fastest-selling types and sizes of wheels 


MECHANIX and compositions. You carry only minimum stock — reorder 


PO) 3 R 
ILLUSTRATED 7% ics 









from your jobber as needed! 


Each Dico wheel is individually boxed — complete with in- 
structive Buffing Manual and toothed flanges to fit all popu- 
lar spindle sizes. Good markup and steady volume will make 
this compact Dico unit a money-maker in your store. 


ORDER FROM YOUR JOBBER—OR DIRECT FROM 


ivine Brothers (Ompany 
: > ge i 
Complete for $2.59 RETAIL Hardware Products Division, UTICA, NEW YORK 

(2 Dico buffs, 2 Dico compositions) WORLD’S LEADING PRODUCERS OF BUFFING WHEELS 


KIT 








5 
s 
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The Sales Sensation of the Paint Industry — 


MAGIKOTER SALES SOAR 
AND BOOST PAINT SALES, T00! 


HOLDS A PINT 
OF PAINT 


i 
i ( 





MAGIKOTER Paints 2 to 3 Times Faster! 
No Dipping ...No Dripping! 


10 National Magazines Now 
Carry the MAGIKOTER Story 


@ Thousands of paint dealers have found MagiKoter to 
be their leading paint sundry item. And what they like 
even better is the terrific increase in paint sales that 
always goes along with MagiKoter! 


Every paint dealer is interested in new ways to make 
painting easier, faster and cleaner for the amateur 
painter. Why? Because consumer paint sales are long- 
profit sales AND MAGIKOTER IS THE BEST 
ANSWER IN THz BOOK! 


And now MagiKoter advertising goes all out in telling 
more millions about this remarkable painting invention! 


Precision-Built 


$495 


FAIR TRADE 


MagiKoter’s list of magazines is not merely doubled, but 
quadrupled! Ten big-circulation national magazines are 
carrying MagiKoter advertising. 


Get on the MagiKoter band wagon! Build up your 
stocks NOW! Be ready to meet the big consumer de- 
mand! Ask your jobber for MagiKoter or write for 
complete details today. THE KENWILL CORPORA- 
TION, P.O. Box 845, Dept B, Cleveland, Ohio. 





Still More Magazines 
rying MAGIKOTER Advertising! 
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REPRE Sell ee times astast earr 
PMA, trv ee vies os mach with 8 

“ 
i Ide wale bi@slsse: ' 


ne we 
TTT Loa lux, Satin-Lux and Glos-Lux 
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the local level... year after year generates the ever 
Tale a -tok diate mmel-taalelare| Zola salote(-ta al iabeell Mitallelilth aan ialel; 
means faster sales quicker turnover 

Don't shut your eyes to a sure thing! Write now 
to find out how you can make more with BPS 


Best Paint Sold 











THE PATTERSON-SARGENT COMPANY 
1325 East 38th Street 
Cleveland 14, Ohio 


Please send me full facts concerning Patterson-Sargent Paints. 


Se 


Ce ee 


City 








The Famous WYTEFACE Steel Tapes 


plus an eye-catching 


| - 


Counter Display Unit 


are creating hardware-profit NEWS! 


he 


Drafting, 
Reproduction, 
Surveying Equipment 
and Materials, 
Slide Rules, 
Measuring Tapes. 


WYTEFACE* Steel Tapes are famous among hardware 
dealers for their obvious superiority . . . for the way 
exacting customers demand them. 

WYTEFACE Steel Tapes are easier to read in any light 
with their black markings on white background. The 
white surface will not crack, chip or peel. 

But K&E Does Even More 

To Help Build Your Profits! 

You can sell WYTEFACE with one of the mos 

merchandising-minded metal counter displays in the 
business. It dramatically sells WYTEFACE Tapes... 


saves you inventory space . . . makes your counter work 
easier. For instance .. . 


1. Your customers see the actual easy-to-read, black-on-white tapes. 
2. The glass front protects the tapes from handling and loss. 

3. Stock is held in the roomy back compartment. 

4, Sales features printed on the back help clerks. 


Next time you order WY TEFACE Steel Tapes and Tape 
Rules and Refills, ask your jobber for one of the two 
assortments which come packed in this handsome dis 
play. You'll sell more much faster. 

*Trade Mark. W yteface Steel Tapes are protected by U.S. Patent 2,089,209 


KEUFFEL & ESSER CO. 


EST, 1867 
DETROIT ° 


WEW YORK © HOBOKEN,N.J. © CHICAGO °* ST.LOUIS 


46 


SAN FRANCISCO “© LOS ANGELES © MONTREAL 
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THE FRONT OFFICE IS SURE, LETS STANDARDIZE \ (SMART BOYS-- 

ON MY NECK TOCUT | ON SHIELD BRAND CUTTING || SMART Boys 

TOOL REPLACEMENT TOOLS. THEIR UNIFORM 
COSTS AND GET |QUALITY IS TOPS. FROM NOW 


MORE PRODUCTION. | ON WHEN WE NEED TOOLS 
| SOT ANY IDEAS? { LETS SPECIFY "STANDARD! / 


























STANDARD means Fullt 


Consider the time and cost savings that can be realized 
in your operation by using Standard Shield Brand Tools. 


Foremost Quality—that reduces your costs— because 
of unexcelled design, material and workmanship. 


Reliable Performance —that speeds your produc- 
tion. Proved because Shield Brand Tools are specified 
and used in every mass production industry. 


Complete Service Stoek—that saves your time. Over 
10,000 items carried in stock, supplied by warehouses 
in principal cities. 


Standardize —and save. Call your Hardware Whole- 
saler for prompt delivery of Standard Shield Brand Tools. 


\TAN DARD |OOL (0. cua 4, OHIO 


New York + Detroit > Chicago * San Francisco 
MONTREAL =@ THE STANDARD LINE: Drills « Reamers + Taps + Dies » Milling Cutters « End Mills Hobs « Counterbores + Special Tools 
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F Scientifically Designed Pistol Grip Handle 


a Blade sets in Any Angle or Plane 


3, Positive Lock with Flick of Finger 
4, Cuts Metal, Wood, Plastic, Bone, etc. 


. Display Card Mounted 


Half turn on lock, allows 
blade to be rotated and 


locked in eny plone. COMPARE the ALLWAY SUPER SAW with any other saw of this type! 
Comfortable Pistol Grip, the combined result of over 400 grip tests. 
Roto-Index Chuck...no tools needed to set the blade in any angle or 
plane. 
Simple Finger Flick Lock...lock or unlock blade with just half a turn of 
this exclusive Finger Lock Lever. No thumb screw or bolts to set. 
Cuts almost anything...anywhere...Wood, Nails, Bone, Metal, Plastics, 
etc. For tough jobs in hard to get at places. 
Packed on 3 color disposable display card for more sales. Use it and 
throw it away. 

Sul turn on postive tock. ab Sell the ALLWAY SUPER...another member of the ALLWAY TOOL family 


lows blade to pivot and lock 


on 45° steps covering 180°. which includes the famous ALLWAY HANDY and ALLWAY MASTER saws, 


SUPER SS 





Sales Builder 


Three Color 
Disposable 


Used as mitre rule edge. Used as mitre square. Check 
Mark and cut. and cut. 


ALLWAY MANUFACTURING CO. 


2061 BRONX STREET - BRONX 60, N. Y Sales Representatives 
JOHN H. GRAHAM & CO., INC. 


VISIT US AT THE NATIONAL HARDWARE SHOW 105 DUANE ST. + NEW YORK 8, N. Y, 
GRAND CENTRAL PALACE « NEW YORK 


Packed in Individual 
Shipping Carton 
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This Blotorch works with 


Windproof! good grade denatured alcohol 


queens but for best results we recommend 


LENK BLOTORCH FUEL 
Operates at any angle 
nll 


Generates over 2700° 
Hottest, handiest, best-selling Blotorch in its price range ! 


500° More heat 


For silver soldering, light brazing and sweated fittings 
For home and shop use 


Cool, convenient GunGrip handle 
Handsome chrome finish Mfg. Company 
Deeadith tines . : 

one ome approximately one hour 30 Cummington St. 
Sensibly priced for volume sales BOSTON 15. MASS 
Colorful individual display cartons for self-selling 4 , 
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Freview of 
the greatest mone «making 
clocks in America! 


you'll sell more this year than ever before! It’s another reason why the demand 
for spring-wound clocks will continue to run down, down, down! 








Aren't these new, exciting G-E Clocks the most 
beautiful you’ve ever seen in your life? 


Some of America’s finest stylists designed 
them, and we think you will agree that these 
new G-E Clocks top all others. Look at the low 
price tags, too. Your customers will go for this 
irresistible combination of beauty and price! 


Everybody will know about it! 


We’re sponsoring the greatest advertising cam- 
paign we’ve ever run because everybody in 
America who can tell time should know about 


the terrific buy in beautiful G-E Clocks. 


We’ll have more electric clock messages than any 
other manufacturer! 


Frankly, we’re afraid we won’t be able to 
manufacture these new General Electric Clocks 
fast enough to meet demand! Appliance and 
Merchandise Dept., General Electric Company, 
Bridgeport 2, Connecticut. 

ORDER THROUGH YOUR DISTRIBUTOR NOW! 
Remember, all you’ve got to do to sell clocks this 
year is to feature the new General Electric line! 








The Gourmet 
ONLY * 


$650 


The Wink 
ONLY x 


$450 

















This newest G-E Clock has a sensational bubble- 
like crystal that makes the easy-to-read dial seem 
to float in space . . . and it’s shatterproof! Dark green 
hands and numerals contrast beautifully with dial. 


Women vote this new, sensational kitchen clock 
America’s finest! It’s so easy to read from any part 
of the room. Neatly designed numbers are raised 
and stand out in relief. So easy to keep clean, too! 


Gold-color sweep-second hand, In red, green, yellow, and white. 


HARDWARE AGE, AUGUST 24, 1950 





urmet 
LY * 


50 








The Nudger 
ONLY 














a 


This alarm features a large dial with luminous hands 
and hour dots. Modern ivory-plastic case. White 
numerals and hands contrast with chocolate-brown 
background of large dial. 





Twinkle 
ONLY x 


$7795 











This bedside electric alarm serves equally well as an 
occasional clock. Polished brass base contrasts with 
beautifully molded maroon-plastic case. An ideal 
clock for a gift. 


Candlewick De Luxe Alarm 
ONLY $1495* 


Richly grained mahogany case with polished brass 
base. Raised, gold-color numerals. Red sweep-second 
hand. For the living room as well as the bedroom. 


ORDER THROUGH 





New Heralder 
ONLY x 











Hands and numerals are luminous for jiffy time- 
telling in the darkest room. Large, shatterproof 
crystal. Sparkling case of molded ivory-plastic. 
Sweep-second hand is polished brass. 








The Repeater 
ONLY % 


$Q95 











Another G-E first . . . an automatic alarm! Just set 
the alarm once, and it wakes you on time every 
morning. Never has to be reset. Convenient shut-off 
lever for week-end iate sleepers. 


Rhapsody 
ONLY $550°* 


Graceful lines and fluted base pedestals distinguish 
this richly grained mahogany clock. Westminster 
chimes strike on the quarter hour and the hour. 


*Plus applicable taxes. Prices subject to change without notice, 


YOUR DISTRIBUTOR NOW! 


Remember, all you’ve got to do to sell clocks this year 
is to feature the new General Electric line! 


GENERAL @@ ELECTRIC 
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19,205,000 people will be serenaded 
with this theme song of the fall 
DUST-STOP program. 





it will put DUST-STOP Filters on your sales hit parade! 


Once again, it’s time for the big fall business on fur- Your distributor will be mailing you a 
nace filters. Time for us to beat the drum to all package like this, containing a counter 
f d  f Ti f $0 display you can set up in one minute 
orced warm air furnace owners. Time for you flat . . . plus window streamers... 
stock up on DUST-STOP Air Filters. Be ready to samples of folders, stuffers and other 


i i 4 material you will want to use to get 
— pene tar eg ae ae ey your share of the fall DUST-STOP sales. 
? . 


, If you don’t receive it by September 
You’ve got more filter customers than ever this 1st, ask your distributor for it. 


year because of the hundreds of thousands of new 


warm air furnaces installed since the last heating LY, a Kn 
Sal poe 


season. To cash in, be sure to use the tie-in material 
available from your filter distributor. Owens-Corning 
Fiberglas Corporation, Dept. 38-H4,Toledo 1, Ohio. 


BP Ce 
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e 


g youa 
counter 
minute 


it'll pay to display 


House ¢ ¢ 


dT len 


This “CHANGE "EM NOW” display 


rches on top of two DUST-STOP 
ilters on your counter, to catch cus- 
tomers’ eyes—and dollars. 


Other helps 


include a “CHANGE ’EM NOW” 
window streamer and 2 folder which 
you can use as a handout or stuffer, a 
business-getting post card, newspaper 
ad mats, radio spot announcements, 
etc. Samples of each included in kit. 
Order what you need. 


*DUST-STOP is the trade-mark of Owens-Corning Fiberglas Corporation for impingement-type air filters made of glass fibers. FIBERGLAS 
is the trade-mark (Reg. U. S. Pat. Off.) of Owens-Corning Fiberglas Corporation for a variety of products made of or with glass fibers. 
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PENNSYLVA 


Pennsylvania dealers are getting ready 
for the biggest year in all Pennsylvania 
history. And no wonder! 


Look at the NAME! 


One of the oldest—certainly one of the 
greatest—names in lawn mowers. 
Quality leaders since 1877. 


Look at the PRODUCT! 


Grass-cutting by PENNSYLVANIA—power by BRIGGS & 
STRATTON. An unbeatable combination in the power 
mower field. Quality you can demonstrate—and sell. 


Look at the LINE! || POWERED 

















WITH 
BRIGGS & STRATTON ENGINES 
R-15—18 inch cut—1 HP Engine 


T-15—21 inch cut—1¥2 HP Engine 
with rewind starter and tool box 


In addition to the power mower, four hand mowers and 
the popular PENNSYLVANIA TRIMMER AND EDGER. GREAT 
AMERICAN—choice of the professional gardener; PENN- 
SYLVANIA, JR.—heavier duty, for use where the grass is 
tough and the season long; METEOR (5 blade) where 
steep terraces are a problem and (7 blade) for cutting 
creeping type bent grasses; PENNA-LAWN—moderately 
priced for the small-home owner. 





Paee , ; we Great American 
Look at the ADVERTISING! | —lCUrk aan —the all ‘round favorite 


A full page in color in THE SATURDAY EVENING POST— 

other well-timed color and black-and-white advertise- 

ments in THE SATURDAY EVENING POST, BETTER HOMES 

& GARDENS, AMERICAN HOME, PATHFINDER, SUNSET, Penn Jr. 
FLOWER GROWER, AMERICAN CEMETERY—telling, retell- —for extreme service 
ingthe‘‘PennsylvaniaStory” tonearly12,000,000 readers. a ond wire grasses 


Look at the SALES HELPS! 














Consumer pieces “‘How to Grow a Beautiful Lawn’ and 
‘*‘Advice to a Man About to Buy a Lawn Mower’’—de- 
scriptive folders on each model in the line—window (Bh aha: « 
streamers—posters—newspaper mats—everything you oes : einteadiion y 
need to put on your own seasonal lawn mower promotion. — -4 


—light weight, 


Order EARLY! 


Last year, many dealers could have sold more PENNSYL- 
VANIAS if they’d had them. Get your 1951 orders in early. 


PENNSYLVANIA LAWN MOWER DIVISION 


American Chain & Cable Company, Inc. 
Camden, New Jersey 





Penna-lawn 
—moderate priced leader 


Trimmer and Edger 
—<a fast-selling item 
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the finest hose 
line ever 


offered! 








BACKED BY THESE FREE HARD-HITTING HELPS 


NEW SALES-MAKING DISPLAY shown here holds 
over 1000 feet of hose in only 2 square feet of floor 
space. Attractive garden-furniture design keynotes 
whole department—takes full profit advantage of 
short garden hose selling season. 


“TELL ALL” GUARANTEE CARDS with every length 
of hose tell your customers what they‘re buying in 
terms of hose service. 


rican 
nd favorite 





NATIONAL ADVERTISING of “the greatest name in 
rubber.” 


® Window Banners 
Counter Booklets 


Newspaper Mats 
“3 Ways to Sell More Garden Hose” 


Display Cards Folder 
“Suggestions for Hose Displays” 


New Booklet 
“Do's & Dont’s for Watering Your Garden & Lawn” 


GOODFYEAR 


GARDEN HOSE 


























TELL THE 


GOODYEAR 


QUALITY 


STORY WITH 
THIS CHART 





THE HOSE LINE THAT'S MADE FOR 
YOUR MARKET...AND YOUR PROFITS 


same 


je S TA Line. Completely New! Brilliant New Colors! 
Amazing Strength, Flexibility! Long Life! Light Weight! 


4 


ra 
< 








$8.26 10 $ 83 

“reinforcement, seamless tube ss ®-® “ 5. 

5; Hemananaiat Sewer: breid ot neyet ~~ 7:60 10 76 
Tate Ce : — 
lightweight plastic 9.50 10 95 


* Bosed on average 1950 retail prices. 
Wingfoot, Pothfinder — 1.M.'s The Goodyear Tire & Rubber Compony, Akron, Ohio 





tractive lettuce-green color. Appeals to women 
for its light weight and ease of handling. 


Goops 


GREATEST NAME IN RUBBER 


It's a new, completely different kind of hose—quality-built to combine 
sparkling appearance with rugged strength. Satin-smooth flame- 
polished VINYL cover in sunproof, wear resistant red, yellow or green. 
Lightweight, high strength rayon reinforcement, seamless rubber tube. 
Competitively priced, outstanding for quality. 


Zoe RUBBER HOSE srr vou mane 


EMERALD CORD—finest garden hose made. Sell it to your estate and 
golf course customers. Known for years as the “top” garden hose for 
service. 

WINGFOOT—combines high quality materials to give hose buyers more 
for their money in ‘service, strength and ease of handling. 
ELM—lightweight and long service offered at a price to appeal to the 
average home owner. 

PATHFINDER—ideal for the economy-minded buyer. Has many features 
of the higher-priced constructions, yet sells at a money saving price. 
GLIDE—a shrewd bargain for the budget-conscious buyer. Features good 
quality at the lowest possible cost. 


ALL - V] i, Y | too — Long Life, New Style Appeal! 
Lightest Weight! 


Ideal for the style-conscious buyer, with its at- 





EAR 
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MINUTES THAT SEEM LIKE YEARS 


















































































e » « PRIMING THE NEW PUMP 
ervice 
wiper 
83 
59 
ss gi ae 
ae | 
| 
1.30 
* 
ae Be sure with GOULDS 
Faster, positive priming on initial installations is an 
outstanding feature of Goulds famous Jet-O-Matic 
line. You save on installation time and expense... 
you’re in a position to offer the low installation esti- 
ight! mates that mean more business. 
. one . Jet-O-Matic air handling és better, as recently proven 
>mbine Water tight partition in by impartial, indisputable tests. 
a double air-separation chamber : 
r tube. 
1. Keeps this chamber adequately 
full of water, assuring the perform- 
ance of the self-priming centrifu- 
gal pump and fully protecting the 
mechanical seal from running dry. 
2. Forms this reservoir which pro- 
e and vides the jet nozzle with water 
se for that is substantially air free. 
more 
to the 
Practical Advantages of the 
atures JET-O-MATIC’S Double Air-Separation Chamber 
ice. 
good Easier, faster initial priming. Particularly important where 


This Goulds feature—the combination of a partition 
forming a double air separation chamber and a self- 
priming centrifugal pump—is the only combination 
that assures completely dependable automatic opera- 
tion. It’s another “plus” for Goulds owners — and 
another profit-maker for Goulds dealers! Write us for 


you're using offset piping. 


It guarantees maximum water output and automatic per- 
formance on gaseous or aerated wells. 


Assures that, in dry seasons if the water level drops below 


the suction opening, pump will automatically resume op- details on the complete Goulds line. 
eration when suction pipe is again submerged. Rare deep 
well installations are the only exceptions. Goulds Pumps Inc. Seneca Falls, N.Y. 





wii GOULDS water systems 
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For SATISFIED CUSTOMERS! 
For FAST PROFITABLE SALES! 


BRAND 


WEATHERCALK 


ml = 
























OW, Pecora Weathercalk 
caulking compound, long 






famous among leading con- 
tractors, is rapidly becoming an 
excellent profit builder for hardware 
dealers. A superior caulking compound, easier 
to sell! Available in quarts, one-gallon and 
five-gallon cans and in the handy one-tenth gallon spouted 
cartridge for use with the PECORA QUICK-LOADING 
| CAULKING GUN (Illustrated). 


| PECORA ASBESTOS FURNACE CEMENT 


...@s resistant to heat as iron itself! A familiar package in 
constant demand by both home-owners and craftsmen, alike 
...A top-quality, top-seller! 


PECORA WEATHERTITE ROOF COATINGS 


Indispensable for making old roofs look and act like new! 


PECORA PLUMBERS PUTTY 


Provides an exceptionally excellent non-drying seal. 


PECORA SASH PUTTIES AND GLAZING COMPOUNDS 


Materials that do a better job—will not crack or dry out! 


PECORA PIPE JOINT COMPOUND 


Like all Pecora Products—a durable material of best quality. 


For Building Materials of Superior Quality, it’s 


ye: 





Pp 
4INT compANY: 


LAWRENCE & VENANGO STS., PHILADELPHIA 40, PA. 


Manufacturers of Mastics for Structural Glass or Tile instolla- 
tions . . . Sealing pounds . . . Glazing Compounds... 
' Stove Putties ...Roof Coatings...Industrial Paints and Finishes 















a 


3 NEW PATTERNS 


~— 





ZF 
MONTEREY 


Bright, festive design in vibrant co!- 
ors to brighten any kitchen. Featur- 
ing exclusive NU-R mar-proof 
corners. Sizes: 17x19 and 15x19. 


CHEF 


A gay, whimsical 
invitation to 
good cooking in 
a handsome mul- 
ti-colored _litho- 
— pattern 

clusive Metal- 
oid NU-ROUND 
corners are guar- 
anteed not to 
scratch any sur 
face. Sizes: 17x1!? 
and 15x19. 








SUNFLOWER 


Bright and cheerful as a Summer gar- 
den—colorful, green and yellow pat- 
tern on a background of shimmering 
white. Quad-coat lithographed baked 
on steel. Sizes 18x20 and /4xI7. 

For colorful catalog of 

complete Metaloid Line write: 


THE METALOID COMPANY 


5815 KINSMAN ROAD CLEVELAND 4, OHIO 
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In Canada: 3 Wellington St. East, Toronto, Ont. 
KEE SCREEN and STORM SASH 
HARDWARE 


No. 214 HANGERS ...; . 


For brick, veneer and stucco buildings where 
there is no space at the top of the casing. No 
part of hanger extends above screen or storm 
sash. Hanger hooks are mortised into sides of 
casing. 





No. 2-F STORM 
SASH FASTENER 


Locks storm windows 
closed, and also holds 
them open for ventilo- 
tion. Made in rights and 
lefts, for use on either 
side or at bottom of sash. 
Finished in black Japan 
or Cadmium plate. 














Screen door and 
window pulls .. . 
finished in black, 
aluminum or 
brass. 


No. 20 Gossett Hangers .. . 


For full length window screens and storm windows. 
mg! pieces (hooks) are made in rights and lefts, 
with flanges which guide the eyes into place. Lower 
pieces (eyes) are curved, with large openings which 
engage hooks easily. 





Since 1874 





Order From Your Jobber. 
Write Dept. HA-5 For Free Catalog 


rb. KEES MEG. CO. 











BEATRICE NEBRASK 1 


Wir 

Assemble 
Sizes 30", 
Colors Tile 





Orna 




















s —y” em 
izes 48"" an 
ARISTOCRAT Assembled permanent type 

Colors Tile Red, Green or Biue 


MAIL BOXES 


Window Awnings 
Assembled permanent type 
Sizes 30", 36°° and 42" widths 


Colors Tile Red, Green or Blue 


& FLOWER BOXES 
30°" LONG AVAILABLE IN 3 COLORS 


tower = Ornamental Shutters Panel 


AND 4, OHIO 


Ont. 


PUSH BARS 


»RM SASH 


ROOF VENTILATORS 


STORM 
ASTENER 
windows 
Bg — PACKAGE RECEIVERS 
ae ventila- FOUNDATION VENTILATORS 
in rights and 
e on either 
sttom of sash. 
black Japan 
plate. 


[igh 
BUILDING 
LU PRODUCTS} “KITCHEN MAID" 


CLOTHES CHUTE 
doors 


DUST CHUTES 


EMEBRASKA 
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Fast Fall Profits with 
NATIONAL GUARD 
WEATHER STRIP 
DOOR SETS 


DESIGNED FOR DISPLAY 
—EASY TO INSTALL! 


Each packaged set contains 

everything needed for neat 

and complete Door 

Weather Strip application: 

* Lifetime Spring Bronze for 
door framing. 


x Brass and Heavy Felt 
DOOR BOTTOM. 

* Bronze Lock Strip — and 
all necessary screws, nails 
and instructions for apply- 
ing the Door Set. 





ALL THREE 

POPULAR 

DOOR SIZES: 

No. 332 for 2'8” x 6’8” Doors 


No. 336 for 3’ x 7’ Doors 
No. 342 for 3'6” x 7’ Doors 


PACKED '2-DOZEN SETS OF 
ONE SIZE TO THE CARTON 
(Package does not exceed 48” 
in length.) 














\ NATIONAL GUARD 
WINDOW Spring Bronze 
WEATHER STRIP SETS 





Includes everything needed 

fur weather stripping double 

hung wood window: — 6 

pieces 14%” punched cor- 

rugated Spring Bronze, 1 

piece 14%” Oval Bronze, 2 : 

sash plugs, necessary nails a . 
plug ry yn ‘an 


for application. a i 
4 SIZES: H % ¢ 


No. 128 for 28” x 28” window 

No. 132 for 32” x 32” window 

No. 136 for 36” x 36” window 

No. 142 for 42” x 42” window 
Adjustable Screen Door Grilles — Window 
Guards — Metal Moldings — Complete Line 
Weather Strip Materials 


* 
Contact Your Jobber or Write for Catalogs and Details 


NATIONAL GUARD PRODUCTS, Inc. 


757 MADISON AVE. MEMPHIS, TENN. 
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EST MAINTENANCE COST 
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Dealers...get high 
protits and year- 
round sales with 
these comfort- 
able, sturdy... 


JUDSEN 


MOLDED RUBBER 


KNEE PADS 








Cement Layers 
Roofers 

Floor Layers 
Carpenters 
industrial Workers 
Home Gardeners 
Household Chores 









@ TOUGH MOLDED RUBBER 


@ SOFT SPONGE RESTING PLACE 
FOR THE KNEE 


@ ADJUSTABLE STRAPS— MOLDED RIGHT 
INTO PAD FOR SECURE FASTENING 


@ PREVENT SORE, ACHING KNEES 
@ WATERPROOF—SAVE CLOTHES 


CAN BE WORN 
ALL DAY LONG 


i _ KNEELING, 
i} STANDING 


fi or 


WALKING 












ty 


f 


GENTLEMEN: Please send us ( ) pairs at $16.00 per dozen. 
Retail price $2.25 per pair. 


Nome___ 


Address 





City State 


JUDSEN RUBBER WORKS, INC. 
4107 West Kinzie Street Chicago 24, Illinois 
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caulking compound cartridge 


No wonder more and more contractors and home owners are 
demanding famous CALBAR Caulk-0-Seal in the convenient 
“‘HOLE-IN-TOP’’ Cartridges! They just insert the Cartridge into 
any CALBAR cartridge caulking gun, replace the gun nozzle and 
pull the trigger. It’s as simple as that. . . and NO cleaning 
required —the compound never touches the sides of the gun! 
Your JOBBER can supply you. 


CALBAR PAINT & VARNISH CO. 


Manufacturers of Technical Products 
2612-26 N. Martha Street °* Philadelphia 25, Pa. 
























Merchandisers , 








Increase your 
sales of America’s 
leading wicks . . . GLASWIK 
and FLAMEMASTER. These attractive 
merchandisers increase sales and MAKE YOU MONEY! 
Wick can be dispensed quickly and easily, with no waste 
or spoilage. They make excellent counter displays or 
can be hung on a wall or side of the counter. 


COMPLETE DESCRIPTIVE LITERATURE 
ON REQUEST. WRITE DEPT. A 








ASBESTOS 
ATLA S company 
NORTH WALES, PA. 


MANUFACTURERS OF ASBESTOS PRODUCTS AND SPECIALTIES 
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Here is the biggest HOT ITEM in years! It sells on sight 
.. because every home can use at least one of them! 
Easy to use... just plugs in... heats up quickly... and in 
easy strokes it removes the paint to the bare wood from 
any surface! Well built for long, trouble-free service! 


SOLD ONLY THROUGH RETAILERS AND JOBBERS 


If your jobber can’t supply you, send us your order with 
your jobber’s name and we will see that your order is 
filled promptly... . 
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EB) LLECTRIC| 
PAINT 


REMOVER 


STEADY REST 


No guess work for pe 
user... the working heigh 

is set by the scraper edg 
and the raised edge ot 
the “Steady Rest”. 


HANDSOME BOX 
Packed in a colorful box 
that sells them on sight. 
Set up a display of these 
boxes and watch them sell! 


LARGE SCRAPING 
ELEMENT 


A larger edge allows more 
paint to be removed in 
one easy stroke. 








With Powerful 
National Advertising 


Right now millions of people are begin- 
ning to SEE, READ about and be SOLD on 
the beauty, economy and comfort of 
TEMCO Gas Heaters. They're being pre- 
sold by powerful advertisements in Good 
Housekeeping, Saturday Evening Post, 
Sunset, Holland's, Small Homes Guide. 


Cash in on this TEMCO advertising. 
Give your customers 
the Heaters they al- 
ready want — famous 
TEMCO Gas Heaters. 
There's a TEMCO for 
every home heating 
requirement-—at prices 


as low as $9.95 





GAS FLOOR FURNACES 
AND GAS HEATERS 


TEMCO, INC., DIVISION B-218 » NASHVILLE 9, TENNESSEE 
Please rush complete information on your nationally advertised line of 
TEMCO Gas Heaters. 


Name 
Address 
City. 
State 
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THE LAST WORD 
IN BATHROOM 
CABINETS 


It would be difficult to conceive of a more 
beautiful, more complete or more practical 
cabinet than this Ideal model which is chrome 
plated inside and out. Yet it is very mod- 
erately priced. 


Its fluorescent lights, which are operated from 
the main bathroom switch, provide such bril- 
liant illumination that no other lights are re- 
quired. The junction box, with which it is 
equipped, further reduces electrical installa- 
tion costs. 

Other features are: Copper-backed mirror. 
Piano hinges. Convenience outlet. Cushion- 
spring door stop. Razor blade drop. All wires 
encased. 


WRITE 18 Models 


foci @ Write for descriptive 
LITERATURE literature on our complete 
line of bathroom cabinets. 


Ideal 
Cabinet Corporation 


Division of Deslauriers 
Column Mould Co., Inc. 


7722 JOY ROAD DETROIT 4, MICH. 


CABINET 
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FROM ANY ANGLE IT’S CONVENIENCE -ECONOMY - REFINEMENT 


© CORBIN time-tested pin tumbler security — at low cost, designed for use in residences 
and apartments. Reflecting prestige of CORBIN, a name identified with quality hardware 
for more than one hundred years. Standardize on CORBIN made tubulars — there is one 


for every door function. 


P. & F. CORBIN 


DIVISION 
THE AMERICAN HARDWARE CORPORATION 
New Britain, Connecticut 
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IRONING BOARD COVERS 
QF HOME-SAFE 


' ASBESTON 


@ Won't ignite if the iron rests on Asbeston 


Work goes faster—looks smoother, nicer 


¢ © Slick-textured Asbeston cuts down arm-drag 
and because it releases steam quickly, Asbes- 





ton never gets soggy and slow. 


Woven with rock asbestos, ASBESTON gives 
you so many more selling points over old- 
fashioned ironing board covers! Women gladly 
pay a little extra for this modern safety and 
convenience! 


Always feature this label for profit. 


K SBESTON® 
AL S Royal 


S alrio COMPANY 












UNITED state 


Made by the Textile Division @ 


UNITED STATES RUBBER COMPANY 


130 Avenue of the Americas + Rockefeller Center, New York 20, N. Y. 
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EXCEPTIONAL 








BIG Fall 
Selling Season , 


NOW ON! 


MORE SOLD 
THAN ALL 
OTHERS PUT 
TOGETHER 


There's big easy summer profits 
ahead when you it the Fast- 
Way Portable lectric Water 
Heater on your counter. Sells bod 
to vacationiats for trailers, 

tages, sunrmer hotels, to bames 
and farms when furnaces shut down for s' 
Heats water quick—1 gallon from cold 





is, 
pails, making mashes, etc. Simply immerse 


and plug cord into nearest electric outlet. A fast, big 
volume summer item. Many deslers sell over 1,000 


OVER 10,000 DEALERS MAKE 


The FAST-WAY Portable Electric Water Heater 


deareeee | FREE SAMPLE 


very hot 100 degrees in less than 3 minutes—compare 
with gas! You'll be amazed! Nearly 2,000,000 sold for 
bathing, hi cookin bd cleaning milk 


PROFITS WITH 












gladly sent to new 
dealers not now han- 
in water | diing Fast-Way. 


Johnson Hardware Co., G 











eorgia, 
Fast-Way Portable Electric Water Heaters a year. We sold 48 In one day. Clgane's 
sell it for you! The only nationally advertised heater Hardware. Illinois, sold 3 dezes 
of its type. FREE window disylays, window posters, in 3 hours with ad. Simonson’s 
newspaper mats. Write today for complete facts and Hardware. Wisconsin, sold evr 


special dealer's prices. No obligation. 


7 gross in | year. 


The V’CO ELECTRIC APPLIANCE partons: | 
- HUBBARD § S8T., CHICAGO 11, ILL.—DEPT. 








4-STAR FAVORITE 


JSALETY FOlL Opener 
% Can Opener 
* Bottle Opener 


$ * 
No. 174-M 





Housewives love the conven- 
ience of this four-in-one kitchen 
aid. No need for separate 
openers — Vaughan’s “UTIL- 
ITY” Combination opens them 
all! Safety Roll feature rolls 
the edge smooth as it opens 
square, round or oval cans 


Corkscrew 
%& Canned Liquid Opener 


easily, quickly and safely. 
Automatic spring adjustment 
prevents binding or slipping— 
holds can securely for pouring 
preheated contents. Made of 
heavy gauge steel, heavily 
nickel plated. Individually 
carded. Retail price—39c 


——_ | 





World's Largest 
Manufacturer of 


VAUGHAN MFG., CO. ediba: Opentlt 


3211 Carroll Ave. * Chicago 24, Ill. 


and Can Openers 


Half-Century of Quality and Service 
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DOW'S 
NATIONAL ADVERTISING 


works for you! 





TUMBLER: Colorful, durable and a joy to 
use for all occasions. Molded by Peerless 
Plastics, Culver City, California. Distributed 
by Plastic Products Co., 130 S. LaBrea Ave., 
Los Angeles 36, California. 





feature 





PICNIC KIT: This colorful and lightweight 
set proves convenient and efficient for 
picnics, barbecues, etc. Molded and dis- 
tributed by Dapol Plastics, Inc., 90 Grove 
Street, Worcester, Mass. 


evaluated 
PLASTICS 
HOUSEWARES 






BOWL: Offers a multitude of uses for many 
gay occasions. Molded and distributed by 
Sterling Plastic Corp., 1140 Commerce 
Ave., Union, N. J. 


‘the MAD 





PITCHER: Functional design and 2-qt. 
capacity fills many a need. Molded and 
distributed by Columbus Plastic Products, 





nd safely. 
idjustment 
slipping— 
for pouring 
. Made of 
l, heavily 
lividually 
—39c 
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inc., 1625 W. Mound Street, Columbus 4, 
Ohio. 







PIE-PRESERVER: Attractive as well as 
practical. Molded and distributed by Tri 
State Plastic Molding Co., Henderson, Ky. 


SEND TODAY 


Write and find out how you 
can tie- “in with w's 





of housewares “made of 
STYRON”. Ask for attrac- 
tive display material and 
Buyers’ Check Lists featur- 
ing exciting plastics house- 
wares. Also available for 
use in your store is the 
sound slide film, “A Date 
With Polly”, for training 
sales personnel. 


DINAH WARE DINNERWARE: As modern 
@ tomorrow in both color and design. 
Molded and distributed by Nosco Plastics, 
Erie, Pa. 
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“Occasional Living” is the theme of Dow’s __ minds of millions of home-makers—they’ll 


October four-color advertisement on be looking for durable, budget-priced 
housewares “made of styRron” (Dow — styRoN housewares in your store! Be wend 
polystyrene). This colorful and exciting for them, replenish your stock now! Be 


sure to display the well-known sTYRON 
label—for your customers know it stands 
for Evaluated plastics products that they 
can buy and use with confidence. 


ad, showing housewares made of sTYRON 
in actual use, is scheduled to run in some 
of the country’s leading magazines. Sales- 
producing ideas will be planted in the 


Plastics Division, Dept. SHW-20—THE DOW CHEMICAL COMPANY « MIDLAND, MICHIGAN 
New York » Boston © Philadelphia « Washington « Atlanta « Cleveland « Detroit + Chicago + St. Louis « Houston « San Francisco + Les Angeles © Seattle « Dew Chemical of Canada, Limited, Terente, Canada 
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perfect sales weather ahead with 


GARDEX ‘AWN 


SWEEPS 


and other Fall Clean-up Tools 


The most popular type of lawn sweep on the market. Made 
of special tempered spring steel with 22 flat, flexible teeth 
that will not pull grass roots. Fan shaped—all teeth touch 
the ground. Makes a clean, 18-inch sweep. Brilliant yellow 
and blue color gets attention in your store—easy to see on 
the lawn. Packing and weight: 1 doz., 24 lbs. Order from 
your Gardex Jobber for immediate delivery. 


Also other Fall clean-up tools. Write for illustrated folder. 


GARDEX, INC., MICHIGAN CITY, INDIANA 


LIST 
PRICE 


#y40 


Fall Transplanting Time is 


“MIDGET” TOOL TIME 


Now sell transplanting trowels, forks, 
rakes, etc. Colorful, all-steel, self- 
dispensing display has 10 DIFFERENT 
KINDS, 24 TOOLS—makes those extra, 
impulse sales! EVERY 

TOOL NAMED, NUM- $976 
ring up new profits 

right through the fall. senenaty. 


BERED AND PRICED. 
Order yours today — 
Complete with tools, a oe 


CHAE, 
“j= 
1 _ Mi get Too! 
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THE ONLY 
KIND OF FARM 
THAT DOESN'T 
NEED A 


Sulton TARP 


















Bull frog farms don’t 

need Fulton Tarps, but there are 
5,859,169 other farms in the U.S.A. 
that do. Every farmer is a potential 
customer for one or more triple 
strength Fulton Tarps of 

1,000 uses. 


Quick, easy-to-use, economical 

weather protection for every purpose. 
Fulton Tarps, nationally advertised in 
farm magazines, offer you a strong 


advertising and merchandising plan 


that will bring tarp customers 


into your store. 

















WRITE FOR OUR DEALER SELLING PLAN, NOW — ADDRESS: 
FULTON BAG & COTTON MILLS, ATLANTA, GEORGIA 


| Sulton BAG & COTTON MILLS 


| @TLANTA @ NEW ORLEANS @ ST.LOUIS © DALLAS @ DENVER 
| KANSAS CITY, KANS. © MINNEAPOLIS e@ LOS ANGELES 
| NEW YORK, 434 BROADWAY e WINTER HAVEN, FLA. 
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Less than 2 sq. ft. for this... 
COMPLETE ROPE DEPARTMENT 


























Sounds amazing — but it's really amazingly simple. 
Instead of cluttering your selling floor with coils of 
rope, you store your rope in the basement or under 
a counter — and in less than 2 square feet of display 
space you have a complete, attractive rope depart- 
ment — one that not only helps sell more rope, but 
does virtually all the difficult physical work involved 
in rope selling as well. 
Join the more than 2,000 stores now using this 
modern method of selling rope. 


You'll have a silent salesman that's always on the 
job in this Columbian Rope Merchandiser. It meas- 
ures and cuts. . . . And it enables you to sell your 
customer the exact length he wants. No need to sell 
him short — nor persuade him to take more than he 
needs — and that means satisfied customers. It's well 


| 


NA ee 
COLUMBIAN 


—— 
S== 
S>S= 
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f ROPE MERCHANDISER does it! 


FREE —a new folder on the 
Columbian Rope Merchandiser. 
Shows how it can be used in 
your store. Send in coupon today. 


Ay 


~* 


COLUMBIAN ROPE COMPANY 
400-70 Genesee St., Auburn, 
“The Cordage City,” New York 


Please send me free new folder on the 
Columbian Rope Merchandiser. 


My name is. 





Firm name 





Address 














CHENEY 


Tell Matediollal>Matelililst a 


Meet The Increasing Demand 


Most shoes wear out quicker on the heels than 
any other part. Star Heel Plates are made to 
save wear on the heels and DO it. The "DO" 
is the reason for the increasing demand. 


| STAR HEEL PLATES 


have been the best known and most satisfactory 
heel plates for many years. They are the most 
profitable to handle. Sizes: 000 to 6. 


5 
weeves CONS 


| 

| GET YOUR SHARE OF THE DEMAND 
| BY ORDERING IN A STOCK TODAY 
| AND BE READY TO SUPPLY YOUR 
| CUSTOMERS 

| 


STAR HEEL PLATE CO. 


NEWARK, NEW JERSEY 























| Mr. Dealer 


There is a limited supply 
of the famous Cheney 
Sales Maker display 
available to help boost : “Stanho™ Taper Pins are milled from selected screw stock 








your hammer sales. Your Recently added to the “Stanho" line are Centerless 
request sent to the Ground Taper Pins—precision made with a total diam- 
address below will get eter tolerance of .0005—these are the finest obtainable. 
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STANSARD 


HENRY CHENEY “AMMER | JTORSE MALL CORP 


LITTLE FALLS, N. Y., U. S$. A. : NEW BRIGHTON, PA 









HARDWARE AGE, AUGUST 24, 1950 


ETT 
- 
a 


. eprom ener ae. 


>nand 


eels than 
made to 


ne "DO" 


TES 


isfactory 
the most 


AND 











SEE US AT THE 
NATIONAL HARDWARE SHOW 
BOOTHS 83-84 


Here are 3 new, sure-fire builders of sales to home- 
owners, farmers, hobbyists. A bigger, more powerful, 
heavy duty SKIL Home Shop Saw. A completely new 
SKIL Home Shop Drill Kit of top quality at a popular 
price. An oscillating sander, unique in the home shop 
field, unique in performance. All are fast sellers to the 
many customers who do their own remodeling and 
repairs. Ask your wholesaler about these new SKIL 
Home Shop Tools. 


metal case 
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MODEL 578 


$ 6 4 50 
SKIL Home Shop 
Oscillating Sander 


Produces professional 

quality surfaces 10 times 

faster than by hand. Dual sanding mo- 

tion removes stock, gives cabinet-maker smoothness 

in one operation. Works on flat, curved or vertical 

surfaces. A completely new tool for your home work- 
shop customers. 











~~ 


ILSAW, INC. «+ Home Shop Division 
I A Chicago 30, Ill. * Factory Branches in Principal Cities 
“in Canada: SKILTOOLS, LTD., 66 Portland St, Toronto, Ont. 
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No wonder FILTER-VENTS keep 
on selling fast and steady! It's the 
original filter ventilator, gives 
draftless, smog-free, dust-free 
ventilation, because the patented 
filter cleans air thoroughly. Made 
of heavy gauge metal backed 
with screen-wire in four sizes to 
fit all windows. 


THE F. E. SCHUMACHER CO. 
Hartville, Ohio 


there’s a profit... 


FPILTER-W/ ENTS 
fLouver-Wents 





Schumacher’s LOUVER-VENT, with the 
exclusive "REDDY-LOC" is a familiar 


item in busy sales-books. "REDDY- 


LOC" means no rattle, no danger to 


children from open windows... 


protection your customers want! You'll 


do better than ever this year with 
the fast-moving LOUVER-VENT! 





where there’s a window. 


Cctanado 


\ PRODUCT ays sese 


pull profits 


out of air! 


Come On In! 
The Selling's Fine! 


You'll get new ideas about profits 
with the entire Schumacher line. 
Every item is priced to sell fast 
and consistently. All of highest 
quality workmanship, all tried and 
proven sellers. Write for details 
now ... get ready for sales, 
because these items really move. 
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No. 952 five-piece 
matched set 


matched bathroom accessories , 
will build your sales! 


Many bathroom accessory sales are missed entirely 
when figuring builders hardware contracts. In WES- 
CHROME, however, you have a beautiful line of 
bathroom hardware that just won’t take a back seat— 
it practically sells on sight. In fact, WESCHROME 
may be the wedge needed to land the entire builders 
hardware order! Heavy, gleaming chrome finish, 
smart styling and many manufacturing “extras” iden- 
tify these units as having real quality...and they are 
budget-priced! Once again we say—don’ t overlook the 
easy profits found in WESCHROME sales. Write for 
a full description of the WESCHROME deal today. 


“Wigh Style ona Budget” 
MANUFACTURING CO. | Chic | 


1420 So. Evergreen Avenue | 
Los Angeles 23, California | C a ICA 


WESTWOOD 


72 
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| ARCHITECTS ond BUILDERS 
AGREE ON .¢ 








Type BUT2001 


Modern Button 
Tip Ornamentation 


CHICAGO) 
SPRING HINGES 


Streamlined “TRIPLEX” 
SPRING BUTT-HINGES 


Every year more and more Archi- 
tects and Builders of Modern arch- 
itecture are specifying Chicago 
“Triplex” Spring Butt Hinges and 
here are a few of the reasons why: 


D4 | 














1, They are smart looking and 
streamlined to harmonize with 
the most modern architectural 
requirements. 


2. Careful and capable designing 
has created many superior fea- 
tures of time tested advantages. 


3. Here is a product that main- 
tains our tradition for quality 

. @ tradition that has guided 

us through more than 60 years. 


Spring Hinges of Quality 











U.S.A. NEW YORK 


go Spring Hinge Co. | 
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yking and Glazol is not only an improvement over putty but creates new standards for elastic glazing compounds. 
nize with 
shitectural Glazol remains soft and pliable, will not become brittle, assures a durable job under all types of weather 
conditions. This lasting flexibility of Glazol prevents glass from becoming loose due to vibration and 
designing insures protection against moisture and heat loss. 
erior fea- 
vantages. Glazol remains “‘intact"’ in the can—is ready for use—eliminating the usual mixing of oil out of solution 
hat main- as required with putty. 
wr quality ‘ - * . — . . 
as guided The excellent surface drying of Glazol permits immediate painting without the danger of bleeding. 
60 years. 
fi ““TROUBLE-FREE PERFORMANCE" makes it easy for you to build a profitable 
javity business with U-G-L's 34 dependable products. For further information 











write to — 


UNITED GILSONITE LABORATORIES 


SCRANTON - PENNSYLVANIA 
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IT’s : THE UPWARD-ACTION | EA 
No. 900 DOOR SET 


This is the GARAGE —} | ee - 






DOOR that creates 
buying interest the 
year ’round! 





















these popular door sets to meet the ever 
increasing demand. Every installation of 
the No. 900 seems to create new pros- 
pects among car owners who are thrilled 
by the quick, smooth door action. 


We have had to step up production of | 
i 





A faster entrance and exit for cars 


The saving of time in opening and closing garage doors has proved to be a sales factor 
for National. Hard, heavy operating garage doors are as antiquated as the horse and 
buggy days—today it's the the finger-tip-lift garage door that holds the preference. 





Vertical springs working in conjunction with steel cables and enclosed pulleys furnish a 
perfect counterbalance for the weight of the doors—it's mere child’s play to operate them. 


Doors are furnished fully glazed and with most of the hardware mounted in place on 
the inside. Ponderosa pine and 3 ply fir panels are used in the construction of these 
sturdy doors. ' 










Write today for full par- 


fim =SCea/: 


Below—special 


poo 
ticulars on sizes, etc., or closing feature 


; 






FREE 


consult your National 


catalog for preparing eeie 
an order for the No. 900. wry 
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t Peelers 


CUSTOMERS WANT THEM BECAUSE THEY PEEL 
PAINT TO BARE WOOD WITH ONE EASY STROKE! 


LECTRO PAINT PEELERS give you FAST TURNOVER and EASY PROFIT. 
There is an established demand as a result of national advertising in 
Popular Mechanics, Popular Science, Better Homes and others—a total 


of 25 in all. It’s the revolutionary easy, fast way to remove paint. You 
don’t want to be without this FAST MOVING — BIG PROFIT item. 


That’s Why Customers Snap Them Up! 





NO SELLING IS REQUIRED 











FREE COUNTER CARD 


All a retailer has to do is 
display the item on this eye- 
catching two-color counter 
card and LECTRO PAINT 
PEELERS sell themselves. The 
counter card makes shoppers 
stop —look—and buy. 








ORDER NO 








THESE FREE SALES HELPS MAKE 
TO GET VOLUME SALES! 
Don’t Miss Out On Easy Profits! 


From Your 
Jobber... 


OR WRITE DIRECT 
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FREE ENVELOPE STUFFERS 


Send them out with bills or as 
separate mailings. You'll get 
traffic for the LECTRO PAINT 
PEELERS. Your clerks will have 
the opportunity to sell other 
items also to the customer 
who comes in for the LECTRO 
PAINT PEELER. 


Retails For *4-%5 
Fair Trade Price 


LOOK AT THes 


This ag in 
Played the 











E RESutrs, 


°cal pape, dis. 
, and results 
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5700 DETROIT AVE.— CLEVELAND, OHIO 



























Precision Built 
Choremaster is fast 
assuming leadership 
as garden tractor and 
power mower. Thou- 
sands of customers 
read about Chore- 
master daily in lead- 
, ing farm and home 
| magazines. Customers buy 
more Choremasters because 
they can get attachments 
for eery type job around 
house, farm, yard or garden. 





whizzes through grass, 
weeds and brush. “Fine 
cuts” 20 inch swath. 
Adjust cutting height 
without tools. Close 
trims—just remove 
either front wheel. 


FOR WEED-CUTTING 


| CHOREMasTER 


| with new 
double-action sickle bar, 
literally two sickle 
knives working’ simul- 
taneously in one plane, 
but in opposite directions 
PRACTICALLY ELIM- 
INATES YVTRRATION. 






CHOREMASTER CYCLONE RoTARY moweER 


HOREMASTER 


FOR FARM AND GARDEN 


OUTSTANDING 


. - » in Sales... in Profits ... in Promotion 
. . - in “complete line" ... in ease of sales 


CHOREMASTER 
GARDEN 
TRACTOR 









CHOREMASTER POWER 
HOLE DIGGER eliminates 
hand digging. Self-contained, 
power-driven mechanical 
requires only seconds per hole for 
limited or extensive fencing jobs. 


CHOREMASTER puision 


THE LODGE & SHIPLEY COMPANY 


828-8 Evans St., Cincinnati 4, Ohio 










More Profits 
for Myers Dealers! 











= 


Again, Myers says: “More sales-power to you.” And 
again, Myers gives you what it takes—in a brand-new 
line of Centrifugal Pumps—an easier-to-sell line be- 
cause it’s so basically simple! Construction of new 
Myers Centrifugal Pumps assures greatest operation 
economy, widest adaptability. Capacities range from 
10 to 525 gpm., against heads to 300 ft. and at temper- 
atures to 220° F. Interchangeability of parts cuts in- 
ventory costs. Casing and impeller are easily replaced 
to suit changing conditions. Engineered throughout to 
minimize thrust, friction, wear—give lasting customer 
satisfaction. Broad range of sizes covers widely varied 
needs. Write for a full list of sales features—offered 
for the first time in the new Myers Centrifugal. 


THE F. E. MYERS & BRO. CO. 





Dept. $-61, Ashland, Ohio 














digger 





GE WRIGHT wieeco 


WORCESTER: MASS. 








Wright Fur Farm 
Netting is always 
reliable . . . a prime 
necessity in fur 
farming. Carefully 
and evenly woven 





from quality wires 
heavily and brightly 
galvanized by the 
Wright process. 
Made in sizes to 
meet various 
requirements. 
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Chain sales are more profitable with the 
Campbell line because it is packaged for 
profit and easier to stock, display and sell. 


Campbell is the one source for all your chain 
needs—from dog leads to log chain, from tie- 
out chain to sling chains, from sash chain to 
anchor chain—chain for every need, for every 
purpose. 


Ask your wholesaler or mail the coupon 
today for complete information. 





































’ ao CHAIN CO. 78 
y York, Pa. 
CAMPBELL | Please send complete information on ; 
CHAIN f ___CAM-PAK chain containers i 
? ; Chain merchandiser and chain cutter ; 
, ; : 
EC i : 
em | CAMPBELL CHAIN Company 1 ons 
I on. STATE . 
York = Penna. Fe OS TT, 
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Kay bye Funn OF 
+" Guaranteed by 
Good Housekeeping 


ip R 
No \) 
TAS apventistd We 


SUPER-KROME Aluminum Paint 


Here is the ONE aluminum paint that does the entire job... covering wood, 


wi brick or metal surfaces in one brilliant coat! LONGER OIL LENGTH means 
num ae 


“pesistind mn 


Anew and 


soft as butt 









no oil need be added even for priming! 





yal 
A A 


a ~~ ory 
* Guaranteed by 
Good Housekeeping 
Kd ©) 


or 45 apvearisio AES 


OIL COLORS in Tubes or Cans 


Here is the best in oil colors... TRIPLE GROUND in pure linseed oil... all FULL 
MAXIMUM STRENGTH! A full range of more than 40 colors... and with a hand- 


some display and storage cabinet you can use for quicker and bigger sales. 


CITI, 
Soa tok 
‘> Guaranteed by * 


WATER PUTTY Crack Filler © = 


A miracle that has hundreds of uses around the home for all patching and repair jobs. 
Mixes with water...and dries hard as stone... and sticks to all surfaces. A little 
goes a long way... feature it... your customers have a definite need for it! 


Good Housekeeping 
Nd we 


#0) 
“45 aoveanisto 
— 






For full particulars on these and other Sheffield fast sellers send for our catalog and FREE 


promotional helps including window streamers, newspaper mats and counter cares 

















54 
re) —_ 
to Your TT i) 


WOOD FIX Patching Compound 


Anew and improved formulation that works like putty and is as 
soft as butter. WILL NOT SHRINK ... dries just like wood and it may . 
be sanded, filed and painted. Perfect for patching and repairing ce 4 rs Posueteay by 


. _ Housekeepin 
broken items. It really holds. ey 


RED HOT Aluminum Detne 


Here is a specific paint for all areas where heat is an important factor. WILL WITH- 
STAND as much as 1200 degrees of heat... and still retain its brilliant aluminum 


finish. Spreads on smoothly... and one coat covers. 


* 


- Fasqernes by ® 
_ Housekeeping 


‘iy 
$2 45 aovennisto 1H 


KLEEN-A-BRUSH paint brush cleaner 


No need to throw away your old brushes that are stiff with paint. 


awe ae a moe 


Guaranteed by 0 


<a ger 


“> 


Your customers can save this waste by using this wonderful solvent Guaranteed by = 


Go d Housekeeping 
that makes old paint brushes like new. Easy to use... it is fool-proof See y bade — 43 i > a 


+»-and a BIG seller. NATIONAL HARDWARE SHOW at Grand Central Palace _4 New York 


ans LIVIA Aroreze 


nter cards ONE OF THE WORLD'S (jAcove 
ANUFACTURERS OF ALUMINUM PAINTS 





CLEVELAND 19, OHIO SS 
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ee See 








ofessional 


Designed wer care! 


gardener for perfect lawn 
























1. Exclusive Hp 
takes strain. © 
raking less eshttndl 





















ch OUCH-ALLTEETH” 
Allao—1-0 RAKETTE with “T a 


d design. 
entecjuated 8° 


ADVERTISED IN 
awom Better Homes 


P OS and Gardens 


September 16 October 


Together, these two magazines have a circulation of more 
than seven million—including your best home-owning 
customers—all prospects for Disston Rakes! 


THE SATURDAY EVENING 


Here’s what you can do 


to increase your share of profits 


STOCK THEM: You'll want a good assortment and 


supply of these Disston Rakes on hand when your cus- 
tomers start responding to the advertising! 


DISPLAY THEM: Let your customers know that you 
have the DisstonSpring- Action Rakes they’ ve been hearing 
about. Display them in your store and in your windows. 
The advertising will move customers toward your stock— 
but only you can move the stock toward your customers! 


PUSH THEM: You’ll see the profits you stand to 
gain by vigorously promoting these rakes in your store. 
Make sure all your sales people have the sales points at 
their fingertips. You’ll find profit-making ammunition 
in every one! 














SALES POINTS YOU CAN USE TO SELL DISSTON SPRING- 
ACTION RAKES—Designed by a professional gardener, specially 
for lawn use. 

Exclusive Disston ‘“‘back-bone”’ spring construction takes strain 
off teeth, does away with the n for a heavy metal frame. 
Teeth are flat spring steel, hardened and tempered. Will not wear 
sharp in use. Flexible, teeth will not tear up plants and grass, will 
not catch on stones and surface roots. 

The D-18 and D-24 have special slot and key construction on 
ape nage bar to give teeth extra support, extra strength. When 
in use, oil applied in this bar-assembly insures springier action 
and longer service. 


















7 me HARD 

INC. 

HENRY DISSTON & SONS; “ 
een 9-20 Fraser Ave- Terente 3, 


WARE DEALER'S NOW! 













ORDER DISSTON SPRING-ACTION RAKES AND K-Il RAKETTES 
FROM YOUR HARDWARE WHOLESALER 
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DISSTON. sprinc-action RAKES tis rau! 


Cash in on big new campaign 
for “The World’s Finest Rake” ! 


Disston does it again! Anticipates a natural money 
making opportunity for you—puts extra push be- 
hind it with impressive national advertising! 

Geared to the theme of ‘““The World’s Finest Rake,”’ 
Disston’s big new Fall Campaign for Spring-Action 


4 


Here’s the Line: 


ats 








\\ 
D-24 SPRING-ACTION RAKE 


Exclusive Disston ‘‘back-bone’’ 
spring relieves strain on teeth, pre- 
serves alignment, makes the whole 
take stronger but lighter. It’s the 
take most people want to own; a 
sure best seller! 


24 teeth. 18 Ibs. per 44 doz. Packed 
% doz. in carton. 


HENRY DISSTON & SONS, INC. 854 Tacony, Philadelphia 35, Pa., U.S. A. Val 


In Canada, write: 2-20 Fraser Ave., Toronto 3, Ont. 








Kil, “is 







ON ts 






Rakes is sure to start cash registers ringing out a 
tune of profits. Advertising is placed where your 
best customers will see it—in SATURDAY EVE- 


NING POST and BETTER HOMES AND GAR- 





\ 














D-18 SPRING-ACTION RAKE 


Lighter and smaller than the D-24, 
but with the same exclusive Disston 
features. A popularlight-duty spring- 
action rake. 


18 teeth. 12 lbs. per 44 doz. Packed 
¥4 doz. in carton. 


\ 


DENS. It tells customers why the Disston Spring- 
Action Rake is better—tells them to see you, their 
hardware retailer. When those “leaves of brown 
come tumbling down,” you can bet those “‘leaves 
of green”’ will start tumbling into your cash register! 


4 


A 


_G,yyy / l| 


\\\ 


K-11 RAKETTE 


A competitively priced rake to 
round out your line. Hardened and 
tempered flat spring teeth designed 
to touch all around. Sturdy, serv- 
iceable. 


20 teeth. 13 lbs. per doz. Packed 1 
doz. in carton. 





NOW...AMERICAN SCREW CO. 


Steps Up National Distribution 


New plant at Willimantic, 
Conn. . . . one of the most modern opera- 
tions in the screw industry. 


---G@S production 
steps up in NEW 
WILLIMANTIC PLANT 


American’s pipelines are being 

pumped full of ample supplies of all 

types of Phillips and slotted fasteners. ‘ 

Industrial supply distributors and hard- Seiten Wn dies. cer o ae 

ware jobbers from coast to coast are American production unit manufacturing 

set to serve you now. a complete line. 

For American’s new high-production » tes 

plant in Willimantic is now geared up 

to meet all demands promptly and 

efficiently. And this production is fur- 

ther augmented by the American 

plant at Norristown, Pa., while dis- 

tribution is kept on a “delivery now” 

basis by large warehouse stocks in 

Norristown and Chicago. 

So today, if you want action on orders 
for Phillips and slotted fasteners Chicago Warehouse in North Pier Termi- 
... just mark those orders nal, 589 E. Illinois St., Chicago, Il. 
“AMERICAN”! 
AMERICAN SCREW COMPANY 


Plants at: 
WILLIMANTIC, CONN. and NORRISTOWN, PA. 
Warehouses at: 
569 E. ILLINOIS ST. 502 STEPHENSON BLDG. 
CHICAGO 11 DETROIT 2 


AMERICAN 
SCREWS 
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Jake advantage of 1950’s great home-building program 





to sell more 


CYCLON 
LAWN FENCE 
this fall 















@ Thousands of new homes built during 








_— the spring and summer constitute a big 
market for Cyclone “Red Tag” Lawn Fence 
Willimantic, . a market that will be active through- 






out the fall and even into the winter 
months. 

When these new homeowners come into 
your store for supplies, suggest to them 
the advantages of enclosing their property 
with Cyclone Lawn Fence. A good fence 
keeps small children and pets from stray- 
ing away ... protects newly-started lawns 
and shrubbery . . . adds to the attractive- 
ness of any home. 

Show them a roll of Cyclone Woven 
Lawn Fence with its full-weight, galva- 
nized wire. Its curved picket tops are per- 
fectly even, with picket ends securely 
locked into the two top cables. Cyclone 
“Red Tag” Lawn Fence—in both the woven 
and welded types—is made to stay strong 
and straight . . . to retain its attractive 
appearance for years. 

Be sure your supply of Cyclone Lawn 
Fence—and Cyclone Gates, too—is ample 
for the entire falf and winter demand. And 
it’s none too early to make plans for the 
big spring months. Get in touch with your 
jobber now. 

The familiar Cyclone “Red Tag” label 
is your customers’ assurance of quality in 
fence and gates, as well as other hardware 
products. Display it prominently and call 
attention to it in your advertising .. . 
you'll find it one of your star salesmen. 


nodern opera- 























a full-scale 
inufacturing 

















er Termi- 
Il. 










CYCLONE FENCE DIVISION 


Daas | 
1 | SRF (i aman) 
Ss . | } ia | ’ (American Steel & Wire Company) 
ten = SRE ph. Wye ‘ ‘WAUKEGAN, ILLINOIS - BRANCHES IN PRINCIPAL CITIES 
if if To nae a UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
Mn AM 


CYCLONE “Red Jag’ HARDWARE PRODUCTS 


LAWN FENCE - GATES - HARDWARE CLOTH - INSECT WIRE SCREENING - CATCH-ALL BASKETS - FLEXIBLE STEEL MATS 










tted 
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Plan Now 
to tie in with 
Libbey’s Newest Promotion! 
This is the time to think about 
a Fall display for 
Carriage” 


“Horseless 
glassware — Libbey’s 
biggest and best promotion yet! 
Get an order in today! 











84 





Be ready for heavy traffic at your glass- 
ware counters this Fall when this full- 
page, full-color ad in LIFE starts customers 
rolling your way. Place your order now 
for ‘“Horseless Carriage” Hostess Sets— 
a new Libbey pattern beautifully pre- 
packaged for attractive display, easy 
wrapping, quick turnover! A complete 
“Horseless Carriage” promotion packet 
is available with tie-in newspaper mats, 
display unit and other merchandising aids. 


LIBBEY GLASS Hv Gee 


esTasiisusn 1818 


Your PREVIEW.of Libbeys new 


... scheduled for 


November launching with 
this full-page, full-color ad in Life! 


Colorful “Horseless Carriage” tumblers 
and stemware—designed by Freda Dia- 
mond—feature authentic reproductions 
of early motor cars. It’s an appealing 
pattern protected by the famous guaran- 
tee: ‘A new glass if the rim of a Libbey 
“Safedge’ glass ever chips!” 

To Order: Contact your Libbey Glass 
distributor now . . . or write direct to 
Libbey Glass, P. O. Box 1035-1036, 
Toledo 1, Ohio. 


LIBBEY GLASS, Division of Owens-Illinois Glass Company, Toledo |, Ohio 
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FIRST in sales | 
and profits r V 
es 


ortable electric 


at 40% OFF LIS 
$95 


PRICE LEADER, Model 91A. 
Here’s real value—a compact, 
attractive fan-forced heater of 
undeniable sales appeal! De- 
livers 42 cu. ft. warm air per 
minute. 1320 watt 
ished in suntan baked enamel 
with chrome plated handles. 
One year guarantee. Ideal for 
promotion. 40% off in lots of 6. 





wer. Fin- 











In 
eaters 
XW 


‘17? 


ONLY ARVIN, the leader, codild 
offer this perfected combination 
fan-heater. Heats with 200 
C.F.M. of warm air. 1320 watt 
element with 8-inch “air scoop”’ 
fan. Fan provides 600 cu. ft. 
of cool air in summer. Automatic 
Safe-Guard Safety switch. In 
bronze, green or ivory. 40% mar- 
gin in lots of 3. 


MODEL 5000 














SAFE-GUARD Model 223. World’s 
safest electric heater. The Safe- 
Guard safety switch cuts off cur- 
rent if unit is tilted or upset. 
No radio interference. Handy 
toe switch. Beautifully finished 


DELUXE SAFEGUARD Model 223A 
and B, combines all the big fea- 
tures of the famous Arvin 223 
with red glow light that shows 
when heater is switched on. 
Available in ivory or burgundy 


ECONOMY HEATER Model 103. 
Same high capacity as other 
Arvin models. Attractive green 
hammerloid enamel finish, with 
bright chrome guard rails and 
handles. No-mar rubber feet. AC 


AC only, 40% 


eration only. 4 
off in lots of 6. 


in tan enamel. $] 995 


yo can be sure of sales and profits with 
Arvin portable electric heaters because 
Arvin leads the industry in consumer ac- 
ceptance . .. in sales. . . in advertising. 

But even more important to you in these 
days of increased costs, Arvin leads in 
profit...only Arvin offers you a full 40 
per cent off... without demanding that 
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finishes. AC oP 
off in lots of 6. 


All Arvin heatc rs are listed by Underwriters’ Laboratories 


discount in 
6-unit lots. 


{0% discount in $Q95 


$1395 


Arvin: World’s Largest Selling Electric Heater 


you buy electric heaters in carload lots. 
Before you make any commitments or 
sign any orders for electric heaters (or 
electric housewares) get the Arvin sales 
and profit story. You’ll find that Arvin is 
the line you can’t afford not to sell. 
Electric Housewares Division 


ARVIN INDUSTRIES, Inc., Columbus, Indiana 
(Formerly Noblitt-Sparks Industries, Inc.) 














RADIANT HEATER Model 52. 
Operates on AC or DC. Heavy 
duty 1320 watt heating unit 
wound on porcelain. Brilliant 
corrugated reflector spreads heat 
over wide area. Rests solidly on 
widespread base to 
prevent tipping. 
40% off on lots of 3. 


$Q95 
























NEW—SCIENTIFICALLY DESIGNED 


sisaste WINDMASTER” 


BAROMETRIC 


PRAFT CONTROL! 


@ BETTER CONTROL @ EASIER INSTALLATION 


@® MORE PROFIT 
















Square housing and patented angle mounted vane provides more 
uniform opening with larger effective area. Tested characteristics 
show a flat curve, assuring even, effective control—efficient 
operation at all draft values. See the test chart—it shows definite 
superiority. 


Exceptional simplicity of design and sturdy construction enable 
you to offer your customer higher quality at lower cost and 
better profit. 


Installation is exceptionally easy—ask your jobber. 






















THE SKUTTLE MANUFACTURING COMPANY 
4099 BEAUFAIT AVENUE e e DETROIT 7, MICHIGAN 





SAVE 25% ON MOTORS 





— BEAT ANY COMPETITION 
Use Grainger Stocks— 


Nearby Warehouses 
Small & Large Motors 
Motors for Every Need 
Quality Brands Only ’ 
Extra-Large Discounts 
Lowest Net Prices 
Large Accessory Line 
Pick-Up as Needed 
Fast Shipping Service 
Strictly Wholesale 
Dealers Protected 










1-HP WORKSHOP MOTOR 


Sells for 15% less. Out-sells any 
1-HP, 3450 RPM, 115/230 V, 60 Cy, 
do: shaft, I-bearing workshop 
motor. On-off switch. 14/2 ‘'S"' 
cord. List price, $69.95. Large dis- 
count to hardware dealers. 


WHOLESALE 
CATALOG OF 
MOTOR BUYS |lazae. - 


WRITE FOR CATALOG—USE LETTERHEAD 
W. W. GRAINGER, INC. 


40 Warehouses, Coast-to-Coast 


General Offices: 740 W. Adams, Chicago 6 


~ 




















NEW 





Y4".2" PIPE & BOLT THREADER 
Chucking—Automatic! 


THE ONLY AUTOMATIC 
CHUCKING MACHINE 


Illustration shows front jaws, 
(cover-removed) in action grip- 
ping and centering 14” pipe. A 
simple pull of the switch and 
the positive, unfailing auto- 
matic chucks go to work. 











This one sensational time-prov- 
en feature alone makes the 
“Chief” an absolute MUST. 
Time saved on the chucking 
alone established Quijada as 
the fastest of them all. 
And—not only is it the 
fastest, but the simplest 
in operation and _ the 
easiest to handle. 


Figures don’t lie: 
2” pipe chucked, 
threaded, reamed, 
cut-off and un- 
chucked in just 26 
seconds, 


QUIJADA TOOL COMPANY, INC. 
5474-76 Alhambra Avenue 
Los Angeles 32, California 


Sold Only 
Through Jobbers 
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réunounces NEW TUBULAR LINE! 















KEY-IN-KNOB WITH REMOVABLE PLUG 












PATENT PENDING 





BOLT DEAD LATCHED 













SUPPLIED WITH AUTOMATIC RELEASING 
BUTTON OR VESTIBULE ACTION 

aud 
BUTTON-IN-KNOB 
Bath and Bedroom Set 


wtth 


Matching Passage Set 


BUTTON-IN-KNOB 








Proof Parts with Solid Brass Trim 


PADLOCK AND HARDWARE COMPANY 
LANCASTER PENNSYLVANIA 


WRITE TODAY FOR THE 
CATALOG ON THE NEW TUBULAR 


| No Die Cast Parts, Heavy Steel, Rust | 





SINCE 1849 












12-PAGE SAFE 
LINE 
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POWER LAWN MOWERS 


Plenty of sure-fire appeal in the new Homko Mower Line! 
Jobbers and dealers . . . from coast-to-coast . . . are praising Homko sky-high! 
Dealers themselves, with a variety of brands to choose from, are comparing 
and deciding on Homko as the brand-preference for their own personal lawn mowing use! 
Yes, when dealers themselves choose Homko, that is proof-positive of 
Homko’s superior merits, Constantly orders are coming in from new territories 
where consumer demand has opened up tremendous new markets. 
NOW more than ever before the Homko line offers amazing economy, 
long-life dependability, trouble-free, smooth performance. 
You can’t afford to miss seeing and inspecting the new 1951 Homko Line. 
See why everyone . . . dealers, jobbers, consumers . . . are wildly 
enthusiastic about the fast-moving Homko mowers . . . America’s No. 1 
Quality Line of Reel Type and Rotary Power Mowers, Hand Mowers 
and Lawn Sweepers. Priced right for volume sales. 


Sce us at Booth 348 at the National Hardware Show. 


Don’t Wait! 


MAIL THIS COUPON TODAY 
==. BEFORE YOU BUY 
= YOUR 1951 
- MOWER LINE 








DEMAND 
DEPENDABLE 


HOMKO 


TRULY A QUALITY PRODUCT 


WESTERN TOOL AND STAMPING CO. 


ECOND AVENUE ° DES MOINES 3 
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Fe “packaged So That It Actually Sells Itself 


GARDENETTE #4294 Unconditionally Guaranteed for 15 Years 


Built with Featherweight Nylon Cords which, weight for 

weight are actually stronger than steel. 

® Inside tube is rot-proof ® Color will! not rub off © Has Full- » - 

Flo %” nickel plated couplings @ Neoprene cover resists ——. —_ yr By 
weathering and abrasion © Stands many times ordinary a display anywhere in your 
water pressure. store. 


PLASTI-CORD #4267 Unconditionally Guaranteed for 10 Years 


A Reinforced Rubber Garden Hose with a Beautiful Plastic 

Cover Available in %” or '/” diameter. 

®@ Inside tube is seamless and rot-proof ® Reinforced with a 

layer of tough rayon cords ® Withstands many times ordi- . . : ' 
nary water pressures @ Has 5%” solid brass nickel plated Full- oe Se ices : 
Flo Couplings ® Beautiful shining cover will not stiffen up on 

cold days. ® Resists oil, weather, and abrasion. 


FULL-FLO MODERNETTE 4090 red and #4091 Green Uncondi- 


tionally Guaranteed for 10 Years. 

Has a Full 9/16” diameter—Doesn't Choke Water Flow. 

® Has nickel plated Full-Flo Couplings crimped four times for 

@ permanent connection ® Withstands many times ordinary 

water pressures @ Will not stiffen during cold weather attached to a colorful sales 
® Coior will not rub off @ Resists oil, weather, and abrasion disk. 


PLASTI-PLY #4084 Unconditionally Guaranteed for 5 Years. A 
laminated TWO PLY Plastic Garden Hose 
®@ Withstands many times ordinary water pressures ® Holds 


solid brass Full-Flo Couplings permanently @ Resists oil, abra- 
sion, and weathering indefinitely © Color will not rub off Sales disk sells Plasti-Ply for 
@ Flexible even in cold weather. you. 





GREENLAWN #4295 Unconditionally Guaranteed. A double braid professional type hose 
of the finest quality 
® Rot resistant seamless inside tube will not chip or flake ®© Has double braid of 
high twist rayon cords used in truck tires © Cords are bonded together with layer of 
tough genuine rubber © Withstands many times ordinary water pressure © NEOPRENE 
cover resists oil abrasion and weathering indefinitely ® Has nickel plated Full-Flo 
couplings crimped four times for permanent leak-proof connections. 
This premium quality hose is available in either 4”, 34” or 1” diameter. 


VULCO #4293 Unconditionally Guaranteed for 15 Years. ‘A Popular 
Priced Double Braid Hose Available in 5%” or 3%” diameters. 
@ Tube is seamless and rot proof ® Double layer of strong 
rayon cards is bonded together with layer of tough rubber 
®@ Withstands many times ordinary water pressure ® Genuine 
red rubber cover is specially designed to shed dirt, will resist Vul eee 
weathering and abrasion indefinitely © Has solid brass Full- ~ a a euiees 
Flo Couplings @ Color will not rub off. 


TRUCORD GREEN #4269 Unconditionally Guaranteed for 10 


Years. Colored 54” hose at a price your customers will like. 
@ Rot resistant tube @ Layer of rayon cords @ Withstands 
many times ordinary water pressure ® Cover resists weather 
end abrasion ®@ Full-Flo Couplings are solid brass. 


Available in Red or Black at a lower price. Red #4268 is Uncondition- Trucord Red and Green are 
ally Guaranteed for 10 Years—Black #4291 for 5. tied to a sales disk. 





RIPPLE #4290 Guaranteed Against Defective Material and Work- nae 
manship. A Leader Type One Braid Black Hose In Addition 


®@ Designed specially for competitive purposes ® 54” seamless You Get All These 
inside tube @ Layer of tough cords ® Rugged corrugated cover 
®@ Withstands ordinary city water pressures ® Has standard “EXTRAS” 


16” brass couplings. With The Gates Line 


—----> 


SH-1N12 


REG. u.s, pat. OFF 
























3 More Reasons Why Every Gates Garden Hose Dealer Ca: 


utsell Competition « 195] 





This Popular 
UNCONDITIONAL GUARANTEE 
Has Proved To Dealers Everywhere 
That It Can Sell Gates Garden Hose 


Just Look At The Features It Offers YOU and YOUR Customers 






oy ™ . 
if for a which ¢ hat it hos GS 
time d you feel t p B 
guarantee Y u satisfactory 23 


aired-ro-sive er pracerrtree 
& service it will 


¢ of charge- 


















And Packed With The Hose Is 
This Folder Which Lists All These 


TESTED SALES HELPS 


That Are Yours For The Asking 


You Can Help Yoursetl Set 
More Garden Hose This Year 
Than Ever Before 





t CARER | \GHT Gates a 
ie _the only rubber garden wae ae 


oO? 
1 Super Strength NY I 





Robber Garden Hose 
with a Plastic Cover ae 
Ss 
PLASTI-CORD SS 











THE GATES RUBBER COMPANY 


SALES DIVISION, INC. 
Denver, Colorado 





The Popular Gates 
Garden Hose Merchandiser 


Now Redesigned To Do An Even 
Better Selling Job For You 


LOOK! 


¥ Top arms now 
will stock and display 
three 50’ lengths. And 
bottom section will 
stock over nine 50’ or 
25’ coils. This means 
you can ‘display over 
550’ of garden hose 
without taking any 
more floor space than 
a single coil. And 
now you can select 
any coil of hose on 
this merchandiser 
without moving the 
rest of the stock. 


4 Rolls on wheels 
which enables you to 
move hose display to 
any part of your store 
—or out on the side- 
walk during the sell- 
ing season. 


V Has a tubular 
steel welded frame 
that is rigid—non- 
tipping, and protected 
by a lustrous all- 
weather enamel. 


(Mi 


/ 
/ 


A Beautiful Piece of Store Furniture=- 
Good for 20 Years of Service 
Only $5.00 from Your Gates Jobber 
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STANLEY 


Rolling or Sliding 


DOOR | 
HARDWARE 


@ Garage, barn and industrial plant doors roll 
smoothly on Stanley Hangers and Stanley Track. 
The frictionless hangers—with ball bearing swiv- 
els and roller bearing wheels—coast quietly and 
easily under fingertip operation. 

Stanley Door Hardware assures permanently 
carefree doors because of the weather-protected, 
dirt-shielded track feature. Stanley Track is 
straight as a die. ““Hold-Fast’”’ Track Brackets 
hold the track rigidly in perfect alignment at 
each suspension point. Any length of track 
needed can be assembled. Every possible com- 
bination of track brackets for double and triple 
door sets can be furnished. 

Three sizes of track, hangers and brackets 
fill requirements for any door up to 1000 pounds. 


FOR 


"Garages, Barns, Industrial Plants 














For Overhead 
Carrier Systems 


Many industries use the 
Stanley Track, Brackets 
and X-2655-2 Hangers. 
Used with 16 to 14 gauge 
enclosed track, an ex- 
tremely useful and eco- 7 
nomical carrier system 
can be constructed. 





HARDWARE ¢ TOOLS « ELECTRIC TOOLS 


THE STANLEY WORKS, 
NEW BRITAIN, CONNECTICUT 


STANLEY ] 3888 #928 


Reg. U.S. Pat. Off. 









* STEEL STRAPPING © STEEL 








DEALERS EVERYWHERE ARE CASHING IN ON THIS 
WOODMANSE PACKAGE-UNIT AUTOMATIC WATER SYSTEM 


wooonenee AQUA-QUEEN 


SHALLOW WELL WATER SYSTEM 


COMPACT Package-Unit design with pump, 


motor, pressure switch, automatic air volume control 
and tank assembled in one small compact unit. 


| { | ! 
ay 
BEAUTIFUL Your customers are sure to demand 
this beautiful, clean, white-enamel Aqua-Queen as 
soon as they see it. Quick sales mean profits for you. 


2 eS ae 
} t 
QU! Aqua-Queen’s quiet operation is ob- 
tained by nesting the pump within the steel pressure 
tank. Operating noises are muffled and confined. 


PEC FiCRT OS —— 
44 Horsepower, 3450 RPM motor. 

14 gallon heavy galvanized tank. All Bronze im- 

pellor. Built-in check valve. Volume up to 400 

gal. per hr. Space required, 18” diameter, 25” height. 


|| } } } ll H | \ f DEALERS e DISTRIBUTORS 
Assure yourself more profit on water systems. 
Attach to your letterhead and mail today for 


MANUFACTURING COMPANY complete information on protected territories. 
Stavict FREEPORT: ILLINOIS WOODMANSE MFG. CO., FREEPORT, ILL. 





» Duraduck cco 


LUBRIC ating} proved to be the most practical working decoy on the market 
LAST YEAR -— sold out fast, in its first year! 
THIS YEAR— more DURADUCKS, more varieties! 


HOPPE: S| 


HOPPE PRODUCTS <<a fe ~ Tn 


ARE EASY TO SELL ) ' . : GOOSE 


because these gun cleaning and protective acces- 
sories are definitely needed—widely used—and | COLLAPSIBLE... 


carry a dozen in your pockets 


A SELF-INFLATING... 
and repeatedly—and they’re at the peak of their springs into shape aut 


consistently advertised. That’s why they sell fast 





season now. So phone your Jobber—order your | LIFE-LIKE... 
natural wildfow! colors 


supply—and get your share of the business that SHOT-PROOF... 


the shooting and hunting seasons provide. won't deflate, sink or water-log 
UNBREAKABLE... $9 ast 


built to take a beating retail ' 
This year — order eorly 


REALISTIC... true-to-life action Your jobber has them now. 


FRANK A. HOPPE, Inc. Rubber DEWEY ano ALMY CHEMICAL COMPANY 


Products 


2314A North 8th St. Philadelphia 33, Po.  (RUMBEAMASM Ls ae CeCe RL coals 


EVERY gun owner is a prospective customer. 


A 
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Change patt 
All settings 


Not a separ 


and gun ar 
fectly coord 


Visit us 
Nationc 





MOSSBERG’s NEW 


C-LECT-CHOKE 


SHOTGUNS icv tie tatt season 


Model No.185K 20 ga. 3-shot clip repeater including C-LECT- 
CHOKE* $26.95 Fair Trade ($27.80 W. of Rockies). 


Model No. 190 16 ga. 3-shot clip repeater including C-LECT- 
CHOKE* $28.95 Fair Trade ($29.95 W. of Rockies). 


Two great, 3-shot repeating shotguns with variable 
C-ELECT-CHOKE* attached—20 gauge and 16 gauge. 


Compare these in price and quality with anything on the 





TORS : market and you'll know why they'll sell like rane 
ories, 

cae NEW open SicGHT RIFLES 

-_——— = Adjosiment Pete 


3 





MOUS : The “SPORTER”—22 cal. 15-shot automatic with straight 
line feed through stock. Rear sight has fingertip adjustment. 
Front sight is new blade type. A tremendous hit every- 
1 the market Change pattern at will, instantly, by twist of fingers. where it’s shown. Priced for volume! $28.95 Fair Trade 
st year! All settings positive with clear visual designation. ($29.95 West of Rockies). 


2 varieties! Not a separate device to be mounted on gun. Choke 


and gun are a unit—precision-engineered and per- 
fectly coordinated. 


A new carbine with OPEN SIGHTS and hinged forend 
that forms hand grip—No. 152K 22 cal. 7-shot, clip auto- 
Visit us at Booths 961-962 matic. Weighs only 5 Ibs. Only 37” long. $26.95 Fair Trade 


National Hardware Show, Oct. 2-6. ($27.80 West of Rockies). 





IT’S ANOTHER MOSSBERG SEASON because 


AUT OMATI c FLASHER FEATURES MOSSBERG FIREARMS the extra values are there at popular prices. 


Ask your jobber or write us for full informa- 
tion about the complete fast-selling line of 


play. ever Gram oe , = Mossberg firearms and telescopes. 


tops traffic. Booms busi- 

ness. Ask your Mossberg 
jobber how you can ob- 
tain this liveliest sales- 
man you ever had. 





1 dozen 
etail ; 4 
- i | 
: ce shen oom ’ [=7| Plashes off and on at 15-20 
second intervals. High- 
lights the products. Dra- 
MPANY matizes shooting. Explains 1608 St. John St., New Haven 5, Conn. 
CANADA the function of scopes. : 
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f 
Sell more tools FASTER when} 
Thrifty-50 reminds your ee 


















P&C’s NEW 












yision fron 

customers of tools they need 9 tio: ana 

attractivel 

Thrifty-50 is the closest thing to magic for Many h 

sparking tool sales you have seen yet, lized this 

Spot Thrifty-50 in your highest-traffic, highest. overtime | 

profit counter location. Watch its flashing They hav 

beacon attract attention. See customers with Pitt 

instinctively reach for the P&C tools they F 

need. The tools on Thrifty-50 are the tools Store a = 

that sel]— FAST, that it’s tl 

Here’s the ideal combination hardware that gets 

dealers ag .. FAST TURNOVER ona jion’s shat 

3 mighty LOW INVENTORY. Ask your Put ar 

puts Magic in Your P&C distributor salesman to show you front of P 
Tool Sales | Thrifty-50. Or write today for information 
° on Thrifty-50 to make more money ona 





smaller tool stock. 


Tool locations shadow marked. Prices, tool numbers 
save time and work for sales clerks. 


Make more profit per sq. ft. T-50 takes only 18-in, 


‘ 
Pa C Hand Forged $ tec 
é 
a 


Tool Company 
Portland 22, Oregon 
Gable Address: PANDGTOOL 


Three attractive colors set off the tools to best advan- 
tage on this beautiful new revolving salesmaker. It 
sells for only $7.25, complete with flashing, illu- 
minated beacon. 


Total tool cost to dealers with two each of the 50 
most popular P&C tools, is only $66.62. 

















THE PRECISION BUILT 
BUDGET PRICE SAW 
YOUR CUSTOMERS HAVE, 
BEEN WAITING FOR! 
RETAILS AT 


| h 9 G, 
p ~ $3 95 


(Price subject to change) 


CHECK THESE FEATURES 


us a, AND MATCH IT IF YOU CAN! 


© 8” blade cuts 2%” deep. 

e 12” x 16” smooth ground gray iron cast table. 
(Extensions and stands available.) 

Double shielded, lubricated for life, ball bearings. 
54” arbor size. 

Blade tilts to full 45°. Table stays flat. 


Guaranteed workmanship and material. 







































Motor tilts with saw NOTE 

blade to full 45°. In addition to the power tools shown, the new 15” 

Table stays flat. Belt drill press is now available. 

stays tight . . . no ALL NATIONALLY ADVERTISED! | \ 
twist. = 





4% q FOR COMPLETE STORY ON THE FULL SPRUNGER 
: <i LINE WRITE DEPT. HA-85 TODAY! 


SPRUNGER BROS.INC. TOPEKA, IND. 





HARDWARE AGE, AUGUST 24, 1950 






ER when 
your 
hey need 


to magic for 
lave seen yet, 


‘affic, highest. 
h its flashing 
ee customers 
'C tools they 
| are the tools 
sell— FAST, 


on hardware 
[OVER ona 
YY. Ask your 
to show you 
- information 
e money ona 
Tr tool stock, 


$s, tool numbers 
ikes only 18-in, 


s to best advan- 
| salesmaker. If 
flashing, illy- 


each of the 50 
62. 


N BUILT 
E SAW 
RS HAVE, 
> FOR! 


AT 
95 
COMPLETE 


(less motor) 


ject to change) 

















Pittsburgh open-vision store 

front never stops “selling.” Even 
after the store is closed, an open- 
vision front still presents the store in- 
terior and the merchandise displays 
attractively to the passer-by. 

Many hardware dealers have uti- 
lized this “salesman” that works 
overtime to increase their business. 
They have modernized their stores 
with Pittsburgh Glass and Pittco 
Store Front Metal, and have proved 
that it’s the appealing, inviting store 
that gets the attention .. . and the 
lion’s share of the business. 

Put a modern, eye-catching store 
front of Pittsburgh Glass and Pittco 
























Store fronts 
and Interiors 


by Pittsburgh 








= J 








PAINTS 
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Store Front Metal to work for you. 
Modernization is not just an expense, 
but rather an investment in the fu- 
ture of your business. And when you 
remodel, do it right — do a complete 
job inside and out. If you desire 
them, easy payment terms can be 
arranged. 

Your architect is familiar with 
Pittsburgh Products, so consult him 
for a well-planned, economical de- 
sign. In the meantime, write for our 
free modernization booklet which 
gives examples and descriptions of 
many actual Pittsburgh installations. 
The coupon below is for your con- 
venience. 


After closing time...and still selling 





ATTRACTIVE IN APPEARANCE . . . economical to maintain. This hardware store in Beverly Hills, 





California, has a neat, inviting front that “stops” the passer-by. The extensive open-vision area 
of Polished Plate Glass is complemented by two Herculite Doors which fairly beckon the passer-by 
to come in. Herculite Doors add to the beauty of modern designs, they‘re easy to keep sparkling 
clean, and they’re durable. The tempered glass of Herculite Doors is four to five times as strong as 
regular polished plate glass of the same thickness. A wiping cloth is all that’s needed to keep 


the entire front bright and clean. Architect: Stephen A. Stepanian, Beverly Hills, California. 


Pittsburgh Plate Glass Company 
2142-0 Grant Building, Pittsburgh 19, Pa. 


ee ee 


ae ee 


Pisa te 


GLASS 


Without obligation on my part, please send me a Free copy of your book on store 
modernization, “Modern Ways for Modern Days.” 


COMPANY 














SOUTHERN WOOD SCREWS 
Bring You Profitable Repeat Sales 


eo © © © & & 


96 


HOW 
PERFECT 


CAN WE 
GET? 









PRECISION PERFECT 


Here at Southern we have a special manu- 
facturing process and a precise inspection 
routine that assure you absolutely uniform 
and perfect screws. Better business for you! 
Because when you stock Southern Wood 
Screws, you know you’re offering your cus- 
tomers top quality fastenings . . . fast start- 
ing, straight driving, tight fitting. And 
that’s what makes customers come back for 
more! 
Southern wood screws are made of high 
grade extruded brass wire or the finest 
selected high sulphur extra quality steel 
wire, bright or plated finishes. Wide selec- 
tion ranges from 4” No. 2 to 4” No. 20 in 
steel and 4” No. 16 in brass. Slotted or 
Phillips heads. Expertly packed for easy 
handling and stocking. 
Write today for complete information and 
prices on this business-building line of high 
quality wood screws. 

FACTORY WAREHOUSES 
325 West Ohio Street 
Chicago 10, Illinois 


1388 West Kina Avenue 
Columbus !2, Ohio 


SOUTHERN 


SCREW COMPANY 


STATESVILLE, NORTH CAROLINA 


4100 Dell Avenue 
North Bergen. N. J. 
280 Decatur S.E. 
Atlanta, Georgia 














TINNERS’ SNIPS 


Modern engineering methods, 
trained craftsmen, specialized 
production techniques, and 
rigid inspection combine to 
make Blue Bird the recognized 
leader throughout the world. 


STRAIGHT PATTERN 


Popular pattern for home and farm use. 
Blue Bird gives a longer, smoother ct! Uy 





Stock No. Cutting Edge Length Weight Per Dor. List Price 





“The Finest at a Far Lower Price” 


gues 3 
TOOLS 






Specifications — 


007 2 In. 7 in. 6lbs. $1.16 ea, 
010 2%, In. 10 in. 12 Lbs. $1.44 ea, 
012 3Y%, In. 12 In. 19 Lbs. $1.72 ea. 












CIRCULAR PATTERN 


“Duck Bill’ blades for cutting scrolls 
and intricate patterns with ease. 





Stock No. Cutting Edge tength Weight Per Doz. List Price 









la, Specifications 


207 2 In. 7 In: 5% lbs. $1.32 ec. 
210 2Vs In. 10 in. 1% tbs. $1.58 ea. 
212 3In. 12% tn. 21 kbs. $2.00 ea. 
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FINISH: Hand Polished Blades, Blue Lacquered Handles. 
PACKED: 1 Snip per Box, 3 Doz, per Carton. 


Bergman TOOL MFG. CO., IN 


1573-1575 NIAGARA ST. BUFFALO 13, N. 


J» Years 





HARDWARE AGE, AUGUST 24, 











C. 





Y 





1950 HARDW. 





Yous — 


List Price 
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“Crescent” is our trade-mark, registered 
in the United States and abroad, for 
wrenches and other tools. Sold by lead- 
ing distributors and retailers everywhere 
and made only by Crescent Tool Com- 
pany, Jamestown, N. Y. 
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@ AT the beginning of this year, 
44,527,787 CRESCENT and CREST- 
OLOY WRENCHES had been pur- 
chased. The reason for this great 
public acceptance is CRESCENT 
QUALITY. Take CRESTOLOY Wrenches 
for example . . . the specifications for these 
lighter, thinner, stronger wrenches are de- 
signed to meet the exacting requirements 
of the U. S. Government and large indus- 
trial users who have made a thorough study 
of hand tools. 


Careful checking and testing ... from raw 
materials to finished product...are standard 
practice in the Crescent plant. No wonder, 
nearly half of all the adjustable wrenches 
sold are CRESCENT made. No wonder their 
reputation for good work and long life is 
so well known; their cost too, so little more 
than lesser quality tools. 


Order from your jobber today! 









CRESCENT TOOL COMPANY, Jamestown, N. Y. 
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For more than 50 years Griffin 

hinges have been known for their 

fine materials and workman- 

ship. Griffin hinges are 

part of a wide variety of light 
builder's hardware . 

r quality produced by 

At Griffin. 


id Suery DOOR NEEDS THREE! 








RIFFIN-— | 


anufacturing Company 
ERIE » PENNSYLVANIA 


SALES OFFICES 
45 Warren Street, New York 7, New York 
1638 care Avenue, Chicage 26, Iilinois 
9344 Weedward Avenue, Detroit, Michigan 
115 | an Z Street, Boston, Massachusetts 
703 et Street, San Francisso 3, seeeate 





agton 
Salone .. Mississtas: 
261! Garrison Bivd., Baltimore 16, Bervlens 
1620 Garfield Street. Denver 6, Colorade 
IN CANADA 
tS Wellwood Avenue, Torente, Ontaric 


bai ve} Y " ay we pores 100 to carton 
98 packed rton; 1’ packed 30 
arton, Vg" and ie icked 25 to carton; 2 
cked os "EL" Packaged ( 1 


stop eectinons i bet = Chie yours foday! Im - ’ 
diate delivery! 


WHEELING MACHINE : 
PRODUCTS COMPANY 


ELM GROVE STATION 4 
WHEELING, WEST VIRGINIA 
Factory Phone: ELM GROVE 3296 | 
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HOLLYMADE 
LEADS THE 
FIELD (cst 
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ATHROOM AND 


BEDROOM LOCKSET 
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*. ‘ LATCHSET 
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No. H-59-760SD 
SECTIONAL ENTRANCE 
DOOR LOCKSET 


handle H 
SIT) + e 


HOLLYMADE HARDWARE MEG. CO. 


4865 EXPOSITION BOULEVARD. @ LOS ANGELES 16, CALIFORNIA HARDWARE 
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The New 


~ Dearborn 


DVC-12 GAS HEATER! 


- When you’ve got DEARBORN’S new, 
bantam weight, 12,000 B.T.U. gas space 
heater, the DVC-12, in your corner, you’ve 
got a real champion on your side in the 
fight against cold weather! Designed for 
comfort-making in small areas, the fully- 
vented DVC-12 is ideal in small bedrooms 
and bathrooms. 


Here’s why the DVC-12 is the perfect 
answer to small space heating needs where- 
ever gas heating is used: 










/ 





Fully vented, approved by the American Gas Association, your choice 


SAFETY 
oe See of four controls, including Baso 100% Safety Pilot and Unitrol. 


Me) ana?}9 0m) 227-0010). DEARBORN’S famous High Crown Burner gives more heat with less gas 
consumption, makes your heating dollar work harder for you. 






BEAUTY Handsome coppertone finish blends with any decorative scheme. 


DEARBORN quality and construction assure you of a heating unit that 
will give years of trouble-free service. 


nS. GAR curramute I your ~ Dearborn 
ropes ... and your customers in your 


“corner” ... with this new DEARBORN 
Comfort-Maker! 


EFFICIENCY 













For more information and technical details on the 
DVC-12, write DEARBORN STOVE COMPANY, 
Dallas, Texas 
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MAKE ‘15.69 
ON A ‘22.56 INVESTMENT 


Using only 20° counter space 







Let this eye-catching Taylor Thermometer 
Display sell 7 high profit, fast turnover 





items. For example, watch the women 





spot that Roast Meat Thermometer—then 





watch 'em buy it! Selected items from Taylor 





line pre-sold to people who read the 
























Saturday Evening Post, Better Homes & 
Gardens and other leading magazines. 

ERI No. 5187—Retail Value $38.25 

id Costs you $22.56. OrDER THROUGH YouR 

new, WHOLESALER Topay! 

space 

you ve 

in the 

sd for 

fully- 


rooms Watch for Taylor’s Beautiful New Line 
rrfect styled by Walter Dorwin Teague 


This new Dial Window Thermometer is a 
typical example. Translucent back plate 
plainly silhouettes large black numerals and 
graduations on glass dial. All metal parts are 
non-corrosive. Tough, rigidized stainless steel 
mounting bracket. Accurate movement housed 
in light grey 434 x 1’’ case of weatherproof 
plastic. With unique maximum-minimum fea- 
ture (at left), No. 5321, retails at $7.50. 
Similar model without maximum-minimum 
feature, No. 5320 retails at only $3.50. 


If you haven't already received your new 
1950 supplement to Taylor's 1949 Catalog, send 
for it today. It shows you all the details of 
the new Teague-designed line of Taylor Ba- 
rometers, Window and Wall Thermometers 
and Humidity Instruments. Taylor Instru- 
ment Companies, Rochester, N. Y., and 
Toronto, Canada. 
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REGAL DOUBLE MAJESTIC BRASS 
SPRING PLATE HANGER PLATE HANGER 
Simple in construction. Meets Where a plate hanger is 


any requirement of a plate wanted with a lot of 
hanger. Sizes for plates as !ooks. Sizes for plates as 


follows: follows: 
#0 for 4” to 514” #321 for 4” to 5” 
#% for 5” to 6%” #322 for 5” to 7” 
#1 for 6” to 714” #324 for 7” to 9” 
#2 for 714” to 9” #325 for 9” to 11” 
= ed 9” to 10%” #326 for 11” to 124%” 
or 1014” to 114” 
, #5 for 1114” to ite SOLID BRASS 
#6 for 1214” to 1714” Lacquered. All sizes 


$2.00 doz. Individuail 
All sizes $1.50 doz. Individ- aon oe 
ually wrapped. 


ALL SOLID BRASS 








REGAL 
CUP & SAUCER STANDS, 
TWISTED WIRE 





UNIVERSAL Can be adjusted to show 
cup and saucer to best 
CUP & advantage. 3 sizes. Tea- 
SAUCER cup, demi-tasse and mini- 
STANDS ature. All sizes $1.50 doz. 
Well made, gilded ALL MADE FROM 
wire. 4 sizes: tiny, SOLID BRASS 


miniature, demi- 
tasse and teacup. 
All sizes $1.20 doz. 


DINNERWARE 
RACKS 
SPREAD OUT TYPE 





DISPLAYS SET TO MAKE IT LOOK AS 
LARGE AS POSSIBLE. Skeleton Rack. Made 
to show one of each piece of any set. $1.25 
each. 20 pe rack, $2.00 each; 32 pe set, $3.00 
each; 52 pe set, $4.50 each. In ordering, please 
specify “spread out” if this is style desired. 
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UNIVERSAL SINGLE PLATE STANDS 
SPRING PLATE HANGER Small Size $1.00 


Individually wrapped. Gild- doz. 
ed tips. Made where extreme Medium size $1.50 
competition must be met. A doz. Lge. Platter 
better hanger in this price $3.99 doz. 

range. Made in 2 sizes. 

Small size for plates 5” to 7” SOLID BRASS 
and large size from 7” to 
11”. $1.00 doz. 





PLASTIC CUP 
& SAUCER STAND 
Mahogany Color 
for Demi-tasse and 
teacup 


$1.80 doz. 


7 Plate Collapsible 
Type Enamel Fin- 
ish $12 Doz. 


7 Plate Non-col- 
lapsible Type Solid 
Brass $9 Doz. 


6 Plate Non-col- 
lapsible Type 
Nickel Plated. 


$6 Doz. 


DINNERWARE RACKS 
NESTED TYPE 





‘ a 


SAVES 25% to 50% cf display 
space. Skeleton rack, $1.00 each; 
20 pe rack, $1.25 each; 32 pe rack, 
$1.75 each; 52 pe rack, 2 pe set, 
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DISPLAY YOUR CHINA FOR BETTER BUY APPEAL 


OUR DEVICES DISPLAY IT BEST. SELL MANY OF THESE GADGETS TO YOUR CUSTOMERS. MOST 
OF OUR LINE IS MADE OF SOLID BRASS. THEY LOOK AS IF THEY WERE MADE OF SOLID GOLD. 


UNIVERSAL 
PLATE STAND 


Gilded, twisted 
wire. Small size 
— $1.20 doz. Me. 
dium size — $1.80 
doz. Large platter 
size — $2.40 doz. 


Ly) 


WALL PLATE 
RACKS 


All Solid Brass 


To hang as many 
plates as desired 
on a wall in series. 
Small for plates 
to 6”. Medium for 
plates to 10”. First 
hanger 35c. Addi- 
tional hangers $2 
doz. Large size for 
plates over 10’. 
First hanger 50c. 
All additional 
hangers $2.40 doz. 
All solid brass. 


NEW LOW PRICES ON 
PRINCESS CERAMICS 


$3.25. In ordering, please specify yiniature cups and saucers $1.25 &. 


“nested” if this is style desired. 


#300 Demi-tasse cups & saucers $2 ¢4. 


#350 Demi-tasse cups and 


264 N. W. 26TH STREET MIAMI, FLORIDA WRITE #800 wall demi-tasse set $2.54. 





TERRITORY OPEN saucers $2.50 each 
A M4 E e FOR SALESMEN #400 slipper $2.00 each. 
| and JOBBERS #500 slipper $2.50 each. 
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oon COLONIAL BRUSH MANUFACTURING COMPANY, INC. 
ps an AA 160 WASHINGTON STREET, NORTH 

ach Ty BOSTON 14, MASS. 

age $2.50. Telephone: Richmond 2-2515 

— NEW YORK CHICAGO 
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in Seven Short Years From 2500 to 40,000 square feet! 
The New Plant is Ultra Modern . . Created for Stream- 
lined Production . . All Operations on One Floor . . 
A Model of Efficiency in the Paint Brush Industry, 
Geared to the Manufacture of the Best Quality 
Brushes That Can Be Produced! 


COLONIAL 
PAINT BRUSHES 
ALL MADE WITH 

PURE BLACK 
CHINESE BRISTLES 
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Awiksels easy installation 
VLAN ALALLELLLLLA 
per door! 




















Builder’s Time Studies 
Show that Kwikset Locks 
are the World’s Fastest and 
Easiest Locks to Install !* 

















More and more builders all over America are 
recognizing the cost-saving features of Kwikset 
locks. They've found that Kwikset locks save 
them money two ways. First, Kwikset locks cost 
less to buy. Second, Kwikset locks cost less to 
install. Typical of the enthusiastic acceptance of 
Kwikset’s simplified, time-saving installation is 
this unsolicited statement by a large builder of 
F.H.A. insured tract housing: “I make it a point 
to buy Kwikset for every door of every house I 
build. We’ve made detailed time studies of the 
length of time to install all popular residential 
locks and have found that Kwikset saves our 
men 10 to 30 minutes per door on installation 
time. The ease of installation coupled with low = 





cost a$sures our continued use of Kwikset locks: 


Compare These Kwikset Installation Fea- 
tures With Any Other Residential Lock 


W Kwikset’s tubular design permits simple, 
2-hole installation—eliminates mortising. 


v Kwikset’s unique installation jig assures exact 
right angle holes—speeds perfect installation 


Kwikset’s cylinder is quickly and easily 
reversed on the job for installation on left- or 
right-hand, inswinging or outswinging doors. 


Kwikset’s novel construction automatically 
compensates for different door thicknesses 
—saves installation time 


Combine these time-saving installation features 
with Kwikset’s striking beauty, high quality and 
low cost and there is little wonder why dealers 
all over America are stocking Kwikset. They've 
found it’s easy to sell Kwikset—for Kwikset locks 
are priced for volume sales... at a price that 
means a substantial profit for Kwikset dealers. 


®Name and address available upon request. 


DISTRIBUTORS 


wikset 


LOCKS, INC. 


ANAHEIM CALIF 


MANUFACTURED BY 
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Store Meetings 


A Simple, Effective Tool for 
Increasing Sales Volume 


Bericienr salespeople are three 
times more important than any other factor in 
getting customers into your store, a recent 
study reveals. 

How do your salespeople rate? 

Are you doing anything to help them be- 
come better salespeople? 

HARDWARE AGE asked some successful deal- 
ers what they thought was the key to an effi- 
cient, lively selling force. Large and small 
stores alike answered . . . STORE MEETINGS. 

How do you go about holding a store meet- 
ing? What kind of a program is needed? 
Should employees be paid for attending? 
Should you feed them? What about speak- 
ers? Material? How often should meetings 
be held? Are sales meetings any good for 
the small store? 

The answers to these questions, based on 
the practical experience of successful dealers 
in all sections of the country, are given on 
the following pages. 

It’s time right now to make a memo on your 
desk calendar, saying, “Get going on Fall 
selling. Announce first of regular store meet- 
ings for first convenient day or evening after 
Labor Day.” 
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By J. R. KEAGY 
Associate Editor, HARDWARE AGE 


The prospect of a return to selling under 
wartime conditions, and the likelihood of los- 
ing experienced sales personnel, gives added 
weight to the value of store sales meetings. 

Hundreds of hardware dealers throughout 
the country have learned the benefits to be 
derived from regular, well-planned store meet- 
ings, but for the most part, hardware dealers 
have just been “too darned busy” to do any- 
thing about getting their store staffs together 
to discuss the manifold questions of hardware 
selling and day-to-day storekeeping. 

Since there has been so much interest mani- 
fest in the subject of store meetings on the 
part of hardware store owners, HARDWARE 
AGE has attempted to find out just how 

















give the answers. 





How to Plan a Store Meeting 


MAKE A DATE—Announce it well in advance. 

PREPARE A PROGRAM—Wheat is the most timely matter?—a coming pro- 
motion; a new selling season; a new line of merchandise; a new store 
system; credit extension, pilferage, wor conditions, etc., etc.? 

ASSIGN RESPONSIBILITIES—Name those who are to give talks, make 
demonstrations or lead discussions. 

INVITE ATTENDANCE—Don't make it seem compulsory. Make the program 
sound so interesting that everyone will want to attend. 

MAKE IT INTERESTING—Learning can be fun. Be sure that everyone, even 
the truck driver, has a chance to participate and contribute ideas. 
Use surprise tactics to keep everyone interested. 

MAKE IT SNAPPY—Have a timetable and stick to it. Start promptly and 
stop promptly at the announced time. 

MAKE IT FUN—Keep it informal. Put everyone at ease. Break the ice with 
@ good story. Remember, everyone may have worked hard all day. 
Refreshments would be welcome. 

MAKE IT PAY—Put across the idea that it's not your meeting, but theirs. 
Tell them the meetings are for the purpose of finding ways for all 
to work together as a selling team, to the end of more profits for all. 

PLAY IT SMART—Don't try to impress them with all you know. Let your best 
salesman run the show. You ask the questions, but let the employees 


WRAP IT UP, PLEASE!—Summarize the best ideas. Leave them with some- 
thing to think about on the way home. Set up some goals. 








some stores, both large and 
small, and in all parts of the 
country, have been conducting 
such meetings. 

Investigation shows that there 
is a great deal of diversity in 
the way in which store meetings 
are conducted. It is therefore 
advisable for anyone planning 
to start store meetings to study 
the various forms that such 
meetings can take, and then to 
formulate for himself the type 
of session which will best fit his 
particular organization. 

For the most part, hardware 
store meetings, when held on a 
fairly consistent basis, are de- 
voted to discussions of store pol- 
icies and to the presentation of 
new merchandise. Some of the 
more enterprising organizations 
have store meetings which are 
more in the nature of sales 
clinics. 

The greatest percentage of 
such meetings of the sales train- 
ing type are conducted on an 
internal basis, with the store 
owner or star salesman “carry- 
ing the ball.” 

Those stores which devote a 
little more time and effort to de- 
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velop worthwhile programs have 
learned to take advantage of the 
sales training facilities of large 
manufacturing concerns, partic- 
ularly the electrical appliance 
companies. 

Some of these companies have 
special departments which de- 
vote their full time to the prep- 
aration of all kinds of materials 
for sales training, product 
knowledge teaching, and other 
phases of retail distribution. 
This material, and even the ser- 
vices of trained personnel who 
can present it most effectively, 
are available to hardware stores 
for the asking. 


No Store Too Small 


Whenever a group of hard- 
ware dealers get together and 
the subject of store meetings is 
raised, one of them is sure to 
come up with the old chestnut 
which runs, “Well, they’re prob- 
ably a good thing for you fel- 
lows who’ve got big stores and 
a lot of help, but I’ve only got 
two or three people working for 
me, and naturally we’re talking 
things over every hour of the 





day, so there’s no need for us 
to sit down and waste the time 
in store meetings.” 

It’s very true that Jim and 
Bob do get together to check on 
whether one of them had sold 
the last pint of that lawn green 
flat wall paint, or to check 
whether the other fellow made 
an entry in the want book for 
another No. 3 ratchet threader. 

But, do Jim, Bob, Flo and Ed- 
die ever get together at one time 
so that the Boss can tell them 
all he knows about that new line 
of power tools which he decided 
to stock? Not very likely. 

It isn’t the size of the organi- 
zation that counts, when _ it 
comes to store meetings. 

It’s the amount of prior plan- 
ning and special effort that is 
made in outlining an interesting 
program which determines 
whether store meetings are 
worth the time spent on them. 


About the Time 


The first considerations in 
planning store meetings are 
those of time and place. 

Hardware stores checked on 
this subject show no unanimity 
about the best time for conduct- 
ing such meetings. 

Some stores, for years, have 
been holding regular sessions, 
briefly for perhaps just a half 
hour to 45 minutes, early in the 
morning, once a week, or per- 
haps every two weeks. Some 
stores find that fresh donuts and 
a pot of coffee give an added 















Meeting Where to Get 
Product 
Information 





Labels, tags and packages 

Manufacturers’ folders and cate- 
logs, and special publications 

Business papers, such as HARD- 
WARE AGE, etc. 

General magazine ads 

Factory and wholesale salesmen 

Customers and users 

Store buyer or other employees 

Competitors’ stores and windows 


Books. 
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Ba ted What a Good 
Salesman 


Should Know 
About a Product 


Its uses. 

Who makes it? 
Construction features. 
Material it is made of. 
Finish and style. 

How it will perform. 
How it operates. 

How to care for it. 
Labor saving features. 
Money saving features. 
Services available with it. 
Competitive features. 
Exact price information. 














fillip to these early morning 
meetings. 

These store meetings can be 
held after work, one night a 
week, or as often as desired, for 


perhaps just an hour’s time. One 


drawback to this time is that 
everyone is weary after a day’s 
work and is mostly interested 
in getting home. 

Many store owners ask their 
employees to return tc the store 
for a meeting, after going home 
for their evening meal. c 

Other hardware dealers play 
host to their store staffs with a 
dinner, often preceded by a cock- 
tail, at a nearby restaurant, 
after which the full evening is 
devoted to discussions of new 
products, selling techniques, 
store problems, special promo- 
tions, the advertising program 
or any number of similar 
matters. 


What About Overtime Pay? 


Should a dealer compensate 
his employees for giving up 
their own time to attend such 
meetings ? 

Here again, this is a matter 
for the individual dealer to de- 
cide for himself, on the basis of 
his knowledge of his own per- 
sonnel and his sense of fair play. 

A dealer must not make the 
mistake of trying to force store 
meetings on his employees, espe- 
cially if the meetings are to be 
held after hours. The old adage 
about leading a horse to water 
applies here. 

Talks with salespeople have 
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definitely established the fact 
that they are avid for any in- 
formation and training which 


- will help them perform their 


jobs better. They are willing to 
sacrifice their own time, provid- 
ed the programs are _ good 
enough to hold their interest. 


Creates Good Will 


A sense of loyalty and in- 
creased effort has been devel- 
oped in a great many hardware 
stores where the individual deal- 
er has been smart enough to 
share some of his confidence, 
responsibilities—and sometimes 
even a share of increased profits 
—with his personnel. 

In too many instances where 
there is dissatisfaction on the 
part of the store owner with re- 
gards to his employees, the fault 
lies with him rather than with 
his help. In most cases the own- 
ers are stifling the initiative, or 
at least are not stimulating the 
potentialities of their employees, 
simply because they are unwill- 
ing to share any of the responsi- 
bilities of running the business. 

As fantastic as it may sound, 






some dealers have actually for- 
bidden their sales people to en- 
gage in conversation with whole- 
salers’ or manufacturers’ sales- 
men while the latter are waiting 
to see the store owner or man- 
ager. 

Certainly there are no people 
better qualified to pass along 
helpful information to retail 
salespeople than the wholesale 
or factory men, who spend all 
their time in visiting hardware 
stores. 


What Kind of Meetings? 


This brings up the point of 
how to conduct store meetings, 
and the kind of material which 
can be used. The type of meet- 
ings which can be held are limited 
only by the imagination and in- 
itiative of the store owner or 
manager. 

The simplest type, but prob- 
ably the least effective, is the 
kind in which the dealer takes 
and holds the floor while he ex- 
pounds all he knows about hard- 
ware selling. Too often it isn’t 
enough. 

A much better idea is to have 
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facturers, and wholesalers. 


put into use. 


salesmen. 


with product information. 





Where to Get Material for a Store Meeting 


The variety of material which is available for use in planning store meetings 
is almost limitless. Build your program around some of the following 


VISUAL PRESENTATIONS, covering basic training and product training, 
available from many manufacturers. 


BULLETINS, MANUALS and other sales training literature issued by manu- 


NATIONAL ADS. Salesmen should be shown the advantages of making 
sales presentations in accordance with the theme of these ads. 


LOCAL ADVERTISING of the store as well as its competitors should be 


discussed so that salesmen can respond intelligently to inquiries. 


PROMOTIONS PLANS. These should be fully explained before they are 


SALES PROMOTION brochures and folders should be presented and sales- 


men taught how to make use of this material. 
STORE POLICIES should come in for occasional reminder and discussion. 
COMPETITIVE CONDITIONS as they occur should be discussed so that sales- 


men may know the best methods of overcoming them. 


OUTSIDE SPEAKERS should be invited to provide a change of pace. Be sure 


they know their stuff and don't waste your salesmen's time. 
HOME ECONOMISTS should be invited to talk and make demonstrations. 
CONTESTS AND CAMPAIGNS to stimulate a spirit of competition among 


BUSINESS MAGAZINES such as HARDWARE AGE, provide a great fund of 


valuable, practical and proven selling experience, and are packed 




















the store owner designate his 
“right hand man,” his appliance 
or service man to conduct a 
meeting, or at least part of a 
meeting, discussing the matters 
most familiar to them. 

Group participation is surely 
the best method for capturing 
and maintaining the interest of 
all. There are any number of 
ways of accomplishing this. 

Discussion leaders may be ap- 
pointed in advance to prepare 
talks about the kinds of mer- 
chandise they know best. One 
way is to have a paint, appli- 
ance, hand tool or giftwares 
salesperson give a talk about his 
or her particular interest, fol- 
lowed up with a question and 
answer period. Interest will be 
increased by offering some small 
item to the person who can an- 
swer most questions correctly or 
make the best sales presentation 
about some item or line of mer- 
chandise. 

A quiz type program, based 
on questions submitted by em- 
ployees, is always a_ sure-fire 
method for stimulating interest. 

Another contest type  pro- 
gram, which proves to be enter- 
taining as well as instructive, is 
to divide those attending a store 
meeting into “salesmen” and 
“prospective customers.” Each 
pair, in turn, draws a slip of 
paper on which a theoretical 
sales situation is outlined. The 
“salesman” must then make a 
sales talk about the item of mer- 
chandise and also give satisfac- 
tory replies to all the questions 
and objections raised by the 
“prospect.” Awards should be 
made to the “salesman” and the 
“customer” who play the roles 
most intelligently. 


Use Outside Assistance 


Very few dealers among those 
who now conduct store meetings 
are taking advantage of the op- 
portunity they have to call upon 
the services of their wholesalers’ 
salesmen, or factory representa- 
tives. 

No store is so small that a 
wholesaler’s salesman will not 
jump at the opportunity to make 
a sales talk. The most instruc- 
tive and beneficial evening a 
hardware store could have would 
be to invite a good wholesaler’s 
salesman to outline his experi- 
ences in daily calls on hardware 
stores. 
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The most interesting of all 
store meetings are those which 
are conducted by manufactur- 
ers’ salesmen, many of whom 
are provided with carefully pre- 
pared chart talks, slides, and 
films, covering every particular 
about the appliance or product 
he represents. 





Are Sales 
Meetings 
Worthwhile? 





Sales meetings certainly do 
pay off according to a recent 
survey by a large wholesaler. An 
analysis of six months’ business of 
a large number of stores indi- 
cated that dealers who had at- 
tended sales schools arranged by 
the wholesaler showed an aver- 
age gain of I5 pct in sales vol- 
ume, while those who did not at- 
tend showed an average loss of 
4 pct for the period. 











Skilled factory salesmen will 
make step-by-step demonstra- 
tions of their products and get 
everyone so enthused about the 
particular product that they will 
actually boast about the product 
to their own families and 
friends. 


Do Something Different 


One interesting variation of 
an electric stove demonstration 
was put on by an Indiana hard- 
ware man who furnished each 
of his employees with a large, 
juicy tenderloin steak which 
each one had to broil to his or 
her own liking, after the stove 
had been fully explained by the 
factory home economist. All the 
vegetables and baked desserts 
for the meal were prepared at 
the same time by the store staff. 
Those employees are still talking 
about that store meeting, more 
than a year after it was held. 

Manufacturers are anxious to 
have their men address store 
meetings on appliance installa- 
tions, servicing, or sales train- 
ing, and are prepared to do so 
with chalk talks, slide films, skits 
or demonstrations. 


Appliance manufacturers will 
furnish dealers with printed 
guides which show a dealer how 








to properly train a salesman to 
sell an appliance and also how to 
conduct a demonstration in the 
store or in a home. 

A “Bring Your Own Laundry” 
demonstration is always inter- 
esting, whether it is held at a 
store meeting or during store 
hours for the benefit of cus- 
tomers. 


Who to Invite 


Many of the larger stores re- 
strict their store meetings to 
sales personnel but many store 
owners want all of their em- 
ployees present and participat- 
ing, even to the janitor or stock 
boy. Since a store’s truck driver 
is in closer contact with the 
store’s customers than many of 
its salesmen, many hardware 
dealers feel that they should be 
fully informed about the stock 
that the store carries. 

One large New England con- 
cern with a great many em- 
ployees has its weekly store 
meetings attended by only the 
various department heads. These 
key people are expected to tell 
all of the people who work with 
them about any matters of gen- 
eral interest which were dis- 
cussed at the meetings. A spot 
check is later made to learn if 
everyone has been told about 
what transpired at the meetings. 

These meetings, held at 8:30 
a.m., on Wednesday mornings, 
are concerned with store poli- 
cies; discussion of customer 
complaints, and for the dissemi- 
nation of new ideas. On a par- 
ticular subject such as credit, 
advertising, or buying, the per- 
son in charge of that department 
outlines what is happening and 
answers questions. 


Buyers’ Meetings 


This store also holds a meet: 
ing for its various department 
buyers once a month under the 
direction of the purchasing su- 
pervisor. At this session the 
discussion is limited to stock 
control, future commitments 
and other matters pertaining 
only to buying. 


All-day Sessions 


Another New England retail 
firm, with 33 branch stores, 
holds two big all-day sessions, 

(Continued on page 157) 
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August Miller, Jr., shows a new bicycle on a stand. This enables the customer to examine all of 
its features without bending. Bicycles are marked as to price, down payment and weekly payments. 


Variety and Mass Display 
Build Big Bike Business 


Tue August Miller 
Hardware Store, 1148 Seventh 
Street, Port Arthur, Tex., uses 
mass display and a wide variety 
of models in an extensive price 
range to obtain high volume 
bicycle sales. It carries its mer- 
chandising activities a step fur- 
ther by maintaining a_ well 
equipped service and_ repair 
shop. 
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Texas hardware dealer reasons that, ''No one 

needs a bike to the extent that he .. . will 

buy the first one offered." His merchandising 
methods are based on that assumption 


“No one needs a bike to the 
extent that he or she will buy 
the first one offered,” says Au- 
gust Miller, Jr. “Bicycle cus- 
tomers want to be able to choose 
one within a certain price range 


and still be able to get the 
model, design and color that 
suits their needs. Otherwise 
they shop around .. . and 
eventually buy a bike at the last 
place they happen to look; con- 
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fident that they can’t find any- 
thing more to their liking 
around town!” 

Although Miller’s mass dis- 
play technique doesn’t change 
with business conditions, other 
phases of its merchandising ac- 
tivities are altered to suit such 
situations. Port Arthur is a 
one-industry-town with fully 65 
pet of its residents working at 
one of three oil refineries. Most 
of the balance of the population 
depends upon the 65 pct em- 
ployed in the oil refineries. When 
oil refinery people went on strike 
several months ago, Miller’s met 
the challenge by changing its 
credit policies, since very few 
bicycles are sold for cash in that 
area. Bicycles priced up to $50 
are sold on a $5 down payment 
plan, those selling up to $65 re- 
quire a $7.50 initial payment 
and the first instalment on bi- 
cycles retailing above $65 com- 
mand a $10 down payment. This 
plan meets present day financing 
in Port Arthur, Mr. Miller re- 
ports, for, “there is now less 
credit risk involved than ever 
before. Our bicycle business is 
better than ever before, with no 
indications that demand will 
ease off.” Weekly payments are 
encouraged because they mean 
more frequent visits from the 
customer. 

Because youngsters are the 
mainstay of the store’s cycle 
business, with new groups con- 
stantly growing up, there is 
practically no saturation point 
in this business. “However,” 
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Ellsworth Miller, left, 
lets a young cus- 
tomer sell himself a 
used bicycle. These 
are kept apart from 
new units. Nine out 
of 10 of the store's 
customers buying 
used bicycles later 
trade them in for 
new ones. 


warns Mr. Miller, “if youngsters 
annoy you, don’t expect their 
patronage. They are sensitive, 
and know when they are being 
given the brush-off. If you are 
abrupt with them, they will re- 
lay their own version of the 
treatment you gave them to 
their parents. If you want to 
lose the parents’ trade all you 
have to do is to offend one of 
their children.” 

As to the service and repair 
angles of the cycle business Mr. 
Miller observes, “Among a cer- 
tain percentage of our cus- 
tomers we find young mechani- 


The store's two full 
time bicycle me- 
chanics are assisted 
by two local school 
lads after school 
and during vaca- 
tions. The shop is 
fully equipped and 
has a large inven- 
tory of parts. 
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cal geniuses. They are going to 
tear down and overhaul their 
bikes periodically. They are 
going to want replacement 
parts, but often won’t know 
what to ask for.” To cope with 
this situation Miller’s has a 
table with small partitions and 
the customer can pick out the 
parts he needs. Although many 
youngsters picking repair parts 
do so by sight there is little ex- 
changing required. 

Miller’s finds that its large 
repair department is a big help 
in selling new bicycles, for cus- 
tomers like to be able to have 
their bikes serviced by the store 
from which they buy them. 

Miller’s will not sell a bicycle 
to a youngster without first get- 
ting the parent’s approval. Often 
the young customer is unaware 
of this. The youngster is led to 
believe that paying for the bi- 
cycle is his obligation; not his 
dad’s. The child signs the 
papers ... and if Mr. Miller is 
well acquainted with the family 
the parent doesn’t have to sign. 

In handling bicycles, Miller’s 
has not overlooked other wheel 
goods . . . velocipedes are in 
constant demand and round out 
the operation. 

There are going to be trade- 
ins. Here is another spot where 
a repair department comes in 
handy. Trade-in units often 
have to be reconditioned and re- 
painted before they are sale- 
able. All used bicycles carry a 
30-day rebuilt guarantee. 
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Proriz in the town- 
of Schuyler, Neb., and those for 
miles around think of McNamara 
Hardware because of its fine 
radio service when they are in 
the market for sets. Joseph Mc- 
Namara, owner of the store, sees 
that they do as the result of the 
careful checking each set is 
given before delivery. 

“We have a very good radio 
receiver volume for, in addition 
to handling reputable makes, we 
make certain that every set plays 
well when it leaves the store,” 
says Mr. McNamara. “This 
really pleases customers, who 
frequently recommend our store 
to friends, for both radio and 
appliance purchases.” 

The store’s service department 
is in charge of Robert Langer, a 
radio technician and night time 
movie projectionist, who devotes 
his spare time to the radio ser- 
vice shop. Mr. Langer receives 
the labor charges for all work he 
does on sets brought in for re- 
pair, in return for which he 
checks all new sets before deliv- 
ery. He also receives free rent, 
with the hardware store being 
given profit on any parts included 
in repair jobs. All radio sales 
resulting from service depart- 
ment tips belong to the store. 


Console Models Emphasized 


Although sales effort is con- 
centrated on console model ra- 
dios, several units of which are 
displayed near the store en- 
trance, table models are shown 
in various places in the rest of 
the store. 

Nebraska farmers buying con- 
sole sets for their living rooms 
will frequently buy several 
smaller models for use in other 
rooms and often for use in the 
barn. Used radios in the area 
are often sought by farmers for 
barn use. 

Mr. McNamara makes fre- 
quent trips into the nearby rural 
territory on weekday afternoons, 
calling on farm customers whom 
he had reason to believe are 
prospects for radios and appli- 
ances in general. By taking time 
off from store duties in this man- 
ner, he is able to make numer- 
ous appliance sales and keep an 
active prospect list. He also 
makes many calls during the 
evenings, as do two other mem- 
bers of his staff. 
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Joseph McNamara, owner, standing by one of the large console radio 
sets which he keeps at front of the store to get full effect of the traffic. 


Good Radio Service 


Insures Sales 


Pre-installation check-up and prompt, efficient 
repair service help sell line for McNamaro's 
and keeps customers sold on store in general 





Robert Langer, service man, who handles radio repair work in his spare time. 
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Store Improvement 
Must Be 


Continuous 


Adherence to that philosophy has kept Earl and 
Bob Seeman's store, Blish Hardware Co., modern 
and profitable over the years. Here's a report 
on their store layout and merchandising ideas. 
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The new metal and glass store front 


of the Blish Hardware Co. 


Courtesy Pittsburgh 
Plate Glass Co. 
















Mi 
, must keep 


ahead of the Jones’ if you want 
good sales volume.” 

That’s the advice of Earl and 
Robert E. Seaman, a father 
and son team operating the 
Blish Hardware Co. in Manches- 
ter, Conn. And this 53-year-old 
store is vivid proof of the ef- 
fectiveness of this philosophy. 














Many Improvements 


The store’s recently installed 
modern glass and metal front, 
remodeled fixtures, 7-ft of wall 
shelving in place of the old style 
floor-to-ceiling shelving, plus an 
attractive basement keyed to a 
farm trade appeal, proves that 
keeping ahead of the Jones’ can 
be profitable. 

“Our volume has stayed ahead 
because we try to keep ahead of 
the Jones’ instead of up with 
them,” says Bob Seaman, trea- 
surer of the firm. “As far as I 
am concerned we will never 
finish changing this store. It 
will always be subject to con- 
stant and continuing improve- 
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. front 


e Co. Bob Seeman, left, 
, and his father, Earl 

sburgh 

ss Co. Seeman, treasurer 


and president re- 
spectively of Blish 
Hardware. 


ment. If we decide to try some 
new line or idea we feel our way 
along gradually without splurg- 
ing. Should the idea pay, we 
go into it in a bigger way. Ifa 
line does not pay we gradually 
dispose of it without reorder- 
ing. When a change in layout 
does not prove to be good we 
change it.” 





Subject to Change 


Like other communities, Man- 
chester is subject to change, the 
reason for the Seaman interest 





keep . , 
ou want in constant improvement. The 
city itself has a population of 
Sarl and about 32,000 and the trading 


father area, a radius of 15 to 20 miles, 
has about 50,000 population. 





ng the 
Pi The new glass and metal 
year-old front, manufactured by Pitts- 


the ef- burgh Plate Glass Co., has a View of displays on new false wall. At right is entrance 
forest green Carrara glass sign to lower level of stock room concealed by the false wall. 





sophy. : : ; 
panel with laminated ivory Car- 
" rara lettering. The front, of 
polished plate glass, is framed 
nstalled with Pittco store front metal. 
| front, The wide entrance has metal 
of wall framed doors. Both the two- 
ld style light window and the single- 
plus an light window of the new front 
ad to a have enclosed backs since the 
es that store utilizes the inner sides of 
les’ can each for interior display. Costs 
for the front were between 
1 ahead $7,000 and $8,000, moderniza- 
head of tion expenditures in the past 
p with three years running from about 
1, trea- $15,000 to $20,000, with a com- 
ar as I parable sum expected to be 
never spent for further improvements 
re. It in the next three years. 
to con- In the words of Bob Seaman, 
nprove- “We dropped our shelving from Section of the basement stressing farm and garden supplies. 
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This area, near the front entrance, is designed to catch feminine trade. Inner side 
of windows, right, is used for display by mounting gdiustable shelving on plywood. 


14 to 7 ft. because people won’t 
look up at high shelving and 
often didn’t see merchandise we 
showed there. Our departments 
are now located so as to better 
distribute shopping day crowds 
than was possible with our 
previous layout. Although seeds, 
for example, should be with or 
near tools and lawn mowers, we 
have our seeds upstairs and our 
steel goods in the basement to 
give us better traffic distribu- 
tion. Our hand and _ power 
mowers are also in the base- 
ment.” 


Shadow Boxes Installed 


When the sidewall shelving 
was improved, 12 shadow boxes 
were installed, these being sub- 
ject to constant merchandise 
change. After several different 
shades were used for the shadow 
boxes, all of which are well 
lighted with concealed units, a 
light green tone was selected as 
the most satisfactory. Shelving 
on one side was moved in several 
feet to allow for installation of 
the two tiers of concealed stor- 
age space, changes in the base- 
ment having deprived the store 
of considerable storage facili- 
ties. Two staircases to the 
basement—one up front, the 
other toward the rear, help to 
provide a free flow of customer 
traffic. 


Outside Sales 


Although not handling major 


electric and gas household ap- 
pliances the store enjoys good 


volume in water systems and 
power mowers. One outside man 
handles sales of that type of 
equipment and the store sells 
about 90 power mowers a year. 
Most of them are sold for cash, 
about 30 or 40 units being sold 
on a conditional bill of sale plan, 
with 20 pct down and 10 months 
to pay. 


Repossessions Negligible 


The firm finances its own 
paper on these sales and in 10 
years of such activities has had 
to repossess less than $200 
worth of merchandise. Demon- 
strations on the prospect’s prop- 
erty are often made, with im- 
mediate sales frequently result- 


ing. Such units are sold to home 
owners, cemeteries, country clubs 
and even to professional garden- 
ers who use them on various 
people’s lawns. Trade-in sales 
are allowed on power mowers, 
power tools and guns. Although 
the firm does not always buy 
used equipment, it will sell it 
for customers, applying the sales 
price toward the cost of the new 
equipment, when sales have been 
consummated. 


Incentive Plan 


Like many other progressive 
retail hardware dealers, the Sea- 
mans offer their employees an 
incentive plan. At the end of 
each year a percentage of the 
firm’s profits is turned into an 
employee’s pool, participants re- 
ceiving a share of the funds in 
line with their regular earnings, 
length of service and perform- 
ance of duties, even the delivery 
men being a recipient of a 
bonus. 


Ad Illustrations 


Among the interesting ideas 
utilized by the store is its ad- 
vertising illustrations. Illustra- 
tions obtained from various 
manufacturers and wholesalers 
are pasted on sheets of paper, 
each illustration receiving its 
own individual number. From 
these sheets plates are made, in- 
dividual portions of each plate 
being removed by the printer on 
instructions from the store. 
Only small cuts, mostly of uni- 
form size, are used in the firm’s 
advertising. 

























Electrical fixtures and picnic goods are featured in this section 
of the main floor. Wrapping and nail table is in the foreground. 
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in 
—_ How to Spot Phony Checks 
rs, the Sea- 
Ployees an 
the end of * 
2 
eof the And Forgeries 
cipants re- 
e funds in 
r earnings, 
1 perform- 
he delivery Simple, practical suggestions to help a dealer identify phony 
ent of a checks and forgeries are given in this article. What to look 
for, the proper way to verify signatures, and how fo spot false 
IS certified checks are some of the subjects discussed 
ting ideas 
is its ad- 
3. Illustra- 
Semone T ; be without knowledge of any- $12.50 as in Fig. 1—the check 
of paper HE ever growing use thing peculiar about the check should be refused. 
siving its of checks in place of currency or its history—such as its being Post dated checks, unless pro- 
iy ie demands that a hardware dealer dishonored—or of any defect in hibited by statute in the state 
made. tal accept more of such money the title of the person offering where payable, are considered 
sach plate media. For protection against it to you. in law as promises to pay. Your 
printer on check loss, your first thought If, on the check tendered you, acceptance of such a check sim- 
seiggen Roy should be, as is the bank’s, “Will there is a discrepancy between ply means an extension of credit. 
ly of ual- Ibea holder in due course Bi the word and figure amounts, the The primary rule for safe 
the firm’s To insure your qualification word-amount will control the acceptance can be summed up 
as such a holder, the check must value. Should the word-amount best in the motto: “Know Your 
be complete and regular upon its be ambiguous, the figures will Presenter!” (Remember _ that 


his section 
foreground. 
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face, that is, it must bear: 

(a) The date when drawn 

(b) “Pay to the order of 
—.,” or “Pay to on 
order,” or “Pay to or 
bearer” on the “Pay” line. 
The pay line should be filled in 
with the name of the person 
or business to whom payable, 
or words such as “Cash,” 
“Bearer” or “Self.” 

(ce) The dollar amount in 
figures. 

(d) The dollar amount in 
writing or machine print. 

(e) The title and address of 
the existing bank on which the 
check is drawn. 

(f) The signature in ink of 
the check’s drawer.” 
Further, to qualify as a holder 

in due course you must (1) have 
taken the check in good faith 
and have given value for it; (2) 








govern. In either case it will be 
best for you to credit the check 
for the smaller sum; but if the 
discrepancy between words and 
figures is large—say $125 and 


malefactors are good talkers and 
plausible producers of forged or 
stolen identifying material. 
Their livelihood depends upon 
your cashing their check (a) in 





strangers. 
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Four simple rules to follow when cashing checks for 
Observing these rules will help lessen 
losses from bad checks. 


1—Have the presenter write his name on a piece of paper, with- 
out reference to his identification signature, as you watch him. 


2—Compare this made-to-order signature with the signatures on 
the credentials which he offers. 


3—/f this signature seems in any way not to conform with those 
on the credentials, refuse the check. 


4—Make a note on the check of the credentials used for identi- 
fying the check casher. For example, credit card numbers and 
issuer, auto license number, etc. 
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Fig. |1—This check should be refused “ COMPANY 
because of the discrepancy 
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full, (b) in part for a merchan- 
dise purchase wherein they re- 
ceive the difference in currency; 
or upon your accepting their 
check for a take-out purchase. 

The forger or passer of worth- 
less checks is always in a great 
hurry and can never afford to 
have you make delivery of mer- 
chandise at a date permitting 





Forged certifications are com- 
monly produced with a rubber 
stamp for the word “Certified” 
and the additional wording, in- 
cluding the bank’s name, is im- 
printed with portable rubber 
type. Stationers do not sell for 
public use rubber stamps with 
bank names thereon. Careful 
examination will reveal the 
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Business-firm checks, particu- 
larly paychecks, are as a Class 
more hazardous to accept than a 
check offered by its maker, if 
he draws it in your presence 
and the sum is modest. Should 
you be offered a check payable 
to “Payroll,” remember such an 
item is obviously intended to be 
cashed only at a bank. 

Forgeries of business checks 
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his check to clear. Unlike hon- crudities of forged “bank of- 
est men, he is prone to insult ficial’? checks. are often so good looking as to 
when questioned and when his deceive the most wary, being 
check is scrutinized. well printed on safety paper and 
The greatest care should be REMEMBER! often “protectographed” in some - 
used when accepting checks in Th f le i fashion. However, such checks Cc 
“na Sir eee e only safe rule in he a tie 
categories ordinarily deemed +i ey tend to stay within your state’s 
safest. Cashier’s, treasurer’s a petty larceny limit—with which 
and certified checks are favored Know Your Presenter you should acquaint yourself. In 
by today’s “passers,” because a $50-limit state you would be 
such checks are readily forged safer with a check for somewhat 
and most convincing if stolen. Stolen traveler’s checks in the more than $50 than with one for 
Should you be offered a cashier’s hands of a “muscle” or “sight” slightly under that sum. 
or treasurer’s check, keep in presenter are extremely disarm- The American Bankers Asso- 
mind that this type of check is ing. Such a malefactor will ciation Insurance and Protective 
never legitimately issued except easily imitate the countersigna- Committee suggests a method 
on a full-sized form, usually ture in your presence. In addi- for detecting whether or not the 
lithographed on safety paper. In tion he will doubtless possess same hand has written the face 
the case of certified checks, stolen or forged identification. of the check and the indorse- 
bogus specimens often lack the U. S. Government checks, ment. The experts of this com- 
certification number, which while not easily forged, are the mittee suggest that you fold up 
should be pen-written or stamped subject of nationwide mailbox the lower left hand side of the 
with a numbering machine. A theft. Months may pass before check, as shown in Fig. 2, and 
genuine certification, if not the Federal authorities detect compare the payee’s endorse- 
made by a certification machine, something wrong and go after ment with the writing on the 
is produced by a single blow of you, the acceptor of stolen items, face of the check. A comparison 
one rubber stamp. for a refund. (Continued: on page 154) 
ip x 
RAW Kee brags HO ‘28 
Fig. 2—A simple method A ee z 
r P net whether the wien 0,20 Qeree 2, 05a. accor 
same hand has written the } é ; : s ek 6$% 
face of the check and the Bh. Ws 
endorsement. Note that in 
this example the “Richard 
X. Roe" is in the same 
handwriting as the same 
name on the face of the tab! 
check. The "Doe" in the : 
signature betrays the same wil 













hand in disguised form. 
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Tue fact that display 
tables are old fashioned need not 
mean that modernization of them 
will be a costly process. Illustra- 
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Contrasting an old style open end table (upper left) with the modernized version. 


tions in this page show how 
some old open front tables—used 
by a rural New York State hard- 
ware dealer—can be remodeled 
at low cost by a carpenter or a 
member of the store’s staff to 
provide additional and valuable 
feet of table top selling area. 


Shadow Boxes 


Another feature idea would be 
to build in illuminated shadow 
boxes, as shown, in which electric 
toasters, irons, etc., and other 
electric housewares items can be 
feature displayed. 

The upper left hand part of 





Give Your Old Open End Tables 
A Modern Appearance 


the drawing shows the old style 
table, while the larger portion 
illustrates the same equipment 
as it may be modernized. 

Use of a 34 in. wallboard cen- 
ter panel will permit support of 
two shelves on metal brackets 
set in standard keyhole strips. 
Another good idea is to install 
wallboard sliding doors in the 
front of the long table to hide 
understock and add to the ap- 
pearance of the entire store. 
Hardwood track can be obtained 
from a local woodworking mill. 
The small detail drawing in the 
lower right portion of the sketch, 
on this page, shows how the two 
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sence 


Illustrating the giant size blackboard. 


one-step risers are set back to 
back in the center of the table 
top to support the %4 in. plywood 
center panel. 

The panel does not go all the 
way to the end of the table, this 
arrangement providing a “fea- 
ture end,” which can be glassed 
off with 6 in. high glass and 
equipped with two chrome finish 
card holders to tell the “spe- 
cials” story. 

Several of these “feature’ 
ends might well be used in dif- 
ferent parts of a store. Keeping 
them loaded with really hot sea- 
sonal impulse items can well re- 
sult in many extra cash register 
ringing sales. 


, 


A "Back to School" Display 


Although the variety of hard- 
ware store lines that are good 
“Back to School” sellers. will 
vary somewhat according to lo- 
cation and type of stores, here’s 
an idea to dramatize the sugges- 
tions you offer. 

Vacuum bottles, bicycles, and 
in some hardware stores even 
tablets, pencils, fountain pens, 
ball point pens and pencil sets 
may be featured as school needs. 
The blackboard background, for 
interior or window display 
shown here, will prove an excel- 
lent silent salesman. 

The giant size blackboard can 
easily be made out of a sheet of 
4 by 6 in. wallboard set in a pine 
board frame. Your local sign 
man can letter a sales message 
on the flat black paint finish and 
the completed board can be used 
as an eye catching center piece 
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for the proposed window display. 
Suspend the giant pencil on thin 
wire from the window ceiling in 
such a position that it will ap- 


pear to have just completed writ- 
ing the sales message on the 
blackboard. Your local rug out- 
let can provide the cardboard 
rug core for the giant pencil or 
they can be bought ready made 
from most display materials 
jobbers. 

Your local chain and depart- 
ment stores spend considerable 
money to plan and install effec- 
tive window displays, and the 
live wire independent hardware 
merchant should train one of his 
salesmen in the art of window 
trimming. Most men are nat- 
urally handy with tools or they 
should be, to be working in a 
hardware store, and this back to 
school trim would be a good one 
to build and practice up on. 

The message “Ride a New Bi- 
cycle Back to School” on the 
blackboard will plant the “I need 
a new bike” thought in the 
minds of many small fry, with 
the end result that some dads 
will have to come across. 





To the fouit-) 


¢ Newsworthy Comments 


on Current Problems 








RETAILER’S PLACE: Does anyone really believe that national 
advertising is so effective that it will produce sales all by itself? 
If so, we may as well dispense with the retailer at once and use 
automatic vending machines. No, the retailer still has his place 
in distribution, and it is an important one.—L. B. Sappington, 
vice-president, J. L. Hudson Co. 


> + 


POLITICIAN’S NEED—tThe speed with which some politicians 
have embraced the Welfare State makes one wonder whether the 
people need the Weifare State as much as the politicians need 
it.—-Hconomic Inteiligence. 


> > 


CHILLING HAND: Socialism lays its chilling hands on a 
nation the way old age overtakes us human beings . . . the 
affliction comes gradually and usually without discomfort in the 
early stages. But the ultimate result is unhappiness, national 
destitution and slavery. Franklyn B. Snyder, president emeritus, 
Northwestern University. 


> + 


ADVERSE EFFECTS: Any effort to penalize success by 
placing arpitrary limits on business growth, and so to thwart the 
customer in the free exercise of his judgment, cannot fail to have 
adverse effects on our economy and our standard of living. 
C. H. Greenewalt, president, E. I. du Pont de Nemours & Co. 
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4O Furnaces, 60 Heaters Sold 
In a Three-Month Period 


This store buys early and begins to merchandise 
early—during the summer—to attract its new and 
replacement heating equipment market. Personal 
contact plays major role in building up volume 


Because the Malott 
Hardware, Ottawa, Kans., plans 
and prepares its heating equip- 
ment merchandising in advance 
of the selling season, those lines 
have been built up to account 
for 20 pct of the store’s sales 
volume. 

It represents, in a three-month 
period, a total of 40 furnaces 
sold and installed; and of 60 
heaters. They were sold _ be- 
cause: 

1—Orders are placed far in 
advance of the season; 2—Pros- 
pects are queried in their homes; 
3—Stocks are “pushed,” and 4— 
Personal contact is used.all the 
time. 


Get an Early Start 


Preparation begins the pre- 
ceding winter. By July, most of 
the store’s lines have been re- 
ceived and are in stock, having 
been ordered in January or Feb- 
ruary to insure prompt delivery. 
And, in the summer too, when 
few people are thinking about 
their winter’s heating problems, 
Irvin Malott begins softening up 
their sales resistance by discuss- 
ing heating equipment while 
making other sales. 

Then, when he finds an indi- 
vidual who shows interest in 
buying new equipment or chang- 
ing his present heating system, 
Mr. Malott makes a definite ap- 
pointment to call at that pros- 
pect’s home. It is important, he 
feels, that such discussions take 
place in the home, for then it is 
most opportune to estimate heat- 
ing requirements and make spe- 
cific recommendations. 

If a need for a floor furnace is 
indicated, the customer can bet- 
ter visualize the installation 
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Window and outdoor displays of merchandise help boost sales for the store. 


work that will be necessary if 
shown in his own home where 
the floor registers and the ther- 
mostat must be placed. It mini- 
mizes the possibility of com- 
plaints later on. 

A second good resulting from 
the home interview is that it 
affords a chance to discover what 
other major needs the Malott 
store can sell the prospect, such 
as an appliance. Valuable tips 
about neighbor’s intentions also 
may be gathered. 

Mr. Malott finds that there is 
still sufficient variation in heat- 
ing methods in his locality to 





permit him to allow trade-ins of 
used equipment for new. How- 
ever, he cautions a dealer to be 
well acquainted with local de- 
mand so as to avoid excessive 
allowances on used equipment 
or to become overstocked with 
trade-in merchandise. 

Changing conditions have not 
gotten ahead of the Malott 
stocks. The store’s business was 
once composed of about 75 pct 
farm families, but this type of 
trade has decreased to 50 pet. 
The decrease in farm families 
was balanced by a concentrated 

(Continued on page 147) 
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The first color hit that draws 
traffic off a busy Brooklyn street is this 
27-foot neon flasher sign. Its colors are green, orange 
and ruby red. The store also uses subway station posters and 
large panel promotional signs are featured on its delivery truck. 


Veriiows. greens, 
dusty pinks, and blues are pro- 
viding a new selling background 
for the tools, paints, builders’ 
hardware, housewares, plumbing 
specialties and other lines of 
the David Supply Co., 6906 18th 
Ave., Brooklyn 4, N. Y. This 
generous use of the paint brush 
to provide colorful backgrounds 
for hardware lines is the key to 


Oo 





O 


Atop the paint de- 
partment wall dis- 
plays is a colorful 
shadow box display 
of one of the store's 
two paint lines. The 
background color is 
a dusty pink. Be- 
low, there is a re- 
cessed display for 
paint brushes which 
are set against a 
yellow background. 


Oo 





Color Creates Sales 


the “home-made” modernization 
of the store. 


A Continuous Process 


The modernization is a con- 
tinuous process carried on by 
the sales staff and the resultant 
rejuvenation has already had its 
effect on the firm’s volume as 
well as on its appearance. Be- 
gun last year,, it succeeded in 
raising ’49 volume 50 pct over 
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Spotlights Departments, 
Stepping Up Traffic 


’48 and by the end of this year, 
Al Schwartz, proprietor, _ be- 
lieves he will be at the $100,000 
mark. January and February 
sales in this year alone were 
double the same months of last 
year. 


The Present Store 


The firm was started in 1937 
just three doors away from its 
present location, the total area 
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then being 20 by 50 ft. Fol- 
lowing subsequent moves and 
expansion, the business is now 
conducted from a store room 
which is 27 by 27 ft at the front 
and leading back to a larger 
selling area, 40 ft wide by 63 
ft deep. The front part of the 
store is given over almost en- 
tirely to major appliances and 
kitchen cabinets, the latter a 
new line which has gone over 
like wildfire. In the rear room 
are the colorful display of hard- 
ware, paints, tools, housewares, 
and plumbing supplies. 


Holds Sales Meetings 


To keep his sales staff of 
three—Sal. Parisi, Sol Fink, and 
Joseph Isaacson, right up-to- 
the-minute on merchandising 
techniques, Mr. Schwartz holds 
sales meetings every other 
Wednesday night. They discuss 
methods for increasing sales, 
stock arrangement, and how to 
keep employer-employee _ rela- 
tions on a smooth path. Prod- 
uct information is also ex- 
changed and often factory men 
are on hand as part of the sale 
education program. ‘ 
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The space between the top of the wall cases and the ceiling have been turned into 

attractively arranged display spots such as this one for housecleaning supplies. The 

color background for the lower part of the display is yellow. Other department 

colors are blue for pet supplies; yellow, dusty pink and dark blue backgrounds for 
the recessed ledge displays of portable power tools. 


oO O 





Cabinet doors have 
been brightened 
by the use of con- 
trasting colors on 
the panels, against 
which tools, build- 
ers’ hardware, small 
plumbing __ special- 
ties, etc., are dis- 
played. The vari- 
ous colors used on 
the backgrounds 
are dark blue, yel- 
low, and dusty pink. 
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How to Get More Sales From 


Newspaper Advertising 


Good Advertising Mats Mean Better Business 


Vary often the fault 
with an ineffective merchandis- 
ing program rests in the lack of 
coordinated newspaper adver- 
tising. Retailers lose thousands 
of dollars worth of valuable 
business because they fail to 
utilize properly the free mats 
they receive from manufac- 
turers. 

Advertising mats will fail to 
be productive unless both the 
manufacturer and retailer are 
educated to their proper use 
and preparation, and see to it 
that they achieve the results for 
which they were intended—to 
help make more sales. 

Mats may be prepared by the 
best artists and copywriters in 
the business, and they still will 
have no value unless the user 
knows how to apply them to his 
specific needs. The difference 
between a well-planned and an 
inadequate advertising cam- 
paign may rest with the indi- 
vidual who selects the ads to 
release to the newspapers. 

Many retailers often wonder 
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GOLDALIE FRANKS 


whether they are getting the 
most from every advertising 
dollar they spend. Many buy 
costly newspaper space but de- 
vote little or no time to deter- 
mine whether their ads are pre- 
sented properly. 


Utilize Every Angle 


Today’s consumer welcomes 
the days of keen competition, 
and therefore retailers must 
utilize every conceivable angle 
to promote their Wares as 
against their competitors down 
the street. The hardware mer- 
chant should study his market 
and direct his promotions ac- 
cordingly. For example, is there 
a growing trend toward more 
building in your community? 
If so, slant your ads to coincide 
with that market. 

It may be that your store 
needs a new lease on life by 
breaking with the traditional 
type of advertising and chang- 
ing to a new approach. You’ll 
be more successful if you ana- 





By GOLDALIE FRANKS 


Contempo Agency, /nc., 
New York, N. Y. 


lyze carefully your store, your 
potential, as well as your actual 
market and the part you play in 
community service. All retail- 
ing is based on friendly service 
and you must do your part. 
Your advertising is a good me- 
dium in which you can suc- 
cinctly express this thought. 
Occasional institutional ads 
convey this feeling directly; 
however, all of your advertising 
should indicate sincerity, relia- 
bility, inspire confidence, and, 
most important of all, show 
properly illustrated merchan- 
dise. 

Those retailers whose adver- 
tising budget may include the 
salary of an experienced artist 
will still want to make use of 
good mats sent by manufactur- 
ers. However, the mats must be 
used intelligently to achieve the 
best results. Often, the addi- 
tion of merchandise illustra- 
tions furnished by manufactur- 
ers will make your ads more 
specific. 

Unfortunately, some manu- 
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Effective use of good advertising mats in newspaper 


advertising will make your advertising dollar 
produce more sales. The author of this article, 

an authority on mats, tells you how to handle mats 
to obtain the greatest value from their use 
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facturers do not supply re- gardless of whether you use of newspaper do’s and don’ts. 
tailers with the proper mats. your own original sketches or But if you bear these vital 
However, there are many pro- those supplied by the manufac- points in mind, it will save you 
motion-minded manufacturers turers, it is up to you to use a considerable amount of time 
who offer many beautifully il- them wisely. and money. 
lustrated mats. If you don’t get S F ‘ When rearranging layouts to 
ANKS them, write for them. More ome Basic Hints suit your awn needs, never cut 
: | aie manufacturers will be happy to Following are a few basic into the area of the actual mat. 
y service you with this type of hints for preparing mats for the If your dealer mats comprise 
: material if you make your newspapers. They are by no several ads on one sheet, these 
wants known to them. But re- means a complete compilation may be easily separated by cut- 
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ad with a dramatic illustration from another will 


use of SUN a, BULB 





oseg ; improve the appearance of the ad. The. two- 
mus e column layout shown here is a combination of the 
ogden: wow Ss 50 two one-column mats supplied by the manufacturer. 
ie addl- 

llustra- only = 

ifactur- ees 


Is more YOUR NAME YOUR NAME 
HERE HERE 


HARDWARE AGE, AUGUST 24, 1950 123 


manu- 






4, 1950 











Just what you need for easy, 
money-saving home canning . . . 
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Home canning is smart because it s-t-r-¢-t-c-h-e-s food 
budgets farther. Geauine Wear-Ever Aluminum caning 
utensils make home canning a pleasure. Be prepared for 
canning season . . . buy your utensils now. Stop in aad 
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Shown here is an example of how a three-column mat may be arranged for a two- 


column format. The same number of items are shown in both cases, but the cost of 


the space for the two-column ad is about two-thirds that of the three column layout. 


ting down the center of the 
guard rule of each mat. 

In the event that you wish to 
use only part of a mat, release 
the entire mat to the paper 
after noting the unwanted area 
lightly with a soft pencil. Spe- 
cific instructions on the proof 
will emphasize your require- 
ments. 

You can make large mats 
smaller by cropping superfluous 
portions. Here, too, release the 
entire mat to the newspaper, 
along with a marked proof. 

You may use different illus- 
trations from various mats in 
the same ad provided they do 
not touch one another. This can 
be done readily by cutting the 
proofs of the mats to be repro- 
duced and placing them in the 
desired layout and then releas- 
ing them with the entire mat of 
each illustration to the news- 
paper. 

A distinctive border design 
will lend character to ads, the 
small ones in particular. Choose 
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an outstanding design but not 
one which will detract from the 
merchandise illustrations. In- 
struct the newspaper to hold 
this border for your continued 
future use. 

Be certain that you have in- 
cluded your store name wher- 
ever indicated on the layout. 
Check all prices and item de- 
scriptions carefully. 

Always try to give your news- 
paper ample time so that they 
can submit a proof of the ad 
you want run. This will avoid 
needless errors and waste of 
time and money. 

Organize a mat file. It’s often 
good business to re-run an ad 
that has been successful. Also, 
although you may not have in- 
stant need for a mat when it is 
received, it may be important 
at a later date. 

Mats may be used many 
times. Instruct your newspapers 
to return all mats to your files 
after the ad is run, and place 
them in your files categorically. 





Select a legible type avail- 
able at your paper and continue 
to use it throughout your entire 
campaign. Be sure that the type 
you select is in keeping with 
the character of your store. 
Specify one type for captions 
and another for the body type. 
Change the type style only when 
you want your ads to have a 
new look. 


Make certain that the ad is 
timely and that you have chosen 
the correct day of the week to 
run it. Also, is the ad too costly 
for the anticipated business on 
that price item or items? More- 
over, is the caption sufficiently 
thought-provoking to inspire 
the reader to read further? 
Does the illustration attract the 
eye? Would the ad suggest your 
store even if your signature was 
omitted? In other words, does 
it reflect precisely the charac- 
ter of your store? 

The size of your store does 
not matter. Whether it is large 
or small, each has its place in 
the community. The important 
thing is to present your adver- 
tising story properly. Your ad- 
vertisements are silent sales- 
men that reflect the character 
of your store. Their judicious 
application will give you the 
distinct advantage over your 
competitors down the street. 





Power Tool Window 
Pulled 'Em In 





This simple but effective power tool win- 
dow, including manufacturers’ display 
material, helps Waterloo Hardware Co., 
Waterloo, lowa, attract both men and 
women window shoppers. Power tools 
are frequently featured in the firm's dis- 
play windows and are the cause of nu- 
merous store inquiries for these items. 
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The visual front display shows a mass of equipment for land and water sports. 


High Volume Sporting Goods Sales 
No Accident at Drew's 


Ow of the positive 
ways in which a hardware dealer 
can successfully engage in a 
worthwhile sporting goods busi- 
ness is through friendly rela- 
tions with officials of schools and 
of various amateur and semi- 
pro sports organization, accord- 
ing to Walter Drew, Drew’s 
Hardware & Appliance, Inc., 
1010 Central Ave., Kansas City, 
Kan. 

A full fledged sports shop has 
been an integral part of this 
store since Walter and Frank 
Drew took over management of 
the business from their father 
who launched it 25 years ago. 

At Drew’s there is no side- 
line—everything is a major line 
and the sporting goods depart- 
ment substantiates this impres- 
sion. Outdoorsmen mingle in 
semi-privacy in the sports shop, 
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Here's how an effective community program combined 
with personal contact with sportsmen's groups and 
telephone selling helped push sporting goods sales 





Sammie Dubin, left, former baseball professional and big league scout, and 
Walter Drew, co-owner of the store, talk things over in the sports shop. 













separated by an archway from 
other sales areas, tell their tall 
tales in an atmosphere con- 
ducive to conviviality. 

The 27 by 80 ft. layout, fronted 
by a window display, commodi- 
ous enough so that displays of 
fishing tackle and other items 
can be built around an exhibit 
that features boats and motors, 
is completely stocked. 

All of the worthwhile gear 
needed for fishing, bowling, base- 
ball, basketball, football, tennis, 
golf and boxing is arrayed in 
showcases and wallcases. Spot 
displays of seasonal items are 
arranged in a center island fix- 
ture on a self-service basis. 

To combat the disadvantage 
of an _ outlying location—the 
117 by 75-ft. building is on a 
main traffic way—two tactics are 
employed: (1) Personal con- 
tacts with sportsmen’s groups, 
and (2) Energetic telephone 
selling. 


Business Builders 


The store attracts some 
drop-in traffic, especially for 
fishing items, but a good 60 pct 
of the business results from 


telephone selling, mail orders 
and sales to teams. 

Trained sales specialists help 
this firm in building one of the 
area’s largest spurting goods 
departments. 


In charge of the 





Mickey Kogan, one of the firm's lead- 
ing salesman, on the job selling an 
order to a professional sports team. 


fishing and hunting department 
is Frank Drew, an ardent out- 
doorsman, who provides’. the 
main link between the store and 
such organizations as_ the 
Kansas Rod and Gun Club. 

Good will ambassador extraor- 
dinary among amateur baseball 
groups, including the local 3 and 
2 League—in which 6000 boys 
participate in the Greater 
Kansas City area—and the Ban 
Johnson League, is Sammie 
Dubin, veteran sporting goods 
salesman, former baseball pro 
and scout for the Cleveland In- 
dians. 
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Mr. Dubin is one big reason 
why the firm has made a lot of 
headway in its bid for the team 
business. There has been a tidal 
wave of enthusiasm in the Kan- 
sas City area in the past five or 
six years for that old American 
standby, baseball. 

Sammie Dubin was one of the 
founders of the city’s 3 and 2 
league, an organization for 
youngsters ranging from nine to 
20 year olds. The project is still 
his pet, and he will drop every- 
thing to demonstrate to a 3 and 
2er how to hold a bat, throw the 
ball or get a base hit. Young- 
sters who pose a problem get an 
intelligent, well-thought-out an- 
swer. He also conducts regular 
coaching sessions on the league’s 
diamonds. 


Coaching Schools 


Young players in outlying 
Missouri, Kansas and Iowa com- 
munities also get the benefit of 
his counsel. Regular coaching 
schools are held in smaller towns 
for the purpose of instructing 
youngsters in baseball funda- 
mentals. Practical field instruc- 
tion is teamed up with black- 
board chalk-talks. 

“Sammie Dubin’s _ baseball 
schools constitute good public re- 
lations because they educate 
players, coaches, school officials, 


(Continued on page 147) 


















Frank Drew, left, one 
of the store owners, 
and the company's 
fishing specialist, 
talks about landing 
the big ones. He is 
a member of various 
sports groups and 
has a first hand 
knowledge of all 
local fishing. 
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Get set for bigger sales with 
Remington's free “LET'S GO HUNTING” sales-builder kit! 


and counter display cards in the kit! 


This fall is going to be big . . . plenty big 
Enough material to build really attractive 


for shotgun-shell sales! Hunting license 


sales are booming. They may top all rec- 
ords. Game prospects are encouraging. And 
hunters have plenty of money to spend. 


window, counter and island displays. And 
they’ll start sales rolling, not only for your 
Remington products but for all the hunt- 


ing gear you stock! 

Get your displays up early for that pre- 
season business. This fall can top them 
back it with your biggest sales push! 


It’s your fall to cash in! Do it with 
Remington’s big “‘Let’s Go Hunting”’ kit. 
You'll find: colorful window banners 
and ribbons, window stars, box toppers ss 


Complete kit is free! 


Remington 
Express 
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Remington Arms Company, (Inc.) 

Bridgeport 2, Conn. 

Please send me your special ‘‘Let’s Go Hunting’’ dealer- 
helps package. Check here. [(_] 

I plan to use local advertising. Send me your ‘“‘Let’s Go 
Hunting” mat. 


Check here. [_] 
Name 
Address 
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Manager Wallace checks stocks of artists’ materials on a step-up unit devoted to 
this traffic-building line. Weekly check-ups are important in this department. 






Artists Supplies Are Profitable 
Traffic Builders 


Avensrs’ supplies 
and materials have been built 
into a profitable sideline and 
traffic builder for the retail unit 
of the York Paint & Hardware 
Co., York, Pa. This came about 
when the store manager, John 
Wallace, decided to cater to the 
many requests for these items. 

“We have always had a small 
stock of water and oil colors in 
our store as accommodation 
lines,” says Mr. Wallace, “but in 
the past few months we have 
had an ever increasing number 
of calls for water and oil paints, 
as well as brushes and canvas. I 
felt that by starting an artists’ 
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From an original stock of $600, Pennsylvania 
store has built a worth while "extra" that is 
in demand during all 12 months of the year 


materials and supply department, 
we could build it into a profitable 
sideline as well as attract addi- 
tional traffic to the store.” 


Original Investment $600 


The firm’s original investment 
in a complete line of artists’ ma- 
terials and supplies ran into 
$600. For this sum it was able 
to obtain small quantities of al- 
most every item that can be in- 
cluded under the artists’ mate- 
rial classification. 
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Mr. Wallace felt it very im- 
portant to have a complete line 
of supplies in the store, no mat- 
ter how small. As he and his 
sales clerks became more famil- 
iar with this line and began to 
know just what items customers 
wanted, they re-ordered in larger 
quantities. 

The original order included 
canvas board, canvas, sketch 
books, stands, easels, brushes, 
oil paints in tubes and jars, 
water colors, a variety of paper, 
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The Round trademark will boost your sales! 









Complete line... 
Recognized top quality... 


Strong sales support 


The ROUND trademark means more chain 
volume for YOU . . . more customers, steady 
repeat business, greater customer satisfaction 
and higher profits. 

You profit because your customers can meet 
all their chain needs from one single source — 
you! ROUND makes chain of every type... 
Proof Coil, Brass Safety, Double Jack ...a 
hundred other kinds from small links used in 
precision instruments to massive anchor chain. 

ROUND has stood for top quality in chain 
since 1869. Your customers know and trust the 
ROUND name. 

Six large plants with warehouses in principal 
cities guarantee that your requirements will be 
filled promptly and efficiently. 

Continuous ROUND trade and national ad- 
vertising, modern packaging, a full assortment 
of selling aids—plus planned sales promotion 
—help you get more orders, faster. 

Cash in on these ROUND sales advantages: 
(1) Complete Line (2) ROUND Quality (3) 
Sales Support. They’re real profit boosters! -s20 











Kegettes are ideal for store display... boost sales... are 
€asy to stock. Each contains one of following quantities of 
Proof Coil or BBB Coil Chain (self colored or hot galva- 
nized): 250 ft., %~"; 150 ft., %"; 100 ft., 6"; 75 ft, ¥”. 
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There's beauty, 
color, sales appeal 
in this dog chain 
display. Plastic 
handles in 4 bright 
colors add to at- 
tractiveness. 







Reel Salesman 
holds 4 reels (or 
equivalent in 4 
or 4 reels) of pop- 
ular small sizes of 
welded and weld- 
less chains. 

















































Proof Coil or BBB Coil 


SO SoS 


Liberty Coil—Twist Link 







Liberty Coil—Straight Link 


OOOO ooSSSo 


Liberty Machine—Twist Link 





Buckeye or Brown Pattern 





CLE VELAND (HAIN 


Lhe Cleveland Chain & Yiflz Co. 
Cleveland 5, Ohio 


ROUND Associate Chain Companies 


The Bridgeport Chain & Mfg. Co., Bridgeport, 
Conn. ¢ The Cleveland Chain & Mfg. Co., 
Cleveland, Ohio ¢ Round California Chain 
Co., So. San Francisco and Los Angeles, Cal. ¢ 
The Round Chain & Mfg. Co., Chicago, Ill. © 
Seattle Chain & Mfg. Co., Seattle, Wash. * The 
Southern Chain & Mfg. Co., Birmingham, Ala. 
e Woodhouse Chain Works, Trenton, N. J. 
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pastel show card paints and a 
line of paint kits. 

A regular 12 by 4-ft. step-up 
display table was used to show 
this merchandise. When the dis- 
play was first set up, a repre- 
sentative of the supplier gave 
Mr. Wallace and his sales per- 
sonnel a few instructions con- 
cerning the sales and re-ordering 
methods involving this merchan- 
dise. The rest was picked up 
from the customers themselves. 

“When I wanted to know a 
little more about the various 
sales angles concerning this 
line,” explains Mr. Wallace, “I 
went into a department store 
and watched how an experienced 
sales clerk sold this merchandise 
to customers. I returned to our 
store and outlined these points 
to my salesmen.” 

Although York, Pa., has two 
artists’ supply and _ material 
shops, Mr. Wallace could not 
help but feel that this line could 
be worked into the store with 
other merchandise. He also felt 
that it would be to the store’s 
advantage because 90 per cent 
of the inquiries for artists’ sup- 
plies came from women and he 
wanted more feminine trade. 

“Some artists make several 
trips a week to our store,” Mr. 
Wallace says, “because they 
never ‘load up.’ That is, they 
buy their paints or other sup- 
plies as they need them because 
they change their type of work 
and paintings around so fre- 
quently that what they have for 
one painting may not be suitable 
for another.” 


Doesn't Overload 


It is the store’s policy never 
to overload a customer interested 
in artists’ supplies. Primarily, 
the store wants traffic, thus 
firmly entrenching it in the cus- 
tomer’s mind as a source for art 
supplies. 

If a customer is overloaded 
with supplies for a certain paint- 
ing or sign-making job and then 
needs other supplies to continue 
with other work, he may feel 
that it is too costly a proposition 
and give up this type of work. 
Almost 95 pct of the store’s cus- 
tomers for art supplies paint as 
a hobby, the others doing sign 
work. 

“Experienced artists know 
what supplies they want and ask 
for them,” explains Mr. Wallace, 
“but beginners rely on us to help 
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them get started. In such cases 
we try to interest them in paint- 
ing sets or kits, because they get 
the largest variety of merchan- 
dise needed and at a nominal 
price.” 

Kits stocked here start at 50¢ 
for the youngster and go as 
high as $16. Whenever a begin- 
ner buys a kit, the salesman can 
interest him in a few additional 
various items. 

When the artists’ supplies de- 
partment was started a few 
months ago, the store devoted an 
entire window display to this 








line. In addition, the store used 
some newspaper space. 

“Not only are we able to at- 
tract regular painter-hobbyists 
in town to our department, but 
we have been making a consider- 
able number of sales to young- 
sters who accompany their par- 
ents to the store,” says Mr. 
Wallace. “In addition there are 
portrait classes in town, some of 
the students purchasing their 
supplies from us. Best of all is 
that these supplies sell 12 months 
a year and there are no slow 
periods.” 





Novel Fishing Rod Rack Saves Space—Ups Sales 


VACATION trip netted 

Bill Switzer, Sr., a hard- 
ware dealer since the turn of 
this century, a new idea for a 
fishing rod rack. And as soon 
as he returned to Switzer’s 
Hardware, 17 N. San Francisco 
St., Flagstaff, Ariz., the store he 
started in 1914, he built this 
rack. 

As a result, Mr. Switzer and 
his two sons, Bill Switzer, Jr., 
and Kenneth Switzer, who op- 
erate the store, report increased 
sales of fishing rods and tackle 
accessories. They give two rea- 
sons for it: 

1. The novel rack allows them 
to display a representative selec- 
tion of rods, from the humble 
bamboo pole to a fine fly-casting 
number. Racks previously used 
enabled them to show only 25 
pet of the rods they stocked. 

2. The new “angled” rack is 
so novel, it attracts attention 


‘ 









Kenneth Switzer, city council- 
man of Flagstaff, Ariz., refills 
the novel rod rack recently 
constructed by his father, Bill 
Switzer, Sr. 
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and comment. The novelty of it 
helps dramatize the entire fish- 
ing tackle department. 

There’s another advantage 
that is of interest to every hard- 
ware dealer, who has a floor 
space problem. The rack “an- 
gles” over a tackle showcase, 
and takes up no floor space. 

Here’s the “recipe” for the 
rack: “I reenforced the end of 
a fishing tackle showcase with 
1% in. by 1% in. board,” says 
Mr. Switzer. “To the protrud- 
ing ends of the reenforcement 
boards I bolted the frame of the 
rack, also made with 1% by 14- 
in. boards.” 

Mr. Switzer uses two small 
chains to suspend the other end 
of the rack from the ceiling. 
The rack is angled at 30 deg. 
and is 10 ft long. Support for 
the fishing rods is given by %- 
in. dowels that are inserted into 
the frame 18 in. apart. 
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The store stands out because of 
its attractive white front and 
neon-lighted firm name. Shelv- 
ing on either side comes almost 
to the windows. At top of page 
is seen major portion of the in- 
terior with basement entrance at 
the right. Shelves around the 
stairwell provide additional 
space for displays in this narrow 
but attractive establishment. 


Go 






(Seon light, attrac- 
tive color and a generally pleas- 
ing appearance, both outside and 
inside, drew the attention of a 
number of people to the Best 
Hardware branch at 107 2nd St., 
S. E., Cedar Rapids, Iowa, when 
it was opened Dec. 7, 1949. The 
same factors continue to attract 
traffic and volume to this store. 

Located in the downtown sec- 
tion of Cedar Rapids, one of 
Iowa’s fastest growing cities, 
the store is only a block and a 
half from a 600-car municipal 
parking lot, an absolute essential 
to customer convenience today. 
Richard C. Ives, former Univer- 
sity of Iowa basketball star, and 
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Color and Light 


manager of the store, and his 
staff make it a point to advise 
customers. of the location of this 
lot, so that those not already 
using it will know where to find 
it the next time they shop down- 
town. 


Narrowness Not Apparent 


The store is 18 by 90 ft. on the 
first floor, with the basement 
measuring 17 by 43 ft. But the 
narrow width of the floor is 
hardly noticeable to customers 
due to excellent lighting, color 
ensemble and center aisle ar- 
rangements. The fixtures, cus- 
tom-built in Cedar Rapids, are 
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finished in a light, pleasing grey 
which does not scuff easily and 
which is easily cleaned. The 
floor is of grey asphalt tile, con- 
taining black flecks for contrast. 


Ample Illumination 


Two rows of continuous fluo- 
rescent lighting extend from the 
front of the store to the rear. In 
addition, there is continuous 
fluorescent illumination under 
the wall shelves. This latter 
lighting not only makes the mer- 
chandise displayed in wall shelv- 
ing more attractive to custom- 
ers, but it also reflects a great 
deal of light upward against a 


Entrance to the basement which, although of essentially 
narrow width, suggests larger size because of the light 
finish. Basement displays are clearly visible from above. 
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In circle — Richard 
Ives, manager, and 
the three ladies who 
assist him in the 
operation of this 
branch store. 






Make Narrow Store Attractive 


Skillful planning offsets the handicap of 
space and good utilization of two floors 
encourages flow of traffic in this store ° 


bend-board, curved construction 
on which departmental identifi- 
cation letters are located. 

Each wall section is finished 
in a different pastel color insofar 
as the background is concerned. 
Yellow, pea green and dusky 
pink are all used extensively 
and harmoniously. Women cus- 
tomers especially exclaim about 
the color combinations, which 
frequently leads to more paint 
and accessory sales, as the store 
staff explains to patrons what 





can be done in home decoration 
through the effective use of 
color. 


Good Display Technique 


The departmental identifica- 
tion letters are 10 in. high. Here 
again, good display technique is 
used. Not only does the shelf 
lighting hit the lettering from 
behind making it stand out 
clearly, but the identification 
words themselves in many in- 
stances are painted in two dif- 
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Part of the basement displays featuring in compact though adequate space a 
complete paint and accessories section next to the steel goods display. Sand- 
paper, brushes and other painting needs are in the unit next to the shelves. 


ferent, but harmonizing colors. 
This helps to give the entire 
store a striking and pleasing ap- 
pearance. 

The center aisle display fix- 
tures of regulation size are 
placed crosswise, thus affording 
customers numerous opportuni- 
ties to move from one aisle to 
the other in this narrow store. 
The cash and wrap table is in 
the center, one section of it be- 
ing a glass enclosed cutlery case. 
Sales of cutlery have been very 
satisfactory at this high store 
traffic location, says Mr. Ives. 

At the rear of the first floor 
is located a ceiling display board 
of lighting fixtures which can 
easily be seen from across the 
street when illuminated. It also 
serves as a magnet to draw traf- 
fic to the rear of the store where 
a large, well lighted sign, with 
10-in. high letters says “Enjoy 
a Modernized Kitchen.” 


Appliance Displays 

A fine display of appliances, 
including model kitchen units, 
hooked up automatic washers 
and other appliances, are here 
for customer consideration. 

Mr. Ives says that the firm 
has extended its installment pur- 
chase plan to include kitchen 
utensils in that a special lay- 
away plan on such lines has been 
stressed to housewives. This has 
interested many women who like 
to deposit spare dollars toward 
the purchase of such utensils 
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and who thus make purchases 
they might not otherwise make. 

The basement area of the 
store, which was opened in 
February, 1950, is just as color- 
ful and attractive as the main 
floor. The wide entrance to the 
area is near the front of the 
store and can easily be glimpsed 
by anyone coming from the 
street. There are metal stair 
rails on both sides of the en- 
trance. 

Builders’ hardware, paints 
and supplies, steel goods and a 
variety of household items are 





excellently displayed in the 
basement. The large paint and 
supplies section has a prominent 
position, with cleaning aids 
grouped attractively nearby. Be- 
cause of the compactness and 
complete stocks of this section 
it is easy to sell a paint cus- 
tomer everything he needs for 
his job. 


Diversified Advertising 


Newspaper advertising and 
some direct mail and radio ad- 
vertising on special occasions 
aids the store in covering the 
greater Cedar Rapids area with 
its advertising message. Mr. 
Ives is also using some colorful 
display panels in the front win- 
dows which allow him to show 
a few utensils and other house- 
hold items close to the sidewalk 
traffic without obstructing the 
view of the well lighted store. 
The panels, which have rounded 
tops and sides, look very well 
and are in pastel colors. 

“We believe that these front 
window panels will help us to 
show many small merchandise 
items more effectively and capi- 
talize on the heavy sidewalk 
traffic,” says Mr. Ives. “At the 
same time, these displays do not 
detract the advantage of a 
visual front.” 

The Best Hardware stores in 
Iowa have headquarters at 
Marshalltown. Other stores are 
located at Fairfield and Charles 
City. The organization is about 
two years old. 





Here's a section of the steel goods display in the basement. Large departmental 
lettering is plainly in evidence here as it is elsewhere throughout the store. 
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| FASTENS 


Every Man, Woman, Child 


is a prospect for this 


new big value 


Lowest price! Complete kit under a dollar! 


Precision-made—not a toy or gadget! Quality engi- 
neered like all Swingline products. 


Tremendous advertising campaign creating nation- 
wide demand. Full pages, half pages, quarter 
pages in Saturday Evening Post, Look, Better 
Homes & Gardens, New York Times Magazine 
and others! 


Powerful selling helps! Displays and streamers for 
your windows and for your store! Newspaper 
mats ready for insertion! Self-selling counter 
displays and dispensers! 


why a ia 


and Fegect 
business! 


Hundreds of uses in home, 
school, store, office, travel 


Swingline 70C 50’ stapling kit 


Eye-catching package!—Quick impulse sales! Hand- 
some two-tone plastic kit has irresistible appeal, 
takes little space. 


Perfect for gift-selling!—at Christmas and through- 
out the year. 


Steady, profitable repeat business on staples refills, 25c 
retail per 1000 staples. 


Order your “Tot 50” Stapling Kits, staples refills 
and selling helps now! Cash in on this wonderful 
opportunity for extra business, extra profits, 
repeat sales. Packed in Display Cartons or Self- 
Selling Merchandisers of 12 each. 


Write direct to SPEED PRODUCTS CO., INC., Long Island City 1, N. Y., or to your supplier. 
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Axy event of a pro- 
motional nature that brings peo- 
ple into a town invariably aids 
in building business for the mer- 
chants of that town. And, by 
the same token, anything that 
serves to build good will between 
a town and its merchants and 
farmers will eventually bring the 
farmers’ trade to that town and 
its retail dealers. Following are 
a number of promotions which 
have succeeded in developing 
sales. 


Booster Trip 


When Spencer, Iowa, business- 
men organized a 50-car booster 
trip to Sioux City, Iowa, recent- 
ly, each merchant placed adver- 
tising on his car for the journey. 
The group visited 10 towns on 
the way and when they reached 
Sioux City, businessmen held a 
luncheon in their honor. Spencer 
businessmen plan to make about 
five such booster trips through- 
out their territory this year. 

* * * 


Spring Flower Show 


The 10th Annual _ Spring 
Flower Show was recently held 
at Kirksville, Mo., with various 
civic groups and the local cham- 
ber of commerce aiding in put- 
ting it over. This flower show 
is one of the highlights of the 
year in Kirksville. Iris, peonies, 
roses and perennials are usually 
exhibited at the two day show. 
A house plant exhibit was also 
held this year. Thousands of 
people visited Kirksville to wit- 
ness the show, and many of them 
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TRADE TRAFFIC BUILDERS 


COMMUNITY PROMOTION IDEAS THAT 


did shopping in the city. Hard- 
ware stores selling seeds and 
other garden supplies benefited 
especially from the flower show 
activity. 

* * * 


Farm Inspection Tours 


When interested men, women 
and children tour factories, 
farms and other points of in- 
terest they learn a great deal. 
This is a type of educational 
process being used effectively in 
many communities. At Ponca 
City, Okla., recently 600 farmers, 
ranchers and business men made 
a pasture tour which was de- 
cidedly successful. The tour and 
cavalcade were sponsored by the 
Extension Department of Okla- 
homa A. & M. College, Stillwater, 
Okla., and Radio Station KVOO, 
Tulsa, and aided by the Ponca 
City Chamber of Commerce. The 





"Six hundred farmers, ranchers and 
business men made a pasture tour.” 





chamber provided a free lunch 
for the touring delegates and 
local groups did the serving. At 
one of the farms near Ponca 
City visited by the group, many 
implement dealers had displays 
of farm machines. 

* * * 


Youngsters Spend Money 


Youngsters from many parts 
of Kansas recently attended and 
participated in a Fine Arts Fes- 
tival at Dodge City, Kan., and 
many participated in the activ- 
ities. More than 3600 young- 
sters registered and they throng- 
ed all stores and public places 
during their spare time. Many 
parents accompanied their chil- 
dren. The chamber estimated 
that each student spent $15 in 
Dodge City, or a total of about 
$50,000 for the big event. 


* * * 
Red Tag Sale 


A very successful Red Tag 
Sale was held recently by mer- 
chants at Boone, Iowa. Most 
merchants placed 4 by 6-in. red 
tags on special merchandise in 
their windows and on display 
tables, so that customers could 
easily spot the items. The city- 
wide event was widely advertised 
and people flocked in from many 
nearby towns and areas to shop 
in Boone. The local newspaper 
published a special edition, ad- 
vertising Red Tag specials, the 
radio station plugged the event 
with commercials, and merchants 
advertising on the radio also 
publicized the event. In addi- 
tion, a good will airplane toured 
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No. 
51041 


CAST IRON 
BLACK WRINKLE LACQUER 
STANDARD FINISH 


Add this NEW, Low Priced, Streamline 
Night Latch to your line NOW! 
Disc Tumbler— 2% narrow backset 


Sells on sight and will make a profit. 


for you, not only in dollars and cents, 
but in satisfied customers as well. 


SEE YOU AT BOOTH 214 
NATIONAL HARDWARE SHOW, OCTOBER 2-6 INC. 


ET 
KEIL LOCK CO., Inc. 


HARDWARE AGE, AUGUST 24, 1950 






















Charlestown, N. H. 
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the county dropping handbills 
advertising Red Tag day spe- 
cials. Even Boone restaurants 
had Red Tag day menus. 
Merchants disposed of a lot of 
slow moving merchandise on 
Red Tag day, and also sold a 
lot of new merchandise which 


had no red tags on it. 
* + * 


Newcomers’ Parties 


Businessmen of Estherville, 
Iowa, hold monthly parties for 
newcomers in their area. About 
50 people attend such meetings, 
showing that they are popular. 
Usually there is a dinner, a short 
talk by a member of the cham- 
ber, then come games of cards 
and sometimes a little dancing. 
This continuous monthly pro- 
gram of the businessmen helps 
newcomers get better acquainted 
and makes them boosters for the 


town. 
* * * 


Music Festival 


La Crosse, Wis., entertained 
2500 students at a music festi- 
val this past year. Many parents 
accompanied their children to La 
Crosse for the day, during which 
a parade of Music Festival 
bands was held in the downtown 
area. Merchants consider this 
one of the city’s best good will 
building events. 

* * +. 


Pet-Doll Parade 


When merchants of Olympia, 
Wash., put on a pet and doll 
parade last year the attend- 
ance was tremendous. Then a 
poll was taken to find out if the 
parents and youngsters wanted 
the parade staged this year. The 
response was overwhelming, and 
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"The pet and doll parade was so 
successful that it has become an 
annual affair held in August." 
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so the affair becomes an annual 
one. The parade is usually held 
in August, a time of year when 
children have the time to pre- 
pare for well planned doll decora- 
tions and pet showings. 

¥* * * 


Merchants in Costume 


When merchants of Glenwood, 
Minn., put on a “Fall Roundup 
Day” last year, merchants 





"Merchants dressed in appropriate 
costumes, including big cowboy hats.” 


dressed in appropriate ranch cos- 
tumes, including big cowboy 
hats. Free coffee and cookies 
for out of town visitors, free 
rides for children on a steam en- 
gine, musical entertainment and 
a horse show were features of 
the day. Many merchants had 
special sales and the event was 
widely advertised. 
* * * 


Good Will Program 


It is importaht for business- 
men to build good will. Hibbing, 
Minn., merchants are doing it 
the right way. Last fall they 
staged a party for teachers in 
their area and gave each a “big 
red apple” in addition to the 
dinner. The affair attracted na- 
tional publicity. Then the busi- 
ness men staged a big banquet 
for the old settlers of the area. 

* * * 


Retail Promotion Program 


Merchants of Winona, Minn., 
have a planned retail promotion 
program for the entire year and 
the retailers work together to 
make each event pull a lot of 
traffic and business into town. 
In this program they get the sup- 
port of the newspapers, radio 
stations and other agencies. The 














promotion program includes two 
Dollar Days annually, one in 
February and one in August, 
Steamboat Days celebration in 
July, Greater Winona Days in 
October and Christmas sales in 
December, including a big pa- 
rade. In addition there is a 
Winter Carnival which brings 
many people to Winona. To back 
up such general promotions, the 
chamber’s.agriculture committee 
arranges an annual Dairy and 
Egg Quality Show, a 4-H 
Achievement Day, Calf Show, 
Soil Conservation program and 
special lunches for farm groups 
meeting in the city. 

* * * 


They Really Clean Up 


A clean town or city is an asset 
in many ways. At Atchison, 
Kan., last spring a clean-up cam- 
paign resulted in 100 big truck 
loads of trash being picked up 
and properly hauled away. A 
special clean-up book was pre- 
pared and distributed to all 
school children listing the ad- 
vantages of a clean town. Citi- 
zens of Atchison are determined 
that they are going to have a 
clean-up day every month during 
the coming year, and they can if 
they get the co-operation of 
adults and children, say the local 
experts. 


* * * 


Corncob Meeting 


Somehow or other the corn- 
cob pipe and its simplicity seems 
to smack of American democracy 
and goodfellowship, and so the 
Park Rapids, Minn. Civic and 
Commerce Association stages a 
“Corn-Cob Smoker” each year 
to improve town-country rela- 


Af 


ne 


“Corncob pipes and tobacco are 
distributed to the rural guests.” 
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MOTH-PROOFS a Year. 


THERE IS NO“MOTH SEASON.” Spring, 
summer, winter and fall the moth 
larvae grow fat on fabrics. This 
destruction of materials is continu- 
ous in all parts of the country... 
There is always a need for protec- 
tion from these costly destroyers. 
MOTH-O-BLITZ contains Chlor- 
dane, Lindane, Tetralin and DDT 


Packed 12 to a carton. One bomb 
moth proofs many garments for $498 
only a few pennies - RETAILS 
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-O-BLITZ 


Kills moths, moth larvae, carpet beetles and certain other bugs! 


..for only a few cents 


.deadly to fabric eating insects. 
The new, “self-spraying”’ safety 
valve opens and closes at the touch 
of the finger and puts an end to the 
hard work of moth proofing. Now— 
easy—effective and economical pro- 
tection for clothing, rugs, drapes, 
furniture, blankets and furs. No 
objectionable odor or crystals— Will 
not harm delicate fabrics. 


STOCK UP NOW...moths work all day, 
every day ond can mean profits for youl 


THE AEROSOL SPRAY HOUSEWIVES BUY... 


of DA~ 


It nit aS ond other, insects QUICKER! 












LE 
‘ae per) JF. Ds _. Ze ZS, 
FINGER-TIP —S a a RES: 
CONTROL 
VALVE 


* 







LABORATORY TESTS PROVE 
the new, High-Pressure 
Insect-O-Blitz to be the 
100% Killer of flies.* It 
has been determined that 
the higher the pressure the more 
effective the spray. This higher 
pressure causes a much finer dis- 
persion of insecticide particles 
which, because of their lightness, 
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aged INSECFOBLITZ 


stay suspended longer and are car- 
ried by the air to every crevice and 
corner of the home. 


Warm weather means FLIES — BUGS 
and INSECTS—housewife buys an in- 
secticide for only one reason—to see 
these insects drop — and drop fast. 


*Complete reports on these tests 
are available upon request. 


Packed 12 to a carton. .Retails $1.79 


THE FLY SEASON IS ON! Order from your jobber now or write to 


TETCO CO. 


458 So. Spring Street, Los Angeles, Ca'ifornia or Hobart, Indiana 
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WILLIAMS 
WRENCH 
DISPLAYS 

































SELL MORE TOOLS! 


Il DISPLAY 
BOARDS 


OFFER 
COMPLETE 
WRENCH 
SERVICE 


Williams Wrench Boards 
offer you || “trade-tailor- 
ed" selections to choose 
from. You can pick the 
tool combinations that 
best fit your local market. 















Williams Wrenches are 
nationally advertised to 
professional and amateur 
mechanics and have been 
first choice in industry for 
more than half a century. 
Ask your jobber or write 
for complete information. 






J. H. WILLIAMS & CO., BUFFALO 7, N. Y. 








| tionships. 








The affair starts at 
noon with a free meal for farm 
folks and business leaders. Corn 
cob pipes and free tobacco are 
distributed to the rural guests. 
To top off the meeting, there’s a 
band concert, local talent acts, 
and movies on farm problems and 
practices. The farmers like this 
type of program very much, mer- 
chants report. 


Education Tour Program 


In Kansas, the State Chamber 
of Commerce is sponsoring a 
very extensive agriculture—bus- 
iness—industry—education pro- 
gram. Teachers from various 
parts of the state have been in- 
vited to take the state-wide tour 
and college credits are given for 
it. Businessmen defray some of 
the costs. The idea which 
prompted the state chamber in 
sponsoring the tour was that 
teachers in Kansas schools in 
many cases do not know enough 
about the state. It is hoped that 


| the tour will benefit the free 
| enterprise system in that teach- 
| ers will learn how business op- 


erates with emphasis on the idea 
that it must operate at a profit. 


Harvest Festival 


One of the largest sales promo- 
tion events in Rock Island, IIL, 
each year is the Harvest Festival 
which attracts about 50,000 peo- 
ple. There is a free showing of 
all the products made in Rock 
Island and numerous institutions 
also have exhibits in a big audi- 
torium. Also for the event, mer- 
chants have special harvest sales, 
streets are decorated, newspa- 
pers and radio advertise the pro- 
gram. All this brings thousands 
of shoppers into Rock Island 
stores in a looking and buying 
mood. More than that they learn 
of the many products made in 
Rock Island and the numerous 
services available at various 


stores. 


* * * 


Poultry Improvement Day 
When farmers become better 


| poultry farm managers, they 
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make more profit and have more 
money to spend. To help bring 
about such improvement, busi- 
ness men of Independence, Iowa, 
recently held a Poultry Improve- 
ment Day to which all farmers 
were invited. Speakers included 
experts from the Iowa State Col- 
lege at Ames, Iowa. Business 
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men dug into their pockets, put 
on aprons and served visiting 
farmers a free meal. The local 
newspaper gave the event con- 
siderable publicity, thus broad- 
casting the excellent poultry im- 
provement tips to those who did 


not attend. 
*- * * 


Retail Sales Clinic 


Alert merchants who take 
group action to have a retail 
sales clinic for their employees, 
usually find that better selling 
is a direct result. For example, 
such a clinic was held at Charles- 
ton, S. C., recently over a three- 
day period. It was conducted for 
store personnel, including own- 
ers, Managers, supervisory per- 
sonnel and sales clerks. It was 
attended by more than 200 store 
personnel and 65 store execu- 
tives. Speakers and lecturers in- 
eluded Frank Goodwin, Roy 
Shaw and Lowell Yoder of the 
University of Florida, and John 
Mettler of the department of 
business administration at The 
Citadel. Topics included, “Sales 
Opportunities in Retailing,” 
“Know Your Game,” “Limita- 
tions of Pricing as a Competitive 
Device,” “The Close Line,” “The 
Sales Personality” and “Credit 
as a Sales Builder.” 

* * % 


Children's Dinner Party 


An annual Children’s Dinner 
Party is staged by the Cedar 
Rapids, Iowa, Chamber of Com- 
merce. Besides the dinner, the 
children are treated to a fine en- 
tertainment program, including 


clowns, cowboy singers and 
jokesters. Children are also 
shown cartoon films. There is 


community singing with fathers 

and mothers. Some bachelors 

take needy children to this affair. 
* * * 


Calendar Helps Merchants 


Ellsworth Green, Jr., secretary 
of the Kansas City, Kan., Cham- 
ber of Commerce, and his retail 
bureau chairman make retailers 
in that city conscious of the nu- 
merous monthly promotion op- 
portunities, by issuing a com- 
plete calendar of local events and 
Mailing it to businessmen. This 
calendar lists the national and lo- 
cal special day events, the num- 
ber of selling days in the month, 
the number of Saturdays and the 
number of Mondays. The birth- 
stone and the flower of the month 
(Continued on page 155) 
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THE Gece Me TIME-SAVER 


the famous Lamson Speed Merchant on your 





@ It’s a fact... 


counter is just like having an extra clerk in your store. 


While you're busy with other things, this handy “counter sales- 
man” sells for you... lets your customers choose the “‘fixit”’ 
fasteners they need without taking up your time. All you do 


is collect the money—including a tidy profit. 


Ask your jobber to include a Lamson Self-Service Speed Merchant 
with your next order—and start cashing in on that “extra clerk.” 


The LAMSON & SESSIONS @a. 
General Offices: 1971 West 85th St., Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio * Birmingham * Chicago 
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“When a customer states exactly the article he wants by make, name, catalog num- 
ber or other precise identification, the dealer has no responsibility for such fitness.” 
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What Is a Dealer's Responsibility 
When Selling Trademarked Goods? 


W,; EN hardware or 


other equipment is sold to a cus- 
tomer who describes the pur- 
pose for which it is to be used 
and the selection of the charac- 
ter of the article is left to the 
discretion of the dealer the law 
holds the dealer responsible to 
the customer for its fitness for 
the purpose for which it is sold. 

On the other hand when a 
customer states exactly the ar- 
ticle he wants by make, name, 
catalog number or other precise 
identification, the dealer has no 
responsibility for such fitness. 
The customer gets what he asks 
for and what he pays for. The 
experience and judgment of the 
dealer plays no part in such a 
transaction. 
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I# all depends on how they're sold. Here are actual 
cases that show what the courts have ruled. Read 
these histories carefully. They may save you money 


By ALBERT WOODRUFF GRAY 


An order was given for a 
“No. 2 Size Refrigerating Ma- 
chine” of a specified manufac- 
ture. The buyer expected a ma- 
chine capable of cooling 150,000 
cu. ft. of air to approximately 
40 deg. F. The buyer set out in 
his order the model, size and 
manufacture of the machine he 
was ordering. 

Ultimately the dealer was 
forced to sue to recover the 
price. The buyer contended that 
the machine carried an implied 
warranty that it was fit to per- 
form the work for which it was 
purchased; that it could not per- 





form that work and was not 
adapted to the purpose for which 
it had been bought and that con- 
sequently he was not obliged to 
pay. 

The case was ultimately ap- 
pealed to the United States Su- 
preme Court. In its decision 
that court held that the retailer 
was entitled to payment irre- 
spective of the performance of 
the machine. This rule of law 
laid down in that case has since 
become a controlling principle in 
hardware and other sales of 
this character. 

Where a known, described and 
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definite article is ordered, al- 
though it may be stated by the 
purchaser that the article is for 
a particular purpose, said the 
court, if that known, described 
and definite article is actually 
supplied by the dealer there is 
no implied warranty by him that 
it will answer the particular 
purpose intended by the pur- 
chaser. 

There was no express war- 
ranty here that the machine 
would cool the air to the temper- 
ature desired by the buyer and 
since there was no such actual 
warranty and it had been pur- 
chased solely by description, no 
warranty would be implied. 


A Similar Situation 

A similar situation arose in 
Georgia a few years ago, when 
equipment was purchased for 
the cooling of a counter display 
of goods. The order was for 
“One 5-58 counter machine, coils 
and valve (Case W-807).” This 
equipment was furnished as or- 
dered, failed to function satis- 
factorily and the customer re- 
fused to pay. 

The dealer was successful in 
the action he brought and the 
customer, unsuccessful in this 
first instance, appealed to a 
higher court. The decision by tne 
appellate court adopted as author-° 
ity a previous case decided by 
a federal court that involved 
this same principle that when a 
customer states the thing he 
wants by catalog number, pat- 
ent or trade name, model or sim- 
ilar description, and gets what he 
ordered, there is no implied war- 
ranty and the transaction, as 
far as the dealer is concerned, 
is closed. 

In the earlier case which the 
court followed as its authority 
an order had been given for 
“One class F-3 drill,” described 
in the catalog of the dealer. The 
customer gave no information as 
to the purpose for which the 
irill was intended nor did he ask 
the judgment or advice of the 
dealer. 

An implied warranty that an 
article will be fit for a particu- 
lar purpose may be_ inferred 
from a contract to make or sup- 
ply it to accomplish that pur- 
pose, said the federal judge in 
that earlier case, because the ac- 
complishment of that purpose is 
the essence of the undertaking. 
But no such warranty arises out 
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These attractive counter dis- 
plays, put to work in your store, 
will remind your customers 
that they need new Hack Saw 
Blades. These new displays 
f are all” purpose, all around 
| jobs—front (shown) and back 
+ are identical so you can use it 
» on counter, shelf or island. It 
» sells from any angle. 





Now Display Packed, at no 
extra charge, for More Sales! 
', Get them from your jobber — 

there’s a display with High 

Speed Molybdenum Blades 

and one with Standard Tung- 

sten Blades. 


G. W. GRIFFIN CO 


Franklin, New Hampshire 











General Sales Agenf 
John H. Graham & Co., Ine. 
105 Duane Street, New York 8, N. Y. 














of a contract to take or supply 
a specific, described or definite 
article although the manufac- 
turer or dealer knows that the 
customer buys it to accomplish 
a specific purpose, because the 
essence of this contract is the 
furnishing of the specific arti- 
cle and not the accomplishment 
of the purpose. 


An Illustration 


An illustration of this prin- 
ciple of the law is in an old 
English case. “If one man says 
to another, ‘Sell me a horse fit 
to carry me’ and the other sells 
him a horse which he knows to 
be unfit to ride, he may be liable 
for the consequences; but if a 
man says, ‘Sell me that grey 
horse to ride,’ and the other 
sells it knowing that the other 
would not be able to ride it, that 
would not make him liable.” 

In the first instance the buyer 
of the horse was offering to pay 
not for the horse alone but for 
the benefit of the seller’s judg- 
ment of the adaptablity of the 
animal for the purpose he in- 
tended. Under such circum- 
stances, when the seller fails to 
give the buyer that additional 
benefit of his judgment and fa- 
miliarity with the subject of 


| the sale, he has failed to do as 


he represents, and is liable. 
On the other hand, when the 
money of the buyer is offered in 


| exchange for a grey horse and 





the exchange is made, the trans- 
action is ended and the discre- 
tion or judgment of the seller 
has no place in it. 

In applying this rule to the 
Georgia case involving the re- 
frigeration equipment the judge 
asserted that a man undertaking 
to shoot ducks might order cart- 
ridges of standard make and 


| specific load. The dealer would 
| warrant that the cartridges he 


delivered were merchantable and 
reasonably suited for the pur- 
pose for which cartridges of 


| that style and load are manufac- 
| tured and sold. And if the cart- 
| ridges he delivered were improp- 


the 
the 


erly manufactured or if 
powder was defective or 


| priming imperfect, there is a 


breach of implied warranty. But 
if no defects of this character 
exist and the cartridges are up 
to the standard of that make, 
there will be no breach of war- 
ranty.if they are wholly un- 
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suited to the killing of wild 


ducks. 


In New York state a few: 


years ago a hardware dealer re- 
ceived an order for a “No. 52” 
furnace of a well-known manu- 
facture. In making his purchase 
the customer apparently con- 
fused some prophetic statements 
of the salesman in relation to 
the performance of the heater, 
with express warranties of effi- 
ciency and refused to pay as 
agreed. 

The New York court, buttress- 
ing its decision with the princi- 
ple of the English court in the 
sale of the grey horse, held the 
transaction was completed so far 
as the dealer was concerned with 
the delivery of the furnace since, 
“Where a specific article is sold 
under its patent or trade name 
there is no implied warranty as 
to its fitness for any particular 
purpose.” 

Instances of this character in 
which a buyer seeks not only to 
purchase a_ specific thing by 
name but also seeks to estab- 
lish a guarantee of the dealer 
as to the fitness of the article 
sold when the dealer played no 


part in its selection is a fre- 


quent trait of customers. 

The owner of a skating rink 
in Rhode Island contracted for 
the purchase of a boiler by brand 
and type. The boiler was en- 
tirely inadequate and the cus- 
tomer sought to visit his sins 
of omission in the selection of 
this particular type of boiler on 
the dealer. 

The decision by the court that 
no guarantee of the dealer was 





Hardware Humor 
By Hardware Age 





"Oh, Mr. Harkson, where do we keep 
the golf tees?” 
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JL-28-29-32 NEW FALL PROMOTION 
ALL PURPOSE 


STEEL CHESTS 
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Own co Odver tising fo 
Customers get MORE VALUE PER DOLLAR. Dealers 
get MORE SALES with these outstanding steel chests. 
Trays retract automatically when cover is opened. Fold 
compactly inside cover. Permit easy access to large 
bottom compartment. Extra-durable baked-on-enamel 
gives lasting protection . . . assures longer life. Eye 
catching beauty and strong construction (note below) 
make these Waterloo Chests second to none. 


LOOK AT THESE TOP-NOTCH SELLING FEATURES: 


© Spot welded seams © Cover stays upright 


© 5-compartment tray to prevent tipping 
‘ = . © Edges turned double 
© Piano hinge with 








for extra strength 

waver shed © Reinforced corners 
© Lifetime cast alu- © Nickel-plated catches 

minum handle with padlock hasp. 
3 SIZES: JL-28 (16'' x 7" x 7") JL-29 (19 x 7" x 7") 

JL-32 (22" x 7" x 7") 
SHIPPING WEIGHT—6!,—7!/.—8//2_ Ibs. 
They're red-hot sellers! Order NOW from your 
jobber. 


COMPRESSOR CO. 


“Waterloo Jawa 
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New low-cost Assortment! 


Available now! You get both popu- 
lar Wipe-On sizes, plus valuable pro- 
motional materials, at only $10.00 
inventory investment! 




















Tapatco 


HORSE COLLAR PADS 


® 





For every work horse and mule. 
“The pad with the rust-proof 
red hooks” 


teat mane é @EGISTE@LO us CaF OFF 


TRACTOR SEAT CUSHIONS 














For every tractor and farm 
implement seat. 


See your jobber or write us. 





THE AMERICAN PAD & TEXTILE CO. 
Greenfield, Ohio 


















MAKERS OF FAMOUS TA-PAT-CO 
HORSE COLLAR PADS SINCE 1881 





( Here's the one that 
WON'T SHRINK 
This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 











dealers a bigger profit. 
WILL NOT SHRINK SELLS BETTER because 
STICKS AND STAYS pifr it WORKS BETTER. 
i a 













Most dealers report: 4 

“Our sales of Dur- \A 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 















year.” What’s more oe 
: ss ; 4 COMPANY 
Durham’s Rock- Des Moines 4 
Hard Water Putty lowa 










gives you by far the 
best profit-margin on_ 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. * Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 






































implied rested on a statute of 
that state that embodied this rule 
that a contract for the sale of 
a specific article under its pat- 
ent or trade name carried no 
implied warranty of the fitness 
of the article for any particu- 
lar purpose. 

In an instance in Pennsylva- 
nia where a similar statute is 
in force the order was for a 
specifically named machine. Here 
the specifications were changed 
from those in ordinary use, yet 
irrespective of this change and 
the failure of the machine to 
perform the work for which it 
was purchased the court here 
held as did the Rhode Island 
court, that there could be no-im- 
plied warranty of fitness making 
the dealer liable. 

The limitations on this prin- 
ciple of law, however, must not 
be overlooked by dealers. While 
the purchase by a customer of 
hardware of a particular type 
designated by a trade or pat- 
ented name frees the dealer of 
liability for the usually implied 
warranty that the goods are 
adapted to the purpose for 
which they are sold, the dealer 
is nevertheless liable under any 
warranty that he _ expressly 
makes in a sale of hardware. 

A dough mixer sold by a spe- 
cialty company to a customer in 
Pennsylvania was described in 
the contract by its model num- 
ber. During negotiations for 
this sale the salesman had as- 
serted that the machine would 
make better bread and more 
loaves than the machines of com- 
petitors and had supported these 
statements by excerpts from the 
catalog of the company. 

The fact that an article has 
a trade name, said this Penn- 
sylvania court, does not nega- 
tive an implied warranty of fit- 
ness for a particular purpose 
when the article is purchased, 
not by that name but for such a 
purpose and the article is so 
supplied by the dealer. 

“Where the buyer relies not 
upon the trademark but upon 
the seller’s judgment there is an 
implied warranty of fitness for 
a particular purpose,” asserted 
the court. If one selects some 
article by its trade name even 
though the buyer has communi- 
cated his particular purpose for 
its use there is no implied war- 
ranty but if there is a reliance 
by the buyer upon the skill and 


judgment of the seller to select 
an article suitable for his needs 
such conditions may raise an im- 
plied warranty of this charac- 
ter. 

As in that old English case, 
if it is not the grey horse that 
is selected but a horse that, in 
the opinion of the seller is fit 
to ride, then there is a warranty 
for which the dealer is respon- 
sible. 

Under an English statute en- 
acted over 50 years ago, when 
the buyer makes known to the 
dealer the purpose for which he 
needs certain goods and shows 
that he relies on the dealer’s 
skill or judgment there is an 
implied agreement that the 
goods are reasonably fit for that 
purpose but in the sale of a spe- 
cific article under a patent or 
trade name there is no such im- 
plied agreement. 

The substance of that law, 
embodied in the decisions of 
our own courts, is now a provi- 
sion of the Uniform Sales Act 
that has been enacted as a 
statute in 34 of the states. 





Fishing Atmosphere 
Tells the Story 








Get The Big Ones... 


GAR, IT'S A THRILL TO HOOK A BIG ONE — FEEL Him FIGHT- 
6G — DIVING, RUNNING — HEAR THE Gin@ OF THAT REEL. 
BUT WHAT A DISAPPOINTMENT WHER HE GETS AWAY. IT 
TAKES GOOD TACKLE TO GET GOOD FisHina. THAT'S WHY 
WE STOOK THE sEST. 


Bass Season Opens June 16» 


(Cueek Tour Pushing Gear .and Come to Bradley's for Those Necomary 
Meme That Will Make Your Trip Complete 


Brediey's Carry All the Mationally Known Brands of 
FIQHING TACKLE 


Bradley Ilardware 


(22-124 ARSENAL ST 123-127 COURT St 
TELEPHONE PREE DELIVERY 
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This newspaper ad, with dramatic ap- 
peal designed to reach the heart of the 
true fisherman, was employed by Bradley 
Hardware, Watertown, N. Y., to pro- 
mote fishing tackle in conjunction with 
opening of the bass season in New York 
State. 

The ad featured a sketch of a fisher- 
man in a boat netting a large bass he 
has reeled in. "Get the Big Ones .. - 
was the ad caption. Three columns wide 
by 9!/2 in. high, the ad showed an ang- 
ler, with the smile of victory on his face, 
about to land a real big one. 
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40 Furnaces, 60 Heaters Sold in a Three-Month Period 


(Continued from page 119) 


Owner Irvin Malott shows used heating equipment to a prospect. Many 
customers like to trade in used equipment when they buy new items. 


attempt to increase the number 
of city customers by adding such 
items as kitchen cabinets and 
sinks, refrigerators, luggage, 
toys, major appliances, cooling 
systems, and gas suspended heat- 
ers for stores and large business 
buildings. 

In types of heating equipment, 
switch-overs by rural and urban 
homes were noted and the store’s 
stocks changed accordingly. 
Consequently, when customers 
converted from wood and coal 
heat to gas, the gas heater lines 
were built up. And those cus- 
tomers who use oil or bottled gas 
can fill their heating require- 
ments from the Malott inven- 
tory. The same is true of farm 


families who are on rural elec- 
tric power lines. Though they 
may have electric kitchens, they 
can be sold small air tight wood 
heaters for use in bad weather. 

But a customer who is sold is 
not necessarily a satisfied one 
until he can be assured of ser- 
vice. The Malott Hardware takes 
care of that by servicing its 
equipment and offering delivery 
within a 20-mile radius. 

The store secures its heating 
equipment from several whole- 
salers to insure getting a variety 
of equipment and in sufficient 
quantities to fill the demand. In 
addition, a direct-from-the-fac- 
tory line of gas floor furnaces is 
handled. 


High Volume Sporting Goods Sales No Accident 


(Continued from page 126) 


etc., as to the completeness and 
quality of our sporting goods 
lines,” says Walter Drew. “Dubin 
can’t be stumped by any ques- 
tions amateur players may pose, 
which helps foster the impres- 
sion that our staff is on-its-toes 
and singularly well-informed. 
“Mr. Dubin displays samples 
of uniforms, bats, balls and other 
equipment and demonstrates the 
use of each item. He books or- 
ders and does the spadework for 
future business. He makes a 
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special effort to see that his 
coaching schools get publicity in 
the local press; the fact that he 
represents Drew’s is under- 
scored.” 

It isn’t unusual for Sammie 
Dubin to take an order for 50 
sets of uniforms, and, perhaps, 
a couple of gross of baseballs. 
While the store has a stock of 
uniforms on the shelves, teams 
that want something a bit fan- 
cier, are urged to have suits tail- 
ored to their specifications. The 















NOW! WHIZ 



































e SAVE STORAGE SPACE 
e ELIMINATE DAMAGE 
e INCREASE SALES 


Never before has there been anything 


like this! The Popular Buch WHIZ barrow 
now comes packed in a convenient, mail- 
able carton. Easy to store and easy to 
ship. Most gardeners take them home in 
their cars. Carton is 7%” x 26” x 32%” 
and weighs only 32 Ibs. 


@ Easily assembled by customer in 5 
minutes following easy, simple instruc- 
tions contained in each package. 

® Do-Nut Cushion tired wheel 

® Pressed Steel Seamless Tray 

@ Rubber Handle Grips 

@ 3 Cubic Foot Capacity 

® Popular Round-Front Tray 


. 


Write for complete Descriptive Material 








From One... 


AMERICAN 
TO ANOTHER 


I want to tell you... 


The Korean situation is 
no reason for excessive buy- 
ing of our products! 


We can assure you of ade- 
quate and prompt supply 
of Flexiseal and Landen 
products over the next sev- 
eral months . . . and 


See no reason for any 
drastic price advance in 
these products. 

Panicky buying and un- 
warranted price advances 
are absurd; both simply add 
fuel to the flames of infla- 
tion; harm all of us and the 
nation . . . and help the 
enemy. We shall have no 
part in either. 


Of course we shall have 
our troubles . . . so will you. 
We shall be forced to ab- 
sorb some legitimate price 
advances, but shall fight un- 
reasonable increases. We 
shall carry on and handle 
the problems as they arise, 
confident, we can meet the 
changing situation so as to 
take care of you. 


I have never made a quick 
dollar . . . I have never 
taken advantage of a situ- 
ation . . . This may not be 
smart, but I don’t intend to 
change, for I feel this is the 
REAL American way. 


Sincerely, 


CA Londen 


President 


LANDEN PUTTY WORKS 


Inc. 


MALDEN, MASS. 


Manufacturers of 
FLEXISEAL "Tested Quality’ CAULK- 
ING & GLAZING COMPOUNDS 
and LANDEN PUTTIES. 








team uniform business is a big 
item at Drew’s; last winter a 
single order for 700 bowling 
shirts was written up. 

Third man in Drew’s trio of 
specialists, Mickey Kogan, is a 
former member of the staff of 
a well known sports goods dis- 
tributor. He spearheads the 
firm’s drive for business among 
grade schools, colleges, com- 
munity centers, etc., calling per- 
sonally on buyers of sporting 
goods at these institutions. 


Telephone Is Active 


The telephone is a key device 
in maintaining contact with 
schools and other quantity pur- 
chasers. Hundreds of calls go 
out weekly, not only to local buy- 
ers, but to prospects all over the 
country. If the Oklahoma A. & 
M. basketball team wins a cru- 
cial game, Mr. Dubin or Mr. Ko- 
gan will call Stillwater, con- 
gratulate Hank Iba, coach, and 
ask him if he wants to place an 
order. 

Walter Drew and his cohorts 
put a lot of stock in consistent 
newspaper and direct mail adver- 
tising to boost snorting goods 
volume. Both Mickey Kogan 
and Sammie Dubin came to 
Drew’s loaded with their own 
mailing lists, containing some 
20,000 names and addresses of 
people with whom they have done 
business over a period of years. 
A constant stream of direct mail 
literature, including a catalog, is 
beamed out to these individuals. 

Per dollar invested, however, 
best results have come from an- 
other merchandising stunt, 
“Drew’s Baseball Party,” an an- 
nual affair staged for the second 
time in February, 1950. 

Although originally conceived 
and set up by Sammie Dubin as a 
get-together for people asso- 
ciated with baseball, the 350 per- 
sons who attended the clambake 
this year included leading lights 
in football, basketball, boxing 
and other sports. 

The party builds good will for 
the firm because it allows ama- 
teur baseball coaches, managers, 
etc., the opportunity to hobnob 
with all-American football play- 
ers, major league baseball play- 
ers, big-time basketball coaches, 
etc. 

Letters announcing the affair 
are sent out, with an R.S.V.P. 
postcard, a month in advance. 
Three days prior to the date, 


everyone is phoned a reminder 
to be on hand. 

Termed by Walter Drew “the 
best piece of promotion, money 
will buy, because the ‘right’ peo- 
ple think of no one but Drew’s 
for three hours and a half,” the 
affair is launched with a good 
dinner, followed by a program 
during which all-time sports 
“greats” are called upon to re- 
gale the audience with anecdotes. 
Larry Ray, local sports an- 
nouncer, serves as master of 
ceremonies. 

Masterminding the whole 
show, however, is Sammie Dubin, 
who says that the affair is 
“highly informal and a primary 
requisite is a good belly laugh.” 

Although the commercial angle 
is cautiously sidestepped, in a 
speech at the end of the show, 
Sammie Dubin thanks everyone 
for showing up, and suggests 
they stop in and inspect a dis- 
play of merchandise set up near 
the checkroom to place orders. 

“The well-lighted exhibit fea- 
tures every baseball item carried 
in stock,” explains Mr. Dubin. 
“While we make no strenuous ef- 
fort to take orders at the party, 
we’re all armed with order books 
and pencils just in case. 

“We never fail to get a sheaf 
of orders for baseballs, bats, sev- 
eral sets of uniforms, etc.,” he 
added. “People can’t overlook 
the exhibit since it is near the 
checkroom but I make sure that 
they see it in my brief thank-you 
speech.” 





HARDWARE HUMOR 
By Hardware Age 
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“They're all 50¢, just depends on what 
kind of a neighborhood you live in. 
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| eal INTRODUCING ‘BONNIE 
d, in a ; 
e show, gee 0 
veryone ‘LS Myon | A New Allegheny Stainless Steel Pattern by WALLACE 
suggests 
t a dis- , 
up near 
ne te WITH 24-PIECE SET BONNIE 
bit fea- 
carried \\ This colorful little display stops the customer! 
Dubin. ; ‘ And the Pantry-Pal itself is a self-seller. Available 
uous ef- 3 in two colors—your choice of beautiful irrides- 
e party, cent pearl or Chinese red. Sturdy plastic, fits any 
ir books drawer. Compact, space-saving. Two counter dis- 
play cards packed with each dozen Pantry-Pal 
a sheaf . +> . ~\ trays. This display highlights the quality and 
its, sev- : F . ~ % . economy of the new Bonnie pattern. A full profit 
te.,” he : ‘ a for both jobber and dealer at the new low prices. 
verlook tila ~ Spot several sets around your store, and in the 
AL . window ...they move fast! 





SELF-SELLER 
NO. 2! 


The BONNIE” pattern is a This dainty eye-catcher Fea, 
features an attractively Meaned, metnee 


merchandising natural, natural boxed 24-piece set of sig 
- “BONNIE, with teaspoon 
from the stand point of beauty, sely enauated on the 
price and quality. Customers can display. You get one 
’ display card with each 
see and feel the difference over doen sets. Requires very 
little space...and sells 


ordinary stainless steel. 
merchandise! 


Graceful design, all 
surfaces mirror finished 


. backed by the good-will 





and prestige attached to 
“IT CAN BE INEXPENSIVE WITHOUT LOOKING CHEAP” 


. - . all Wallace patterns. 
SRF == wilt BROTHERS 
, / as well as sets. i \ 
ge: Division of R. Wallace & Sons Mfg. Co. 


ve in.” / 
, WALLINGFORD, CONNECTICUT 
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COO AREA DELILALIELE SE: 
sists 


R. M. Paul, left, demonstrates the correct way to unload a new gun. 


Sells Guns the Year ‘Round 


Gons will get fea- 
ture display the year ’round in 
Paul’s Hardware & Sporting 
Goods Store, Beaumont, Tex., as 
a result of the volume pulling 
power these high profit items 
demonstrated during the past 
winter season. 


Boosted Sales 100 Pct. 


“It’s true that few customers 
need rifles and guns except dur- 
ing the hunting season,” says 
R. M. Paul, owner. “To over- 
come this obstacle we put this 
plan to work during the off sea- 
son and boosted our sales 100 
per cent on these items. 

“Our first step was to promote 
a practice shooting match every 
week to find the best target mas- 


150 


Texas dealer gives firearms attention during 
entire 12 months. Promotes weekly shooting 
matches and carries good stock of repair items 


ncaa PIES By Meeps 


TTY 


Women customers often seek advice on sporting goods from the store's stoff. 
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“OR over 60 YEARS 


She uses the ‘yellow pages’ of the 
telephone directory like 9 out of 10 
shoppers in your community ...to 
find the products and services she 
needs...to save needless shopping 
trips...to save time. 

You can turn more prospects in 


your direction by using the familiar 
‘yellow pages’ to advertise your 


store. Your messages about the 
many items and services you offer, 
go right into the homes in the com- 
munity. They are within reach of 
prospective customers just when 
they’re ready to buy. 

The ‘yellow pages’ make good 


looking for your prospects and good 
selling for your products. 


For further information, call your local telephone business office. 
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ter. Many of these matches take 
place on one of our organized 
seining parties. These parties 
consist entirely of customers 
who want to go seining but had 
no one to go with them. They 
most always bring along their 
rifles for some target practice. 

“We purchased enough repair 
equipment to handle most every 
repair job our customers bring 
us. Customers bring in their 
guns and rifles for a checkup 
before and after the hunting 
season. In the process of telling 
us what their troubles are, the 
talk naturally drifts to the new 
guns on the market. This gives 
us a wonderful opportunity to 
sell them new ones. 


Literature Distributed 


“We distribute literature and 
booklets on rifle and gun care 
the year around. All of these 
booklets list the latest types of 
firearms and ammunition. Many 
of our customers return later to 
see and examine these items. 
Many of our sales are made this 
way. 

“One of our top secrets in sell- 
ing is a good knowledge of the 
different types of guns and rifles 
and how to use them. We acquire 
this knowledge by reading all 
the available literature covering 
the types we carry. We also talk 
to the jobbers’ salesmen and 
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those questions are competently 
answered.” 

And said Mr. Paul, “Quality 
is important. This doesn’t mean 
that no economy-priced firearms 
are sold. It means that a top 
quality line must be carried and 
that most of the sales are in the 
quality line. 

“This is the first year I have 
made any attempt to feature 
guns and rifles the year ’round 
and I’m well pleased with the 
results. Heretofore the extent 
of my efforts was to talk and sell 
them during the hunting season, 
but, now I see we were passing 
up a good thing. Instead of hav- 
oo ing just mediocre sales we have 

managed to have a steady boom 
business throughout the year. 


ao & 


Hunting equipment 
of all types is wait- 
ing here for the 
sportsmen of the 
area. Here is a dis- 
play that is sure fo 
catch the attention 
of the local nimrods. 


Salesmen Best Ads 


“We haven’t done a lot of ad- 
vertising the three years we 
have been in business. We find 
our salesmen to be our best ad- 
vertising. We know that our 
success hinges on honest sales 
effort more than anything else. 
Believe me it has worked won- 
ders in helping us sell guns and 
rifles throughout the year.” 


thus pick up a lot of inside in- 
formation to pass along to cus- 
tomers. Hunters like to ask 
questions and their confidence in 
the store is increased when 
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NEW WHITE STEEL TAPE 











8-ft. (108W) 


10-ft. (110W) 





Evans WHITE-TAPE meets and beats any push-pull 
steel tape on every count—and sells for at least 


40% less. Outselling comparable tapes 2 to 1. 










LACK MARKINGS ON SNOW WHITE 
EEL With big bold numerals for quick, easy reading. 
High carbon steel blade is tempered, Bonderized, 
enamelled and baked on new electrothermically con- 
trolled equipment. Tape stays “live”, stays white far 
1 ite both sides. 













ca DY DIE-CAST CASE with exclusive “sure- 
“ grip ’, Heavily chrome plated. 


RES INSIDE .ND OUTSIDE. 


EXCLUSIVE AUTOMATIC BRAKE prevents 
does not touch either surface of tape. Can’t 
umerals or graduations. 


CEMENT BLADES at real economy. 





Y GUARANTEED for accuracy and work- 


en “ lire 













All prices a few cents higher Denver West 











Y-PACKED TOO! 
ach White-Tape individually 
boxed. Each dozen packaged in 
multi-color display unit with 
additional counter or window 
display card. 















ra 





NVENTORY” ASSORTMENT 
ow you can also buy a special 
one-dozen display unit carrying 
all sizes for low inventory invest- 
ment. Includes six 6-ft., four 8-ft., 
two 10-ft. tapes. 









MARK-UP 


YOUR JOBBER’S 








SUPPLY IS 
LIMITED 


& Co. 
57 BRANFORD ST., NEWARK 5, N. J. 
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Makers of Evans 6-ft. folding rules, 
and “The Folding Yardstick” 

























first NEW 
DEVELOPMENT in 


AD) USTABLE 
POSTS 








Money-making dealers 
and jobbers everywhere 
will stock Red-I-Post, the 
only basement post with 
sensationally improved sup- 
port for floors. Its patented 
Ring-Lock bears upon the 
full circumference of the 
two telescoping columns, 
distributes the load uni- 
formly. 


2-3/8" O.D. FULL WT. PIPE 







,NG-LOCK 


NO HOLES 
NO PINS 
NO WEDGES 











No pins, no wedges, no 
holes for children’s prying 
fingers. No spreading or 
mushrooming of tubular col- 
umns with Red-I-Post Posi- 
tive Ring-Lock. It’s double 
adjustable — the removable 
Ring-Lock for telescoping 
column adjustments and the 
Jack Screw for final adjust- 
ments and liftizig. 


With Profitable Red-I-Post, 
you get ready sales for 
farm, home, commercial, 
and industrial use. Sell the 
complete line — telescoping 
and builders’ posts. Order 
today. 




























For name of your near- 
est distributor, write Saw- 
hill Manufacturing Com- ce a 


pany, Sharon, Penna. PRODUCT 


IMMEDIATE SHIPMENT 








KEEP FLOORS LEVEL AND SAFE 






















How to Spot Phony Checks 
And Forgeries 


(Continued from page 116) 


of the handwriting in Fig. 2 
suggests that both are from the 
same hand, and hence the check 
in all probability is not genuine. 

If you feel you must accept a 
check from an unknown pre- 
senter without sufficient time 
for bank-clearance, the rules in 
Fig. 3 should lessen losses mate- 
rially. 

The fact that a woman pre- 
sents a check will not curtail 
your risk. Many swindling gangs 
realize the advantage of employ- 
ing a woman passer and take ad- 
vantage of the fact. 


The Routing Symbol 


You have doubtless noticed— 
usually to the right of the bank’s 
name—some such printed frac- 
sa This is the rout- 
ing symbol and transit number, 
which identifies the bank for 
clearance purposes. Absence of 
this symbol, while not consti- 
tuting a legal defect in the 
check, should provide a go-slow 
signal, for legitimate checks on 


tion as 


90 pct of the banks bear such a 
device. 





REMEMBER! 
Strangers are not always 
crooks, but crooks are 
usually strangers. 


Know Your Presenter 





This article on check accept- 
ance deals with the character of 
the check as shown on its face. 
Matters pertaining to indorse- 
ments on the back of the check, 
which are equally important for 
safe check acceptance, were cov- 
ered in the preceding article of 
this issue—see p. 66, HA issue 
of June 29. Both face and back 
of a check, with their respective 
writings, provide necessary and 
mutually supplementary data. 

To sum up, the only complete- 
ly safe rule is: Know Your Pre- 
senter, whether he be the check’s 
drawer or indorser, and be sure 
that you are a holder in due 
course. 





This handy pail 
stock rack at Bowlus 
Hardware, Decorah, 
lowa, 4 by 5 ft., 
helps the store do a 
good volume in this 
line. It has five dis- 
play levels and is 
against a center 
area steam radia- 
tor, thus utilizing a 
display space ordi- 
narily hard to em- 
ploy to good advan- 
tage. 


ci 
uJ 


i) 





Four-by-Five Rack Sells Pails 
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Trade Traffic Builders 


(Continued from page 141) 


also are included. The calendar 
comprises four mimeographed 
pages, and business men find it 
very useful in planning their 
merchandising activities. 
* * eo 
Tractor Rodeo 


Some farmers can use tractors 
just as well as they formerly 
handled horses in the horse and 
buggy days. The gas-powered 
machines of today can be maneu- 
vered with a lot of skill by those 
who know how. Merchants of 
Spencer, Iowa, recently sup- 
ported a “4-H Tractor Rodeo” 
which attracted many entrants 
and a big crowd of spectators. 
There was some plain and fancy 
plowing done by the tractors and 
a lot of cheering by the farm 
folks. 

* * * 


Outlaw Days 


A retail promotion, entitled 
“Outlaw Days,” was tried out re- 
cently by Cheyenne, Wyo., mer- 
chants. The idea was to cut 
profits for one day on many lines 
of merchants. Naturally this 
was a good type of promotion to 
move “cat and dog” merchan- 
dise, shelf warmers and “sleep- 
ers.” Much quality merchandise 
was sold too. : 

* * * 


Boot Hill Fiesta 


Many famous cowboys of the 
past are buried in the windy 
Boot Hill cemetery at Dodge 
City, Kan., and so it is only 
natural that once a year citizens 
of that town put on a “Boot Hill 
Fiesta.” This is a two-day cele- 
bration which is the highlight of 
the year. It brings thousands of 
people to Dodge City from near 
and far. The Boot Hill Saddle 
Club and the Junior Chamber of 
Commerce are in charge of 
yearly arrangements, which in- 
clude a free rodeo, a parade of 
horses, bands and floats, a saddle 
club showing, a square dance in 
the street and other events. 
Merchants put on special sales 
and the streets are suitably deco- 
rated. 

* * * 


Huck Finn Day 


Each year the merchants of 
Sioux City, Iowa, put on a Huck 
Finn day which attracts over 
1000 youngsters. Huck Finn, 
the famous character companion 
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of Tom Sawyer in Mark Twain’s 
stories, had no more fun than the 
Sioux City youngsters on Huck 
Finn Day. The business men 
dumped barrels of big builheads 
into Half Moon Lake near the 
city and then gave the young- 
sters badges which permitted 
them to fish in this lake. In ad- 
dition the youngsters received 
refreshments. 
* * * 
Window Display Aid 

A team of window display ex- 
perts from Indiana University, 
Bloomington, Ind., tours the state 
on request and helps merchants 
in various towns and cities with 
display problems. The window 
display men give talks on good 
window display technique and 
then work with local merchants 
for a week or more showing them 
how to make the most effective 
use of their windows. Indiana 
merchants are very appreciative 
of this service, which has boosted 
sales in many instances. The 
idea is that just as a college of 
agriculture is set up to help 
farmers of a state, the university 
also can and will help small re- 
tailers. 

* * * 


Entertain 4 H Clubs 


More than 85 businessmen of 
Galesburg, IIl., and 120 members 
and leaders sat down to a ban- 
quet in honor of the Knox 
County, Ill. 4-H Clubs recently. 
Many town and rural folks got 
better acquainted at the meeting, 
and the 4-H members were given 
honors for the fine work they 
have been doing in agriculture. 
A speaker told of the work of 
the 4-H and what it means to 
the community. Businessmen 
paid for the dinner. 

* * * 


Butter Days 


For the folks who like a quar- 
ter pound of butter on their pan- 
cakes, and generous slabs on 
bread and vegetables, the place 
to go each June is Sauk Centre, 
Minn., where the citizens pro- 
mote annual Butter Days. For 
the event this year the commit- 
tee got out an emblem stressing 
the fact that Sauk Centre is the 
home of Sinclair Lewis, the 
novelist, and that it is also the 
“Butter Capital of the World.” 
Approximately 20,000 people at- 









| 
| 
| 
| 














Sa 





Kees 
means VIGORO* 


sales and profits 
for you! 






















MAKE A SECOND PROFIT 


Sell them End-o-Weed®, too— 
for weed-free lawns. 


Vigoro and End-o-Weed just nat- 
urally sell together during the fall 
because fall is the ideal time to 
feed a lawn—an excellent time to 
eradicate weeds. Make the most 
of this opportunity and display 
the two together in a prominent 
spot in your store. You’ll make 
2 profits . " 2 sales without any 
extra effort on your part. 













*VIGORO is the Trade-mark for 
SWIFT & COMPANY'S complete, 
balanced plant food. 


















End-o-Pest . . . all the 


pest protection most gar- 







dens need. 


End-o-Weed. . . destroys 
over 100 dif- 
ferent weeds. 










Presented by SWIFT & COMPANY 
Plant Food Division * Chicago 9, Ill. 
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FULTON 


TRAILER COUPLINGS 





your Quality line! 


Made of 






welded to trailer tongues... 
easily operated, ratchet-type 
hand wheels... positive safety 
latches . . . die-formed steel 
balls . . . heat-treated bolts. 


NO. A-6 COUPLING, extra heavy-duty for use 
with trucks, tractors, road machinery. Loads 
to 8,000 Ib. List $7.15. 


NO. B-6 COUPLING, 6,000-lb. capacity, list $5.85. 


NO. 0-6 COUPLING for 2-inch pipe tongues, 
4,000 Ib. capacity, $3.75. 


NO. 0-7 TRAILER COUPLING for most types of 


two-wheel utility trailers. Loads up to 4,000 
Ib. List $3.75. 


EXTRA BALL ASSEMBLIES, complete with nut 
and lock washer. For all models of Fulton 
Couplings. List $1.10 to $2.50. 


NO. 30 
TRAILER TONGUE STAND 


Supports two-wheel 
utility trailers for 
easy loading, unload- 
ing and parking. 


Sturdy, pressed steel 
stand is adjustable 
in height, locks in 
vertical and horizon- 
tal position, bolted 
or welded to trailer 
tongue. List $4.95. 


NO. 25 
BUMPER CLAMP 





Rugged, 
W all-steel, adjustable 
for most bumper 
shapes. Rubber cushions 
protect bumper face. List $6.25. 


U-2-B BUMPER CLAMP, for older model, flatter- 
style bumpers. List $1.80. 


NO. 26 BUMPER CLAMP CONNECTING BAR. Used 
with two No. 25 Bumper Clamps where bumper 
guard or license plate mounting prevents center 
attachnient of a single clamp. List $4.50. 


TC-22 TWIN-CLAMP HITCH, for older cars. Wide 
2-point attachment with connecting bar. 
List $5.00. 


All Prices Slightly Higher West of Rockies 


Order From Your Jobber 







THE FULTON COMPANY 


Milwaukee 14, Wisconsin 


in Canada: J. C. Adams Co., Ltd., Toronto, Ontario 








tend the two-day butter celebra- 
tion. A parade, dairy talks, 
games and other festivities mark 
the affair. All restaurants and 
hotels serve generous portions of 
butter. 

* * * 


Winter Fair 


Last winter merchants of Ce- 
dar Rapids, Iowa, staged a two- 
day fair which attracted more 
than 50,000. The Winter Fair 
was staged by the Young Men’s 
Agricultural and Retail Mer- 
chants’ Bureau. There were 
many exhibits of industry, hobby 
groups and others. Merchants 


put on special sales during the 
event to appeal to visitors. 


Pancake Festival 


The business men of Redwood 
Falls, Minn., recently sponsored 
a Pancake Festival wherein all 
comers received free pancakes, 
with butter and good syrup. The 
affair was held in the town audi- 
torium where there were also 
exhibits of all kinds, a home 
freezer demonstration, a cooking 
school, homemaking talks and 
movies. Farmers and their wives 
from miles around visited Red- 
wood Falls that day. 





Fishing Gear Ad Combines Store Talents 


HIS unique ad, combining 

poetry and art work by mem- 
bers of the store staff of Six- 
In-One Hardware, 474 Thurs- 
ton Rd., Rochester, N. Y., and 
tying in with a national event 
brought much fzvorable com- 
ment and considerable business 
in fishing tackle and other lines. 

In the words of R. L. Mad- 
den, store manager, “We are 
very fortunate in having artis- 
tic talent among our employees. 
Miss Byers, the young lady in 
charge of housewares, did the 
art work, and I am afraid I will 


have to be responsible for the 
poem. We did realize business 
from the advertisement but it 
is difficult to say how much. 
Many people commented on it.” 

The ad measuring four 
columns by 8% in., showed a 
sports-minded lad and his dog. 
The poem tied in with numer- 
ous well known brands of fishing 
equipment offered by Six-In- 
One. The lower left hand cor- 
ner of the ad gave prices on 
items in varied price groups 
from a low of $1.25 for lines to 
$174.95 for boats—quite a range. 











Comm’ on, Pa, let's go a fishin 

Let's go fishin’ in the bay 

I heard the fish was strikin’ minners 
Honest, Pa, Let's go today 

I'll get our “Martin” motor ready, 
Retter take the “Coleman” too. 

Might be bullheads in the evening 
Just might catch a pickerel too. 

Here's your “Heddon” rod and Tackle 
Penn Yan Cartops set to go. 

Mom said she would pack a basket— 
Comm’ on, Pa, don’t be so slow 


Boy its swell to plan on fishin’ 
When your dad's a guy like mine 
Brought me home a “Langleg Reel”, 
South Bend rod and Glading line 
Just can't wait to get at fishin’, 

Me and Pa just man to man. 

Quiet waters in the evenin’ 

Lapping gently on the land. 

How I hate to think of growin— 
So much fun to be a boy! 

But | guess, I'll just hafta, 

So all aboard and Ship Ahov 





MARTIN MOTORS 
COLEMAN LANTERNS ... 
HEDDON “PAL” RODS... 
PENN YAN BOATS 
LANGLEY REELS ........ 
SOUTH BEND FLY RODS .. 
GLADING LINES 


$103.00 
9.98 
10.95 
174.95 
4.50 
3.95 














Six-in-One Harpware Co. 


474-486 Thurston Rd. Free Delivery Dial GEnesee 5832 








Illustrations, verses and prices combined to attract the attention of anglers. 
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Store Meetings 


(Continued from page 108) 


one in the Spring and another 
in the Fall. These sessions are 
held on Sundays, starting at 
9:15 a.m. and ending promptly 
at 5:30 p.m. A caterer serves a 
fine dinner. Sessions are held in 
a large garage of the firm’s 
warehouse, which is converted 
into a classroom for the occa- 
sion, with a stage, flood lights, 
blackboards and bulletin boards. 

The speakers; who are gen- 
erally factory representatives 
and company executives, fre- 
quently use films or illustrate 
their talks with slides. All but 
non-sales personnel are expected 
to attend these training sessions. 
Sales training is combined with 
product knowledge information 
and discussions of company poli- 
cies. 

This company also holds 
monthly joint store meetings for 
three of its largest stores. These 
sessions are always held the first 
Monday evening of each month. 
They get started at 6:15 o’clock 
with a hot meal. Anyone who 





HARDWARE DEALERS! 


A Red tot Deals 


open the door to BIG VOLUME 
BIG PROFIT tool sales for you! 


To prove how fast you can 
turn over tools, we offer 4 red hot Deals, 
bringing you on 4 new, all-metal Display 
oo the HOTTEST SELLERS in 
tools! 

You can’t go wrong on these Deals — no 
obsolescent numbers — no slow movers or 
shelf warmers —only the cream of the 
HOTTEST SELLERS are on these 4 
Boards! All 4 Deals are yours at sensa- 
tional, money-saving, money-making val- 
ues! Look over the assortment of fast- 
selling wrenches you get on Deal No. 1! 
And . you get the all-metal Display 
Board without extra charge! Order Deal 
No. 1 TODAY and write for the free Bul- 
letin describing the other Deals in full 


detail. 
INDESTRO MFG. CORP. 
N. Kildare at Schubert, Chicago 39, Illinois, U.S.A. 


GET ALL $ DEALS For onty*/0455 
Make a profit of $§242 othe. 4 


Get started NOW... mail your order TODAY! 
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cannot attend is expected to fur- 
nish a good reason in advance. 


Be Consistent 


An Iowa dealer who holds 
store meetings, spasmodically, 
four or five times a year, admits 
that the meetings aren’t held 
often enough. He says, “I be- 
lieve that store meetings are 
very beneficial but they should 
be held at regular intervals. The 
results are good for a while 
and then everyone slips back 
into old ruts. They should be 
held at least once a month. 

Another Iowa store owner 
invites all his store employees to 
dinner meetings to hear manu- 
facturer or wholesaler salesmen 
talk. 


Study Volume Lines 


An upstate New York dealer 
says of his store meetings: 
“Most are called for the purpose 
of hearing a factory man on a 
line which means volume to us. 
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18 BOX WRENCHES 
3/8” to 1” 3/8” to 1” 


57 of the 
HOTTEST SELLING 
BOX, OPEN END and COMBINATION WRENCHES! 


Watch these brightly plated and polished, 
drop-forged, select steel wrenches go like 
“thot-cakes”! There’s no duplication of 
sizes—every size is in BIG DEMAND! 
All are securely held on the colorful, all- 


18 OPEN END WRENCHES 21 COMBINATION WRENCHES 


We have a paint man most fre- 
quently, because paint is a big 
thing with us. Paint, interior 
and exterior, particularly with 
the toner colors, new deep colors 
and the radical changes in out- 
side paint, make it necessary for 
our men to know the right an- 
swers. A store meeting is the 
only way to put across this in- 
formation. 

“Once in a while,” this dealer 
continues, “we hold a general 
store meeting, for suggestions, 
gripes, or what have you. The 
men seem to enjoy this type as 
there is a chance for them to 
have their say, and often through 
this opportunity, a man who may 
not have been too good a sales- 
man, becomes a better one. For, 
if he gives suggestions, he, by 
virtue of his expressions feels 
bound to see at least that these 
suggestions are carried out.” 

This dealer sums up the feel- 
ings of many dealers who hold 
store meetings when he explains. 
“There is no question that store 
meetings are good. The employer 
sometimes feels it is asking 
quite a bit of the employees but 














metal Display Board that you get without 
extra cost. All are identified by name, 
size, number and price. Order this for 
your starter board! 


7/16” to 13/16” 













YOUR COST $ 2 48 O retaus ror? 3 7 23 Tenover Old Nake 


72 




















A New, Fast Selling Item 


VLCHER 


PUNCHES AND 
CHISELS 

























































* Punches and chisels forge 

from square bars of high car- 
bon tool steel. Precision ground, 
edged, and heat-treated. 
Chrome plated. All 12 numbers 
corefully selected — should 
satisfy 90% of the demands — 
4 of each, a total of 48 pieces. 


The bright, red plastic display 
stand saves space—gets atten- 
tion and sells more. Price card 
is furnished which indicates the 
number, size and suggested re- 
tail price of each item. An ad- 
ditional card is supplied with 
prices omitted for the dealer 
who prefers to mark his own 
prices. 

These attractive punches and 
chisels, displayed in the hand- 
some colorful stand, sell on 
sight. One of our rnost popular 
items. Ask for descriptive liter- 
ature and prices. 


THE VLCHER TOOL CO. 


3001 EAST 87th STREET 
CLEVELAND 4, OHIO 















they seem to feel so pleased 
that you will take the time to 
call them back, give up your 
own evening, and often arrange 
to have a factory man talk to 
them.” 

One Illinois store which holds 
a sales meeting every Monday 
morning, and a general store 
meeting on the first Monday of 
each month, also holds another 
meeting, about once a month, to 
which some manufacturer is 
asked to send a representative 
to give a talk, show a film or 
make a presentation. This latter 
meeting is held as soon as the 
store closes for the day, and 
lasts for about one hour. 

All members of the staff are 
expected to attend this evening 
meeting, as well as the monthly 
general store meeting. 

The store’s owner says, “We 
feel that since our truck driver 
is constantly in close contact 
with our customers he should be 
able to talk intelligently about 
the merchandise we handle. In 
their conversations with custom- 
ers our outside men frequently 
pick up leads. Whenever they 
report the name of a prospect 
for any item we make a record 
of it so that they will be credited 
for the tip if and when a sale 
results.” 

This store has a bonus plan 
which covers all employees and 
is based on the amount of effort 
each one makes throughout the 
year in supplying prospects, 
making sales, or doing his or 
her particular job. 


A Rhode Island store owner 
says, “It is our idea that manu- 
facturers’ salesmen can do a 
great deal to supplement these 
meetings but that the major 
matters discussed should be 
those directly applicable to store 
operation and service.” 

Convincing proof of the en- 
thusiasm which can be generated 
by well planned store meetings 
is offered by a California store. 
Last summer this store held two 
sales meetings during the height 
of the fruit and vegetable sea- 
son. The aim of the meetings 
was to acquaint the staff with 
home freezers. The point was 
made that every one on the 
store’s staff should tell every 
customer about the home freez- 
ers. 

As a result the store sold 
seven $500, 16 cu. ft. units in 
one weekend, and before the end 
of the year 28 such sales were 
made. 





National Dog Week 


HE 1950 National Dog Week, 

which will be observed Sept. 
24-30, will be advertised by a 
poster picturing a boy and his 
dog, which was painted by Albert 
Staehle, internationally known 
animal artist. His black-and¢ 
white cocker spaniel “Butch” has 
appeared many times on Satur- 
day Evening Post covers. 

The poster is now available at 
10 cents per copy. Dog Week is 
sponsored by the National Dog 
Welfare Guild, 114 E. 32nd St., 
New York City. 





Handy Electrical Table Catches the Eye 


An electrical supplies table with wire and other items neatly displayed and ready for 
quick service is in effective use at Waterloo Hardware Company, 616 Lafayette St., 
Waterloo, lowa. Batteries, field lanterns, fluorescent lights and tubes and related 


articles are nicely grouped to appeal to the store's predominantly rural traffic. 
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“My time is worth money... that’s why 
| use cellophane tape for wrapping!” 


Says Ken Baver, A. G. Baver Hardware, 
1107 W. 7th St., Saint Paul, Minnesota 


“I figure package wrapping time is expensive, it takes “SCOTCH” Cellophane Tape! Customers like the neat- 
me away from more productive work—waiting on cus- looking packages it makes, and I like the way I get 
tomers—ringing up sales. That’s the reason I use the 864 packages out of every roll of tape. Makes odd- 
fastest, cleanest way I know of sealing packages: shaped packages a cinch to wrap, too!” 


pat off 


scot 


Cellophane 
Tape 


SPECIAL OFFER! Two Heavy Duty Dispensers HANDY ALL OVER THE STORE for sealing, holding, mending. Remember to insist 
plus twelve rolls of '/2” x 2592” “SCOTCH”’ Cello- on “SCOTCH” Brand Cellophane Tape in the bright red-and-green plaid container. 
a Tape. Dispensers included in deal at Made in u. S. A. by MINNESOTA MINING & MFG. CO., St. Paul 6, Minn.. also makers 
-50—regular price $5.00. See your jobber to- of other “Scotch” Brand Pressure-sensitive Tapes, ““Scotch’’ Sound Recording Tape, “Underseal”’ 
: ‘ Rubberized Coating, “‘Scotchlite’’ Reflective Sheeting, “‘Safety-Walk” Non-Slip 
day .. . tell him you want Deal “T”! Surfacing, ‘“3M’’ Abrasives, “3M” Adhesives. 


General! Export: DUREX ABRASIVES CORP., New Rochelle, N. Y. + In Canada: CANADIAN DUREX ABRASIVES LTD., Brantford, Ontario 
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AND 
BBIG SALES 


IN THE HOME 


Krylon’s crystal clear 
plastic coat weather- 
proofs metal and 
wood garden furni- 
ture. Protects lawn 
mowers, shears, gar- 
dentools. Krylonends 
ugly stains from win- 
dow screens. Prevents 
tarnish of brightware. 
Keeps shades clean. 


FOR THE WORKSHOP 


A coat of Krylon's 
liquid plastic stops 
rust, corrosion and 
mildew on tools, 
sporting equipment, 
leather goods. Dries 
fast... seals the sur- 
face, saves the finish. 


AROUND THE CAR 


Krylon keeps bump- 
ers, hub caps and 
other chrome work 
shining. Sprayed on 
ignition wires and 
battery terminals, it 
waterproofs...makes 
starting easier. Jdeal 
for boat brightwork. 


STOCK NOW! 
FOR 
QUICK SALES 


Krylon is available 
in 12 oz. spray dis- 
pensers, quarts and 
gallons. Now selling 
at new low prices! 




























KRYLON, INCORPORATED 


2601 N. Broad Street, Phila. 32, Penna. 
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This center aisle display helped build a paint volume of more than $25,000. 


Display Builds $25,000 Paint Volume 


HEN the Carl Kollmeyer 

Hardware, Fremont, Neb., 
moved some of its stock of paint 
to a center aisle display, sales 
began to rise. Today, this store 
does an annual paint volume in 
excess of $25,000 and expects to 
continue to increase _ that 


| amount. 


The store also maintains a 


| large wall display of paint and 


brushes. A paint agitator is 


| kept nearby so that paint can 
be mixed quickly and efficiently. 


Part of the Kollmeyer paint 
merchandising promotion is help- 
ing customers select the right 
paint and proper color scheme 
and giving advice on how to 
condition surfaces properly. 
Paints and painters’ supplies 
also are emphasized in the 
store’s advertising program, spe- 
cially during the firm’s daily ra- 
dio program. Newspaper ads, 
direct mail and movie screen ads 
also contribute in sparking paint 
sales. 





Alexander Hamilton's Hardware Store Still Active 


Here is a recent photograph of the famed Alexander Hamilton Supply & Hard- 
ware Store, Christiansted, St. Croix, Virgin Islands. This photo was sent Hardware 
Age by Ed Norvell, one of the owners of the Tool Box, Darien, Conn., who snapped 
the picture during a recent trip to the islands. An extensive description of this store, 
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| which was directed by Alexander Hamilton at the age of 13 and which is still an 
active hardware store, was published in Hardware Age, April 20, 1939. 
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wy Washing ton 
Neue’ and VIEWS 


Reports on Events Affecting the Hardware Business 





cruiting for defense industries 
and apprentice and other train- 
ing. Short of all-out war, strin- 
gent controls are not in sight. 


Retailing Defined As 
An Essential Activity 


The retailing industries will 
feel the squeeze of military man- 
power demands earlier and to 
a greater extent than many 
others. This is certain despite 
the fact that hardware, farm 
and garden supply, and certain 
other types of stores are in- 
cluded within the Defense De- 
partment’s original list of essen- 
tial activities. 

This listing was drawn up by 
the Commerce and Labor De- 
partments at the request of the 
military. It serves as a guide 
for consideration of reservist 
applications for deferment from 
active duty. 

Department stores and others, 
including the general stores, 
which carry several lines, are 
likewise so classified. Also in- 
cluded in the essential grouping 
are lumber and building mate- 
rial and bicycle stores. Sport- 
ing goods stores are specifically 
excluded from the essential cate- 
gories. 

OUTLOOK: The present 
groupings amonut to little more 
than a recognition that retailing 
has a definite place in a war- 
time economy. Of more impor- 
tance will be the occupational 
deferment listings which were 
being compiled as this was writ- 
ten. Upon completion and ap- 
proval, it is to list essential oc- 
cupations rather than industries, 
and wiil set rigid standards 
which will applu alike to reserv- 
ists, national guardsmen, and 
draftees. Deferments will actu- 
ally be based on individual cases, 
will depend upon the relative im- 
portance of the job, and will 


likely not be granted for more 
than one siz 
period. 


months or less 
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(Continued from page 10) 


Administration Reveals 
Solid Pro-Co-Op Front 


Independent retailers have 
been given official notice not to 
expect any relief from co-op 
competition and tax favoritism. 
The solid pro-co-op front of the 
Truman Administration was 
openly proclaimed by Assistant 
Secretary of Agriculture Knox 
T. Hutchinson at a recent meet- 
ing of a farm co-op group. He 
flatly stated that “fortunately, 
you have an Administration that 
believes in cooperatives and is 
not going to be easily fooled by 
any tactics of the NTEA lobby 
working against you.” 

The Fair Dealer accused those 
who want co-ops fairly taxed of 
“shamelessly trying to use the 
Korean conflict as an excuse to 
push forward the same old dis- 
credited NTEA charges of tax 
favoritism for cooperatives, pro- 
posing in effect to tax you out of 
existence with a billion-dollar ad- 
ditional annual levy.” 

Mr. Hutchinson pointed out 
that “there are more than 19,000 
farmer-owned and farmer-con- 
trolled cooperative associations 
and mutual companies in the 
United States. Of these, more 
than 10,000 are marketing and 
purchasing co-ops. Through 
them nearly 6 million members 
do an estimated annual business 
of more than 8% billion dollars.” 

OUTLOOK: Co-ops will con- 
tinue their privileged tax status 


despite the Administration’s des- | 
perate search for new revenue to | 


pay for mobilization of the na- 
tion’s military and industriai 
strength. Congress will not move 


to levy taxes on co-ops in an elec- | 


tion year. 


Credit Curbs Will 
Pinch Retail Sales 


First substantial pinch in sales | 


at the retail level, particularly in 
hard goods, will be felt by hard- 
ware merchants and other retail- 
ers during the last quarter of 


950 











10 Reasons why 


ALUMALOY 
TURNBUCKLES 1?) 


are better 









1, ALUMALOY bodies with steel hooks and 
eyes do not corrode and freeze as iron 


bodies do; ALUMALOY remains a turn- 


buckle. 


2 All hardware type turnbuckles are only as 
strong as the hooks and eyes. ALUMALOY 
castings will not strip threads or break 


before hooks or eyes open on pull test. 





> ALUMALOY castings are tumbled and 
polished after machining for improved 
appearance. 


aan Ladi Wd Lay, 





4. ALUMALOY is light in weight, saving 40% 
for both distributor and dealer in freight 
charges. 


5. Thread size is cast into ALUMALOY body 
for easy identification. 





6. ALUMALOY turnbuckles are packed one 
strong, 


dozen in attractive, 


identify box. 


easy-to- 





7, ALUMALOY turnbuckles are distributed 
only through recognized hardware dis- 
tributors on a strict jobber policy. 

, 


8. ALUMALOY turnbuckles are unit packed 
in one, two and three gross shipping con- 
toiners for easier handling and checking. 





9. Attractive ALUMALOY turnbuckle display 
panels are available (over 50,000 now in 
use). 








10. ALUMALOY turnbuckles offer a better 


product at fair prices. 
TURNBUCKLES, INC. 


BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 














fEG. U.S. PAT. OFF. 


VENTED 
CIRCULATORS 


SELL! SELL! SELL! 


Your customers know what they 
want—and Royal offers them all 
the best heater qualities at a 


price that really sells. 





Royal Vented Circulators are proven 
sellers. Good looks, excellent performance, 
and right price are combined to make 
this the market's fastest moving heater 
line. Available in 20,000, 40,000 and 
60,000 B.T.U. sizes without radiants and 
40,000 and 60,000 B.T.U. sizes with radi- 
ants. The latter models have pyrex glass 
fronts allowing complete vision of radiant 
glow. A.G.A. approved for natural, man- 





Available with 
constant burning pilots as standard equip- 
ment except on LP models. Extra equip- 


ufactured and LP gas. 


ment includes 100% automatic safety 
pilot, non-electric thermostat and the com- 
bination thermostat and safety pilot (Uni- 
trol) at extra cost. Easy to install, easy 
to light, easy to adjust, easy to sell. 


Write for descriptive literature. 


CHATTANOOGA IMPLEMENT & 
MANUFACTURING COMPANY 


Main Offices: 101 Delmar Street 
Chattanooga 6, Tennessee 


QUALITY ... SINCE 1891 








1950. Higher taxes will increase 
the bite already being put on 
consumer pocketbooks by govern- 
ment moves to cut down credit. 


Housing starts will take an 
even greater than seasonal drop 
due to curbs on housing credit 
put into effect immediately after 
the Korean outbreak. Commer- 
cial construction will also be 
pinched but perhaps not to as 
great a degree. Consumer credit 
controls will help balance im- 
pending shortages of consumer 
durables resulting from military 
demands for steel and other 
metals. 

The Reconstruction Finance 
Corporation has restricted its 


| business loans to defense and 





mobilization projects. Federal 
and State banking bodies have 
urged all banks to exercise spe- 


| cial care in their lending and in- 


vestment activities. The Fed- 
eral Reserve System, Comptroller 
of the Currency, Federal Deposit 
Insurance Corporation, the Home 
Loan Bank Board, and the Na- 
tional Association of Supervisors 
of State Banks are urging all 
lenders to analyze all loan appli- 
cations and avoid making loans 
that might be used for specula- 
tive purposes or otherwise have 
an inflationary effect. 
OUTLOOK: The Administra- 
tion will continue to use all its 


| eredit powers to the fullest in 


order to keep shortages at a 
minimum and try to achieve a 
balance in supply and demand. 
Loans for purposes other than 
defense will be harder to obtain 
and the trade would do well to 
look over its prospective financial 
situation. 


G I's Time Payments 
Can Be Suspended 


Now is the time for you, as a 
retailer, to remind men and wo- 
men called to military service 
that their installment payments 
can be suspended while they are 
in uniform. 

Mail addressed to congressmen 
from those about to enter mili- 
tary service shows great concern 
over who’ll pay the installment 
and mortgage payments and the 
insurance premiums while the 
boys are in service. 

The answer is simple: Con- 
gress suspended such payments 
for those in service back in 1940, 
and the exemption is still on the 
books. It’s all in the Soldiers’ 
and Sailors’ Relief Act of 1940. 





While many other war-time in- 
ducements to service personnel 
expired at the close of World 
War II, this one continued in 
effect. 

Specifically the law says that 
members of the Army, Navy, 
Air Force and Marine Corps are 
exempt from financial obligations 
legally incurred as long as they 
remain in service. The law does 
not by any means cancel any 
such obligations. It only sus- 
pends them during the period of 
military duty. 


Sportsmen Get a Break 
From Federal Funds 


In an unprecedented move, the 
government seems to be living 
up to the adage, “an eye for an 
eye, and a tooth for a tooth.” For 
the first time, funds realized 
from federal taxes will be ear- 
marked for aid tc a specific proj- 
ect. In this instance, revenue 
from the tax on fishing equip- 
ment will be channeled for use 
in helping states to develop fish 
restoration and management 
projects. This money will be 
distributed on the basis of area 
and number of licensed fisher- 
men. 

The new law becomes effective 
July 1, 1951, but taxes collected 
until then will build up in a fund 
for the program, which will be 
administered by state agencies 
in cooperation with the Fish and 
Wildlife Service. It may be that 
this form of retribution will 
start similar action on the financ- 
ing of other government proj- 
ects. 


Fishing Contests Taken 
Out of Lottery Class 


There is another fish story in 
a bill which recently passed the 
Senate and which has been sign- 
ed by President Truman. Earlier 
in the year the Post Office De- 
partment ruled that catching fish 
might be a matter of skill, but 
the size of the fish was a matter 
of luck and, therefore, fishing 
contests, fishing rodeos, and fish- 
ing derbys are a “lottery.” The 
bill which passed the Senate and 
the President has reversed that 
dictum. Everyone concerned felt 
that, since the President is un- 
derstood to be something of a 
fisherman, he would be disposed 
toward this legislation. 


(Resume reading on page 11) 
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Five Level Step-up Unit Features Household Items 


cess 7 "ke 
Aa 1 &, 


a ad 





This step-up display unit, 9 by 5!/2 ft. permits mass displays of a wide variety of 

traffic and impulse items at Waterloo Hardware, 616 Lafayette St., Waterloo, lowa. 

Made of plywood and constructed by the store's staff it has four levels for display 

and being located near the cash register is responsible for numerous impulse, sales. 
b 





Ranging from h 


Id cleaning preparations, brushes and floor waxes to bottle 


caps it features items appealing to the rural trade. 





Spray Gun Rentals 
Induce Sales 


HEN a farmer comes in 
Taylor’s Hardware, Deco- 
rah, Iowa, to buy paint, he soon 
learns that he can rent a paint 
sprayer if he wishes. Rentals 
are charged at $3.50 a day. 
“Through this service we are 
able to introduce spray gun 
painting to farmers,” advises 
R. A. Kruckman, store manager, 
“and this leads to quite a few 
sales. If a farmer rents a gun 
for one or two days and then de- 
cides to buy it, we usually apply 
the rental charge to the pur- 
chase price.” The most popular 
spray gun sold at the store is 
one at $54.50. 





7 of Every 10 People 
Own Dog or Cat 


EVENTY-ONE PER CENT 

of the subscribers to House- 
hold magazine who participated 
in a recent pet study by that 
Capper publication, indicated 
that they own a cat or dog or 
both. 

Fifty-eight of every 100 sub- 
scribers report that they own 
one or more dogs, and 48 of each 
100 of them own a cat. 
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Of the dog owners, 71 pct re- 
ported that they feed their pets 
some kind of prepared food, and 
46 pct of the cat owners stated 
that they feed a prepared mix- 
ture. 

he results of this survey 
should indicate to hardware 
dealers the sales volume poten- 
tial of the pet business; not only 
in prepared foods but also in 
leashes, harness, medicines and 
other preparations, as well as a 
long list of sundries, most of 
which carry a substantial profit 
for the dealer. 





HARDWARE HUMOR 
By Hardware Age 


) < Lsrormne « 


4| = 


“Honest, Mr. Johnson, it accidentally 
went off when | was cleaning it.” 








4's pandy , 


it’s Dandy! 


VICTOR 
EASY-SET 


Metal 


MOUSE-TRAP 





Here’s the all-metal mouse-trap your Cus- 
tomers will buy’ Even women marvel at 
its ease of setting... its cleanliness... 
its safety... its all around convenience. 
Look at these features: 

Roll Bait Pedal. Just press bait in pedal — 
bait does not need to be tiéd. 

Easy To Bait. Can be baited before setting. 

Easy To Set. Can be set either by hand 
or foot. 

Sensitive Pedal Release. Quick-as-a-flash 
action. 

Clean, Simple Disposal. Press jaws open 
and mouse drops out. Mouse is not touched 
by hands. 

All Metal Parts. Bright nickel finish. 

Attractive, Modern. Designed by Sakier. 


Available in colorful counter display. 
Order Victor Easy-Set Metal Mouse-traps 
from your jobber now! 


ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PA. PASCAGOULA, MISS. 
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SALES-MAKING STYLE 
combined with practical utility. 
Happy combination that means 
more and more sales for you. 
Hall-Wessel hardware conven- 
iences are super strong. Have 
tremendous impact and tensile 
strength. Beautifully, smoothly 
finished in brass, chrome, bright 
zinc, cadmium or ebony. Priced 
to win customers—to give you a 
worth-while profit. New, better 
packing aids handy storage and 
handling; easier, faster identifi- 
cation, Write for jobber’s name 
—and new free catalog. 


HALL-WESSEL CO. 


2116-26 W. NICHOLAS STREET, 
PHILADELPHIA 21, PA. 



























In Canada: 
GEORGE S. HALL CO 
9 Wellington St., East, Toronto 1 























WHAT'S NEW 


Latest Information on New Hardware Merchandise 








(Continued from page 13) 
traded at 98 cents. Boyle-Mid- 
way, Inc., division American 
Home Products, New York City. 





Tool Cabinet 


Util-A-Tool cabinet holds tools 
and has places for hardware, 
screws, nails and parts for elec- 
tric, plumbing, radio, specialty, 
fishing equipment and more. Unit 
is 18 in. high, 12 in. wide and 
12 in. deep. Contains 46 vari- 
ous size plastics vials, four 
drawers, three sliding panels and 
space in the cover for tools. As- 
sembled with brass hardware. 
Set up with tools and equipment 
it weighs about 25 lbs. Avail- 
able in walnut, mahogany, or 
plain finish. Available with or 


without tools. ‘Without, it retails 
for $23.95. Trudee Mfg. Co., Inc., 
77 Lexington Ave., New York 
City. 


Glazing Compound 


Mastic-Glaze glazing com- 
pound in colors is available in a 
thrift size can, 9.6 oz. Retails 
for 19 cents and contains suffi- 
cient material to do a 26 by 28 in. 
sash. Twenty cans are packed in 
a display case telling the story of 
the product. Color story is em- 
phasized by lithographing the 
color of the contents on each can 
cover. Also shipped in display 
cases containing 12, one lb. each, 
in assorted colors or single 
colors. The Tremco Mfg. Co., 
8701 Kinsman Rd., Cleveland 4, 
Ohio. 


Oil Conversion Burner 


Coleman high pressure fully 
automatic oil conversion burner 
is made for use with warm air, 





steam, hot water or vapor heat- 
ing systems. All moving parts 
are readily accessible and are 
held in alignment by a diecast 
housing. Finish is Hammerloid 
baked enamel. Fuel unit is an 
internal gear type with built-in 
anti-hum device. Two stage 
pump available for use where 
higher lift is required. Constant 
ignition stabilizes the burner 
flame. Air-oil system includes a 
blower wheel which has been en- 
gineered to balance air and fuel 
for proper combustion. Capacity 
is adjustable for either C.S. No. 
1 or No. 2 oil from % gal. to 3 
gals. The Coleman Co., Inc., 
Wichita 1, Kan. 


Plastic Drop Cloth 


Plasticloth, fire-retardant, plas- 
tic self-cleansing painter’s drop 
cloth to which paint will not 
stick. The 9x12 ft. sheet is made 
of VisQueen “K”. Cleaned by 
shaking out the sheet and wiping 








(Continued on page 168) 
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Ox co (enuine Palmetto 


Red Breas? 


Sales records prove that dealers and consumers alike are 
showing a decided preference for the Red Breast over all 
other types of whisks. Cash in on this growing trend! 
A simple comparison will prove to you and your customers 
the many points of superiority of this husky many-use 
brush . . . the Red Breast Whisk. 


It’s made right . . . sturdy, resilient palmetto fibre, 
double-stitched for long wear; bright wire-bound handle; 
gleaming metal cap-and-ring . . . all neatly wrapped in a 
colorful, metallic paper jacket that makes it stand out in 
any display! Offered in the most-wanted 714” overall size. 


You can’t go wrong with Red Breast because it’s made by 
the company which has set the standards of brush-making 
excellence for the entire industry since 1884. You may be 
sure there is no better, more serviceable whisk made! 





USED EVERYWHERE... 
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NATIONAL ADVERTISING 
and DEALER SUPPORT 


Millions of readers are sales pre-conditioned 
with consistent Oxco Red Breast advertising 
in SATURDAY EVENING POST, and 
BETTER HOMES AND GARDENS. And you 
get a FREE, colorful display carton for your 


counter. 


Ste OUR VOBEER Nay 





Cd 





OX FIBRE BRUSH COMPANY, INC. 


FREDERICK 





Lelablished /8S4 


MARYLAND 
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BECAUSE IT’S PRICED RIGHT... BECAUSE IT’S EASIER TO 
INSTALL... BECAUSE IT’S LIFETIME WARRANTED... 
BECAUSE IT’S PROFITABLE 


















Be Careful! == 


SELL 


DEXTER 


the 
lifetime 


lock 


Dexter Direct Factory Representatives are lo- 
cated in Abilene, Baltimore, Boston, Chicago, 
Cleveland, Columbus, Detroit, Fort Worth, 
Knoxville, Los Angeles, Milwaukee, New 
York, Omaha, Philadelphia, St. Lovis, San 
Francisco, Syracuse, Tampa. 


NATIONAL BRASS COMPANY 


MianugiecTirerd x WLC AG ZK tal Jabulet Lock 


J ’ In Canada: Dexter Lock Canada Lid. 
Guelph, Ontario 
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HUSKY BIG BEARING 

BETWEEN KNOB AND 

ROSE, FOR HEAVY 
DUTY SERVICE! 


SOLID BRASS! 
AND LOOK 
AT THAT 

“JEWELER’S 
FINISH”! 








NO POT METAL!" 
ALL WORKING PARTS 
ARE 
COLD ROLLED STEEL! 











\ LARGEST HOLE 
10 BORE 154" 
INSTALL IN 6 MINUTES! 


G 








ae 


ines 
‘ 






a 
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DEXTER EXCLUSIVE 
ARMORED CYLINDER! 


ge 














Use Dexter Bit Guide for In one hammer blow, Insert Dexter lock, posi- 
uniform boring of locks cut all four sides of f tion the knobs, attach 
and latches. Largest face plate mortise, with the tie bolts... and the 
hole required, ra Dexter Marking Tool. job's done! 


WRITE FOR DESCRIPTIVE LITERATURE ON 


Dexter Locks and Latches, Builders, Cabinet, Screen Door and Shelf Hardware 
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STEWART PRODUCTS 


ARE TOPS, 
and mighty 
profitable, too! 


Here’s a chance for you to turn a 
neat profit without investing any 
money. Sell Stewart high-quality, 
nationally advertised products. We’ll 
help you turn inquiries for fence and 
other metal specialties into quick, 
profitable sales. Just send for our 
catalogs and familiarize yourself with 
the Stewart line. Then when cus- 
tomers inquire about these products 
you'll be in a position to sell them. 
Remember, there’s nothing to buy. 
A few of our many items are shown 
here. Write for catalogs today. Please 
mention specific products in which 
you are interested. 



















































































r 
Perel: pe ae, He / vee 


des Seve Sasthe o A, Ae. 
IRON PICKET FENCE in many designs 





CHAIN LINK WIRE FENCE in several types 
ORNAMENTAL 





IRON 
LANTERNS 


FLAGPOLE 
STANDARDS 





No. 370 HERCULES SETTEE 


STEEL 
FOLDING 
AND _ 
SLIDING ° 
GATES 


THE STEWART IRON WORKS CO., INC. 
1737 STEWART BLOCK 
CINCINNATI 1, OHIO 


IRON 















with damp cloth. Retails for 
$2.98 and is wrapped in a trans- 
parent polyethylene bag. Central 
States Paper & Bag Co., 5221 
Natural Bridge, St. Louis 15, Mo. 


Roast Thermometer * 


Acurite roast meat thermom- 
eter featuring an aluminum 
scale with black etched numer- 
als. Heavy easy to read tube 
contains harmless red _ spirit 
with non-fading and non-sepa- 
rating qualities. Overall length, 
6 in. Metal skewer furnished 
with each. Shipping weight 3 !b. 





per doz.; 15 lb. per 6 doz. John 
L. Chaney Instrument Co., Lake 
Geneva, Wis. 


—_~————— 


Outdoor Thermometer 


Thermometer for outdoor use. 
Can be attached at a variety of 
angles. Large, clear figures for 
reading at a distance. Retails 
for $1.75. Cooper Oven Ther- 
mometer Co., Pequabuck 6, Conn. 
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French Fry Cutter 


Diamond French Fry cutter 
of polished aluminum with per- 
manently embedded stainless 





steel blades. Cutter accommo- 
dates large potatoes and a single 
stroke prepares up to 32 squares. 
Its tenderizes steaks, chops nuts 
and onions, cuts fruit and vege- 
tables and by wetting cutter 
cheese can be cut in strips. 
Guaranteed against breakage in 
use. Retails for $2. Diamond 
French Fry Cutter Co., 323 West 
Main St., Sandusky, Ohio. 





Twin Pails 


Reeves Twin Pails, nestable, 
and detachable. One may be emp- 
tied without disturbing the con- 
tents of the other. Require half 
as much storage space as is need- 





ed for two other pails. Rust- 
proof, the pails are perfectly bal- 
anced. The Reeves Steel & Mfg. 
Co., Dover, Ohio. 





For the Golfer 


Par Pal having 13 uses for the 
golf sportsman: screw driver, 
club grip roughener, shoe spike 
wrench, yardage scale for iron 
shots, pencil sharpener, bottle 
opener, club furrow cleaner, 
locker key chain, fingernail 
cleaner, clean mud from shoes, 
stymie marker, fix ball pits on 
green, and tee sharpener. Par 
Pal, 519 Main St., Toledo 5, 
Ohio. 
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Table Model TV 


Table model television set 
model 9120-A, illustrated, one of 
the 10 new sets ranging from a 





14 in. table model to a 19 in. con- 
sole with AM-FM radio. Also 
seven radio models from AM 
table models to AM-FM consoles 
with three-speed record changer. 
All utilize black tubes and have 
two knob control. Model 9120-A 
is styled in mahogany with a 
green. and gold picture escutch- 
eon. Features 16-in. glare-free 
picture; 26 tube Dyna-Power 
A. C. Chassis, built-in antenna, 
gated automatic gain control, 
picture line suppressor. Retails 
for $259.95. Stewart-Warner 
Corp., 1826 Diversey Pkwy., 
Chicago 14, III. 


Remote Control Mower 


Remote control device that 


enables user of power lawn 
mower to manipulate switches 
and watch the lawn mowed. 
This mower will probably re- 
quire a retail price tag of about 
$800. Mounted on the mower is 
a 25 lb. high frequency receiving 
set and battery with a small an- 
tenna. A sending set in user’s 
hand transmits impulses to 
mower controls. The mower is 
not to be marketed for quite 
some time. Reo Motors, Inc., 
Lansing 20, Mich. 


Sink Mats 


Rubbermaid sink mat provides 
complete protection of inside of 
sink. Extended side protectors 
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THE King Cotfon 
TWINE ASSORTMENT 


This well ‘balanced twine assortment has 
been assembled to help you sell more twine. 
Packed in this attractive display shipper are 
the following year ‘round sellers: 


















6 balls Jute Garden Twine 

6 balls Polished India Twine 

6 balls Red Gift Cord 

6 balls Green Gift Cord 
12 balls Cabled Household & Kite Twine 
12 balls Parcel Post Twine 


ee 


Stock this fast moving Twine Assortment... 
King Cotton Twine is packaged and priced 
to sell! 









Visit us at the 
National Hardware 
Send for the 

King Cotton Catalog 


Show 
Grand Central Palace 
New York - 





CORDAGE 


JOHN H. GRAHAM & CO., INC. 
105 DUANE STREET * NEW YORK,8, N. Y. 
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6 REASONS WHY 


me, 
K UIIUAg, 
DOOR CHIMES 
ARE YOUR BEST BUY 











7 UNEQUALLED, 
a DISTINCTIVE TONE 


The melodious, cathedral tones of Ritten- 
house Door Chimes make them the finest 
money can buy. 


2 STYLED FOR 
wd CUSTOMER ACCEPTANCE 


Styled with grace-of-line beauty to suit any 
home interior. 


3 TROUBLE-FREE 
a PERFORMANCE 


Engineering design, materials, and expert 
craftsmanship in Rittenhouse Door Chimes 
enable you to spend your time selling—not 
servicing. 
7 4 MODEL FOR 
a EVERY TYPE HOME 


There’s a model Rittenhouse Door Chime 
for every type home from cottage to mansion. 


5 OVER A MILLION 
we SATISFIED USERS 


Wide popular acceptance of Rittenhouse 
Door Chimes assures added sales and profits. 


POPULARLY PRICED 
FROM $3.95 to $94.50 


A complete line. Every model is crammed 
with big value. 











WRITE TODAY. Get the merchandising 
facts about the full line of Rittenhouse 
Door Chimes. Also our complete line of 
doorbell and chime transformers. 


THE RITTENHOUSE CO., INC. 


14 Owen St., Honeoye Falls, N. Y. 

















WHAT'S NEW 








make rubber-cushioned dish pan 
of the sink. Perforated with 
raised rib construction for quick 
drainage. Resistant to hot wa- 
ter, grease, soaps and kitchen 
acids. Model 1212, 12 by 14 in. 
with 3 in. flaps, retails for 
$1.59; 1213, 13 by 16 in., also 3 
in. flaps, $1.79. Available in red, 
white, marbelized black, blue, 
yellow and green. Wooster Rub- 
ber Co., Wooster, Ohio. 


Steak Set, Cutlery 


Master steak sets and match- 
ing dinner cutlery. All blades are 
hammer forged stainless steel, 
taper ground. Handles are of 
Beautywood, laminated hard- 








wood, plastic bonded to resist 
water, heat, alkalies and common 
acids and burns. Due to its high 
content of phynol formaldehyde, 
Beautywood inhibits the growth 
of bacteria. Packed in tan simu- 
lated leather gift boxes with sad- 
dle stitched hinged cover. Lam- 
son & Goodnow Mfg. Co., Shel- 
burne Falls, Mass. 





Watering Tool 


Iri-Gator is a watering in- 
strument directing an aerated 
flow of water to the roots of 
plants. It attaches to the end 
of the hose. Available in three 
models—100, rust proof metal 
caps and cylinder, brass cou- 
pling, $1; 125, Bakelite caps 
and coupling, aluminum cylin- 
der, $1.25; and 150, anodized 
aluminum caps in red, green or 
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yellow, aluminum cylinder, brass 
coupling, $1.50. Thomas Mfg. 
Co., 3520 East Monte Vista 
Drive, Tucson, Ariz. 


Jewelers’ Saw 


Trojan adjustable jewelers’ 
saw features a threaded adjust- 
ing device providing quick and 
easy adjustment with maximum 
blade tension. The frame, with 
21% in. throat, holds blades from 
3 to 6% in. long, faceable in any 
direction. Adjusting device per- 
mits use of broken or short 
length blades. Saw is finished 
with polished, buffed and heavily 
chrome plated frame and wood- 
en handle. The Ackermann, Stef- 
fan Division, Parker Mfg. Co., 
Worcester, Mass. 


Mixing Bowl 

Belvedere mixing bowl com- 
bining a double suction Grip- 
Tite rubber base with the bowl. 
Base has incorporated a release 
valve permitting user to release 
the grip maintained. User 
presses bowl firmly into base at 
any angle desired, leaving both 
hands free for working. Avail- 
able at $3.95 with heat-proof 
ovenware mixing bowl and base 





and at $5.95 with a stainless 
stee] mixing bowl and the base. 
The Grip-Tite Corp., 1400 Conti 
St., Houston, Tex. 
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Power Tool Kit 


Casco electric power tool kit 
consists of 14 pieces including 
the 20,000 rpm power head in 





red Tenite handle. Unit is pack- 
aged in four color self merchan- 
dising display unit for counters 
and windows. Retails for $9.95. 
Casco Products Corp., Bridge- 
port, Conn. 





Spring-Action Rake 


Disston spring-action steel 
rake with hardened and oil tem- 
pered teeth held in place by a 
slot and key construction in fer- 
rule and spacer. Flange on spac- 
er provides four-point suspen- 
sion of the teeth. Features back- 
bone spring bolted to handle. 





Model D-18, 18% in. wide with 
54 in. handle, $2.25; D-24, 22 
in. wide, 57 in. handle, $3. Key- 
stone K-11 Rakette, without 
spring, $1.40. Henry Disston & 
Sons, Inc., Philadelphia, Pa. 





Sports Set 


Football set, gift packaged, 
including a helmet, shoulder 
pad, football pants and jersey; 
another a football, helmet and 
shoulder pad; or football and 
helmet while two contain a base- 
ball and glove. Also gift pack- 
aged is a rubber basketball with 
an 18 in. goal and net. Catalog 
available with 18 pages of illus- 








KitchenAid Division ¢ THE HOBART MFG. CO. 


World’s Largest Manufacturer of Food and Kitchen Machines 





HARDWARE AGE, AUGUST 24, 1950 





Front opening” is a most-wanted automatic home dishwasher feature. . . 
the best opening to your KitchenAid sales story. 

But with the KitchenAid Dishwasher, you can talk more than “front open- 
ing.” You can talk “front loading’. . . the ultimate in quick, easy dish- 
handling. Demonstrate the 2 independent sliding racks that make KitchenAid 
so easy to load...so easy to unload... that minimize opportunity for 
dish damage. . 

Then go on to the other plus KitchenAid features. Point out the easy auto- 
matic controls . . . how simple it is to switch to manual operation to speed 
cycles. Show the centrifugal pump that circulates the water .. . the revolving 
wash principle that provides most complete, most powerful coverage. 

Talk about the 2 power-rinses that leave dishes, glassware and silverware 
sparkling clean . . . the separately powered, circulated hot air drying that, 
combined with convenient positioning of tableware, is so effective it dries 
even glasses without leaving “tear drops.” 

Don’t overlook the importance of KitchenAid’s self-cleaning, sanitary 
features. Show how water is continually strained during wash and rinse... . 
how strainer is self-cleaning with small food particles being washed down 
drain and coarse (lift out) strainer catching larger food particles. 

The KitchenAid, built by Hobart, story is a story that sells . . . and builds 
profits for you. 


KitchenAid 


The Finest Made cnaanQunen 
TROY, OHIO 
















GO0D Progee NEWS 


1. NEW SALES 
APPEA 
2. NEW Low PRICES. 


Paragon 


POULTRY TIME SWITCHES 


1 — Now you can tell Poultry Raisers 
how to BOOST EGG-INCOME $20.80 
per 100 layers per year with Paragon 
CONTROLLED LIGHTING. 

2— Now you can BOOST YOUR 
SALES and PROFITS with New Low 






Prices! 


Model 4-am G@rly Bird 


Plug-in Type 
Morning Lighting Only 


$9.9 


Model PIP (Plug-in) 

Morning or Evening or /| 

Both AM and PM lighting \J 
{ 


now only $13.50 List a — 





\___e WRITE FOR Free SALES KiT—___7 


of Sales Aids and Complete Data 


Paragon ELECTRIC: COMPANY 


Largest Exclusive Mfgr. of Time Controls 
1212 — 12th St. © Two Rivers, Wisconsin 














Biggest 


Advance 


= 


2 











WATCH FOR 












WHAT’S NEW 





trations and descriptions. A | 
assort- 
ments that are filled from the | 
The 


page features dealer 


stocks of distributors. 


Draper-Maynard Co., 4861 


Spring Grove Ave., Cincinnati | 


32, Ohio. 





Humidiguide, Baroguide 


Glendale combination set, at 


| left, Allendale humidiguide, 5548, 
and Avondale Baroguide, 2597, 





with matching 4 in. plastic cases 
with gold-tone inner circle. 
Humidiguide is a direct reading 
room temperature and humidity 
indicator. Baroguide has sim- 
plified weather forecast dial and 
altitude adjustment to give 
equivalent sea level readings at 
altitudes 0 to 3500 ft. Knurled 
knob in center of crystal is for 
adjusting set hand. Taylor In- 
strument Co’s., 95 Ames St., 
Rochester 1, N. Y. 





Doll Fashion Set 


Dennison Design-A-Doll fash- 
ion set features full color dolls, 
easy removal of the dolls and 
their apparel, full) colored, from 
the die-cut kraft boards, no 
scissors, 
pads, crayons or paints. Die-cut 
about dolls’ limbs and hair holds 


dresses, handbags and gloves in | 
Deluxe boxes packed in | 


place. 
a lithographed display box; 
smaller set has acetate window. 
Available in three sizes, deluxe, 


and the dress sketch | 





four dolls, $2; deluxe set, two | 
dolls, $1; and small set, one doll, | 


29 cents. 
Framingham, Mass. 








Dennison Mfg. Co., | 














Household Scale = mode! 1308 


NEW — MODERN — BEAUTIFUL 
A Scale that Appeals to Women 
Every housewife will be delighted with this smart 
new scale. Body made of styron plastic in red, 
yellow, and white; colors that fit the modern 
streamlined kitchen. Platform stainless steel. 
Capacity 8 Ibs. by 2 ounces. Special dial 
graduations measures shortening by cups. Kilo 
graduations for continental cooking recipes. 
Order from your jobber 
HANSON SCALE CO., CHICAGO 22, ILL. 
Makers of household scales since 1888 








Foster Faucets 


NEVER LEAK 


Because of 
New Design Features 


and New Materials 








Brand new and exclusive in this low-priced 
Self-Closing faucet is a bronze bushing which 
prevents sticking of the _ handle when 
degreasing solutions are in_ use. Also 
valuable is the replaceable disc seat 
oil-resistant HYCAR material, Newly designed 
bottom plug simplifies cleaning and boasts 
a non-leaking sealing ring. Available in % 
size in aluminum, brass or cast iron. 

Other FOSTER products include Cee Clamps, 
Oil and Molasses Gate, and Garden Beauty 
Lawn Sprinklers. 


Write or wire TODAY for full details 


FOSTER 


ALUMINUM ALLOY 
PRODUCTS CORP. 


Forestville 3, New York 









HARDWARE AGE, AUGUST 24, 1950 






plier 
holds 


= 
vm 


tures 
cator, 
heavy 
harde 
nickel 
tom. 

and 7 
count 
availe 
Seym 
Conn. 


Rat 


Wa 
both 
with 
attra 


slowl 
until 

rhagi 
Cleve 


Mid 
Stz 
box ¢ 
Unit, 
ples, 
Servi 
stapl 


4 












el 1308 
TIFUL 


nen 

this smart 
ic in red, 
e modern 
s steel. 
cial dial 
‘ups. Kilo 
recipes. 


2, ULL. 
888 


: 





w-priced 
g which 
. when 








WHAT’S NEW 








Snap-Lock Plier Wrench 


Seymour Smith Snap-Lock 
plier wrench locks on work and 
holds on after you let go. Fea- 





tures swivel jaw, jaw size indi- 
cator, lock release. Made of 
heavy gage pressed steel, jaws of 
hardened tool steel. Handles of 
nickel with scoring top and bot- 
tom. Two sizes, 10 in. at $2.25, 
and 7 in. at $1.75. A six color 
counter merchandiser-display is 
available, contains 6 wrenches. 
Seymour Smith & Sons, Oakville, 
Conn. 


Rat Poison 


Warfarin Compound 52 kills 
both rats and mice. User mixes 
with dry food stuffs known to 
attract rodents. Pests are killed 





slowly yet continue to eat bait 
until dead of internal hemor- 
rhaging. J. T. Eaton & Co., Inc., 
Cleveland, Ohio. 


Midget Stapler 


Stapler packed in a hinged 
box of Bakelite styrene plastic. 
Unit, including 1000 refill sta- 
ples, fits in a purse or pocket. 
Serving as stapler or tacker, 
stapler will fasten up to 20 
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Mew Password to Profits... 


with the great NEW line of 
“dmerica’s Finest’ 


You'll see this exclusive *“RECORD OF 


Today’s Big 
Sales Advantage 
in Freezers! 


PERFORMANCE” tag on every BEN-HUR 
Freezer. A replica of actual performance 
test charts on file at the factory, it is your 
best guarantee of quality engineering, 
trouble-free operation, years of food freez- 


ing satisfaction — proof 


of “today’s best 


buy in freezers.” 


Weuw Beauty, Hew Features, “Joo 


Again, the new BEN-HUR Freezers are out- 
standing in new modern design, colorful 
Ben-Hur Blue trim, new interior lighting, 
more effective cooling, and new conven- 
ience features. Each model crowds more 
storage capacity into less floor area for 
space-saving home installation. 


BEN LE 






















Pe 




















which contains over 175 


INDIVIDUAL BOWLS 
for individual servings 
of salads. A deep 6” 
hard maple 
bowl gaily dec- 
orated wit 

colorful vege- 
tables, fruits or 
Ivy leaves. 


HEALTHFUL LIVING THROUGH FROZEN FOODS 


Mahia 


For casual dining with a touch of grace and charm, the 
modern hostess serves on Rio Grande handpainted wood- 
enware. Boost your sales by featuring this cbmplete line 

ifferent pieces and patterns. 















SALAD AND FRUIT BOWLS by 
practically sell themselves. Smoother sanding, more 
colorful decorations, and a Duroseal finish. Sizes 
11” to 17” in seven Exclusive Rio Grande patterns. 











40) as Oe eh) 
12.5 cubic foot BEN-HUR. Holds up 


to 625 Ibs. Others, 8.5, 16, 20 cu- 


bic foot sizes 


AND THEY'RE BACKED BY THE MOST 
COMPLETE DEALER SALES AID PROGRAM 
IN BEN-HUR HISTORY! 


Ask your BEN-HUR Distributor about the 
new models and the profitable dealer fran- 
chise, or write direct. 

BEN-HUR MFG. COMPANY * 
634 E. Keefe Ave. * Milwaukee 12, Wis. 


Dept. H.A. 


Represented Nation-Wide by Leading 
Independent Distributors and Dealers 






INSIDE OR — 
OUT-OF-DOORS 





PLATES of three-ply 
hardwood maple with 
the same matching 
hand decorations of 
cherries, toma- 
toes, and Eng- 
lish Ivy found 
on salad and 
fruit bowls. 
Sizes 8” and 
10”. 






Rio Grande 




















































ANOTHER 


DIGWELL 


handles easy 


. sells fast 












If you're in the market for a sales-hustler, 
look the DIGWELL over. Priced right for 
fast turnover... built right for re-orders. 
It’s one of the comprehensive, SIMPLI- 
FIED Magor line that lightens inventory 
handling loads. Write today for illustrated 
price list. 









MAGOR 


CAR CORPORATION 
ss: nail SHOVEL DIVISION 
MAGOR 50 CHURCH ST., NEW YORK 7,N.Y. 
BRANDS 













MASTER + POWER - 
BULLS EYE - 


* ARROW 











* cabinets. 


WHAT'S NEW 








sheets of paper together. Retails 
for 98 cents. Speed Products Co., 
Inc., 37-18 Northern Blvd., Long 
Island City, N. Y. 





Gas Ranges 


Two Acorn-Oriole gas ranges, 
both 36 in. wide, model 5015 
with a super-center top, 5020, 
divided top. In the 5015, center 
cluster includes one giant and 
three standard aluminum-head 
Lincoln non-clog burners. Ot'ter 
model has two giant and two 
standard size burners. Both 
have roller drawer type broilers 
with porcelain enameled pan and 
smokeless grid, banquet size 
oven, and large storage compart- 








ment. Both finished in acid re- 
sistant titanium porcelain enam- 
el. Perfection Stove Co., 7609 
Platt Ave., Cleveland 4, Ohio. 


Motorola Table TV Set 


Motorola table television ‘set, 
model 17T3 equipped with a 16 
in. rectangular tube. Model is in 
a mahogany Bakelite cabinet fin- 
ished with gold trim. Features 
two simple controls, improved 
sensitivity, and good neighbor 
shielding which lessens the effect 
of oscillator radiation. Dimen- 
sions: 17 21/32 in. high, 191% in. 
wide, 1815/16 in. deep. Line 
features four luxury radio-pho- 
nograph combinations in either 
mahogany or blonde woods and 
seven table models in Bakelite 
Prices range from 
$14.95 for a walnut finish table 
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model to $229.95 for an FM-AM 
radio - phonograph combination 
in limed oak. Motorola, Inc., 
4545 W. Augusta Blvd., Chicago, 
Ill. 


Hotpoint Disposall 


Hotpoint improved Disposall, 
model MW5, standard MWP5 
may be installed in  ready- 
plumbed diswasher sink. New 
models are more compact, and 
have white outer jacket with 
metal trim. Disposall easily fits 
in automatic dishwasher sink. 
Hotpoint, Inc., 5600 W. Taylor 
St., Chicago 44, IIl. 





Coffeemaker 


Brew-O- Matic coffeemaker 
with 9 cup capacity, flavor selec- 
tor dial, and indicator jewel 
which glows when coffee is brew- 
ed and continues to glow while 
coffee is kept at proper drinking 
temperature. Equipped with cold- 
water pump, and enclosed steel 
rod type element. Marked for 
number of cups required. Domin- 
ion Electric Corp., 120-50 No. 
Elm St.,. Mansfield, Ohio. 
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Hi-Lo Ironing Table 


Hi-Lo steel ironing table with 
wheels that instantly adjusts to 
nine different heights at the 





touch of a finger. Built to give 
plenty of knee room for sit-down 
ironing. Table retails for $12.95. 
Pad and cover may be purchased 
separately. Proctor Electric Co., 
Inc., Philadelphia, Pa. 





Pinking Shears 


Cal-Tep precision made pink- 
ing shears. Model P-3 is all 
metal and its nickel plated blades 
are cut to the tip. Features black 
enamel handle and spring ten- 
sion. Individually packed in blue 





box. Kitty pinker cuts only paper 
and is nickel plated. Individually 
packed in glassine’ envelope. 
Counter displays, window 
streamers, catalog sheets avail- 
able. W. L. W. Mfg. Co., 233 N. 
California, Chicago, III. 


Guild Saws 


Two improved Guild saws, A-6 
and A-8, feature built-in cali- 








brated angle-adjustment which 
permits accurate bevel cutting 
and instant depth control. Both | 














PLUS more customers... 


business benefits. 


PLUS repeat business . . 
the buyer of one Heller tool 
comes back to you for others, 


again and again. 


PLUS reputation for quality... 
the instant you put a Heller 
tool to work, you detect genu- 
ine quality. What better way to 
contribute to your reputation ? 


4 4%” x 11%”. 
BRICKLAYERS’ HAMMER NO. 40 TILESETTERS’ HAMMER NO. 11 
4 Drop forged, tempered, Drop forged, tempered, : 
: correctly balanced. Black correctly balanced. Fully H 
: enamel finish. Weight, polished. Weight, 3 oz. © 
1% lbs. Face and cut- Edge and face accurately 
: ting edge ground and ground for neat, sharp 
: polished, Hickory handle. work. Hickory handle. 
Bs “MAJESTIC” BRICKLAYERS’ Heller Tools are packed 
; TROWEL NO. 45-B in sturdy boxes with 
- London Narrow Pattern. attractive end labels 
3 Blade, post and tang for easy identification. 
forged in one piece. Tem- 
pered, taper ground and 
polished, Hardwood han- 
; dle. Perfect balance. 
8 Size: 4%” x 11”. 


for 
one user tells another of supe- 
rior Heller performance. Your 


. for 








ogg i ee - ee 











































“MAJESTIC” PLASTERERS’ 
FINISHING TROWEL 

Light weight. Hi-grade 
spring steel blade. Alu- 
minum alloy mounting. 
Smooth basswood han- 
dle. Sizes: No, 315-A, 
4%” x 11”. No. 315-F, 
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HELLER 


BROTHERS COMPANY 


Newark 4, N. J. 





Newcomerstown, Ohio 


CONTACT YOUR JOBBER for our FULL LINE of Carpenters’, Machinists’, Tinners’, Upholsterers’, 
Bricklayers’, Tilesetters’, Blacksmiths’ and Farriers’ Hammers. Also Craftmaster Scrapers, 
Chisels, Punches, Masterenches, Files, Rasps and other quality tools. 
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RYERSON 
STEEL in stock 
for HARDWARE 
STORES 


Contact Ryerson when a cus- 
tomer’s order calls for steel you 
don’t ca in regular stocks. 
You can draw on large, diver- 
sified Ryerson stocks at any 
of thirteen conveniently locat- 
ed plants. We’ll gladly cooper- 
ate closely on any steel require- 
ment—any steel problem. 


PRINCIPAL PRODUCTS 
Bars © Structurals © Plates © Sheets 
Tubing ° Allegheny Stainless * Alloy 
Steel © Safety Floor Plate © Babbitt 
Solder © Metal Working Tools & 

Machinery, etc. 


JOSEPH T. RYERSON & SON, INC. 


Plants: New York, Boston, Philadelphia, 
Detroit, Cincinnati, Cleveland, Pittsburgh, 
Buffalo, Chicago, Milwaukee, St. Lovis, 
los Angeles, San Francisco 





































































The Right Hook 
Builds Business! 


In hundreds of building applica- 
tions, Brooks Hooks & Wire Forms 
do an infinitely superior job — 
usually with less labor and at 
lower cost. 


Stock a complete line of 
Brooks Hooks! 


M. S. Brooks & Sons, Inc., Chester, Conn. 


Since 1848 





‘BROGKS HOOKS’ 
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WHAT'S NEW 








equipped with precision cut heli- 
cal gear drive which delivers 
maximum power for accurate 
production sawing. A-6 cuts 2 
in. at 90 deg. and A-8 cuts 2% 
in. at 90 deg. Turbine fan venti- 
lation system draws air through 
the motor and discharges it at 
the front. The Porter-Cable Ma- 
chine Co., Syracuse, N. Y. 





Chuck Wagon Kit 


Aladdin Hopalong Cassidy all 
steel chuck wagon kit, 7 by 8 by 
3 in. finished in red or blue baked 
on enamel. Positive clasp, easy 
grip collapsible handle. Aladdin 
half pint vacuum bottle features 





three pictures of Hoppy in ac- 
tion. Packed five of each color 
to carton; kit with bottle retails 
for $2.69. Four color window 
streamer in each carton. Aladdin 
Industries, Inc., 703 Murfrees- 
boro Rd., Nashville, Tenn. 





Drapery Pleaters 


Pleatmaster drapery pleaters, 
zinc-plated steel pins making 
pinch or box pleats in 48 or 50 
in. drapery material and tra- 
verse any window up to 36 in. 
wide. Each box contains 10 
pleaters, 4 brass pin hooks for 
curtain ends and two patterns 
with instructions, enough to 
pleat a pair of drapes. Retails 
for $1.35. Pack 24 boxes to car- 
ton, shipping weight, 9 lb. H. L. 
Judd Co., Wallingford, Conn. 








Stickleback Drilsaw 


Stickleback Drilsaw combines 
a circular rip-saw blade with a 
gimlet at its outer end. After 


PO) hk omen meek cageh iene: 


drilling its own hole, the tool 
will speedily saw any shape hole 
in any direction in hardwood, 
lumber, plyboard, etc. Avail- 
able in four sizes, finished with 
Mahogany stained and lacquered 
hardwood handle. Fair-traded 
at $1.80 to $2.95. Display stand 


available at 75 cents. Tec-Im- 
ports, 14404 Addison St., Van 
Nuys, Cal. 


Nail-On Golf Plates 


Nail-On Golf Plates are made 
for men in sets of four stainless 
steel plates, two for soles and 





two for heels, with permanently 
affixed non-rusting aluminum 
spikes. Made to fit shoes from 
64%4B to 12EE. Each set is 
mounted on a self salesman dis- 
play card, 12 packed to a car- 
ton, six cartons to a master car- 
ton. Retail for $2.49 per pair. 
Sports Division, Electric Steam 
Radiator Corp., 1 Electric Ave., 
Paris, Ky. 
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Miller Electric Mower 


Whirl-King all steel electric 
mower features the Cutler-Ham- 
mer dead mans switch, must 
have hand on switch for mower 
to operate. Reversible handle, 
no need turning mower around; 
weed and grass guides, fully en- 
closed motor. The unit is ap- 
proved by Underwriters. Sug- 
gested to retail for $47.50. 
Equipped with 7 in. semi-pneu- 
matic rubber tires with self- 
aligning bearings and single 14 
in. rotary type steel cutting 
blade. Cutting height adjust- 
ment from 1% in. low to 3 in. 
high. Special comb-like teeth in 
front and rear prevent entrance 
of foreign material. John W. 
Miller & Associates, Inc., 203 N. 
Wabash Ave., Chicago, III. 





Spray Wax 


Sil-o-spray, automotive and 
household spray wax, imparting 
a protective gloss without rub- 
bing. This wax combines the pro- 
tecting abilities of Silicones, re- 
sistant to moisture and sunlight 
and resistant to heat, with the 
hard lustrous finish of No. 1 
grade Carnuba wax. Packed in 
10 oz. aerosol dispenser with 
finger tip push button spray, re- 
tailing for 98 cents. C.C.R. Corp., 
Bridgeport 5, Conn. 





(Resume reading on page 13) 
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YOUR CUSTOMERS KNOW 
theres No Bother with... 


q 


KESTER 





Why Kester Solder Sells On Sight 


Kester Solder sales are spurred by a vast 
national advertising campaign in consumer 










magazines. Also, your customers know, 
through long experience, that Kester does 







a perfect job every time. 





Sparkling New Counter Display Carton 


Kester Metal Mender and Radio Solder, 
fast sellers, still only 25c in most areas, 
now in their new display carton. 

FREE OFFER: Now available for your 
customers “Soldering Simplified” 
Kester’s new 16-page, how to solder 
— booklet. Send for your supply now. 





KESTER 


METAL MENDER 


SOLDER 









ACID CORE 














Kester Solder Company 
4207 Wrightwood Ave., Chicago 39, Ill. 
Newark, New Jersey * Brantford, Canada 












TO HELP YOU SELL 





New Displays and Other Dealer Sales Helps 





(Continued from page 13) 


wall-type dishmaster, window 
streamer, five service manuals, a 
newspaper mat and a 4 oz. bot- 





tle of liquid detergent with each 
dishmaster. Gerity - Michigan 
Corp., Toledo, Ohio. 


Plow Display Rack 


Empire plow self contained 
display rack constructed of steel, 
30 in. wide, 39 in. Jong and 58 
in. high. Requires 8 sq. ft. of 
floor space. Each rack package 
is complete in a fiber carton to- 
gether with instruction sheet 
for setting up; shipping weight 
about 74 lb. Cost to dealer under 
$10. Top steel sign plate with 
Empire decalcomania on each 
surface. Cadmium plated steel 
pegs and square nuts. The Em- 
pire Plow Co., Cleveland 4, Ohio. 


Fishing Line Package 

Sunset fishing lines are pack- 
aged in machined plastic boxes, 
with precision made sliding 
covers. Fit snug and will not fall 
open. Design of the clear plastic 
permits view of the new labels. 
Boxes are good for re-use. The 





box will not increase the price of 
the fishing lines. Sunset Line & 
Twine Co., 564 Sixth St., San 
Francisco, Cal. 


Tack Merchandising 


An expanded merchandising 
policy for Plas-T-Cap thumb 
tacks includes a package design 
featuring the tack lifter, avail- 
able in a variety of colors. Tack 
lifter stands out under the cello- 
phane wrapper. A dozen package 
is ready also. Pack is enclosed 
in transparent cellophane as are 
single packages. A four dozen 
display carton for Plast-T-Cap 
has been conceived, featuring 
prominently the tack lifter. Tacks 





made in 21 different colors; 
round, rosette and a new star 
design. Shelton Tack Co., Shel- 
ton, Conn. 


Electric Tool Catalog 


Catalog No. 50-A illustrates 
and describes the complete line 
of Hi-Power and Zephyr models 
of portable electric drills, hand 
saws, paint sprayers, paint 
brush cleaners and drill kits. 
Catalog gives complete specifica- 
tions on all the portable electric 
tools and information on the at- 
tachments and accessories that 
can be used with the 1% in. elec- 
tric drills for sanding, grinding, 
polishing, and buffing. Portable 
Electric Tools Inc., 320 West 
83rd St., Chicago 20, IIl. 
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Varnish Brush Assortment 


Warrior varnish brush No. 900 
assortment containing 48 
brushes, sizes 42, 1, 1%, 2 in., 
retailing at 10, 15 and 20 cents. 
Brushes are of Chinese bristle, 
vuleanized in rubber. Handles 
black enamel with green tip and 
metal ferrule. Each has number 
and price imprinted on handle. 
Packed in four color counter dis- 
play. Price to dealer is $6, retail 
value, $9. Moore-Handley Hard- 
ware Co., Inc., Birmingham, Ala. 








Floor Psittaas Booklet 


File on American Floor fin- 
ishes to assist in the selection 
of floor finishes and maintenance 
materials. Includes data on 
preparation of the floor, floor 
maintenance, selection of finish, 
chart showing drying time and 
coverage for all types of floors. 
Final section in brochure is a 
detailed specification sheet on 
each American material with di- 
rections for application and 
product information. The Ameri- 
can Floor Surfacing Machine 
Co., Toledo 3, Ohio. 





Brass Goods Merchandiser 


Mounted with 14 faucets and 
valves, the Keystone Brass goods 
all steel merchandiser is 16 in. 
wide by 11 in. deep by 19 in. 





(Continued on page 181) 
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\) “WF Riabbemaid @rouseware 


big volume protits 


val Bbbermaid! 


THIS MAN, FOR EXAMPLE... He has one of 4 hardware 
stores serving a town of 9780 in northeastern Ohio. Last year, 
from Rubbermaid alone, he did $3346.34 worth of business! 
And so far this year he’s well ahead of last year! 


AND THIS MAN, TOO... He has a hardware store in 
south-central [llinois-—one of 25 hardware stores serving a city 
of 89,500 people. In 1949 his Rubbermaid business amounted 
to $3728.28. And in the first 5 months of this year he has 
already taken in $4433.67 on Rubbermaid alone! 

THESE DEALERS ARE NOT SPECIAL CASES... [here are 
others like them in big cities and small towns all over the 
country. They have helped Rubbermaid set new hardware 
store sales records year after year . up 56% in 1948 . up 
132°, in 1949... . and up 110.6%% so far in 1950! 


How dtd these dealers do i? 


Nothing unusual, nothing hard. They just followed this simple, 
sure-fire sales formula. 
They STOCKED the complete basic Rubbermaid line. 


They DISPLAYED Rubbermaid in their windows and piled up mass 
Rubbermaid displays on a front counter. 


They ADVERTISED Rubbermaid locally in their local newspapers, 
using the free material they got from their jobber. 


They REORDERED often to make sure they were never out of stock. 


3 The Fastest Growing Housewares Line in America 


THE WOOSTER RUBBER COMPANY, Wooster, Ohio 


How about you ? 


You can do the same . . . and be well on your way 
to Rubbermaid riches! Because Rubbermaid ts a 
sales-tested line that is as basic to your stock as 
pots and pans and paint. Rubbermaid replaces noth- 
ing you now sell . . . and it sells all year round. It 
is a matching line of kitchen and bathroom items 
that builds multiple sales. And Rubbermaid is 
backed by a powerful, colorful national advertising 


program that reaches 8 out of 10 of your customers! 


Your jobber is ready now to set up the com- 
plete Rubbermaid line in your store... to give 


you a head start on new sales and profits. CALL 


HIM TODAY! 
























Newest Everedy design! 2 
quarts crisp, fluffy popcorn 
in only 6 minutes! No shak- 
ing—no burning. Simple to 
use—just pour in cooking 
oil and popcorn—then turn 
on burner. Watch it pop 
through glass cover. Serve 
right in popper at parties, 
picnics; to TV guests, chil- 
dren, etc. Inexpensive re. 
freshment — inexpensive 
utensil! The perfect fool. 
proof popper. 

Korn Popper—8" dia, 
(Indiv. Display Box) 

No. 8820 


**Sell-Outs’’ in promotion 
after promotion! ’Tater Baker 
bakes potatoes, apples, rolls; 
warms buns, leftovers; re- 
stores crispness to cereals, 
potato chips, pretzels. Oven- 
ola roasts meats, 
bakes pies and cakes 
—available with or with- 
out set of 8 baking tins. 
’Tater Baker—8'\4" dia. (Indiv. 
Display Box).... No. 8590 
Ovenola—12” dia.. No. 8585 


Ovenola—12” dia. (with set of 
baking tins)..... No. 8586 















som O8 A REFUND oS 


‘S Guaranteed by ” 
Go d Housekeeping 
‘J 
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Most expensive-looking 
cake cover on the market 

. . sells at a budget price! 
Deep, gleaming cover keeps 
cakes, pies and pastry— 
fresh, moist and tasty. Holds 
large family-size cakes. At- 
tractive glass base ideal as 
Lazy Susan. Handsome wed- 
ding, shower, birthday gift. 


*T.M. REG. APP. FOR 


This revolutionary design id Cc 
now available in 2 sizes! Fry keeps bacon hot. For all N Wa EVE REDY Co. 
bacon and keep it HOT _ shallow frying. FREDERICK. MARYLAND 


while eggs are fried. Cover- 
plate keeps bacon flat; pre- Bacon-Egger, Jr—12” dia. ; Mfrs. of Speedy-Clean Cookware 
vents grease from splatter- (Indiv. Display Box) No. 8930 4 
ing. Ring-drain catches Bacon-Egger—14" dia. 

drippings; outside apron (Indiv. Display Box) No. 8920 













COLORFUL NEW CATALOG NO. 51 


Illustrates and describes entire Everedy line— 
specialties, electric appliances, Speedy-Clean 
utensils and tools, sets, etc. Write direct for your 
FREE copy today! 


eS 


WORLD'S LARGEST MAKERS OF CHROME KITCHEN UTENSIL 
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TO HELP YOU SELL 








high. Shipped assembled. Key- 
stone Brass & Rubber Co., Inc., 
Broad and Lehigh Ave., Phila- 
adelphia 2, Pa. 





Socket Wrench Display 


Challenger socket wrench col- 
lapsible merchandiser occupying 
2 sq. ft. of space. Contains fast 





moving sockets in 3% and VA in. 
drive attachments. Stand is 
ruggedly built, can’t tip, and has 
no rough edges. Provides stock 
number and price information 
on each item as well as cards 
describing and pricing sets. 
Also a sign listing Challenger 
tool features. The Penes Corp., 
3900 Wesley Terrace, Schiller 
Park, IIl. 


Shelby Counter Display 


Featuring spring and chain 
door stops, the counter display 
holds 12 product boxes. Display 
box is in two-tone blue and tells 
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the story of door stop utility. 
Product itself is individually 
packaged in maroon and yellow. 
The Shelby Spring Hinge Co., 
Shelby, Ohio. 


Fawsco Display 


Fawsco display including a 
Westwind canopy, a 36 in. Coro- 
net awning, a 20 in. window can- 
opy, flower box, a pair 30 in. 
standard rail, slant canopy, 38 
in. dayview awning, a pair of 
shutters, a pair of 30 in. utility 
rail, plus sales aids. Occupies 
4 x 5 ft. of space. All except 
shutters are standard size prod- 
ucts. Cost to dealer, $69.50. 
Fawsco Mfg. Division, Falls 
Stamping & Welding Co., 1701 
Front St., Cuyahoga Falls, Ohio. 





Pot Cleaner Package 


Red Devil Gold pot cleaner 
package retailing for 25 cents, 
each containing three 10 cent 
sellers. Package has a cellophane 
window which shows the con- 
tents clearly. Cleaners are made 
of alloy brass scouring ribbon. 





Will not rust, shred, splinter or 
unravel. Red Devil Tools, Irv- 
ington 11, N. J. 





Air Filter Promotion 


A kit is available to dealers, 
promoting the “Change ’Em 
Now” theme for Fiberglas Dust- 
Stop air filters which includes 
counter and window displays, 
window streamers, envelope 
stuffers, direct mail reminders, 
newspaper mats and suggested 
copy for spot radio announce- 
ments. Owens-Corning Fiber- 
glas Corp., Toledo, Ohio. 


Eagle Assortment 


Eagle electrical treasure chest 
is an all metal permanent dis- 
play fixture 20 in. wide, 28 in. 
deep, 28 in. high, finished in 
colors. Descriptions marked for 
customers’ and clerks’ guidance. 
Space is provided for marking 
prices. Products factory packed 
in display cabinet. Assortment 


includes 44 types of everyday 
household electrical necessities. 
value 


Retail of merchandise 





$80, fixture worth $20, cost to 
dealer $53.50. Eagle Electric 
Mfg. Co., Inc., 23-10 Bridge 
Plaza South, Long Island City 1, 
N. Y. 


Atlas Screw Catalog 


Atlas Screw issues a 92 page 
descriptive catalog No. 50 list- 
ing its line of metal fastenings 
including all types of bolts, 
screws, nuts .and washers, as 
well as J and J bolts, threaded 
rods, metal stampings and screw 
machine products. All brass, 
copper and,bronze products are 
shown in yellow, while those of 
stainless steel, nickel or monel 
metal have a gray tint. Atlas 
Screw & Specialty Co., 450 
Broome St., New York City 13. 





Bird Labeling Program 


Standard gage and light gage 
linoleum and Armorlite rugs, 
and other Bird flooring mate- 
rials including rug border, Ar- 
morlite yard goods, economy 
rugs and yard goods are to be 
marked with a round identifying 
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HEADQUARTERS FOR FINE QUALITY 






epee 
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Contains 
FULLER 
COMPLETE BASIC 
ASSORTMENT 
@ 4 Dozen Screw Drivers in 
complete range of wanted sizes 
10¢ to 50¢ ea. Retail—for FAST !}URNOVER. 
your present open stock. 


= 2 he ee « 
\ Display it! Keep it filled! 

SCREW DRIVER & WOOD CHISEL 
SELF-SERVICE DEPARTMENT 


A, tt 
- Fl 


Gcrew ¥ 
DRIVERS | 


™ <1nten ee, Se 


Wood Chisels 
in 3 sizes 


Plenty of room for 






















#2160 


Yours 


FREE 


Fuller Metal 


in Eye - 
Blue and Orange. 


Wood Chisels. 
Retail List 


| 








Your Profit 
Shipping weight 12 Ibs. 


Order today thru your wholesaler; or directly from Fuller; we'll ship and bill thru your jobber. 


FULLER TOOL CO., INC. 


905 FAILE ST., BRONX 59, W. Y. 


World's Largest Producers of Unbreakable Amber Handle Tools 


* | TO HELP YOU SELL 





Display Rack 
Striking 


Worth $5! You 
Pay only for the 
Screw Drivers and 


$21.60 
Dealer Cost 14.40 


$ 7.20 





Mey 


the 4 ways 
“Easier to Sell” line 


CHICAGO 


"Safety Plus” Hexagon 
Head Cap Screws 




















© Constant Demand—The constant de- 
mand for the “Chicago” line makes it 
easier to sell—it’s the line for replace- 
ment used in original assembly au 
fields of manufacture. Why? 
® They're Stronger— More uniform—give 
a porta fit for every replacement need, 
aD 
© They Cost Less—They fasten faster 
and tighter—resulting in lower ultimate 
costs to your customer, which makes 
them “easier to sell.” 
© Better Service—Increased “Chicago” 
plant facilities and production means 
**round the clock” service, higher quality, 
better packaging, and a more complete 
line. Yes, here is a greater profit line for 
you to feature—all four ways. 
Remember to ask for these “Chicago” 
products from you hardware distributor: 
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THE LAST WORD IN 
WIRE PRODUCTS 


STOVE PIPE WIRE 
COIL AND SPOOL 
ASSORTMENT 


STRANDED 
AND SOLID 
CLOTHES LINE WIRE 








BRASS, COPPER, 
DARK, TINNED, 
GALVANIZED __ 
COILS AND SPOOLS 
1 OZ. TO 20 LB. 
PACKAGES 





BRAIDED 
PICTURE WIRE 





STRANDED 
AERIAL WIRE 
RADIO 
ACCESSORIES 
SOLDER AND PASTE 


| SOLD THRU JOBBERS ONLY 








SEE YOURS FOR nn 


(tH CONFIDEN 





| NCHOR 


Reet, CORPORATION 


AMA 
LAND 
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Bird insignia, illustrated. The 


| edge of all linoleum is to be 
marked with the repeating iden- 
tifying band, 


Bird linoleum, 





standard gage, or light gage. A 
wipe off ink is used. Bird & Son, 
Inc., East Walpole, Mass. 





Dog Chain Bulletin 


Bulletin describing Cleveland 
Chains’ complete line of dog 
chains. Illustrates many types 
of dog chains and accessories. 
Features the Dog-Along dog 
lead, made of chromium plated 
sash-type chain with specially 
rounded links Chain handles are 
of plastic. The Cleveland Chain 
& Mfg. Co., Cleveland, Ohio. 





Nail Set Display Unit 


Stanley 1134 nail set display. 
It is a beveled block of wood fin- 
ished in white lacquer with red 
lettering drilled to hold 24 nail 
sets. Contains following sizes of 
No. 1134 sets: 8 2/32 in., 65/64 
in., 73/32 in. and 34/32 in. 
Nail sets are of high carbon steel 
hardened and tempered through- 
out. Stanley Tools, New Britain, 
Conn. 


Bulletins for Dealers 


Stock control and retail mer- 
chandise planning are outlined 
in two bulletins published by the 
Business Management Service 
of the University of Illinois, Ur- 
bana, Ill. Henry D. Brohm, for- 
merly of Wieboldt’s, has divided 
stock control in two parts, dollar 


| stock control and unit stock con- 


trol. Second bulletin describes 


| seven necessary steps in mer- 
| chandise planning and includes 
| examples 


of record forms. Both 


available on request. 
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All-Purpose Pad 


Pro-Tex all purpose pads 
packaged in individual gift car- 
tons. Two new pads to intro- 
duce the package. Beautifu! 
Rose and Chrome Classic Pack- 
age front shows the pad, and 
the back provides information 
on its 101 uses, cleaning method, 
etc. Chrome classic, made in 
18 by 20 and 15% by 20 in. 
sizes, is triple-plated on steel, 
has asbestos backing. Beautiful 
Rose is reproduced in natural 
color and features the Pro-Tex 
construction. Made in same 
sizes. Ballonoff Metal Products 
Co., 1820 E. 37th St., Cleveland 
14, Ohio. 


X-acto Circulars 


X-acto line has been put into 
three main categories, knives 
and tools, handicraft sets and 
leathercraft tools. Three circu- 
lars on each are available in 
four colors. Fits into No. 6 
envelope and may be had with 
individual] dealer imprint. 
X-Acto Crescent Products Co., 
Inc., 440 Fourth Ave., New York 
City 16. 


Packing Film 


A 16 mm. sound film presents 


“Packing Magic” which _ illus- 


trates many applications of a 
self-lubricating washer-re- 
placement material, “Mak-O- 
Washer.” Film will be loaned 
without charge. Packing Divi- 
sion, Flexrock Co., Philadelphia 
4, Pa. 


Threading Tool Display 


W-S tap and die set and a 
selected assortment of parts in a 
counter display measuring 7 by 





7 by 4% in. Everything needed 
for 00-90, 0-80, 1-72, and 2-56 
threads is included. Unit retails 
for $28.40. Woodruff & Stokes 
Co., Quincy 69, Mass. 
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1 WHO BRINGS YOU 
“UNIVERSAL 


Sprayers 


He's the sole ambassador of this fastest- 
selling, most profitable line of hand and 
compressed-air sprayers — for the 
Universal line is sold EXCLUSIVELY 
through Jobbers and their salesmen. He 
can accurately gauge your needs, and 
knows that what is good for you is good 
for him. He's your friend. Policy-wise 
as well as price and profit-wise, 


line to handle. 


UNIVERSAL METAL PRODUCTS CO. 
SARANAC MICHIGAN 









- etOr 
yict© Famous 


Ma TREDIaE fo" Realism 
“Coy. Sold 


for Satisfaction 


Scientific design, pre- 

cision construction, 

and top-quality ma- 

terials . . . backed 

by BLAIR’S seventy 

years’ experience... 

make this the out- 

standing mower in 

The «the medium-priced 
Homestead field. 





ICTOR Veri-lites bring in ducks and sales. They 

are light weight, perfectly balanced, lifelike 
decoys that the duck hunter wants...and buys! 
Made of cellulose plastic, waterproof, equipped 
with anchor line swivel. A national advertising 
campaign in Field and Stream, Outdoor Life and 
Sports Afield promotes interest that develops sales 
of Victor Veri-lite Decoys. 

Victor Veri-lite, Victor Wood, Victor Vac-Sta 
and Victor Balsa Decoys are available in nine 


| M OWERS different species—can be quickly shipped from 





either of our two plants. Order from your 
distributor now. 


LA 
BLAIR MANUFACTURING CO 
Telephone 2-7449 ANIMAL TRAP COMPANY OF AMERICA 
SPRINGFIELD 7, MASSACHUSETTS Lititz, Pa. * Pascagoula, Miss. 
a a ae 
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ADAMS-RITE 
HARDWARE 


brass, yet priced to sell—these ! 
are the reasons why Adams- 
Rite hardware can make an 
extra profit for you. Write 
for the complete story. 





FLUSH PULLS JAMB BOLTS 


| 3) i) 


BALL 
LATCHES 








EDGE PULLS 











SURFACE & SLIDE 
BOLTS 


INCREASE YOUR PROFITS >» 
| WITH THIS DISPLAY tees 


CREMONE 
BOLTS 








: 
Distinctive designs in solid | 















Fine —\ 
aniaeaeniié KB 1900 —1950 


ADAMS-RITE MANUFACTURING CO. 


540 WEST CHEVY CHASE ORIVE, GLENDALE 4, CALIFORNIA, US A 
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TO HELP YOU SELL 





Shotgun Display 


H & R point-of-sale card rack 
features the Gamester model 348 
bolt action shotgun and the Top- 
per model 48 single barrel shot- 
gun. Display printed in orange 


scone 





and black with white highlights. 
Cards available on request. Har- 
rington & Richardson Arms Co., 
Worcester, Mass. 





Barcalo Tool Catalog 


1950 illustrated tool catalog 
contains 24 pages and is in two 
colors. Shows the complete line 
of Barcalo drop forged tools, 
including box, open end and com- 
bination wrenches and _ sets; 
pipe and adjustable wrenches; 
all types of pliers; as well as 
new merchandising aids and dis- 
plays. Available without charge. 
Barcalo Mfg. Co., Buffalo 4, 
|: # 


Vinylite Plastic Book 


“Look What’s In The Wind,” 
illustrates the consumer adver- 
tising effort by Bakelite Divi- 
sion, Union Carbide & Carbon 
Corp., 30 E. 42nd St., New York 
City 17, for Vinylite plastics as 
used by six different manufac- 
turers in the field. Brochure 
offers counter display cards also 
to dealers. 


Broom, Tool Holder 


Hold All for all types of heavy 
tools as well as household items. 
Made of heavy gage steel with 
rust resisting plating. Auto- 
matically adjusts to fit any 
shaped article. Piano wire 
spring, built-in sure grip and 
non-slip features. Individually 
carded on three color silent 
salesmen merchandiser to retail 
for 15 cents. Packed 12 cards 
to carton. Also carded three and 
five to a unit, retailing for 59 
cents and $1. Stanley J. Pask 
Associates, Inc., 76 Laight St., 
New York City 13. 

(Resume reading on page 14) 








New, Double Duty 


GAS HEATER 


It's a fully vented 
circulator. Designed 
especially for large 
areas, such as 
school rooms, shops, 
stores, laboratories. 
Will also take care 
of small homes. 


ARMSTRON® 








A & A approved 
for all gases, in- 
cluding liquefied 
petroleum gases. 


heating job. Fin- 
ished in two-tone brown porcelain enamel with 
nickel-plated manifold fittings. 

Mode! 6600 — 60,000 8.1.U. 34” high 28” wide 6 deep 
Model 6450 — 45,000 B.T.U. 34” high 22” wide 16” deep 


SPRINKLERS a 
hero-Mist 


ce _ Fountain 
ees) Half Fountain 


Three different styles to cover the complete home 
lawn market. All made of finest non-rustable 
metals. Individually boxed. 

Order through your jobber or write for literature 
on complete line of gas and electric heaters and 
sprinklers. 


ARMSTRONG PRODUCTS CORP. 
Established 1899 
Dept. HA, Huntington 12, W. Va. 
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mel with 
16” deep 
| 16” deep i 
> Bedroom closet Door with Richards- Wilcox Vanishing Door Hardware. Note that the door does 
> not interfere with the chair, and does not take up any passage space between the bed and wall. 
































ste home 
-rustable 


Sevotwe Recommend the NEW 


iters and 


CORP. VANISHING DOOR HANGER by Richards-Wilcox 


Here is our latest, newest contribution to modern living 
convenience—an advanced sliding door hanger applicable 
to installation in the thinner walls of modern residential 
construction—R-W No. 1019 Silver Streak. Note, par- 
ticularly, these desirable features: ee 





1. The track is made of very heavy non-corrosive aluminum. 


2. The highly finished ball-bearing wheels are made with 
solid laminations of fabric impregnated with a plastic 
which assures long wear and silent operation. The hanger 
is vertically adjustable. 


3. The NEW aluminum track is easily adaptable to instal- 
lation for operating parallel wardrébe doors. The tracks 
are simply installed back to back for operating doors as 
thin as 34’. 


Another Richards-Wilcox Standout 
R-W’s No. 020-2 BLUE STREAK 


Self-Lubrication Door Hanger with OILITE BRONZE BEAR- 
INGS (Perpetual Lubrication) 


SILVER STREAK 





R-W No. 1019 NEW Vanishing 
Door Hanger and Aluminum Track 





For doors 13%4” to 2%” thick, weighing up to 300 pounds... on 
garages, warehouses, factories, stores, barns and similar buildings. 








Richards-Wilcox Mfg. Co. 


“A MAMGER FOR AWRY BOOCR THAT SLIGO SE” 
AURORA, ILLINOIS, U.S.A. Branches in all principal cities 
JOR HANGERS & TRACK @ Fi ele & FIXTURES « GARAGE DC 
rp JSTRIAL NVEYORS > © SCHOOL WARDROBES & PARTIT 
OPERATING EQUIPMENT 
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Montgomery & Crawford 
Elects Bourne President 


Henry T. Bourne, vice 
president and general sales 
manager of Sargent & Co., 





HENRY T. BOURNE 


for the past seven years, has 
been named president and 
general manager of Mont- 


gomery & Crawford, Inc., 
hardware wholesalers, Spar- 
tanburg, S. C. 

Mr. Bourne has spent his 
entire business career in the 
merehandising field in both 
sales and advertising work. 
He is widely known in the 


hardware industry for his 
contributions to improved 
selling techniques. He is the 


author of “The Science of 
Distribution,’’ “Post-War 
Trade Practices” and other 
articles and addresses on the 
simplification and moderniza- 
tion of hardware selling pro- 
cedures and packaging prac- 
tices throughout the trade. 
These were published while 
Mr. Bourne headed sales de- 
velopment for Sargent. 

One time member of the 
advertising staff of Good 
Housekeeping magazine, Mr. 
Bourne served during the 
last war on the staff of the 
WPB as Assistant Deputy 
Vice Chairman for Field Op- 
erations. 





TAMPA HARDWARE BUYS 
KNIGHT & WALL CO. 
RETAIL BUSINESS 


Knight & Wall Co., 220 
Tampa St., P. O. Box 31, 
Tampa 1, Fla., hardware 
wholesalers, has announced 
that its retail business has 
been sold to a newly formed 
corporation under the name 
of Tampa Hardware Co. at 
the southwest corner of Tam- 
pa and Lafayette Sts. The 
wholesale operation has been 
moved to 220 Tampa St., a 
block south of the old loca- 
tion. 

The president of the Tampa 
Hardware Co., is E. D. War- 
ner, formerly manager of the 
J. C. Penney store in Tampa, 
Mr. Warner, who had been 
with Penney for 25 years, 
had retired at the age of 46. 
Harry Orr, his assistant in 
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the Penney _ organization, 
joined with him in the new 
business. 





MILES BLUNT FORMS 
BLACK PANTHER TOOL 


Miles Blunt, formerly sales 
manager for Red Devil Tools, 
has announced the formation 
of his new firm to be called 
the Black Panther Tool Co. 
The firm will manufacture 
and distribute painters’ and 
glaziers’ tools, floor polishers 
and hardware _ specialties 
throughout the United States. 

Well known among hard- 
ware men, Mr. Blunt, as vice 
president and sales manager 
of Landon P. Smith, Inc., 
has been in touch with whole- 
salers and retailers in the 
field for the past 18 years. 
He has been face to face with 


every problem which con- 
fronts a manufacturer, whole- 
saler or dealer, and is now 
ready to give his many 
friends in the trade a new 
line .of tools, selected for 
quality, appearance and 
price. 

Mr. Blanthas with him on 
this venture his two sons, 
both of whom have had ex- 
perience in the field. John 
W., who was New England 
sales manager for Red Devil 
Tools, will act as vice presi- 
dent of the new firm; and 
Robert will be. in charge of 
sales on the West Coast. 





MILES BLUNT 


Headquarters for the newly 
formed Black Panther Tool 
Co. will be located at 401 
North Broad Street, Philadel- 
phia, Pa. 


— 





GEORGE DOUMA 


DOUMA DIRECTS OSTER’S 
APPLIANCE SALES 


George M. Douma, has 
been named sales manager 
for the electric housewares 
division of the John Oster 
Mfg. Co., Racine, Wis., it 
was announced recently. Mr. 
Douma was former sales 
manager for the electrical 
division of Nesco, Inc. 

According to John Oster, 
Jr., executive vice president, 
the company has divided its 
sales management activities 
into two separate operations. 

Mr. Douma had been asso- 
ciated with Nesco for the 
past six years, and formerly 
served with Butler Brothers 
for more than 10 years han- 
dling promotional activities 
and sales. 


Buyer Pre-Registration of Hardware 
Show 25 Pct. Ahead of Last Year 


Pre-registration of buyers wishing to attend the National 


Hardware Show, to be held at Grand Central 
Oct. 2-6, is now 25 pct. beyond last year's total. 


Palace, 
Every square 


foot of space will be occupied by over 600 hardware and 
allied line manufacturers. According to Frank Yeager, show 
director, a survey of exhibitors shows the largest amount of 


new products ever shown will 


be at the show. By request 


of farm and garden equipment makers, those exhibitors will 
be scattered throughout the show instead of being in a 
definite section. In the Fishing and Hunting Division and 
Sporting Goods Section, over 200 manufacturers are reg- 


istered as exhibitors. 
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Our Own Hardware Warns Dealers 
At Meeting to Expect Overall Controls 


A new record in attend- 
ance for a summer meeting 
was established at the con- 
vention held by Our Own 
Hardware Co., Minneapolis, 
July 31 to Aug. 2. The con- 
vention, which combined the 
summer meeting and the fall 
and winter markets, was at- 
tended by 1254 dealers, their 
families and their sales per- 
sonnel, representing 458 
stores. In addition, 224 man- 
ufacturers’ representatives 
were also present. 

S. P. Duffy, president and 
manager, in opening the con- 
vention, said he felt that 
hardware dealers could ex- 
pect severe controls of all 
kinds in the future and 
should make their plans ac- 
cordingly. 

In discussing the possibil- 
ity of merchandise shortages, 
Mr. Duffy pointed out that 
“The same shortages which 


THE LEADER IN'SO 


prevailed in 1940 and 
through the war may not be 
in the same commodities and 
the same raw materials this 
time. It is foolish to try and 
anticipate and get protection 
on items which were so short 
in World War II. Any short- 
age we may suffer may be in 
lines which were in abund- 
ance during the last war.” 

Mr. Duffy warned against 
going into strange lines of 
merchandise or substitutions 
which might impose severe 
problems at the conclusion of 
the war. 

The executive of Our Own, 
in a discussion of the com- 
pany’s business, reported 
that while the early months 
of this year lagged behind 
the volume of a year ago, a 
pick-up in April, May and 
June resulted in putting the 
volume for the first six 
months of the present year 


slightly ahead of the same 
period in 1949. He predicted 
that volume for July would 
be one of the heaviest months 
on record. 

While dealer buying at the 
meeting was heavy, it could 
by no means be termed panic 


buying. A high degree of 
selectivity was notable in the 
ordering. 


An enlarged display area 
for toys and Christmas mer- 
chandise received particular 
attention, with very good 
buying reported for the holi- 
day season. 


SARGENT & CO. NAMES 
GENERAL SALES MGR. 


J. Bryer Duff, assistant 
general sales manager at 
Sargent & Co., New Haven, 
Conn., for the past eight 
years, has been promoted to 





View of one of the displays at Our Own Hardware's summer 


meetings. S. P. Duffy (sho 


wn in circle), president and mana- 


ger, Our Own Hardware Co. 
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J. BRYER DUFF 


the post of general sales 
manager. 
[he appointment of Mir. 


Duff was announced recently 
by C. F. Sargent, president 
of the lock and hardware 
manufacturing firm. 


In his new position, Mr. 
Duff will head sales and 
merchandising development. 


He is a charter member of 
the American Society of 
Architectural Hardware Con- 
sultants. 

Mr. Duff succeeds Henry 
T. Bourne, who has resigned 
from the position of sales 
manager at Sargent & Co. 


APEX ELECTRICAL BUYS 
PORTABLE DISHWASHER 


The Apex Electrical Mfg. 
Co., Cleveland, has purchas- 
ed all rights to the manufac- 
ture and sale of the Apex 
Roll-A-Way automatic port- 
able dishwasher, C. G. Frantz, 
president, announced recent- 
ly. 

The product is similar to 
the All American portable 
dishwasher manufactured by 
Apex for another concern 
since the fall of 1949. Apex 
now will produce both dish- 
washers, retaining present 
outlets for the All American 
and offering the new Apex 
Roll-A-Way through the com- 
pany’s established channels. 
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National Tube Names McConner Exec. V.P. 
W. J. McKee General Sales Manager 


John E. Goble, president 
of the National Tube Com- 
pany, subsidiary of United 
States Steel, announced re- 
cently the election of William 
F. McConnor as executive 
vice president. At the same 
time, Mr. Goble announced 
the election of H. J. Wallace 
as vice president in charge 
of sales, succeeding Mr. Mc- 
Connor in that position. 

Mr. McConnor has been 
with the National Tube since 
1917, serving in various ca- 
pacities in the operating, en- 
gineering and sales depart- 
ments. For 10 years prior 
to becoming vice president in 
charge of sales in 1946, he 
served as general manager 
of sales. Before joining the 
sales department of the com- 
pany, he held important op- 
erating positions, including 
that of assistant to vice 
president, operations. 

He began his career as an 
apprentice engineer with the 
York Mfg. Co., York, Pa., in 
1914, 

Mr. Wallace has been gen- 
eral manager of sales since 
1946. He started with the 
company in 1928 as a laborer 
at the Ellwood City, Pa., 
plant. He joined a National 
Tube student training course 
at the Lorain, Ohio, plant in 
1929 and then served as field 
engineer in the Pittsburgh 
sales division until 1933. Fol- 
lowing this, he was employed 
in a sales capacity at Indian- 
apolis and Pittsburgh until 
1937, at which time he was 
made manager of sales of the 
Pittsburgh district office. 

During the war, he served 
as assistant general man- 
ager of sales in charge of 
ordnance. Immediately fol- 
lowing the war and prior to 
becoming general manager of 
sales he served as eastern 
area sales manager in New 
York. 

Wiiliam J. McKee, for- 
merly sales manager, Central 
area, has been appointed gen- 
eral manager of sales of the 
company, and Louis W. Ma- 
son, formerly assistant to 
general manager of sales, 
has succeeded Mr. McKee, it 
was also announced. 

Mr. McKee has spent his 
entire working career with 
the National Tube. He has 
held a number of positions 
in the company’s operating 
and engineering depart- 
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ments, commencing in 1912. 
He was made assistant su- 
perintendent of field engi- 
neering and inspection in 
1929 and became manager of 
the company’s sales office in 
Tulsa, Okla., in 1931. Later 
he served as manager of 
sales in New York City and 
after a period of service in 
the general sales office in 
Pittsburgh, he was made 
sales manager, Central area 
in 1945, with offices in Chi- 
cago and held that position 
until the present time. 

Mr. Mason started his 
business career with Carne- 
gie-Illinois Steel Corp., also 
a U. S. Steel subsidiary. He 
joined National Tube in 1923 
as a buyer in the purchasing 
department and was made 
assistant purchasing agent 
in 1930. When the Tubular 
Alloy Steel Corp., now Na- 
tional Tube Co.’s Gary 
Works, was founded, he was 
the first manager of pur- 
chases. In 1944 he joined 
the sales department as as- 
sistant general manager of 
sales-ordnance in Washing- 
ton, D. C. Following World 
War II, he served as man- 
ager of sales in Detroit and 
Pittsburgh, becoming assis- 
tant to general manager of 
sales at Pittsburgh in 1948. 





ELECT HAL LAINSON 
PRES. DUTTON-LAINSON 


Hal Lainson has been elect- 
ed president of the Dutton- 
Lainson Company, Hastings, 
Nebr., succeeding his father, 
H. A. Lainson, who becomes 
chairman of the board. 

The younger Lainson has 
been with the manufacturing 





HAL LAINSON 


and wholesaling company 
since 1932, serving recently 
as vice president and gen- 
eral manager. 

He was president of the 
state’s Associated Industries 
in 1948 and director of the 
National Association of Man- 
ufacturers in 1949. He is 
also general manager of the 
Frank Rose Co. and secre- 
tary of the Jaden Mfg. Co., 
both of Hastings. 





M. A. KLEIN, PRESIDENT 
MATHIAS KLEIN & SONS 


At a recent meeting of the 
board of directors of Mathias 
Klein & Sons, Chicago, Ma- 
thias A. Klein, grandson of 
the founder, was. elected 
president and treasurer. 

Mathias A. Klein succeeded 
to these offices after the 
recent death of his brother, 
Joseph A. Klein, Jr. 

Mathias A. Klein & Sons 
was founded in 1855 by Ma- 
thias Klein. Upon his death 
his son, Joseph A. Klein, was 
made president of the com- 
pany, and, in turn, his son, 
Joseph A. Klein, Jr. became 
president. 





MATHIAS A. KLEIN 


It is the plan of the new 
president to continue the pol- 
icies of the company, both as 
to products and methods of 
distribution, that have char- 
acterized it in the past. 





FIRE DAMAGES PRODUCT 
ENGINEERING PLANT 


Fire recently destroyed 
partially the plant of the 
Product Engineering Co., 
Portland, Ore. However, the 
company expects to be in full 
production within a_ short 
time and delivery schedules 
are expected to be kept up to 
date. 





LEWIS BARNARD HEADS 
LUFKIN RULE CoO. 
Lufkin Rule Co., Saginaw, 
Mich., has announced the ele- 
vation of Lewis Barnard, Jr., 





LEWIS BARNARD, JR. 


to the position of company 
president, succeeding Robert 
G. Thompson, who simultan- 
eously became chairman of 
the board. 

Mr. Barnard entered Luf- 
kin employ in 1932, working 
in the engineering depart- 
ment two years before his 
transfer to the sales depart- 
ment. He was assigned a 
sales territory until 1941, 
when he was called back for 
inside work as Lufkin’s prior- 
ities supervisor during World 
War II. 

In 1946 Mr. Barnard at- 
tended Northwestern Univer- 
sity for a year’s post gradu- 
ate work in business admin- 
istration. On his return to 
Lufkin Rule from the uni- 
versity, he became company 
vice president. 

Mr. Thompson joined Luf- 
kin Rule in 1906 and worked 
three years in a sales :apac- 
its. In 1910 he was placed in 
charge of Lufkin’s New York 
office. By 1920 his ability had 
won him a directorship in the 
Saginaw firm and a year 
later he was promoted to the 
post of vice president. 

Mr. Thompson came to 
Saginaw in 1938 to succeed 
the late Fred Buck as Luf- 
kin Rule Co. president and 
served in that capacity until 
made chairman of the board. 





DURALUX NAMES 
CHICAGO AGENTS 


Charles McClarran, sales 
manager of The Duralux o., 
has announced the appoint 
ment of The Keller Co. 3 
representatives in the Chi- 
cago territory. 
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“EVERYTHING YOU COULD WANT” 


The most demanding shooters are “tickled pink” 








aaen ae with these Savage “22’s”. Traditional Savage accu- 
ger racy, dependability and value make these today’s out- 
Slide Action . ee 99 > 
weet standing “22” buys. That’s why dealers everywhere 
epeating Rifle 








are saying—no matter what the shooter’s require- 
ments—“Savage has everything you could want in 

e ’ >? 
a 22. 









Show shooters the Model 29’s short (11%") stroke... let them feel how it 
permits rapid fire shooting without disturbing aim. They'll see in a second 
that this is one of the finest “22’s” they can buy. 

Point out that the fast handling, smooth operation and dependability of 
this hammerless pump gun make it ideal for small game hunting, plinking 
and informal target shooting. 

They'll like these features: — one-piece bolt, removable without tools for 
cleaning ... quick takedown assembly screw ... extra long knurled forearm 
adaptable to the reach of any shooter... well proportioned stock of American 
walnut... 15-shot tubular magazine. 


AUTO-LOADING .22 RIFLES 


Savage—and only Savage—offers shooters “3-in-1” auto-loading rifles. With- 


ee er 





SAVAGE out tools or delay, Savage Models 6 and 7 are instantly adjustable as auto- 
MODEL 6 loaders, using .22 long rifle cartridges; or as boit action repeaters or single 

3-in-1 shots, shooting .22 long rifle, .22 long or .22 short cartridges. They'll “fill 
Auto-loading the bill” for almost every “22” prospect. 


-22 Cal. Rifle 
Tubular Magazine 


Savage Model 7 has same features as Model 6, but with clip magazine. 


Simplest, most trouble-free ‘ 
action of any “22” auto-loader. oc 
Easily, quickly disassembled 


without tools. i | 


(@)SAVAGE 


and Shotgun 


DON’T MISS 


-.. your opportunity to get the new Savage Sales 
Handbook. Detailed specifications of all Savage, 
Stevens and Fox models, along with quick, 
easy-to-use sales highlights. Perfect for use 
with your gun rack. Write for your copy. 


SAVAGE ARMS CORPORATION 
Firearms Division Chicopee Falls, Mass. 





















SAVAGE + STEVENS + FOX ifles 


SAVAGE * WORCESTER Power and Hond Lown Mowers 
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TURNOVER PRICES! 


pertistic's Kétehenatds 
with 
ee aetle Finishes 


MAKE REAL FRIENDS because they are convenient space 
savers. Highly functional, coated with sturdy, dependable 
VINYLITE, they will not rust or peel. VINYLITE PLASTIC 
cushions and protects; it is superior to any other coating. 
It outlasts rubber many times over. This finish, which is 
nationally advertised by BAKELITE, does not stain, discolor 
or become soft and sticky in soapy water. ARTISTIC Kitchen- | 
aids are priced right for fast volume selling at real profiti 

















































»>mart ’ 
GLASS DRYER ar 
DISH DRAINER 


63 13) 
4 x13 x 


49.9 
oIZE RACK 


TWIN-SINK 
14 x11% x 


Contact your nearest distributor for 
cost prices and pr tional allow : 
— or write to our main office direct. 


ARTISTIC WIRE PRODUCTS CO.., Inc. 
















CLEAN UP ON SALES AT FAST | Youngstown Kiéchens Expands Sales Set-Up; 


Adds Seven Regional Sales Managers 


The appointment of seven 
new regional sales managers 
in the Youngstown Kitchens 
field sales organization has 
been announced by Charles 
A. Morrow, vice president in 
charge of merchandising, 
Mullin Mfg. Co., Youngs- 
town Kitchen _ Division, 
Youngstown, Ohio. 

William Barnett, Jr., who 
formerly headed the Youngs- 
town Division of South Texas 
Appliance Co., San Antonio 
distributor, has taken over a 
territory including San An- 
tonio, Houston, Dallas and 
Fort Worth. 

Charles Ferguson was pro- 
moted from the factory or- 
der service department to re- 
gional manager in the Buf- 
falo, Rochester, Albany, and 
Binghamton area. 

Harry Heckathorn, Jr., is 
the Youngstown regional 
manager in St. Paul, Duluth, 
and Billings. He formerly 
was in the kitchen division 
of McWhorter, Weaver Co., 
Nashville distributor. 


Rexford Julian, formerly 
of the factory sales staff, 
was promoted to regional 
manager in Detroit, Lansing, 
Grand Rapids, Toledo, In- 
dinapolis, and South Bend. 

Howard Kroske, who head- 
ed the Youngstown division 
of Marshall-Wells Co., hard- 
ware wholesalers, Seattle, 
now is the Youngstown rep- 
resentative working with 
Marshall-Wells branches in 
Seattle, Portland and Spo- 
kane. 

Charles A. Morrow, Jr., is 
regional manager in Phila- 
delphia and New York. He 
gained his experience as a 
kitchen salesman for Weiss 
& Besserman Co., Inc., ex- 
clusive Youngstown distribu- 
tors in New York City. 

Howard Schryver, who 
previously served as assis- 
tant sales training director 
for Youngstown, now is the 
regional manager in San 
Francisco, Fresno, Reno and 
Salt Lake City. 








BLUMENSCHEIN HEADS 
NESCO ELECTRIC SALES 


The appointment of Eu- 
gene Blumenschein as sales 
manager of the electrical di- 
vision of Nesco, Inc., Mil- 
waukee, Wis., has been an- 
nounced. 

Mr. Blumenschein, for the 
past 14 years, has been serv- 
ing as Chicago district man- 
ager in the housewares divi- 
sion of Nesco., Inc. Prior to 
this Mr. Blumenschein was 
employed as a salesman in 
the Chicgo area for Nesco. 

Also announced was the 
appointment of James Dodge 
as assistant sales manager 
of the electrical division. 


REO MOWERS NAMES 
SALESMAN FOR SOUTH 


Reo Motors, Inc., Lawn 
Mower Division, Lansing, 
Mich., has announced the ap- 
pointment of Fred L. Hall to 
represent the company in 
complete charge of lawn 
mower sales and service in 
the southern territory com- 
prised of Alabama, Missis- 
sippi, Arkansas, Louisiana, 
Tennessee, Georgia, Florida, 
North and South Carolina. 

Mr. Hall entered the real 
estate business in Florida in 
1923. He joined Westing- 
house Air Brake Division in 
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1927, and became eastern 
representative in the New 
York Office. At the formula- 
tion of Bendix Westinghouse 
in 1929, he was made gen- 
eral service manager, and in 
1933, named director of sales 
and distribution for New 
York, Pittsburgh and Elyria. 

After service during the 
war years as specialist at- 
tached to U. S. Transporta- 
tion Corps, he joined the 
Kiekhaefer Corp., Fond du 
Lac, Wis., as vice president 
in charge of sales for the 
company’s line of Mercury 
outboard motors, small air- 
craft and industrial engines 
and chain saws. 





FRED L. HALL 
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RICHARD D. BOND 


MURRAY CORP. NAMES 
HOME APPLIANCE 
MERCHANDISE MGR. 


Richard D. Bond has been 
appointed merchandise man- 
ager for the home appliance 
division of The Murray Corp. 
of America, Scranton, Pa., 
and Albert Felder has been 
named associate merchandise 
manager of the division, it 
was announced recently. 

Mr. Bond is a former vice 
president of Doubleday & 
Company, Inc., New York 
publishers, where his duties 
included direct supervision of 
Blakiston & Co., a subsidiary 
firm. Prior to this, Mr. Bond 
was sales manager of “Poor’s 
Corporation Records” and 
“Standard Statistics.” 


e 





ALBERT FELDER 


Mr. Felder joined Murray 
after experience as a national 
sales agent in the home 
equipment field. He has also 
served as a sales representa- 
tive for the Pittsburgh Water 
Heater Corp., and as a mem- 
ber of the appliance buying 
group at Gimbel Brothers, 
Pittsburgh. 
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BIRD & SON TO SELL 
SILVERCOTE PRODUCTS 


Mass., and Silvercote Prod- 
ucts, Inc., Chicago, for Bird 
to sell Silvercote reflective in- 
sulation in the states now cov- 
ered by Bird’s building ma- 
terials salesmen. The agree- 
ment was announced by A. H. 
Anderson, president of Bird 
& Son, at a special dinner 
meeting of Bird & Son’s sales 
managers and manufacturing 
officials from the East Wal- 
pole, Chicago and Shreveport, 
Louisiana, plants. 

The Silvercote products, 
added to Bird’s line of as- 
phalt shingles and sidings, 
include three reflective insu- 
lation materials: Duplex, an 
approved vapor barrier with 
two sides reflective; Simplex, 
a water-proof building paper 
with two reflective surfaces; 
and Flexray, approved as a 
vapor barrier with one side 
reflective. 





APPOINT ASSISTANT TO 
BORG-WARNER PRES. 


F. M. Hawley, president 
and general manager of 


Morse Chain Co., a division | 
of Borg-Warner Corp., 310 | 


S. Michigan Ave., Chicago 4, 
has announced the appoint- 


ment of J. Nall Candler as | 


his administrative assistant. 
Mr. Candler formerly was 
assistant general manager 
of the Norge Division of 
Borg-Warner. 





BROWN-ROGERS-DIXSON 
OPENS COLUMBIA BRANCH 


Brown-Rogers-Dixson Co., 
hardware wholesalers, Wins- 
ton-Salem, N. C., is marking 
its 70th aniversary, as was 


announced in the August | 


10th issue. The company is 
opening a new, large branch 
in Columbia, S. C., which 
will operate on a wholesale 
basis only but will carry a 
complete line of hardware 


the same as in Winston- | 


Salem. 

The company as a whole 
has 23 separate departments 
each with a manager who is 
a specialist in his line. The 
retail store building is a 
block long with entrances on 
Cherry, Fifth and Trade Sts. 
The wholesale division is on 
Seventh St., with two build- 
ings. The floor space of the 
company is over 100,000 sq. 
ft., and the retail store has 
three floors. 


| 
Arrangements have been | 
completed between Bird & | 


Son, Ine., East Walpole, | 


| 
| 
| 
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THIS SIMPLE WAY TO LIGHT A CLOSET WITH 


lights 


is opened 


MUERTE 
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goes out 
instantly 
when door 
is closed 


Installed by anyone in a few minutes 


The compact one-piece Slater KLOZ-A-LITE is a “natural” for sales 
appeal. All it needs is a bulb. Installs easily...mounts with 2 
screws, plugs into nearest outlet. Eye-catching package illustrates 


simple installation. Stock up now and stock up plenty. They 
won't be on your shelves long. Phone your distributor, or write 


to KLOZ-A-LITE, Slater Appliances, Inc., Woodside, New York. 


ATTRACTIVE PACKAGE TO (J 
DOUBLE AS COUNTER OR 


WINDOW DISPLAY. 


Each unit complete 
with 12-foot cord and 
wire hold - down 
clamps. 1 piece, com- 
pact — only 2 inches 
square. Takes 25 to 
60 watt bulb. 


Built Right... 
for long life 


Priced Right... 
for on-the-spot sales 




















Displays and other promotional aids available. 


retail price 
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SLATER APPLIANCES, INC. 


WOODSIDE, NEW YORK 











General view of the new display room opened at the main plant 


St. Paul, Minn. 


200 Dealers Attend Farwell, Ozmun, Kirk 
Party Marking Remodeling Completion 


used throughout the office, 
and new furniture and equip- 
ment has been installed, in- 
cluding a Bruning machine. 

Display rooms’ showing 
complete lines of toys, silver- 
ware and heating equipment 
are arranged on the office 
floor. The new model display 
store, for wholesale _ sales 
only, is located on the floor 
below the office. Also on this 
floor are complete displays of 


An open house on Aug. 
38rd, attended by several 
hundred dealers from Minne- 
apolis and St. Paul, marked 
the completion of an office 
remodeling program and 
the opening of a new model 
display store at the main 
plant of Farwell, Ozmun, 
Kirk & Co., wholesalers of 
St. Paul, Minn. 

Particularly noteworthy in 
the office remodeling pro- 


gram was the closing of the floor coverings, furniture, 
old entrance to the main stoves and ranges. 

plant on Jackson Street, and The model display store 
the opening of a modern, all (see accompanying photo- 


graphs), which stocks an ex- 
tensive line of general hard- 
ware merchandise, features 


glass entrance on Kellogg 
Blvd. 


Fluorescent lighting is now 








A feature of the new display room is this model bathroom display. 
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of Farwell, Ozmun, Kirk & Co., 


the latest innovations in dis- 
play and lighting methods, 
built around Minnesota Re- 


tail Hardware Assn. fix- 
tures. A_ different color 
scheme is used with each 


main section to illustrate the 
effect of various colors on 
merchandise display. 





U. S. HARDWARE & PAPER 
NAMES SALES MANAGER 
HARDWARE STORE DIV. 


Glen Davis has joined the 
United States Hardware & 
Paper Co. as sales manager, 
Hardware and Variety Store 
Div., 2522 S. Soto St., Los 
Angeles. Mr. Davis was 
formerly sales manager for 
the D. E. Sanford Co. Mr. 
Davis has a thorough knowl- 
edge of the Southern Cali- 
fornia market. 





FRIGIDAIRE EXPANSION 
PROGRAM ANNOUNCED 


A $12,000,000 Frigidaire 
warehouse and factory build- 
ing program was announced 
recently by M. M. Roberts, 
General Motors  vice-presi- 
dent and Frigidaire general 
manager. 

The expansion program, 
slated for the firm’s Moraine 
City plant site just outside 
Dayton, is expected to be 
completed by early 1952. Con- 
struction work probably will 
begin late this summer. 

This expansion is neces- 
sary because the warehous- 
ing capacity is inadequate 


and the production facilities 
crowded. 
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WORTHINGTON PUMP 
APPOINTS ASSISTANT 
TO PRESIDENT 


H. C. Ramsey, president of 
Worthington Pump & Ma- 
chinery Corp., Harrison, 
N. J., has announced that 
Charles A. Butcher has joined 
the organization as assistant 
to the president with head- 
quarters at 2 Park Ave., New 
York City. Mr. Butcher 
formerly was general mana- 
ger of Crocker-Wheeler Elec- 
tric Mfg. Co., and vice presi- 
dent of its successive parent 
companies, Joshua Hendy 
Corp., and Elliott Co. 





MIDWAY TOOL MOVES 
OFFICES TO PLANT 


The transfer of sales and 
advertising offices of the Mid- 
way Tool Co., Inc., from 
Cleveland to the company’s 
factory at Melvin, Ohio, has 
been announced by C. J. Ger- 
ker, sales manager. 

This move is made pos- 
sible by completion of a re- 
cent addition to the Midway 
plant which will provide 
ample space for sales depart- 
ment activities, Mr. Gerker 
stated. 





COSCO ANNOUNCES 
EXPANSION PROGRAM 


The Hamilton Mfg. Corp., 
Columbus, Ind., recently an- 
nounced details of an expan- 
sion program which will in- 
crease the company’s floor 
space for research, produc- 
tion and warehousing by 
121,000 square feet. 

The program is beginning 
with the erection of a mod- 
ern, one-story building of 
concrete and steel construc- 
tion on a recently acquired 
45-acre tract of land at State 
& Gladstone Streets in Col- 
umbus. This new structure 
is scheduled for completion 
late this summer. 

When originally organized 
in 1935 as the Columbus Spe- 
cialty Company, the firm was 
housed in a single room con- 
taining only 750 square feet. 
Metal match boxes and pow- 
dered soap containers were 
among the first products. 
Shortly before World War I, 
an all-metal stool was intro- 
duced, and full-scale produc- 
tion of this item began im- 
mediately following the com- 
pany’s return to peace-time 
operations. Step Stools were 
introduced by December, 
1945. Today the Cosco line 
includes 24 different products 
for the home. 
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Get a free set of these streamers to put in your win- 
dow right away. They'll remind people it’s time to 
replace broken lights...help you sell more L-O-F 
Window Glass. 

Also put in a display of L-O-F Window Glass and 
assorted accessories—glazing points, putty, putty 


knives. Don’t miss a bet on building up sales. 


_..Cash in on Extra Autumn Potts 


We Cut to Size 


WINDOW GLASS 


% FOR StoRM sasn % 





Of course you'll want a good stocx of the easier 
cutting L-O-F Window Glass which bears the famous 
nationally advertised trade-mark. For advice on 
what quantities of the fastest selling sizes to stock, 
call your nearest L-O-F distributor, or write us direct. 
Libbey -Owens:Ford Glass Co., 1485 Nicholas Build- 
ing, Toledo 3, Ohio. 











LIBBEY: OWENS - FORD 
a Gedl Name te gk 
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City, 


Company Name 


Street Address 


LIBBEY-OWENS-FORD GLASS CO., 1485 NICHOLAS BUILDING, TOLEDO 3, OHIO 


Please send me absolutely free, 


sets of your Window Glass streamers 








(Please print) 





Postal Zone 











Ordered by 


set of streamers TODAY/ 
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Your Glass Distributor 
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“Not interested... 


I’m going to see the 1951 H-I line first!” 


Worth Waiting For... 


<P> 


1951 Tackle Values 


Actually, we don’t think the fish will be too 
pleased with the new H-! line—but we’re sure 
you dealers will. 


The 1951 H-I line includes the greatest values 
ever offered America’s tackle dealers, bar none! 


Better merchandise, at lower prices—that’s H-I’s 
promise for 1951. We’re ready with a complete 
line of rods (including fibre, solid and tubular), 
reels, lines and lures that will delight tackle 
dealers (and fishermen) from coast to coast. 


H-I tackle — as you know — has always been 
priced for volume sales. In 1951, though, our 
line will represent the best tackle values we've 
ever offered . . . the best values we know of 
anywhere. 


DON'T BUY 


. until you’ve seen the new H-I line. You'll be 
glad you waited, because H-I in 1951 means volume 
tackle sales . . . record profits. Write for our catalog, 
see your H-I man. He’s got plenty to offer you for 
next year. 


HORROCKS-IBBOTSON CO. 


UTICA, N. Y. 


Manufacturers of the Largest Line of Fishing Tackle in the World 


J 
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WICKWIRE SPENCER 
ADVANCES FRIZZELL 


Richard H. Frizzell was 
appointed sales manager of 


the structural products de- 





RICHARD H. FRIZZELL 


partment of the Wickwire 
Spencer Steel Division of The 
Colorado Fuel & Iron Corp., 
500 Fifth Ave., New York 
City, it was announced re- 
cently. 

In 1933, prior to the 
merger with The Colorado 
Fuel & Iron Corp., Mr. Friz- 
zell joined the then Wickwire 
Spencer Steel Co. He has 
served in various capacities 
in the sales department and 
the mills of Wickwire since 
then. 

Mr. Frizzell succeeds to the 
position of G. L. Crawford, 
who will devote his full 
efforts to that of sales mana- 
ger of the division’s Buffalo 
sales district. 

Both Mr. Frizzell and Mr. 
Crawford will continue to 
headquarter at the Division’s 
offices in the Wickwire Bldg., 
located at 361 Delaware Ave., 
in Buffalo. 


WESTERN, WINCHESTER 
ADD TO SALES STAFF 


Elmer E. Gourley has re- 
cently been added to the field 
forces of the Western Car- 
tridge Co., and the Winches- 
ter Repeating Arms Co. 

Mr. Gourley will make his 
Canton, 
Ohio, and report to H. A. 
Swain, Western - Winchester 


| district manager of Pitts- 


burgh, Pa. Mr. Gourley will 


| travel eastern Ohio and west- 


ern West Virginia. 

He was formerly with the 
Canton Hardware Company, 
Canton, Ohio, and the Pach- 
mayr Gun Works, Los An- 
geles, Calif. 

James P. Spotts has also 
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joined the field forces of the- 


Western Cartridge Co., and 
the Winchester Repeating 
Arms Co. 

Mr. Stotts represents West- 
ern-Winchester in northern 
Texas and will make his 
headquarters in Dallas where 
he will report to R. W. Botts, 
district manager. 





BLACKSTONE NAMES 
DISTRICT MANAGER 


Howard S. Stoney, for- 
merly manager of special ac- 
counts for Gross Distribu- 
tors, Inc., New York City, 
has become district sales 
manager for Blackstone 
Corp., Jamestown, N. Y., 
with headquarters in Cleve- 
land. The territory will in- 
clude counties in Pennsylva- 
nia and West Virginia. 

Mr. Stoney was district 
salesman with Hurley Ma- 
chine Co. prior to his connec- 
tion with Gress. During the 
war, he served as assistant 
to the president of the Elas- 
tic Stop Nut Corp. 





SOUTHERN CHAIN & MFG. 
NAMES DIST. SALESMAN 


The appointment of Philip 
O. Mullane, Jr., as district 
sales manager of The South- 
ern Chain & Mfg. Co., Birm- 
ingham, was announced re- 
cently. 

Mr. Mullane will make his 
headquarters in Columbia, 
S. C. His sales territory in- 
cludes North Carolina, South 
Carolina, and the eastern sec- 
tions of Tennessee and 
Georgia. He will represent 
the company in the sale of all 
types of home, farm, indus- 
trial, automotive and marine 
chain. Southern Chain is a 
Round Associate Chain Co., 
and is affiliated with Round 
plants in eight other U. S. 
cities. 





PHILIP 0. MULLANE, JR. 
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COOLERATOR SELECTS 
MIDWEST DIST. MGR. 
William C. Conley, Jr., 

general sales manager for 

the Coolerator Co., Duluth, 





EARL KITTLESON 


has announced the appoint- 
ment of Earl Kittleson as 
district manager for the Mid- 
west territory. He was for- 
merly a sales representative 
for the Fargo Glass & Paint 
Co., of Fargo, N. D., Cool- 
erator distributors. He was 
also a member of the Cooler- 
ator field promotion staff. 





SEVEN HARDWARE MFR’S 
JOIN FAIR TRADE 


The American Fair Trade 
Council, 1434 W. 11th Ave., 
Gary, Ind., has announced 
the addition of the following 
members to its organization: 
Landers, Frary & Clark, New 
Britain, Conn.; R. M. Hol- 


lingshead Corp., Camden, | 
N. J.; Re-All Corp., Houston, | 
Tex., atomizing sprayer; | 
Speed Products Co., Ince., | 
Long Island City, N. Y.; The | 
Sani-Wax Co., Dallas, Tex.; | 
Dazey Corp., St. Louis, Mo.; | 
and the Langley Corp., San | 
Diego, Cal. 





BARRETT HEADS G.E. 
PLASTICS DIV. SALES 


Willard R. Barrett, for- 
merly vice president and gen- 
eral manager of the Hoosier 
Cardinal Corp., Evansville, 
Ind., has been named sales 
manager for the plastics di- 
vision of the General Elec- 
tric Co. 


Mr. Barrett has been with | 


the Hoosier Cardinal Corp. 


for the past three years. | 
Prior to that he was asso- | 


ciated with the E. I. duPont 
Co., for 24 years, at the ex- 
perimentai station at Wil- 
mington. After a year of re- 
search work he organized 


the Philadelphia plant’s lab- 

oratory. The following year | 
he became plant manager at | 
Chicago and eight years later | 
manager of both the Flint, | 


Mich., and Toledo, Ohio, 
plants. He continued to hold 
this latter post until 1942 


when he transferred to Rem- | 


ington Arms, a subsidiary of 
duPont, heading ordnance 
plants at Lowell, Lake City, 
and Denver. At the end of 
the war he was transferred 
to Boston where he was 
named manager of the New 
England sales district, hold- 
ing this post until 1947. 








Speakers at Telechron, 


Inc., Sales Conference 





Telechron Inc's. annual sales conference held recently in 
Franconia, N. H., started with a flying trip of company officials | 


to major marketing centers where the new clocks and cam- 
paigns plans were presented at meetings of distributors and 


their salesmen. 


A. F. Fisher, president; Russell T. Woodward, | 


manager of marketing, and Richard D. Tyler, manager of 
clock sales, made the trip. The Telechron Caravan presented 
over an hour show with costume acts and demonstrations of 


the new clocks and displays. The selling aids included a slide | 


film for distributors and large 


retail clerks in the form of a comic 


retailers, training manual for 
book, four displays and 


deals. Shown left to right above: Mr. Fisher, Mr. Woodward, 


J. R. Wester, electric housewares manager, Graybar Electric | 


Co., Inc., and Mr. Tyler. 
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KLEEN-STREAM 


Mo-Splash 


AERATOR 
Bubbling action gives you clear, 
sparkling, better tasting water... 
creamier suds with less soap... 
and better, quicker, easier rinsing. 
Works on high or low water pres- 
sure. Only one screen; works well 


without screen. 
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ROUND CALIFORNIA 
CHAIN NAMES ASS’T 
SALES MANAGER 

The appointment of Leon- 
ard D. Woods as assistant 
sales manager of the Round 





LEONARD D. WOODS 


California Chain Co., Los 
Angeles, has been announced. 

Mr. Woods has been a 
member of the company’s 
headquarters sales staff for 
four years. During the war 
he served two years in the 
merchant marine, then joined 
the U. S. Navy with the rank 
of lieutenant. 


ADAMS:-RITE HITS 
HALF CENTURY MARK 


The fiftieth anniversary of 
its founding will be celebrat- 
ed this summer by the 
Adams-Rite Mfg. Co., Glen- 
dale, Cal., producers of locks 
for sliding doors and spe- 
cialized builders hardware. 

The firm started manufac- 
turing hardware items in Los 
Angeles in 1900, and in 1926 
the Adams family became in- 
terested in the concern. Un- 
der its management the com- 


pany has broadened its sales 
activities from its early ef- 
forts in Southern California 
to a national manufacturing 
organization with represen- 
tation in all 48 states in ad- 
dition to export sales in many 
foreign countries. 

In 1942 the company erect- 
ed a 12,500 sq ft office and 
factory building in Glendale, 
with complete facilities for 
machining and stamping op- 
erations as well as plating, 
polishing and an engineering 
and experimental depart- 
ment. Continued growth has 
now required a new addition 
to the plant, which is to be in 
operation for the anniversary 
event. The company is headed 
by Arthur Adams, president. 
G. E. Lee is in charge of op- 
erations. 

WOODHOUSE JOINS 
CLEVELAND CHAIN 
The appointment of David 


T. Woodhouse as manager of 
product development and 





DAVID T. WOODHOUSE 


methods of The Cleveland 
Chain & Mfg. Co., Cleveland, 
was announced recently. 


Mr. Woodhouse was form- 
erly affiliated with Wood- 
house Chain Works, Trenton, 
N. J. The latter concern, 
founded in 1884 by Mr. Wood- 
house’s grandfather, the late 
William Woodhouse, was pur- 
chased by the Round Asso- 
ciate Chain Companies in 
1947. Both The Cleveland 
Chain & Mfg. Co. and Wood- 
house Chain Works are now 
operated by the Round organ- 
ization, of which Raymond L. 
Round of Cleveland is presi- 
dent and chairman of the 
board. 





HY-PRO TOOL MOVES 
TO NEW PLANT 


Hy-Pro Tool Co., New Bed- 
ford, Mass., has been estab- 
lished in its new large plant 
where full capacity operation 
has been reached to meet 
heavy production schedules. 

Double the size of its for- 
mer quarters, the new plant 
of the Hy-Pro Tool, a subsid- 
iary of Continental Screw 
Co., adjoins the large modern 
plant of its parent company 
in the Mt. Pleasant suburb 
of New Bedford, Mass., 
where excellent carrier ser- 
vices are available for every 
type of delivery. 





400 ATTEND NEWTON 
ALL DAY OUTING 


Newton Line Co., Inc., 
Cortland, N. Y., held an all- 
day outing and dinner with 
400 employees and their fam- 
ilies at Owasco Lake. 

There were games for chil- 
dren and grownups as well. 
Four thousand tickets for 
rides and concessions were 
distributed. Robert E. O’Con- 
nell, president, was so pleased 
with the employees’ response 
that he hopes to make it an 
annual affair. 











Sam Briggs, manager of the Reo Motors, Inc., 


Reo Lawn Mower Division Sales Meeting 





Lawn Mower Division, Louie, Mths is 


shown at upper right of head table in rear at the division's annual sales meeting held at 
the company club house recently. Mr. Briggs outlined the sales goals for the coming year. 
The sales representatives attending were given a demonstration of the 1951 line of Reo 
power and hand mowers including improved models of the Royale and DeLuxe Trimalawn. 

ere is a new smaller gasoline powered machine, the Runabout, and an electric powered 
machine, the Town House. Considerable time was devoted to the extension of a nation- 
wide lawn mower service system. 
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CORY ADDS TWO RETAIL 
MEN TO CHICAGO AREA 

Cory Corp., 221 N. LaSalle 
St., Chicago 1, IIl., has added 
A. M. Frendreis and C. R. 





A. M. FRENDREIS 





Cc. R. NUDELMAN 


Nudelman to the Midwest 
division sales force as retail 
contact men for the Chicago 
area. 

Mr. Frendreis was with 
Cory previously in the order 
department and has recently 
been employed by Mars, Inc., 
in the sales department. 

Mr. Nudelman has a back- 
ground of retail appliance 
sales experience. 





NAME SALES AGENTS 
FOR COBURN PRODUCTS 


The Colorado Fuel & Iron 
Corp., Wickwire Spencer 
Steel Division, 500 Fifth 
Ave., New York City 18, has 
announced the appointment 
of sales agents for Coburn 
Products as follows: Wm. 
Otte & Co., Raleigh, Tenn, 
for Tennessee, Oklahoma, 
Arkansas, and Texas. J. W. 
Westbrook, Atlanta, Ga., for 
the states of Mississippi, Al- 
abama, Georgia, and Florida. 
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~*~ Warm Morning 
HEATERS 


x COAL***GASe*-OIL * 
& Made to Sell on Today’s Market 


ad An Unbeatable Combination! 
‘ The Famous WARM MORNING Name. WARM MORN- 


ING Coal Heaters have an enviable record throughout 
the Nation for top performance and quality. WARM 
MORNING Gas and Oil Heaters are fast gaining the 
same fine reputation. 
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pane A Winning 

ROYAL FLUSH 
for Quick 

Profitable Sales! 









































coal or oil, you can't offer your customers a better heater 
than WARM MORNING! Every model is engineered and 
built to give top performance and lasting satisfaction. 
Many exclusive features of design and construction. 










‘MODEL 322 National and Local Advertising Coverage. Display ads in 








o 
K Finest Quality and Performance. Whether it's for gas, 
a 
a 













MAN | 
| , le magazines like HOUSEHOLD, GRIT, FARM JOURNAL, 
> a0 oa COUNTRY GENTLEMAN, SUCCESSFUL FARMING and 
he Chicago ; others, will carry the WARM MORNING sales message 
; | MODEL222 °° to millions of potential customers from coast to coast. Ads 
ae = Ol Papictor Wy in the mass-circulation Sunday supplements will cover 
as recently : the important Metropolitan markets. 
Mars, Inc., 
me J Cooperative Share-the-Cost Advertising. Half your local 
appliance newspaper and radio advertising cost shared by your 
WARM MORNING distributor and Locke Stove Company. 
aa * A wide selection of free newspaper mats to choose from 
AGENTS DEL 422 a ‘ ; 
roared COAL Heater aa also free radio scripts. 
uel & Iron 10 A Great Array of Sales Helps. Beautiful illustrated cat- 
OB es alogs, complete Direct Mail Kit with colorful folders, 
ity 18, has stuffers, self-mailers, letters, etc. Also window displays, 
ypointment * banners, decals, electric signs, novelties, book matches, 
yr Coburn ce > é 3 
ws: Wm. we EO \) and other selling aids. 
an mr a GET THE FULL FACTS NOW! SEE YOUR DISTRIBUTOR— 
as. J. W. s . WRITE FOR CATALOGS ON COMPLETE WARM MORNING LINE. 
eet yi LOCKE STOVE CO., Dept. G-126, 114 West 11th St., Kansas City 6, Mo. 
id Florida. Sed 
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THE LEADER... 































€G. u.S. & CANADA PAT. OFF? 


SAFETY FIREPLACE CURTAINS 





It’s easier to sell the leader—because your cus- 
tomers come in looking for the Flexscreen label! 
There’s always a demand for Flexscreen’s supe- 
rior fabric .. . for Unipull ... for its beauty, 
safety and convenience —the result of our 
twenty years of continuous national advertis- 
ing and manufacturing experience. 


NATIONALLY ADVERTISED 
HOUSE BEAUTIFUL 















HOUSE & GARDEN 
BETTER HOMES & GARDENS 
AMERICAN HOME THE NEW YORKER 


Flexscreen (the original curtain screen) is the only 
nationally advertised woven-metal fireplace curtain. 
This year’s campaign (our 20th consecutive) is one 
of the best in our history. Color pages in the peak 
selling season will be backed by supporting advertise- 
ments in leading home magazines. Flexscreen is easier 
to sell because your customers ask for it by name. 


FOR PLUS PROFITS 


... feature the Frame Flexscreens ... they make effec- 
tive floor displays and offer all the exclusive advan- 
tages of famous Flexscreen in movable, sturdy-but- 
beautiful frames. ..the Oxford, the NEW Guilford and 
the Economy...in a wide range of attractive prices. 
















































Remember the Flexscreen line for a// your hearth 
furnishings ...andirons, firesets, grates, etc., specially 
designed for “companion sales”. 








Write us for complete information on our Dealer Help 
and Display Stand offers at 850 North St. 
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BOICE-CRANE NAMES 
FLORIDA SALESMAN 
Boice-Crane Co., Toledo 


Ohio, builder of woodworking 
and metal working Power 





WILLIAM E. METTLER 


Tools, has appointed as the 
Florida representative Wil- 
liam E. Mettler of Pass-A- 
Grille Beach, Fla. 

Until 1948 and for many 
years prior, Mr. Mettler rep- 
resented Boice-Crane in Mich- 
igan, headquartering in De- 
troit. 


PERFECTION STOVE 
ADDS FIVE SALESMEN 


The Cleveland district of 
Perfection Stove Co., 7609 
Platt Ave., Cleveland, has 
added Sheridan H. Wedow 


| to its sales staff. He will 
| travel in the Detroit, Mich., 


| and Ohio areas. 





A former sales trainee 
with the Bethlehem Steel 
Co., and later a worker in the 
hot forge department of that 
organization, Mr. Wedow es- 
tablished his own manufac- 
turing business in Chicago, 
following his war _ service. 
Material shortages forced 
him to suspend operations. 

Robert E. Gould of Du- 
luth, Minn., has joined the 
St. Paul sales district to han- 
dle 18 counties in western 
Iowa and four in southeast- 
ern Nebraska, including the 
metropolitan area of Omaha. 

The new salesman has had 
five years’ experience in sell- 
ing appliances at retail. 

H. Y. Shirey has also 
joined the sales staff of Oak- 
land, Cal., district. He will 
travel the Northwest terri- 
tory and have his headquar- 
ters in Portland, Ore. 

For the past year Mr. 
Shirey has been employed in 
Perfection’s Oakland ware- 
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house. Prior to that, he was 
employed by the Wynn Fur- 
niture Co., of Burbank, as 
assistant manager. 

Thomas J. Farrell will 
work in the Cleveland dis- 
trict. A resident of Cincin- 
nati, he will represent Per- 
fection in that city. 

Mr. Farrell has had sey- 
eral years’ experience in the 
sales field. For a time he 
was divisional manager for 
General Electric kitchen 
sales division. 

W. H. Nichols, manager of 
the Cleveland district, has 
announced the addition of 
Edwin L. Nelson to his sales 
staff, to represent the com- 
pany in the Detroit area. 

Prior to joining the Per- 
fection Mr. Nelson was De- 
troit salesman in the appli- 
ance division of the RCA 
Victor Distributing Corp. 

During World War II, 
Nelson served as a civilian 
instructor to U. S. Army Air 
Corps personnel, first in Chi- 
cago and then in Detroit. 
Following World War II he 
went with the Dayton Rub- 
ber as Michigan representa- 
tive, a post he retained for 
three years. 

GILLIS IN NEW ENGLAND 

FOR TWO COMPANIES 


John J. Gillis, John J. Gil- 
lis Co., Boston, Mass., manu- 
facturers’ agents, has recent- 
ly been appointed New Eng- 
land representative for Wick- 
wire Bros., Inc., Cortland, 
N. Y., handling all the com- 
pany products. 

Mr. Gillis has also been 
named representative in that 
area for Coatesville Plate 
Washer Co., Philadelphia 7, 
Pa. Mr. Gillis is a former 
manager of sales of the 
American Steel & Wire Co., 
Worcester, Mass. 





JOHN J. GILLIS 
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RIXSON COMPANY ELECTS 
SCHLEICHER, PRESIDENT 

Arthur H. Schleicher has 
recently been elected presi- 
dent of The Oscar C. Rixson 
Co., 4450 Carrol] Ave., Chi- 





ARTHUR H. SCHLEICHER 


cago, Ill. He joined the com- 
pany, which this year is 
marking its 50th anniversary, 
in 1914 as a sales representa- 
tive. A year later Mr. Schlei- 
cher became manager of the 
factory. Some time after- 
ward, he was elected secre- 


tary; then secretary and 
treasurer and finally vice 
president. 





40 ACORN-ORIOLE RANGE 
DISTRIBUTORS MEET 
In a recent eastern sales 

conference held in Cleveland, 

Ohio, Perfection Stove Co., 

announced 1950 sales plans 


for its Acorn-Oriole Gas 
Range division. 
Changes in the Acorn- 


Oriole line, which was pur- 
chased from the Standard 
Gas Equipment Corp., of 
Baltimore in 1949, were out- 
lined by H. C. Erhard, sales 
manager of the organiza- 
tion’s range and heater divi- 
sion. 

The 40 men present were 
told that Perfection will 
spend $200,000 in 1950, ad- 
vertising Acorn-Oriole in con- 
sumer magazines. An addi- 
tional $50,000 is earmarked 
for trade journal advertising. 





In addition, Perfection’s ad- | 


vertising department has 


prepared an array of sales | 


aids in the form of window 
and counter 


material. 

Following business _ ses- 
sions, distributors and sales- 
men were taken on a tour 
of Perfection’s Ivanhoe Road 
plant. 

The Cleveland meeting was 
the first get-together for 
Acorn-Oriole distributors 
since the division was organ- 
ized. Western Acorn-Oriole 
distributors will meet for the 
first time in Chicago. 





FEDERAL TOOL BUYS 
AMOS PLASTICS 


The Federal Tool Corp., 
3600 West Pratt Blvd., Chi- 
cago, IIl., 
purchase of all mold and die 
equipment of the Amos Plas- 
tics Co., Edinburg, Ind. Fed- 
eral Tool will continue to 
manufacture the same items 
formerly made by Amos 
such as specialty and house- 
ware products in addition 
to its own line. 








GEORGE SAL. noe se SAN Ane KETTLERS 


second vice-president; James 


Newly elected Officers of the San Francisco Pot & Kettle 
Club are shown, left to right: 


C. R. Adams, M. Seller Co., 
Anderson, Vinton Co., 


responding secretary; Walter Stone, William P. Horn Co., 


first vice-president; Ernest F. 
George Hall, any i Hall & 
Macdonald, Chas. 


Happoldt, retiring president; 
Associates, president; W. G. 


Chinn Co., treasurer; and A. Schwartz, 


Seller Bros. & Co., wrens secretary. The board of direc- 


tors consists of: Mr. 


Happoldt, Charles Putnam Co., chair- 


man, the new officers; and Aubrey Wertheimer, manufactur- 


ers’ representative, James T. 


National Enamelling & Stamping Co.; 


Ericksen, western manager, 


Milton Albin, associate 


editor, Hardware World; and Leo D. ‘Holtzberg, Salem China 


Co, 
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CUT YOURSELF IN ON THE 
PROFITS FROM THESE 


$-141% 


Six handsome stain- 
less steel steak 
knives in polished 
container. 


Display this set and 
watch sales zoom! 


Here’s Why They Sell Fast 


@ Smart looking — worthy of any table — 
real eye catchers. 

@ Highly polished stainless steel blades — 
genuine pakkawood handles—non-burn, 
unbreakable. 

@ Blades are hollow-ground with serrated 
edges—cut like a charm. 

@ Knives and container nicely boxed. 


Attractively 


There’s nothing finer than 


Famous 


POULTRY SHEARS 


@ New! Solid 


@ Women go for this item too because 
it looks and is top-grade. 
@ Clever automatic catch — beautifully 


engraved, 
handles. 


@ Even nuts, bolts and screws are stain- 
less steel—spring is highest quality 
rust-resisting steel. 

@ Blades serrated for easy cut—notched 
for bone cutting. 


#2900 — Individually 
boxed — a sure-fire f 
seller. 


EST. 1837 


B KER 
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priced for quick turnover. 


TREE BRAND 


stainless steel. 


non-pinch opemend 





















" NEW! 
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See your jobber 
for both items. 










H. BOKER & CO., INC. 


101 Duane Street 






Quality for over a Century 
New York 7, N.Y. 

















ORGANIZE AEROSOL 
DEVELOPMENT GROUP 


Frederick G. Lodes, who 
has been connected with the 
Aerosol field for the past five 
years, has recently been ap- 
pointed director of Aerosol 
Development, 60 E. 42nd St., 
New York City. 





FREDERICK G. LODES 


The operations of the group 
are directed to the research 
and development of all phases 
of the aerosol principle. 





FORBES STEEL SALES 
REPRESENTATIVES 


Forbes Steel Corp., Can- 
onsburg, Pa., has announeed 
the appointment of the fol- 
lowing sales representatives 
in the territories listed. 

Memphis, Tennessee, and 
surrounding states through 
Seiferd Sales Co. of Memphis, 
S. Barron Seiferd, and S. 
Barron Seiferd, Jr. 

Orlando, Florida, and sur- 
rounding states, Norman A. 
Bialy. 

Brooklyn, New York, and 
surrounding area, James P. 
Garrigan. 





COMPLETE TEST LAB 
FOR PEERLESS PUMP 


Peerless Pump Division of 
the Food Machinery & Chem- 
ical Corp., Los Angeles, Cal., 
has announced the comple- 
tion of a new pump testing 
laboratory at its Indianap- 
olis Works, Indianapolis, Ind. 
The installation involves a 
consideration of over a quar- 
ter million dollars and es- 
tablishes a completely new 
set of standards in pump 
testing procedures in this 


field of product manufacture. 
The laboratory occupies over 
7000 square feet of floor area 
and includes a total of eight 








200 





pump stations. The Peerless 
test laboratory is designed 
for a capacity of over a half 
million gallons of water, be- 
lieved to be the largest in the 
United States. 





PERFECTION STOVE 
EMPLOYS SALESMAN 


Paul J. Vande Castle has 
been employed by the Chi- 
cago district of Perfection 
Stove Co., 7609 Platt Ave., 
Cleveland, to cover north- 
eastern and central Wiscon- 
sin and northern Michigan. 

For four years Mr. Vande 
Castle was employed by Dun 
& Bradstreet in the Green 
Bay area. He was also form- 
erly associated with the 
Aetna Life Insurance Co., 
The George S. May Co. of 
Chicago and the Paymaster 
Corp. of Chicago. 





COLEMAN CO. BUILDING 
SECOND CANADIAN PLANT 


Ground has been broken in 
Toronto for its second Cana- 
dian plant by Coleman Co., 
Inc., Wichita, Kan., manufac- 
turer of lighting, cooking and 
home heating appliances. 

The new factory, which is 
scheduled to go into full 
operation at the beginning of 
1951, will produce oil-burning 
space heaters and oil-burning 
floor furnaces for home heat- 
ing, gasoline camp stoves and 
gasoline hot plates. Other 
lines manufactured by the 
company in the United States 
are expected to be added 
later. 

The company’s present fac- 
tory in Toronto will continue 
to make gasoline and kero- 
sene-burning appliances, in- 
cluding lamps and lanterns, 
for the Canadian and export 
markets. 





FOOD MACHINERY BUYS 
PROPULSION ENGINE 


Food Machinery & Chemi- 
cal Corp., today announced 
its acquisition of the Propul- 
sion Engine Corp., of Kansas 
City, Kan., manufacturers of 
rotary power mowers and 
two-cycle gasoline utility en- 
gines. 

The company will be op- 
erated as an integral part of 
the parent company’s Bolens 
Products Division, producers 
of garden tractors at Port 
Washington, Wis. Bolens na- 
tionwide sales organizations 
will be used to supplement al- 
ready existing distribution 





outlets of the Propulsion En- 
gine Corp. 

Propulsion Engine Corp. 
is rated as one of the fore- 
most producers of rotary- 
type mowers. Sold under the 
trade name, Mow-Master, the 
rotary-type machines are pri- 
marily used on suburban es- 
tates and other establish- 
ments with large lawn areas. 





HART PRODUCTS NAMES 
ROBERT H. TAYLOR 


Hart Products, Inc., Louis- 
ville 4, Ky., has announced 
the appointment of the sales 
organization of Robert H. 
Taylor, 252 South Twelfth 
Street, Philadelphia 7, Pa., 
as its representative in the 
states of Delaware, District 
of Columbia, Maryland, Vir- 
ginia, and West Virginia. 





GIBSON-HOMANS OPENS 
BRANCH IN GEORGIA 


The Gibson-Homans Co., 
Cleveland, Ohio, has an- 
nounced the formation of a 
southern division at Conyers, 
Ga., following a merger with 
Hutson Mfg. Co., manufac- 
turers in that city since 1946. 

The new division, known as 
The Hutson Mfg. Co., manu- 
factures a complete line of 
roof coatings, calkings, alu- 
minum and _ water-repellent 
coatings for wholesalers and 
private label trade. 

Substantially increased pro- 
duction facilities have been 
added to the existing plant. 

Officers of the new corpora- 
tion are: Harry E. Hutson, 
president; Harold R. Allison, 
vice-president; W. Robert 
Hutson, secretary and trea- 
surer. Both Mr. Allison and 
Norman M. Cornell, vice- 
president of Gibson-Homans, 
represent the latter on the 
board of directors. 

For seven years prior to 
1947, H. E. Hutson managed 
the Lloyd A. Fry Roofing Co., 
manufacturing division at 
Waltham, Mass. Before that 
he had served successively as 
representative for Flintkote 
and Ruberoid and New Eng- 
land sales manager for 
Ruberoid for four years. 





HAMILTON BEACH 
NAMES SALESMAN 


Elmer J. Zenner has been 
named regional representa- 
tive by Hamilton Beach Com- 
pany, Division Scovill Mfg. 
Co., for southern Texas, with 
headquarters in Bellaire. 
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WICKLUND IN OHIO 
FOR COOLERATOR 


Wayne G. Wicklund has 
been appointed district man- 
ager for the Ohio territory, 
it was announced recently by 
the Coolerator Co., Duluth, 
Minn. 


Prior to his transfer to 





WAYNE G. WICKLUND 


Ohio, Mr. Wicklund directed 
the sale of Coolerator elec- 
tric ranges, refrigerators, 
and freezers in the Upper 
Midwest territory. He has 
been associated with the Cool- 
erator since 1934, having 
been assistant to the sales 
manager and a member of 
the service department. 





TYLER FIXTURE STARTS 
NEW BUILDING 


The Tyler Fixture Corp., 
Niles, Mich., has announced 
that construction has been 
started on a building adja- 
cent to its present admin- 
istrative offices. The building 
is to be utilized as a display 
room and will house the per- 
sonnel offices, a modern store 
layout department, and a 
meeting auditorium. A series 
of sales meetings have been 
scheduled for October when 
the building is expected to 
be complete. Also a new 
warehouse has been added 
to the Harder Refrigerator 
Corp., Cobleskill, N. Y., sub- 
sidiary. 





DICKINSON RESIGNS 
FROM WASHER CO. 


W. J. Dickinson has re- 
cently resigned his positions 
as vice-president and _ sales 
manager of the Automatic 
Washer Co., Newton, Iowa, 
having spent 20 years with 
the organization. At the pres- 
ent time, Mr. Dickinson’s 
plans are indefinite. 
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‘Our new National eliminates 


losses, gives us best 
control weve ever had !” 


Mr. W. J. Truex, Odell’s Hardware, 
45 Purchase St., Rye, N. Y. 


“We recently installed a four-drawer National 
Sales Register. This provides us with a complete 
and accurate record of each day’s business by 
departments and by transactions. 


“Our firm has been in operation for 46 years, but we 
now have the best control of our business we’ve 
ever had. Thanks to our new National Sales 
Register, we have also eliminated the loss and 
uncertainty caused by lost slips, forgotten items, 
and cash out of balance. We are certain the added 
control and fuller records made possible by our 
new National will prove most valuable to any 
progressive hardware dealer.” 











Mr. W. J. Truex of the 46-year-old Odell’s 
Hardware store is enthusiastic about National Floor 
Audit because of its cost-cutting, money- 

making advantages. If you want to eliminate 

lost slips, reduce forgotten charges, cut cash 
balance losses, lower costs, increase sales, and 


simplify your record keeping . .. find out about 
National Floor Audit from your National 
representative. He has the backing of his com- 
pany’s 66 years’ experience in building better 
business systems. Ask him to survey your present 
methods, and recommend a system exactly 
suited to your store’s needs. 


You are cordially in- 
vited to visit the Na- 
tional Cash Register 
booth (278) at the 
National Hardware 
Show, Grand Central 
Palace, New York : 
City, October 2-6. i . 

CASH REGISTERS » ADDING MACHINES 

ACCOUNTING MACHINES 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO |. jj 


HARDWARE AGE, AUGUST 24, 1950 








KEYSTONE STEEL & WIRE 
ADVANCES FOUR MEN 


The promotion of Dick 
Hamil to merchant sales 
representative of the Key- 
stone Steel & Wire Co., 
Peoria, Ill., in northern Mis- 
souri has been announced. 
Mr. Hamil succeeds Ralph 
Hurley who asked to be trans- 
ferred to the territory of his 
home state, North Dakota. 

He has established head- 
quarters at 1300 Elm St., 
Chillicothe, Mo. 

Jim Baldwin has_ been 
placed in charge of sales and 
distribution of merchant wire 
products in southern Wiscon- 
sin. He succeeds A. A. Camp- 
bell who has retired. Active 
in Keystone sales training 
and sales work since 1948, 
Mr. Baldwin has been asso- 
ciated with Mr. Campbell in 
Wisconsin for the past year. 

He has established head- 
quarters at 627 West South 
St., Stoughton, Wis. 

Also announced was the 
promotion of Jack Eley to 
merchant sales representa- 
tive in Alabama. Effective 
immediately he succeeds his 
brother, Jim, who has: been 
transferred to the Texas ter- 
ritory. 


Fit Jhio Automatic Parker 


Ralph Hurley, veteran Key- 
stone sales representative, 
has been assigned to the 
North Dakota territory. 
Transferring from his north- 
ern Missouri assignment, he 
succeeds E. E. Hartwell, who 
has been transferred to sales 
headquarters at Salt Lake 
City. Mr. Hurley has estab- 
lished headquarters at 1146 


North Second St., Fargo, 
N. D. 
Prior to his association 


with Keystone, he was a sales 
representative of the Ceco 
Steel Products Corp. for 10 
years. 





REID COVERS PHILA. 
FOR WARING PRODUCTS 


Lenox S. Reid has been ap- 
pointed the Philadelphia dis- 
trict manager for Waring 
Products Corp. and The Win- 
sted Hardware Mfg. Co., sub- 
sidiaries of Claude Neon, 
Inc., it was announced re- 
cently by J. P. Mcllhenny, 
vice-president in charge of 
sales of the two subsidiaries. 

Mr. Reid will be in charge 
of the sales of Waring Blen- 
dors and steam irons and the 
Durabilt line of irons in the 
eastern Pennsylvania, south 


Hack Saw Salesman 
to work for you, 


withoul a penny cost,/ 


Jersey, Delaware, Maryland 
and Virginia territories with 
headquarters at Shawnee-on- 
Delaware, Pa. 

Formerly serving in an ex- 
ecutive sales and promo- 
tional capacity with Fred 
Waring in Waring Enter- 
prises, Inc., for 14 years, Mr. 
Reid was actively associated 
with the early development 
of the Waring Blendor and 
steam iron. 





INSTRUMENT CLASSES 
STARTED BY BROWN 


Brown Instruments divi- 
sion of Minneapolis-Honey- 
well Regulator Co., Wayne & 
Roberts Aves., Philadelphia, 
will open its second half of 
1950 maintenance and repair 
courses on Aug. 14, extending 
to Sept 1 in Philadelphia. 

The courses are fitted to the 
specific requirements of cus- 
tomers who will send em- 
ployees to the Brown School. 
Classes will be held on a 
three, five and 13 weeks basis. 
The shorter courses will be 
for concentrated product in- 
struction, the longer courses 
for more _ comprehensive 
training in complete indus- 
trial instrumentation. 





WINCHESTER-WESTERN 
NAME WESTERN 
SALESMAN 


The appointment of Mert 
L. Fuller to the field forces 
of the Western Cartridge 
Co., and the Winchester Re- 
peating Arms Co., has been 
announced by Olin Indus- 
tries, Inc., East Alton, IIL, 
parent organization of West- 
ern-Winchester. Mr. Fuller 
has been assigned to the San 
Francisco territory, making 
his headquarters in Los An- 
geles. He will cover south- 
ern California and report to 
W. E. Talley, Western-Win- 
chester district manager, San 
Francisco, Cal. 

Mr. Fuller began his ex- 
perience in the sporting 
goods industry with the Max- 
well Hardware Co., Berkeley, 
Cal., while at the University 
there. 

During the war he worked 
for the Ryan Aeronautical 
Co., San Diego. At the war’s 
end he returned to the sport- 
ing goods field with Spiro’s 
in San Francisco. For the 
past five years he has been 
connected with Adolphe 
Blaich, 


wholesalers. 





Cut your Parker Hack Saw selling job in half with this 


rN Uirelilehilea mela 4-7) 


Yelisttiilelal 


sturdy, compact, eye-catching 


It's a salesman that won't cost you a penny! Display Parker's 


fol am (tele llale Pam ole) LU] (ol aia lela aston va: 


H-30, squarely in front 


of your customers 


the H-80, H-60, H-40 and 


This outstanding 


collection of quality Hack Saws will be your most profitable 


sales builder 


THE SPECIAL AUTOMATIC SALESMAN -ASSORTMENT 


CONSISTS OF 


WITH EACH ASSORTMENT WE SUPPLY WITHOUT CHARGE 
SALESMAN COUNTER DISPLAY 


ONE PARKER HACK 
BOARD — Value $1.02 


SAW 


H-20 
H-30 
H-40 
H-60 
H-80 


each 
each 
each 
each 
each 





*The popular H-20 is included in this assortment 









to meet your customer’s demands for a low priced 
hack saw frame. H-100 may be substituted for H-80 
if Butcher type saw is preferred. 

Please send us the name of your jobber if he does 
not stock this assortment. 
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Tay the Parker |-4- 


PARKER MANUFACTURING CO. 
WORCESTER 
And ACKERMANN-STEFFAN DIVISION 
Manufacturers of Famous 
Trojan Coping, Jig and Jewelers’ Saw Blades. 


1, MASS., U. $. A- 
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plumbing supplies. 





mills © Irrigation Equipment ¢ 





When you handle DEMPSTER, you sell EVERYTHING for farm water 
systems! Shallow and Deep Well Reciprocating Pumps @ Shallow and 
Deep Well Jet Pumps © Centrifugal Pumps ¢ Steel Tanks © Wind- 
Distributors of pipe, fittings and 


DEMPSTER MILL MFG. CO. 


Beatrice, Nebraska 





1 This sign packs ‘em in 


/ 


= ‘ Saal the first time. They will come to 


Whenever a new high line is con- 
i structed in your trade territory, 
scores of farmers start thinking 
about water supply systems for 


you as mew customers if you carry 
DEMPSTER, America’s complete 
line of water supply equipment. 


DEMPSTER products have been 
the yardstick of > over 
70 years. They are backed by 
strong national advertising and 
a dealer-proved dealer program. 
With DEMPSTER your store can 
be “water supply headquarters” 
for your whole area! [Shallow Well 


Jet 











Deep Well 
» Reciprocating 
Pump 
















Centrifugal 
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Profit by instant sales appeal... 


Sell the new 


DUAL-PURPOSE DELUXE BESSEN! 





Washes service for 4 in 10 minutes. Enameled clothes basket holds over 2 Ibs. lingerie 


Tremendous sales 


potential of this new dual-purpose portable 


washer is proved by actual sales tests. Double customer appeal 
gives you faster sales—increased profits! ¢ Made of sturdy Anodized 
aluminum with a baked enamel finish, the new Deluxe Bessen 
combination dish and lingerie washer is backed by a solid 2-year 


guarantee. Operated 


by water power only, its 4 ingenious “jets” 


combine the scrubbing action of fast-driven water with the 
8entle, positive cleaning by complete immersion. Already in 
volume production—cash in on the new Deluxe Bessen now! 


Sales Features 


® Complete Immersion 
® Absolute Sanitization 
® Truly Portable 


® No Installation Cost 
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*Protected prices; Fair Traded. A-3284 


Available in Anodized aluminum, 
Cameron economy model portable 
dishwasher retails at . . .$49,50* 


Cameron-Bessen 
Corporation 


2020 East 7ist St. e Cleveland 3, Ohio 
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»®»-STRAIT-LINE> 
nuwruose GHALK-LINE BOX 
nd PLUMB BOB 


A compact, durable, ver- 






satile tool for every me- 
chanic. Self-locking han- 
die folds flat, lets case 
fit the pocket without 
snagging. Precision 
$1.25 Retail molded of an aluminum 
alloy, the Strait-Line 
chalk -line*® box is air 
tight and built to last a lifetime. Capacity is 100 feet; 50 feet of 
line furnished. Dimensions: length, 5”; width, 3”; depth, 1”. 


EASY TO REFILL 
STRAIT - LINE REFILLS — rhe finest refill for all 


chalk-line boxes. A _ specially-prepared, blended pigment—not a 


maaan Re ee RE ER LE 

times the strength of 

ordinary chalk. Will not REPLACEMENT LINE 

cake or harden. Choice First-grade, medium laid seine line 

of colors: Red, Yellow, for all chalk-line boxes. Carded and 
sealed in cellophane. Long life, 


Bl ite. ™ 
ood one hotamee ram great tensile strength. In 50 ft. 
aged in attractive cel- and 100 ft. lengths. 


lophane envelopes. 


Sold by Dealers Everywhere 





Jobbers' inquiries invited. Dealers, send for name of nearest jobber. 


»®-STRAIT-LINE-PRODUCTS—> 


P.O. BOX 417, SANTA ANA, CALIFORNIA 











Quaker Shows Lines to 60 Distributors 
At Convention; Quaker Motif Prevailed 


The Quaker Mfg. Co., Chi- 
cago, Ill., recently held its 
annual convention at the 
Hotel Moraine-on-the-Lake in 
Highland Park, Ill. Guests 
included more than 60 dis- 
tributors from all over the 
United States. 

A feature of the meeting 
was the Quaker motif that 
prevailed all during the con- 
vention. Executives and 
salesmen of the company 
were dressed in Quaker cos- 
tumes and the grand ball- 
room was decorated in the 
same theme. Each guest was 
provided with a Quaker hat 
and souvenir mugs in the 
shape of a Quaker head were 
on the tables. 

O. J. Long, general sales 
manager, presided over the 


meeting during which he in- 
troduced A. T. Atwill, presi- 
dent, and A. J. Nelson, vice- 
president and treasurer. 

During the meeting the 
line of Quaker oil heaters 
was shown, headed by the 
Quaker 3210 with its Quaker- 
trol unit. A complete line of 
oil heaters from small heat- 
ers for heating a single room 
cabin or trailer up to large 
models capable of heating up 
to six rooms was. shown. 
Among new lines introduced 
was the Quaker oil floor fur- 
nace. Distributors were 
shown the Quaker oil floor 
furnace. The company also 
unveiled the new line of gas 
floor furnaces which can be 
installed and serviced from 
inside the home. 








ELECT ROBINSON PRES. 
NEW YORK HARDWARE 
WHOLESALERS ASS’N 


Dudley H. Robinson, secre- 
tary, Albany Hardware & 
Iron Co., has recently been 
elected president of the New 
York State Association of 
Hardware Wholesalers, at 
the annual meeting held at 
Henderson Harbor, N. Y. 
Other officers elected include: 
Jas. S. Sherman, Roberts 
Hardware Co., Utica, N. Y., 
vice-president; Nelson John- 
son, A. H. Marshall Co., 
Plattsburgh, N. Y., secretary; 
and Frank Weber, J. M. War- 
ren & Co., Troy, N. Y. The 
executive committee consists 
of: Robert Rose, Barker, 
Rose & Kimball, Elmira, 
N. Y.; William Conde, W. W. 
Conde Hardware Co., Water- 
town, N. Y., and P. O. Rial, 
Weed & Co., Buffalo, N. Y. 
A recent addition to the mem- 
bership of the association is 
the Herzog Supply Co., 
Kingston, N. Y. 

GOVT. PROCUREMENT 

REPORTING SERVICE 


In line with the Defense 
Department’s policy to give 
all business an opportunity 
to “window shop” for a 
larger share of government 
contracts, a comprehensive 
procurement reporting ser- 
vice is now available. Pub- 
lished daily, the Government 
Procurement Reporter, 10-42 
47th Rd., Long Island City 
1, N. Y., reports all govern- 
ment purchasing data, gath- 
ered directly from original 
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bid papers by field reporters 
covering 2500 buying agen- 
cies throughout the country 
and published the same day 
received. A trained staff of 
researchers tabulate results 
of bids and opportunities for 
sub-contract work. 

A brochure describing the 
“what, where and how” of 
Federal Government  pro- 
curement activities is now 
available to business firms 
upon request. 





PRESCOTT SELLS FOR 
MIRRO ALUMINUM 


Frank C. Prescott has been 
appointed Mirro aluminum 
general sales representative 
in western Massachusetts 
and Connecticut. Mr. Pres 
cott formerly was associated 
with Sears, Roebuck & Com- 
pany, in Boston, where he 
spent more than 10 years in 





FRANK C. PRESCOTT 





the operations and merchan- 

dising divisions. His head- 

quarters will be in Framing- 
am, Mass. 





HARDWARE COURSE 
STARTS OCTOBER 2 


The day time course for 
Hardware Consultants of- 
fered by the City College 
Midtown Business Center, 
430 W. 50th St., New York 
City 19, in the spring has 
brought about a demand by 
the industry for another 
day-time program to be of- 
fered for a five-week period, 
starting Oct. 2 and ending 
Nov. 3. It provides the 
basic knowledge essential 
for* students who aspire to 
be hardware consultants, 
salesmen, estimators or re- 
tailers with a builder’s hard- 
ware manufacturer, manu- 
facturer’s agent, dealer or 
wholesaler. The fee is $85 
and payment is approved by 
the VA under the G. I. Bill. 
Applications should be made 
to above address. 





ARMSTRONG PRODUCTS 
NAMES 2 SALESMEN 


The Armstrong Products 
Corp., Huntington 12, W. Va., 
has announced the appoint- 
ment of the following new 
sales representatives: Wm. 
C. Blackwell, Birmingham, 
Alabama territory — Ala- 
bama, Georgia, Tennessee, 
and northern Mississippi; 
and Robt. F. Edmonston, 
Baltimore, Maryland _terri- 
tory—Philadelphia north to 
Scranton and Williamsport 
and west to and including 
Hagerstown, Maryland, and 
south to and including Wash- 
ington, D. C. and New Jersey 
from Trenton south. 





SUNSET LINE & TWINE 
MOVES TO NEW OFFICES 


The manufacturers of Sun- 
set fishing lines has moved its 
sales and executive offices 
from San Francisco to the 
principal plant at Petaluma, 
Cal. 

L. E. Christenson, presi- 
dent, announced these 
changes in his organization. 
Arthur Agnew has been pro- 
moted from secretary-trea- 
surer to general manager. He 
has been with Sunset Line & 
Twine for 14 years. 

Jack Hoag, formerly man- 
ufacturers’ representative 
traveling the 11 Western 
states, has been appointed 
sales manager. 
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F. M. BUTTS HEADS 
HDWE. ASSOCIATION 
F. Marsena Butts has re- 


cently been elected president 
of the New England Iron & 





F. MARSENA BUTTS 


Hardware Association, Inc., 
294 Washington St., Boston 8, 
Mass. Other officers elected 
include: Howard E. Clark, 
vice-president, and Henry J. 
Lamb, secretary-treasurer. 

The following directors 
fere re-elected: William H. 
Bowe, Jr., Herrick Co.; Vin- 
cent Burns, Waite Hardware 
Co.; Mr. Butts, Butts & Ord- 
way Co.; Francis F. Chase, 
Chase, Parker & Co., Inc.; 
Howard E. Clark, Bigelow & 
Dowse Co.; Gordon W. Farr, 
Decature & Hopkins Co.; 
Murray C. Harvey, A. C. 
Harvey Co.; Charles L. Hil- 
dreth, The Emery - Water- 
house Co.; J. W. McLean, 
Edwards & Walker Co.; R. 
H. Russell, J. Russell & Co., 
Inc.; and William T. Ryan, 
Sr., Cutter, Wood & Sander- 
son Co. In addition Sidney J. 
Simons, S. Simons Hardware 
Co., was also elected a direc- 
tor of the association. 





TRIMALAWN MOWER 
AGENT 


Stanley Ellison has been 
appointed sales representa- 
tive for the Trimalawn 
Mower & Equipment Co, 
Inc., Bellerose, L. I., N. Y. 
His territory includes West- 
chester County, N. Y., Con- 
necticut and Massachusetts. 


G.E. NAMES READ 
M. A. Read has been ap- 
pointed northeastern distriet 
service representative for the 
General Electric Co.’s appli- 


ance and merchandise de- 
partment, it has been an- 
nounced. 


. 
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Our KANTLEAK Fuel Oil Tank Kits have solved a problem 
of lost time in your fittings department. 























ciation, Ine., With the packaged KANTLEAK Kits you can handle any 
St., Boston 8, installation quickly and without spending a lot of time 
ficers elected discussing piping, valves, fittings and filters. 
d E. Clark, Ask your supplier about this profitable product. 
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r MAKES BUYING EASIER 
SPEEDS SELLING Petts ha tae SS 
n has been MODEL 53C Bath Heater 
representa- The Martin name on the heater means full porcelain enamel 
nie: finish, full AGA approval, quality workmanship throughout at 
Trimalawn moderate price. 
pment Co., The Martin line includes: 8 models Fully Vented heaters—75,000 
IL. N.Y 3 to 85,000 BTU, 20 models Unvented—10,000 BTU to 50,000 
adie West- Model 53C shown, comes in white or brown porcelain enamel, 
es 15,000 BTU, 15%” high, 114%” wide, 7” deep—Weighs only 17 lbs. 
N. Y., Con- and is ideal for bath or small rooms. Uses Natural, Liquefied 
achusetts. and Manufactured gases. 
Write your jobber or factory for catalog 
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“ELECTRIC RANGES 
MAKE SALES..MAKE PROFITS 
FOR YOU! 


“It’s a fact . . we actually make the sale for you. When Mrs. 
Home Maker sees either of us Wagoner Electric Ranges 
standing regally in a prominent spot in your store she'll stop 
in her tracks . . we're just what she’s looking for. She'll be 
amazed at the big oven . . largest found in any electric range 
. it’s large enough for her to cook an entire meal. And just 
watch her smile when we display our easily cleaned swivel 
action surface units . . when she examines the other out- 
standing and exclusive features only we, Wagoner Electric 
Ranges, can offer her. She loves ‘em . . and she’s sold. 


“Mr. Home Owner’s an easy mark for us, too. All we have 
to do to sell him is wave our amazing low price at him. 
He buys! 


“So you see, you display us, we make the sale, you profit. 
And you profit more with Wagoner products than on any 
other similar line offered. 


“MAIL COUPON TODAY for 1950 
Wagoner Booklet showing complete line 
of Wagoner Ranges and Water Hecters. 
it gives complete details, .tool" 


noi 


America & Southern Corp., Nashville 10, Tennessee 


Please send me booklet H-85 which describes the complete line of 
Wagoner Products—free of charge and without obligation, of course. 

































































HONEYWELL ADDS TO, 
PROMOTES MEN ON 
FIELD SALES STAFF 


Promotions and additions 
affecting its field staff, indus- 
trial and valve divisions, 
were announced recently by 
Minneapolis-Honeywell Reg- 
ulator Co. 

Charles F. Woods has been 
named valve division sales 
manager for the southwest 
region. He will make his 
headquarters at Dallas. Ed- 
ward J. Byrne, formerly 
with the company’s Houston 
branch, has succeeded Mr. 
Woods as industrial man- 
ager of the Dallas branch. 
Howard W. Griesbach has 
been appointed industrial 
manager of the Milwaukee 
branch. He was in the Chi- 
cago branch for the past few 
years. Additions to the field 
sales staffs include: Louis 
C. Schultz to Chicago, and 
William E. Van Horne to 
Rochester, for industrial 
sales; William J. Kirby to 
Los Angeles, and P. R. Vogel 
to Houston, on industrial 
supplies sales. Transfers of 
field men include: Lawrence 
E. Kennedy, transferred 
from Syracuse to Atlanta; 
George Massey, from At- 
lanta to Nashville; A. R. 
King, from Boston to 
Worcester, Mass.; Gerald G. 
Walker, from Detroit to 
Saginaw, Mich.; W. J. Kil- 
roy, from Detroit to Grand 
Rapids, and John Koerner, 
from Pittsburgh to Youngs- 
town, Ohio. In addition, Carl 
Bohnlein has been trans- 
ferred from general to in- 
dustrial sales at Philadel- 
phia, and George Jensen has 
been transferred from Chi- 
cago industrial service to in- 
dustrial sales at Menasha, 
Wis. 





SWAN RUBBER CO. 
EXPANDS PLANT 


The Swan Rubber Co., Bu- 
cyrus, Ohio, has recently ex- 
panded its plant with a build- 
ing 100 by 200 ft is size, sit- 
uated on about 30 acres of 
ground. The plant will make 
reclaimed rubber for Swan, 
and is now in full operation. 





E. F. HOGE JOINS 
LOUIS T. HUDSON 
Louis T. Hudson & Co. of 
Nashville, Tenn., has an- 
nounced that Ed. F. Hoge of 
Chattanooga, Tenn., who for 
many years has served the 
wholesale hardware trade in 
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Kentucky, Tennessee, Vir- 
ginia, West Virginia and Mis- 
sissippi has become associat- 
ed with the company. 





E. F. HOGE 


He will represent the com- 
pany in the cities of Memphis 
and New Orleans and the 
states of Mississippi, Ala- 
bama, Florida, Kentucky and 
West Virginia. 





STONE REPRESENTS 
MURRAY APPLIANCES 
Donald R. Stone has been 

appointed Pittsburgh region- 
al manager of the home ap- 





pliance division of The Mur- 
ray Corp., of America, Scran- 
ton, Pa., it was announced. 

Previously Mr. Stone was 
a district manager for Philco 
in the northern California 
area. He was also a Mid-west 
salesman for the Chase Bag 
Co. 





S. O. MAYOR HEADS 
UNITED BRUSH 


Steven O. Mayor has been 
recently elected president of 
United Brush Manufactories, 
116-118 Wooster St., New 
York City 12, succeeding 
Herman D. Sobel, who has 
retired. The company’s estab- 
lished policy of distribution 
through the wholesale hard- 
ware and paint trade will 
continue. 





GATE CITY HONORED 


Gate City Sash & Door Co., 
Fort Lauderdale, Fla., has 
announced that its technical 
folder titled, “Awning Win- 
dows for Hospitals,” has been 
awarded the certificate of 
Merit in the 1950 Product 
Literature Competition spon- 
sored by the American Insti- 
tute of Architects and the 
Producers’ Council, Inc. 








McCUNE-MERIFIELD 
TO SELL IN WEST 
FOR SUNSET LINE 


Sunset Line & Twine has 
recently appointed McCune. 
Merifield, with offices in Los 
Angeles, San Francisco and 
Seattle, exclusive represen- 
tatives of ‘the line in the 11 
western states. McCune-Mer- 
ifield’s territory also includes 
the El Paso area of Texas, 
Alaska, Yukon territory, 
British Columbia, Alberta, 
Saskatchewan and the Ter- 
ritory of Hawaii. Referring 
to Sunset’s expansion pro- 
gram, L. E. Christenson, 
president, indicated that 
there will be innovations in 
packaging, new labels and in- 
troductions of new fishing 
lines. 


BIERINGER TAKES TOUR 
OF DP CAMPS 


Walter H. Bieringer, vice- 
president, Plymouth Rubber 
Co., Inc., Canton, Mass., has 
been appointed to a 10 men- 
ber group who are now on an 
official inspection tour of the 
DP camps in the American 
occupation zone in Germany 
and Austria. 








HARDWARE BRIEFS 








GEORGIA 


Mrs. Janie Crawford has 
been appointed manager of 
the housewares department 
in Adams & Feagin Hard- 
ware Co.’s new store, Macon. 

B. F. Guttenberger has 
opened a modern hardware 
store in the Vineville Shop- 
ping Center, Macon. 





ILLINOIS 


Robert G. Bell, Bradley, 
has taken over the hardware 
store at 358 W. Broadway, 
Kankakee, which was oper- 
ated for 15 years by his 
father, the late R. G. Bell. 





Jones hardware store, 
Plainfield, marked its 60th 
anniversary with an open 
house recently, 1300 visitors 
registering. Refreshments 
were served throughou* the 
day and evening. 





NORTH DAKOTA 


John Myer is the proprie- 
tor of the hardware store 











which opened at 614 Front 
St., Fargo. The interior has 
been rebuilt and new lines 
have been added, including a 
complete builders’ hardware 
department. 





OHIO 


Central Hardware Co., S. 
Second St., Ironton, has been 
purchased by Roy Ratliff. 
The same employees, business 
policies and special lines will 
be retained. 





Cussins & Fearn Co. plans 
to erect a modern one-floor 
plan distributing center in 
Jackson. The store was 
opened on Sept. 1. The 
building will feature instant 
start fluorescent lighting, as- 
phalt tile floors, and an 
ample parking space. 





WASHINGTON 


The Northgate branch of 
Ernst Hardware, Seattle, 
opened recently with bal- 
loons for the youngsters and 
seven demonstrations. The 








store has no post obstruc- 
tions in its 14,000 sq. ft. 
area. Plywood letter cut- 
outs in red designate the 
departments which line the 
two 144 ft. walls. Fixtures 
of birch are employed in 
both fixtures and wood trim; 
flooring is asphalt tile. Flu- 
orescent lighting and pale 


green wails complete the 
decor. 
Ease of shopping is 


stressed in the arrangement 
of merchandise in M. 

Liles’ Marshall-Wells fran- 
chise store, Wishkah and H 
Sts., Aberdeen, which re 
cently opened. Step-up 
counters are used, and clov- 
erdale lighting system, the 
fixtures of which are of the 
cold cathode fluorescent tube 
type with tubes extending 
four long loops from the cen- 
tral fixture. The ceiling 18 
white fiberboard and walls 
are pale green with darker 
green trim. The store fea- 
tures 10 different depart 
ments. 
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DISCUSS NEW PRODUCTS, 
SALES POLICIES AT 
MIT-SHEL MEETING 


The Mit-Shel Co., Bloom- 
ington, Ill., held its sales 
meeting at the Stevens Hotel 
in Chicago recently. B. J. 
Brower, president, and H. R. 
Schonhoff sales manager of 
the company, presided at an 
informal meeting to discuss 
new products and sales poli- 
cies for next year. 

Mr. Brower announced the 
introduction of six new num- 
bers to the Mit-Shel line of 
minnow buckets. Four of 
these will be in an oval 
bucket, 10 and 12-qt. size, one 
in an Air Breather Bucket 
and one in a large 32-qt. Nu- 
Airflo Bucket. 

T. H. Thompson, Jr., was 
appointed representative to 
cover the states of Wisconsin, 
Minnesota, Upper Michigan 
and the Dakotas. Ed T. 
Locke of Cincinnati, Ohio, 
was appointed to cover the 
states of Indiana, Ohio and 
Lower Michigan. 





RAIN-BEAU PRODUCTS 
MAKES AGENT CHANGES 


An announcement has been 
made by P. LeRoy Lamb, 
vice president of Rain-Beau 
Products Co., Canton, Mass., 
of recent changes in the com- 
pany’s national representa- 
tion. 

Al Simmonds has been ap- 
pointed Rain-Beau field rep- 
resentative to travel the en- 
tire country working with 
Rain-Beau factory represen- 
tatives in their contacts with 
both wholesale and retail out- 
lets. 

Additional changes in the 
Pacific and Mountain States 
are: The newly-formed firm 
of Barrett & Wellman, 1112 


South Hope St., Los Angeles 
15, Cal., to handle sales and 
distribution of the Rain-Beau 
Fishing Lines in California, 
New Mexico, Nevada, Utah, 
West Texas, Arizona and 
Colorado. 

Also the appointment of 
Mel Barr was made to cover 
Washington, Oregon, Mon- 
tana, Idaho and Wyoming. 
His headquarters in Seattle, 
Wash., are P. O. Box 101, 
University Station. 





GRAHAM SELLS FOR 
FRANKLIN GLUE 


The appointment of 
Thomas R. Graham as a sales 
representative for the Frank- 
lin Glue Co., Columbus, Ohio, 


has been announced. Mr. 
Graham, will handle sales 
of smal] package Franklin 


Liquid hide glue and other 
adhesive products in Illinois 
and Wisconsin. 





OPEN FRIGIDAIRE SALES 
BRANCH IN MILWAUKEE 


A Frigidaire Sales Corp. 
branch has been opened in 
Milwaukee, Wis., at 811 E. 
Vienna Ave., with Paul W. 
Guthrie, former comptroller 
of the Chicago branch of the 
Frigidaire Sales Corp., man- 
ager of the branch. 

Mr. Guthrie has been asso- 
ciated with Frigidaire for 21 
years. J. G. Sauve, formerly 
appliance sales manager 
working from Chicago, is now 
general sales manager of the 
new branch. 





MURRAY SELECTS AGENTS 
FOR WEST COAST 


Four California distribu- 
tors have been selected by 
the home appliance division 
of The Murray Corp., of 


America, Scranton, Pa., to 
handle the new Murray line 
of porcelain steel bathroom 
fixtures. 

The distributors are: Long 
Beach Pipe & Supply Co.; 
San Bernardino Pipe & Sup- 
ply Co.; San Diego Pipe & 
Supply Co.; and Santa Moni- 
ca Pipe & Supply Co. 





WESTINGHOUSE LAMP 
BUYS PLANT 


Westinghouse Electric 
Corp., Bloomfield, has an- 
nounced the purchase of a 
plant in Bowling Green, Ky., 
which will almost double its 
flash-bulb production facili- 
ties. 

Raiph C. Stuart, vice pres- 
ident in charge of the West- 
inghouse Lamp Division, ex- 
pressed hope that production 
there could begin within four 
months and anticipated that 
the plant would eventually 
employ 300 to 500 people. 

The plant, covering 90,000 
square feet of floor space, 
was built during World War 
II as an electronic tube fac- 
tory operated by the Ken- 
Rad Lamp & Tube Corpora- 
tion. 


APPOINT TWO SAWHILL 
SALES AGENCIES 


E. F. Resch, vice president 
in charge of sales, has an- 
nounced two sales appoint- 
ments of The Sawhill Mfg. 
Co., Sharon, Pa. T. J. George 
has been appointed district 
sales manager in Philadel- 
phia, Pa., with headquarters 
at 123 South Broad Street. 
D. M. Middleton will repre- 
sent the company in western 
Pennsylvania, West Virginia 
and Ohio, with headquarters 
in the home office at Sharon. 
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Heart of America Hdwe. Entertains 


Br s 3 





Wholesalers 


Ope tip’ @ : 
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The Heart Of America Hardware Club entertained the Hardware Wholesalers, in the 
Kansas City area, at the Hillcrest Country Ciub recently. They played golf in the after- 
noon and a dinner was held in the evening. The officers of the club are—Dietz Lusk, 
Henry Disston & Sons, president, Emery E. Winters, National Lock Co., vice president, 





and Joel Molchan, Stanley Works, secretary-treasurer. 
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HOUSEWARES CLUB OF 
NEW ENGLAND SHOW 
FEB. 26-MARCH 1 


The show committee of the 
Housewares Club of New 
England has set the dates of 
Feb. 26 through March 1, 
Monday to Thursday, inclu- 
sive, for the 18th Annual 
New England Housewares 
Show. o 

Jack R. Hildreth, New 
England district manager 
for the Cory Corp., serving 
his third year as chairman 
for the show, has announced 
that the event will again be 
held in Mechanics Bldg. The 
1950 show, held in the same 
building, received practically 
unanimous approval for its 


layout—a completely open 
show, all on one floor. 
The later show dates, it 


was pointed out, allow a 
greater spread between those 
of the national housewares 
show in Chicago and the New 
England show. 





ECA FIELD COUNSELORS 
SERVE BUSINESSMEN 


Economic Cooperation Ad- 
ministrator Paul G. Hoff- 
man announced recently that 
510 officials of business ser- 
vice groups in 41 states and 
the District of Columbia are 
now serving as ECA Field 
Counselors to small business- 
men throughout the nation, 
providing practical, person- 
alized counsel on export op- 
portunities under the Mar- 
shall Plan. 

The counselors, who serve 
without pay, help business- 
men to decide whether thev 
do or can produce commoid- 
ities approved for ECA-fin- 
anced export. They also assist 
small business enterprises in 
analyzing the best markets 
for their particular products 
in Marshall Plan countries, 
and aid those, now exporting 
to obtain a greater share of 
the export business. 

The counselors also dis- 
seminate advance informa- 
tion on potential purchases 
to be made by European 
countries under the Marshail 
Plan. 





LOCKSMITH TRADE SHOW 


The 1950 Locksmith Con- 
vention and Trade Show, 42 
Murray St., New York City 
7, will be held Saturday 
and Sunday, Oct. 14 and 15, 
at the Hotel Empire, 63rd St. 
and Broadway, New York 
City. Herbert Ferber is 
chairman. 
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IN 1950 WE DIRECT 
DAIRY FARMERS TO YOU! 
You huow thts: 


EASIER TO USE 
EITHER SIDE CAN BE UP! 





Advertised in SuccessFut FARMING; 
Hoarp’s DAIRYMAN; PRAIRIE FARMER; THE 
FARMER; WISCONSIN AGRICULTURIST; NEW 
ENGLAND HOMESTEAD; DAIRYMEN’S LEAGUE 
News; New ENGLAND DAIRYMAN; BETTER 
FARMING METHODS; CALIFORNIA DAIRYMAN; 
WESTERN Dairy JOURNAL; MODERN Dairy- 
MAN; NATIONAL COUNTY a & Vo-AG 
TEACHER .. . and others. 









seu. 300 aT A 
a TIME ° BETTER 
@ PROFIT FOR YOU 
and BETTER DEAL 
1 FOR YOUR TRADE 


Also Sell 


SANIT-AIDS 
Sanitary Cleaners 
WRITE FOR SAMPLES 


SCHWARTZ mec. co., Two Rivers, Wis 
AMERICA’S FOREMOST MANUFACTURER OF 
SANITARY FILTERING AIDS FOR DAIRYMEN 
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The Business Outlook—Markets and Price News 
(Continued from page 14) 


ered at the old price, he said. 


| All lines, kitchen tools, flatware, 


cutlery, aluminumware with the 
exception of copper bottoms and 
pressure cookers, were affected 
by the increases. 


Sunbeam Allocating 
Its Products 


Sunbeam Corp. has confirmed 
reports that it has begun alloca- 
tion of its products. E. Plonner, 
vice-president in charge of sales, 
said that the company had been 
deluged with “such fantastic 
orders that it became necessary 
for this company to prorate pro- 
duction on the past performance 
of distributors.” 


SKF Raises Price 
On Some Bearings 


SKF Industries, which had 
raised prices on certain roller 
bearing products about 5 pct on 
June 26, announced additional in- 
creases, effective August 21. The 
announcement said that no fur- 
ther changes are to be made in 
connection with, spherical roller 
bearings, spherical roller thrust 
bearings or spherical roll bear- 
ing pillow blocks but prices of 
virtually all other products of 
this firm will be increased about 
5 pet. 


Emerson Television Line 
Increased 3 to 16 Pct 


Emerson Radio & Phonograph 
Corp. has announced increases 
in the prices of its entire tele- 
vision line, ranging from 3 pct 
to 16 pct at factory levels. The 
new prices are stated by the 
company to be in many cases 
from 10 pet to 15 pct below com- 
petitive prices. These prices, ac- 
cording to Mr. Abrams, will be 
maintained as long as it is 
possible. 
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Reynolds Allocates to 
Meet Defense Needs 


Reynolds Metals Co. has in- 
troduced allocation of metal sup- 
plies to its customers for civil- 
ian use, a step which the com- 
pany said was made necessary 
by national defense needs. All 
orders for national defense pur- 
poses will be accepted and sched- 
uled for immediate production, 
said R. S. Reynolds, Jr., presi- 
dent. The allocation system may 
result in some instances in de- 
lay in filling orders that have 
been accepted, as there are cases 
in which it may be necessary to 
divert materials in production in 
order to meet requirements of 
the defense program. Aluminum 
Co. of America had previously 
instituted an aluminum alloca- 
tion program in order to fore- 
stall war scare buying. 


Scare Buying Forces Thor 
To Allocate Washer Units 


A wave of consumer buying, 
coupled with a shortage of steel, 
has forced Thor Corp. to place 
shipments of its clothes wash- 
ing machines to distributors on 
an allocation basis. 

The company finds it neces- 
sary to allocate washing machine 
shipments, it is reported, “Be- 
cause the steel shortage has 
made it impossible for us to 
meet our production schedules 
and we are unable to ship all of 
the distributors’ product re- 
quirements.” 

The allocation to each dis- 
tributor will be based on the 
particular distributor’s 1950 quo- 
tas, his Thor sales during the 
first six months of 1950 and the 
factory’s production estimates. 

“At present,” other Thor prod- 
ucts — electric ironers, dish- 
washer units and combination 
clothes washer-dishwasher-sinks 
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cated. Continued production of 
these items is contingent upon 
the availability of steel from 
suppliers. 

Thor Corporation has put into 
effect price increases of $5 to $10 
on its clothes washing machines 
and dishwashers. Prices were 
raised $10 on the “Automagic” 
Spinner Clothes Washer (to 
$209.50); dishwashers (to 
$299.50) and clothes washer- 
dishwasher combinations (to 
$289.45). Prices of wringer-type 
washing machines were boosted 
$5. The increases were attrib- 
uted to higher raw material 
prices, principally on steel. 


Cellophane's New Price 
4¢ Per Lb. Higher 


A price increase of 4 cents a 
pound on cellophane has been 
announced by the Sylvania Di- 
vision, American Viscose Corp. 
The increase is to be effective on 
orders accepted for delivery 
after Sept. 1. There will also be 
an adjustment of prices on other 
grades. 


Philco Rescinds Portion 


Of June Price Cuts 
A part of the June price re- 


ductions made by Philco Corp: 


has been rescinded. Price reduc- 
tions averaging about 25 pct 
were instituted when the new 
line was introduced in June. In- 
creases announced average less 
than 7 pet. Thus, present prices 
om 18 pct under those on the old 
ine. 


Seamless Stainless Steel 
Tubing Raised |!/. Cents 


An increase of 11% cents a lb 
in the base price of seamless 
stainless steel tubing was an- 
nounced by Babcock & Wilcox 
Co. There was an increase of 
the same amount in the price of 
all seamless chromium-molybde- 
num alloy steel tubing with a 
chromium content of over 4 pct. 


Raytheon Shows New T-V 
Lines at Higher Prices 


Price increases of 5 to 7 pct 
have been made on the 1951 line 
of Raytheon Manufacturing Co. 
television receivers. The _ in- 
creases are from $10 to $20 a 
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Sell on sight and sound 


Edwards Display Merchandisers 
come to you all wired and ready 
to operate... complete with 
chime, transformer and two push 
buttons. Compact and efficient— 
your best chime salesman. 



































Door chime business can be good 
business... depending a great deal 
on the quality of the product you 
sell. Sweet sounding door chimes 
can be sweet business fot you. Poor 
sounding chimes are as irritating 
as an out-of-tune piano and strike 
a “sour note” with your customers. 
All Edwards Door Chimes are 
precision-tested for tone purity. It 
pays to sell the best in door chimes. 


It pays to sell Edwards! 





The New WEDGWOO0D> 


Your customers will go for the Wedgwood, 
with its crystal-like ivory and rich gold trim. 


Inlaid ornament gives three dimensional effect. 


Sounds a soft, clear two-note melody for front 


entrance... single note for rear door. 
A smart big seller at $8.95 list. 


Ask your distributor or write for catalog. 


Edwards Company, Inc., Norwalk, Conn. 


In Canada: Edwards of Canada, Ltd. 





Estimated Sales of Wholesale Hardware Distributors 
By Months 1939 to June 1950 
($000,000 omitted) 


1949 1950 





237 198 243 





1383 1192 1233 











1939 1940 1941 1942 1943 1944 1945 1946 1947 1948 
(do ERT aD 30 4 4%55 89 SO 7 #£«987 «+12 18 204 184 160 
laa pane ais sactieseinie. 37s 522Cti«SS8tti(‘ié‘éw KR SC*é«‘KFt‘“‘K“SC«*édDMGSCi‘«édM:C“(<«i‘éiTSCidITBKSSCC«dL'Td 
ME a codit hus. eee 48 49 ~ 6! 3 7 0 08 141 219 #26 222 219 
April. REE WH si 47 5 7 9 7 # £85 OF 154 227 256 204 207 
ER. 54 4: aed een 52 57 77 73 «71 86 93 159 216 233 206 ~~ 231 
i ee ae 51 ss 7 h6hufShlUOh (UC OhCC TCO 
Total for 6 Months....... 974 302 396 516 417 503 557 857 1240 
Sea vhonte ae. ee 79 73 73 #82 #89 162 «#343200 «227~=«171 
el Rat es eacaties 50 59 420 820—téi‘7H*~<ié‘TS~tCOSW 9 174 204 248 192 
September...._._ || wn oo 28 O82 82 £2 ea Cm ale oe 
oc 60 71 91 74 7 #4 113 «214 «254 262 ~ 212 
November...____ iws.. MM 2 2 + £2 wow -ae!6h UR 
I oc at 490COtO6Fsi‘<i‘klSCOSCOHt(<i«é‘«‘!FC«é«dSC‘dSKSSSCOC2(asis2D_Ss«d:75; 
Total for Year........... 592 682 897 926 866 1031 1163 1963 2543 2826 2352 


Source: Bureau of Census. 





set and the revised prices range 
from $189.95 for a 12% in. table 
set to $625 for a four-way com- 
bination with a 20-in. tube. 


Peerless Saw Advances 
Band Saw Prices 


Price advances ranging up to 
20 pet and more have been an- 
nounced by The Peerless Saw 
Co., Columbus, Ohio, effective 
Aug. 1, on all hard-edge metal- 
cutting band saws. These saws 
are used for builders’ boards, all 
types of plastics, metals and a 
number of other commodities. 


Higher Costs Boost 
Baby Carriage Prices 

F. A. Whitney Carriage Co. 
has raised prices 5 to 10 pct. on 
baby carriages and juvenile fur- 
niture. The boost is attributed 
to higher costs. 


Chains Show Enormous 
Sales Jumps For July 


The wave of scare buying 
which followed the outbreak of 
the Korean war sent chain store 
sales up sharply in July. Sears, 
Roebuck & Co. reported retail 
and mail order sales set new 
highs last month; and in the first 
six months of the company’s fis- 
cal year, July sales amounted to 
$251,799,417, compared with 
$163,120,948 in July 1949, a 54.4 
pet rise. For the first half sales 
amounted to $1,208,213,206, as 
against $1,041,829,665 in the cor- 
responding period last year, a 
16 pet rise. 

Western Auto Supply Co. had 
July sales of $18,129,000, com- 
pared with $11,202,000 a year 
ago, a 61.8 pct rise. Sales for the 
first seven months of 1950 were 


30.6 pct ahead of the same 1949 
period. 

Montgomery Ward & Co. in 
July had a sales total of $104,- 
957,003, a 36.3 pct gain over the 
same month last year, when sales 
totaled $77,005,375. For the first 
six months of this year, sales 
totaled $543,244,685, a gain of 
3.2 pet of the same period in 
1949, which total was $526,623,- 
193. July sales were only 6.3 pct 
greater than June. 


Soap Sales Skid While 
Detergents Rise 


Soap sales for the first half of 
1950 dipped 11 pct below last 
year, but a sharp increase in syn- 
thetic detergent sales brought the 
combined total for both up al- 
most 4 pct, the soap industry re- 
ports. 











Wholesale Hardware Inventories* 
By Geographic Divisions, for June, 1950 


Stock-Sales Ratios? 


End-of-Month Inventories (Cost) 
Percent Change 
June 1950 vs Amount (Add 000) 
Number | 
Geographic of June May | June June May June 
ivision Firms 1949 1950 | 1950 1949 1950 1950 
UNITED STATES TOTAL. 223 +7 -1 | $134,286 $125,132 $135,122 209 
New England................. 16 —2 +1 4,507 4,609 4,478 258 
Middle Atlantic. . . Siiedstaie 41 + 2 —% 13,023 12,784 14,199 147 
East North Central........... 36 +11 —1 25,241 22,696 25,376 195 
West North Central........... 30 i +7 —3 25 23 , 854 26, 257 220 
South Atlantic............... 44 | +13 +1 18,157 16,030 17,946 

East South Central............ 13 | +23 +4 | 6,276 5,116 6,030 191 
West South Central. .... Song Rl 14 } —2 i a 13,793 14,017 13,961 237 
I neti Seco cote 6 00's « 8 +9 —4 | 2,832 2,607 2,937 260 
eee as 21 + 7 +4 «| 24,977 23,419 23 , 938 251 


* Includes 3 reports received too late to be incorporated in Census Bureau published releases. 

> Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 

* Calculated by dividing end-of-month inventories at cost plus mark-up by sales during month and multiplying the quotient by the number of weeks in the month. Sales 
include direct shipments and consignment business. Weeks’ supply is lower than if based on cost of sales from owned stocks. 
States Comprising Regions: New England—(Conn., Maine, Mass., N. H., R. I., Vt.) ; Middle Atlantic—(N. J., N. Y., Pa.); 
East North Central—(Ill., Ind., Mich., Ohio, Wis.) ; West North Central—(Iowa, Kan., Minn., Mo., Neb., N. D., S. D.) ; South 


Atlantic—(Del., D. C., 


Fla., Ga., Md., N. C., 


8. C., Va., 


W. Va.) ; East South Central — (Ala., K 


| Weeks’ Supply 
of Inventory 
| on Hand* 
| 
June May | June June 
1949 1950 1950 1949 
231 219 «=| 11.9 13.2 
| 
349 282 14.7 19.9 
180 169 8.4 10.3 
226 211 11.1 12.9 
223 255 12.6 12.7 
202 191 11.4 11.5 
174 176 10.9 9.9 
263 225 | 13.5 15.0 
268 291 | 14.9 15.3 
294 255 14.3 16.8 


Miss., Tenn.) ; West 


y., 
South Central—(Ark., La., Okla., Texas) ; Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) ; Pacific—(Calif., 


Ore., Wash.). 
Source :—Bureau of The Cersus. 
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G-E Keeps Appliances 
On Fair Trade Basis 


The General Electric Co. was 
reported erroneously to have re- 
moved all its electric appliance 
from Fair Trade. The company 
still Fair-Trades all the electrical 
traffic appliance it ever Fair- 


Traded. 


Merrill Brown, counsel for G-E's 
appliance and merchandising de- 
partment announced “General 
Electric Co. has Fair-Traded its 
clocks, fans, heating devices, 
automatic blankets and other 
small household appliance ever 
since 1946. These G-E small ap- 
pliances are still Fair-Traded. 


“Apparently some confusion 
has arisen because General Elec- 
tric Appliances, Inc., which is the 
New York distributor for major 
appliances, recently took G-E's 
refrigerators, ranges, and other 
major appliances off Fair Trade. 
These major appliances had been 
Fair-Traded by the distributor in 
New York, and so far as we know, 
they have not been Fair-Traded 
elsewhere in the country. This 
action by the distributor does not 
affect in any way the Fair-Trad- 
ing of small appliances by Gen- 
eral Electric Co." 











Plumbing Fixture Prices 
Trail Other Commodities 


That prices of plumbing fix- 
tures are much lower than the 
average prices of all commodi- 
ties, including building mate- 
rials in general, is shown by the 
index numbers of wholesale 
prices published by the United 
States Bureau of Labor Sta- 
tistics. 

In arriving at index numbers, 
the Bureau of Labor Statistics 
uses the prices which prevailed 
in 1926 as the basis. The 1926 
prices are equivalent to 100. 

In contrast with the average 
wholesale price of 152.9 for ali 
commodities and the figure of 
194.8 for all building materials, 
the index number for a five-foot 
bathtub is 118.0, for lavatories 
133.9, for water closets 105.0, 
and sinks 107.5. These figures 
are for April, 1950, the latest 
month for which statistics are 
available. 


Tire Makers Increase 
Auto, Tractor Tires 


Paced by General Tire & Rub- 
ber Co., replacement tire prices 
were increased for a second time 
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‘ “th SALES-MAKERS FOR YOU 








NOW ELECTRIC DRILL BITS BY GREENLEE 
TO MEET A BIG NEED... BUILD EXTRA SALES FOR YOU 





Again GREENLEE leads out with the newest in tools to match 

the tempo of today’s more efficient building methods. These new 
GREENLEE Electric Drill Bits meet a great need of carpenters 

and other woodworkers using %4-inch electric drills for boring ¥2-inch 
or smaller holes in soft or hard wood. They fit electric drills perfectly, 
stand up under long hard work, do the job quickly 

and smoothly . . . replace old makeshift methods, provide the 

“tight tool for the job.” Solid-center twist; single-cutter, 
extension-lip type head with outlining spur; no pressure required, 
Destined, we believe, to become “standard equipment” 

for skilled craftsmen everywhere. Available in sets of five, packaged 
as above, or in individual sizes. Ask your jobber or write 

Greenlee Tool Co. for details and prices. 


<= 
GREENLEE 





STOCKED BY LEADING WHOLESALERS 


The Greenlee Line also includes: Auger Bits * Expansive Bits * Bit Extensions * Chisels and 
Gouges * Turning Tools * Draw Knives * Automotic Push Drills * Spiral Screw Drivers and 
many other high-quality tools. Greenlee Tool Co., 1808 Herbert Avenue, Rockford, Illinois. 
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IN FLOOR FINISHES! 


Now—American helps you discover 
a great new source of profits in floor 
finishes—a part of your business that 
may be frequently neglected! 

Here is the profit-formula—pre- 
pared for you by American! Every- 
thing from A to Z to give you a com- 
plete floor finishing and maintenance 
department! All the know-how at 
your fingertips in a handy new 3-foot 
chart... new specification sheets on 
each finish, maintenance and cleaning 
material...a complete new line of 
American finishes for all kinds of 
floors...an attractive new display 
merchandiser for floor, counter or 
window ...and powerful promotion 
reaching many of your customers 
through advertising in national maga- 
zines and trade journals. 

Also, if you rent sanding and polish- 
ing equipment to your customers— 
you'll get more rental business along 
with greater sales of finishes! Cash in 
now! Send today for the 3-foot chart, 
FREE—and additional information. 


AMERICAN 


FLOOR SURFACING MACHINE CO. 
[---— SEND COUPON -—-~ 


! ance problems on any floor! 
i 


! The American Floor Surfacing Machine Co. 
522 So. St. Clair St., Toledo 3, Ohio 


ials for all floors. 


Cleaners. 


Name 





Street 


COMPLETE 
LINE OF FLOOR 
MATERIALS 


SPECIFICATION 





NEW. 


DISPLAY 


(J Send FREE 3-Foot Chart showing all mater- 


Send _ additional information on American 
oor Finishes, Maintenance Materials and 















Complete de- 
tailed specifica- 
tions on each finish, 
maintenance and 
cleaning materials for 
all floors—wood, cork, 
concrete, terrazzo, asphalt, rubber, 
linoleum or plastic. 










NEM 


3-FOOT CHART, 





A handy reference for 
estimating coverage, 
drying time, selection of 
materials and other important data 
for ALL Floors. 


complete line gives 
SHEETS you the correct ma- 
terial—in finest quality 
—for each type of floor 
and for each desired re- 
sult. There are American seals, 
finishes, waxes and cleaners for 
every requirement—glossy or satin 
—fast-drying or normal drying—the 
right materials for Jong life and easy 
maintenance on any floor! 





Attractive display gives 
a complete floor finishing depart- 
ment and reminds customers at 
point-of-sale that you have the 
answer to finishing and mainten- 













American Floor Fin- 
ishes advertised in lead- 


ling national magazines and trade 
_| journals—promoting sales for you! 





within a month. This company, 
along with Goodyear Tire & Rub- 
ber Co., Seiberling Rubber Co. 
and Lee Rubber & Tire Co. raised 
passenger and tractor tire prices 
another 5 pct. The increase in 
truck and bus tires was 74% pet. 
General and Goodyear lifted nat- 
ural rubber inner tube prices 
from 10 to 20 pct. Lee raised 
tube prices about 30 pct. 


Higher Margins Force 
Drop In Rubber Price 


Higher margin requirements 
were imposed on rubber futures 
contracts, effective Aug. 7, for 
the third time in a month, and 
this was followed by a sharp drop 
in prices. Futures, which had 
been advancing the 200-point 
limit in trading in New York, 
dropped the 200-point limit for 
several days in a row. Spot rub- 
ber was down 10 cents to 47% 
cents, with trading nominal. 

There were several other fac- 
tors responsible for the drop in 
futures in addition to the setting 
of higher margin requirements. 
Estimates have been lifted on the 
amount of rubber imports which 
can be expected from Indonesia 
and Malaya. It is estimated that 
exports from the former country 
will amount to about 650,000 tons 
annually, while Malaya is ex- 
pected to furnish about 685,000 
tons. Furthermore, the stepping 
up of synthetic rubber produc- 
tion by domestic plants is in- 
creasing the output steadily, and 
it is expected that this will be 
at the rate of 650,000 tons an- 
nually by Jan. 1. 

Another factor which may re- 
duce consumption of natural rub- 
ber is the possibility of a govern- 
ment order limiting the amount 
of such rubber which may be 
used in tires. 


Aluminum Scores 
Record Production 


Production of primary alumi- 
num in the second quarter to- 
taled 360,707,827 pounds, a rise 
of 12 pct over the first quarter, 
the Aluminum Association re- 
ported. This was the largest 
amount of aluminum produced 
by the industry in any quarter 
since the second quarter of 1944. 
Second quarter shipments to- 
taled 271,157,929 pounds, a 4.5 
pet rise over the first quarter. 
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Credit Group Finds Slow 
Pay Hits Radio Jobbers 


Slow payment of some bills in 
the radio, television and elec- 
tronics parts jobbing field was 
found in a report of the metals 
division of the National Credit 
Office. This, it was explained, 
was due to the fact that volume 
has grown far out of proportion 
to investment. Three concerns 
in this field have faced financial 
difficulties this year, making a 
total of 15 since 1948. Twelve of 
the 15 have been liquidated. 
There are now over 900 com- 
panies specializing in the whole- 
sale distribution of radio, tele- 
vision and electronics parts, of 
which about 25 pct have been 
established since the war. 


6-Mos. T-V Production 
Equals Output In 1949 


Television set production in 
the first half of 1950 was about 
equal to output for all 1949. The 
Radio-Television Manufacturers 
Assn. said manufacturers made 
almost 3,100,000 sets through 
June 30, about 50 pct above the 
like 1949 period. The association 
reported output of radios in the 
first half was 4,228,170 sets, 
against 3,481,858 in the corre- 
sponding period last year. 


June Home Laundry Sales 
Show Major Gains 


Factory sales of household 
washers in June totaled 325,217 
units, an increase of 6.8 pct over 
304,640 in the preceding month 
and 25 pct more than 260,700 
in June, 1949, according to in- 
dustry-wide figures by the 
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yp TEAR MONEY. ye" 
ps IT’S THe versa 


MAKER, 


TOTE-TABLE 


IN THREE POPULAR HOME-MAKER SIZES 





~ 
TOTE-TABLE is anall-year “family favorite” 
for the kitchen, laundry, and home work- 
shop...for hobbies and games...as a 
dressmaking pattern table . ... for smart 
handy serving indoors and out. Carries like 
luggage for picnics, barbecues, camping 
trips. Space saving to store...folds or 
unfolds in a matter of seconds...no but- 
tons, no springs, no gadgets to fuss with. 
Strong steel “girder” construction (with 
positive-locking center strut) supports half- 
a-ton without strain... bright tubular alum- 
inum legs are weatherproof, strong and 
sturdy. Genuine Masonite Tempered Presd- 
wood table top is sealed with Ceraseal to 








be water-ink-alcohol-resistant . . . washable No. 524: + . a . ae teh Geen? 
with soap. Steel structure is bright plated; No. 530: 30” x 60” x 30” high (open) 
trimmings are finished in smooth baked- 30” x 30" x 3%" (closed) 
enamel colors of Forest Green, Sunshine No. 630: 30” x 72” x 30” high (open) 


30” x 36” x 3%" (closed) 


Yellow, and Dubonnet Red. 








~ MILLIONS 


laugh and play with 


SouTH BEND Croquet! 
































The one game the whole 





family can play 
Inexpensive 


10 models meet every family 
requirement 


Satisfies increased interest in 


So 0060 


family recreation 


SALES REPRESENTATIVES 
East—Julius Levenson, 7 East 17th St., N.Y. 
South —Louis Williams & Co., 3rd National 

Bank Bldg., Nashville, Tenn. 
Midwest—South Bend Toy Mfg., So. Bend, Ind. 
So. Calif, & S. W.—Anderson Sales Company, 

730 W. 10th Place, Los Angeles 15, Calif. 
No. Calif,-Standard Toy Agencies, 718 Mission, 

San Francisco, if. 

Denver & Pac. N. W.—Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 


SOUTH BEND TOY MFG. CO. 
SOUTH BEND 23, INDIANA 





AMERICA’S FAMILY GAME 
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Wholesale Hardware Sales" 
By Geographic Divisions, for June, 1950 














| SALES REPORTED CUMULATIVE SALES® 
| } 
| Percent Change | 
June 1950 vs | Amount (Add 000) 
| Number | Jan.—June Jan.-June 
Geographic | of June May June June May 1950 1949 Percent 
Division Firms® 1949 1950 | 1950 1949 1950 | (Add 000) (Add 000) Change 
| | 
U. 8. TOTAL. A 293 | +18 +5 | $79,487 $67,314 $75,713 | $411,400 $402,160 2 
New England....... | 21 +33 +12 2,037 1,528 1,826 9,256 8,564 +8 
Middle Atlantic... .. | 62 +23 +5 10,866 8,815 10,323 55,463 54,377 +2 
East North Central. . | 41 +29 +8 14,095 10,931 13,110 70,025 63,200 +11 
West North Central. . | 36 + 8 +12 14,025 12,985 12,494 69,964 71,857 —3 
South Atlantic....... s 48 +16 -1 9,583 8,282 9,716 52,915 53,332 +1 
East South Central. | 22 +23 -1 5,673 4,620 5,756 29,445 28,365 +4 
West South Central. . 22 +4 -1 | 8,605 8,246 8,732 48,763 49,392 —1 
Mountain........... 11 | +8 + 5 2,360 2,175 2,245 12,363 12,289 +1 
Pacific . . Ge «us 30 +26 + 6 | 12,243 9,732 11,511 62,206 60,784 +2 
| | 





. Includes 6 reports received too late to be incorporated in Census Bureau published releases. 
> Includes reports received too late for inclusion in previous monthly totals. 
© Number does not apply in all cases te the cumulative figures. 


States Comprising Regions: a “ry "5 ., Maine, Mass., N. H., R. L, Vt.) ; 


Middle Atlantic—(N. J., N. Y., Pa East North Central—(IIL, Ind., Mich Ohio, 
Wis.) ; West North taieb—tiees, ‘Kan, Minn., Mo., Neb., N. D., Ss. D.) ; South 
Atlantic—(Del., D. C., Fla., Ga., Md., N 8S. C., Va., Ww. Va.); East South Central 


—(Ala., Ky., Miss., Tenn.) ‘ West South unek-taie La., Okla., Texas) ; Moun- 

eis (Are., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) : Pacific—(Calif., Ore., 
ash.). 

Source :—Bureau of Census. 





American Home Laundry Manu- dends, and earnings of farm and 
facturers’ Assn. non-farm enterprises, hit an an- 

Ironers aggregated 27,100, nual rate of $215,800,000,000 in 
compared to 27,400 in the pre- June, an increase of $1,300,- 
ceding month, a decrease of 1.09 000,000 as compared with May, 
pet, and showed an increase of reported the Office of Business 
28.4 pct over 21,100 in June, Economics of the Department of 
1949. Commerce. Except for last 


Dryers sold in June totaled March this was the highest for 
20,568 units, up 27.6 pct over any month in history. The 


16,122 in May, and an increase March total, which hit an an- 
of 724 pct over 2496 units in nual rate of $219,300,000,000, 
June, 1949. was due to a $2,800,000,000 out- 
lay by the government in life 

June Incomes at Annual insurance dividends to veterans. 
one A steady rise in the annual 

Rate of $215 Billion income rate for the rest of the 
Personal income, swelled by a year was seen by officials, due 
general upturn in wages, divi- to the stepping up of industrial 





RETAIL HARDWARE STORE SALES TRENDS 
June, 1950, Sales Trends of Independent Stores in 18 Cities 





ae Fer Cat Chases 
June 1950 6 mo. 1950 June 1950 
compared with compared with compared with 





June 1949 6 mo. 1949 _ _ May I 1950 
California—Los Angeles ..... +30 +12 +12 
San Francisco ... soo ee ae — 3 
District of Columbia—Washington 2 oS — 5 —2 
Illinois—Chicago .................. = ie i — 3 — 8 
Massachusetts—Boston ............ +19 — 5 + 6 
Michigan—Detroit ................. +30 +11 —2 
Minnesota—Minneapolis ........... +19 + 1 —7 
Missouri—St. Louis ................ —1 —5 —12 
New York—Buffalo ............ .. 2 — 5 +2 
OS aaa eee — 3 —4 +8 
Ohio—Cleveland .................. +15 +10 +10 
. Sia eS Oe. wink Wal —4 -3 
RCI Se ae +-17 —4 0 
Pennsylvania—Philadelphia eee +10 + 2 —4 
Pittshurgh ......... samen to! 0 —10 > 
Virginia—Norfolk ........... ree | +22 0 
Washington—Seattle ............... +10 — 3 -§ 
Wisconsin—Milwaukee ........ +4 5 — 1 
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THIS.IS IT! WELLE FIXTU RES / DRAWING POWER 
ee a The beauty of Heller Fixtures, the attractiveness 
gn) they impart to your merchandise, draws trade to 
SALES> ag" , . f your store—Extro profits ore yours. 
QUALITY 
Years and years of satistoctory service are bullt 
into Heller Fixtures. New, modern, MULTI-LEVEL 
ne and conventional styles—Come to our factory and 
oo see two model stores completely merchandised. 
0) ange 
ee 1, VALUE 
o +3 4 NEW LOWER PRICES, makes It easy for you to 
64 +8 GOOD buy. Send sketch of your store for free store 
77 +2 BUSINESS plan and estimate. Ask for large catalog #50. 
00 +11 use 
zs MELLER W. C. HELLER & CO. 
. <4 STORE 50 Platt St. Montpelier, Ohio 
+ pe FIXTURES! Designers and manufacturers of Har.t- 
ss ware Store fixtures exclusively since 1891 
L, Vt): ° eeeeoeeeeenese8ee tec oe - is 
Ps a ’ } ned to catch 
‘Central e e est 
\it., Ore., ° ° THE FELLOWS WHO 
SE e o 
eee Y 
« a ALLS cr 
M 
oe — : Faucet ? \BucKeTs 
‘ * \ Wa2 | 
,000 in » Repair N Cc £ 
$1,300,- ‘. P ey 
h May, | 
usiness 4 e| 
nent of ® e | 
r last ° on a . 
est for . self-selling a 
The e CARD a 
an an- e . 
100,000, ‘ 
00 - a combination- ° 
in life | 
terans. t card of © | 
ional i 
annual * WASHERS-NU-SEATS-SCREWS °| ie feels seers ae 
of the r ‘ e | azines. 
Is, due e at a new low price of 39¢ retail You can't fool sportsmen who really KNOW good equipment. That's 
ustrial Shipped in '% Gross and Gross Lots. Banded in packs of 12 for | why S & T products are now selling to the second and third genera- 
. Onh es + « « (Usual O'Malley discounts.) e. a of barat (See the complete line at the National Hardware 
er ay. } ow. Boot . 
— eves : 
* line of Faucet Repair Sets and this New PARTS e 
Crane Gate oe enteuaatly etnetind tne Seimeey Beening Fest, ° STRATTON & TERSTEGGE Co. 
s ’ EDW. O'MALLEY VALVE CO. canesec ee ee 
11948-50 S. Halsted St. Chicago 28, Il.  ° LLE 1, KENTUCK 
. 1950 eceoeoevoeac vee eevee eee eevee 
‘ed with PR i Mag LL — $$ — — . ~ me 
1950 
3 count DOMES OF SILENCE = 
— 3 im carton 
i 1%" 1%" Ye" 
+ 6 SELL ON SIGHT when these attention-compelling con- %” %” %” %” 
6 ; tainers, box or card are displayed on counters. Genuine DOMES 
“12 a ae OF SILENCE glide softly, silently, smoothly over all flooring; 
: : 12 Cards im & bex. save floors and furniture. For years the favorite with house- 
+10 tee iye iar qe %* OWNers and furniture manufacturers. 
: Ask your jobber or write 
. DOMES OF SILENCE, Division of 
. ROBERT E. MILLER & Co. INC. 
an 35 PEARL STREET NEW YORK CITY 
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DECTO-STICK 


FURNITURE 





Fills and Colors 
NICKS - DENTS - GOUGES 
in natural-finished or stained wood- 
work, furniture, leather and plastics. 
















SSS 
RUB IT IN LEVEL IT OFF 
THAT'S ALL !! 


Display card holds 12 cellophane bags, each 
containing a complete kit of 4 Decto Sticks 
(dark mahogany, light mahogany, walnut 
and maple) a scraper and instructions. 

SOLD THROUGH JOBBERS 


’Decto Products Co. 
NS SALEM 4 MASS J 
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Rust-proof zinc al- 
loy, featuring 
GRC’s, superior re- 
cessed-wing finger- 
grip. All finishes, 
all popular thread 


GRC gives you 
sizes. Order a gen- 
better erous supply to sell 


every customer. 
WI N ( Have you checked 
your stock of GRC 


one piece E-Z Cup 


HT ha 


il 


ill 


Hooks? In bulk, 

nickel and _ brass 

finish, Carded, 

red, blue, green, 

ata white, nickel 

: and brass. 6 to 
bigger a card. 

OLE IMMEDIATE 

DELIVERIES 

Jobbers: 

Write Today 

for Samples 

and Catalog 

jheets. GRC 


informative 
catalog sheets 
show clear 
prices — clear 
discounts. 


GRIES REPRODUCER CORP. 


789 East 132nd Street, New York 54, N. Y. 
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and farm activity in connection 
with the accelerated defense pro- 
gram. It is expected that the 
1950 income total will break the 
record of $209,500,000,000 for 
the entire year, which was set 
in 1948. 


Hotpoint's 6-Mos. Sales 
Break All Records 


Sales results and production 
of Hotpoint, Inc., for the first 
six months of 1950 surpassed all 
previous records for the com- 
pany by approximately 25 pct 
according to James J. Nance, 
president. 


Operating seven plants in the 
Chicago area the company’s out- 
puts have been at continuous 
peaks since production was re- 
sumed following the steel strike 
of last December. An eighth 
plant for the production of re- 
frigerators is now under con- 
struction with work proceeding 
on schedule, Mr. Nance said. 
Barring unforeseen delays first 
production will come from this 
facility in mid-1951. 


Tire Industry Continues 
High Level Production 


Passenger tire production, con- 
tinuing at a high level, amounted 
to 7,310,890 units in June, com- 
pared with the record high of 
7,369,190 in May. June output 
was 13 pet higher than in June 
1949. 

Manufacturers’ shipments of 
passenger tires to dealers and 
automobile manufacturers’ in 
June totaled 8,804,091 units, a 
21 pct rise overt May shipments 
of 7,276,860 tires. The June total 
was also a rise of more than 33 
pet over June, 1949, when the 
total was 6,599,134 units. Man- 
ufacturers’ inventories remained 
at 8,987,234 passenger tires, de- 
spite the record shipments, re- 
ported the Rubber Manufactur- 
ers Association. 

Truck and bus tire output in 
June totaled 1,169,376 units in 
June, a 7.19 pet reduction from 
the 1,259,897 units produced in 
May. Shipments were 12.36 pct 
over the May level, however, 
totaling 1,398,120 units, com- 
pared with 1,244,281 in the pre- 
vious month. Truck tire inven- 
tories of manufacturers were 
down to 1,774,829 units from 
2,002,692 at the end of May, a 
drop of 11.38 pct. 





FINGER GRIP ADJUSTABLE 


CLIPS . .. for parking things 
where you use them. 





* Fasten to any woodwork 
* Can be adjusted in a jiffy 


*% Packed in attractive dis- 
play boxes 


SMALL SIZE, retails ........... 3 for 10¢ 
MED. SIZE, retails ..... 8¢ ea.—2 for 15¢ 
LARGE SIZE, retails ... 10¢ ea. 


Favorite with home workshop fans. 


ASK YOUR JOBBER—OR WRITE 


ARTHUR I. PLATT CO. 


Fairfield, Conn. 














MONEY MAKERS 


For Hardware Stores 


DAISY ssc: 


RIBBON" 
CEMENT-ON-SOLES 





No other soles stick so 
tight, wear so long, 
and give such wonder- 
ful satisfaction, thanks 
to Patented feature. 
Millions sold yearly for 
men, women, children. 
Come on 4 color dis- 
play card. Write for 
catalog and prices. 


SCHACHT RUBBER MFG. CO. 


Dept. H, Huntington, Indiana 
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Consumer Credit Hits 
$19 Billion In June 


Consumer credit rose $550 mil- 
lion in June over May to hit a 
total of $19,627 million. This 
represented a rise of 3 pct. over 
May and was the largest gain for 
June on record, according to the 
Federal Reserve Board. The June 
total also represented an increase 
of $3,503 million over June, 1949. 
The rate of gain of most of the 
major types of credit was 
greater than in May. 

Installment credit outstanding 
as of June 30 totaled $12,063 
odwork thousand, a rise of $395 million 
over May and of $2,940 million 
over the same month a year ago. 
ve dis- About two-fifths of this advance 
was in automobile sales credit 
originating at dealers. Increases 

. 3 for 10¢ in loan balances accounted for 
a—2 for IS most of the rest of the gain. 

Charge accounts amounted to 
$3,399 million at the end of June, 
































1 a jiffy 









shop fans. a rise of $109 million. It was also 
$125 million, or about 4 pct above 
2 WRITE the June, 1949, level. 












— | MARQUETTE FREEZER 


Show Lead Over May 

Manufacturers had a substan- Now a bigger value than ever! New low price on the Marquette 

ecrmemnniie tial pickup in business in June “family 8” brings owning a freezer into the reach of thousands of 
: new prospects. It means bigger sales—bigger profits for you! 


Fe NS 
even prior to the Korean war : F 
KERS Schenk the Desestenent yee And look at the deluxe extra-quality features you offer in a 

Marquette Freezer! 


Commerce estimates. New orders 







for veg: 

es received in. the month were val- @ All-welded steel construction . . . all metal 
“BLUE ued at $22,600 million with $20,- surfaces completely bonderized. 
IBBON" 800 in May and $16,300 million @ Vapor-sealed cabinet . . . every joint and 





seam of entire cabinet is permanently air- 
tight and moisture-proof. 

@ Counter-balanced doors . . . give safe, easy 
access to foods. 

@ Heavily insulated with rock wool 
for higher-efficiency. 

@ Lighted cabinet interior . . . auto- 
matically illuminated when door 






in June, 1949. 

Dollar sales also increased. 
They were estimated at $20,700 
million for June, $19,900 for May 
and $17,600 in June, 1949. When 
allowance is made for seasonal 
factors, the sales gain from May 
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to June was about 2 pet. BE sno i a ‘ 
~ ; = ermetically seaie ecumse 
The non-durable goods indus ans... te Goce, 






trouble-free service. 


@Gleaming white DuPont DuLux 
finish . . . for attractive exterior. 












NEW RESIDENTIAL 


















CONSTRUCTION Interior has rust-proof, odor-proof 
(PRIVATE CONSTRUCTION EXCLUDING FARM) aluminum finish. 
$3,435 Write for details on a Marquette franchise. 
MILLIONS 





MARQUETTE 
APPLIANCES, INC. 


307 EAST HENNEPIN 
MINNEAPOLIS 14, MINNESOTA 


















1941 424344 45 “46°47 4849 1950 
fount v 5 ouanrnunrs or vnorecommnct | | AMERICA’S VALUE LEADER IN HOME APPLIANCES 
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great 


small home owner. 
price 


felt. Supplied 
peat sales— 


6 gauge brass, 
42” and 48” lengths— 


Design allows ad- 
ALSO AVAIL- 


} 
screws included. 


ABLE IN BRASS COATED STEEL 


BRASS AND FELT SWEEPS 
This is a fast-selling item with 
appeal for the 

justment when felt is worn, Low 
and obvious value bring re 

and profits for you. 

AND ALUMINUM. 


Made of high quality 2 
and thick, waterproofed 


NATIONAL METAL 


in 33”, 





: es 
PA. 


Order your supply of 


-building items today. 
PITTSBURGH 33, 


Sales and Profits 
The home builders delight — these National Metal 
Products are designed and packaged to sell easil 


and priced for dealer profits. 


these outstanding profit 
Write or wire for discounts 





A GOOD LINE FOR VOLUME 


NATIONAL METAL PRODUCTS COMPANY 


1025 CHATEAU STREET 





to in- 


2 win- 


s or 1 door. Available in 


plastic 
1 % - 1 A ” and 1 3”, 


hemmed 


eatherstrip and nails 
clear 


age, sufficient for 
, ready 


ywood package— 


polished brass or 
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ply glitters in center 


COLUMBIA 
BRONZE WEATHERSTRIP 


17 ‘ft. 


of bright 


f 
ansparent plastic case. 


crystal 
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stainless steel binding rolled 


bronze w 
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pack 
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| tries reported the biggest per- 

| centage increases in inventories 
and the durable goods industries 
had the biggest increases in sales 
and new orders. 


Furniture Sales Higher 
Despite Seasonal Drop 


. There was a seasonal decline 
of 5 pet in retail furniture sales 
from May to June but the June 
total was 6 pct above the same 
1949 month. All types of trans- 
actions were in smaller volume 
than in May with declines of 3 
pet for charge account business, 
4 pet for instalment and 7 pct 
for cash sales, the Federal Re- 
serve System reported. Credit 
sales were up 7 pct over the 
June, 1949, volume while cash 
sales dropped 2 pct from a year 
ago. 

Instalment accounts receivable 
were 1 pct above May but 28 
pct above June, 1949. The ratio 
of monthly collections to first- 
of-month accounts receivable re- 
mained at 10 pct, the same as in 
the two preceding months. At 
the prevailing rate of repay- 
ment accounts would be out- 
standing 19 months, approxi- 
mately four months longer than 
in June, 1949. 

There was a 3 pct drop in 
retail value of inventories in 
June from the preceding month 
but it showed a 9 pct gain over 
a year ago. Retail value of 
stocks on June 3 amounted to 
about four months’ supply at 

current rate of sales. 





Heating Oil May Be 
Short This Winter 


Unless weather is unusually 
warm, heating oil could be short 
this winter. According to oil men, 
two factors indicate tight supply 
and demand situation. 

One is a drop in inventories of 
light fuel oil—the type most used 
for home heating. Stocks of this 
fuel now are about I! million 
barrels less than a year ago. 

The second reason is the sharp 
increase in the number of oil 
burning homes. It is estimated 
that by the end of 1950 there'll 
be some 500,000 more homes 
using oil than on January |. 

Military demands could upset 
the supply-demand outlook too. 
Jet fuels and diesel oil are made 
from the same type crude oil as 
home heating fuel. 








Wood 
S K 0 T C H =" 
A Steady 
Profit Puller 





8” 2 WC” corton 4.pioy 
S printed im rec ond block 
or on cards tor bin disploy 


Here's a wood joiner that really 
HOLDS .. . and holds without /SCREENS 
cutting or splitting wood fibers. Ly 
Applied like a nail. Patented 

prongs pull wood together for 
tight strong joint. “—— equally 
well on square, mitre, "T", split or 
dado joints. Perfect for repairs, 
making screens, etc. Easily dis- | SCREEN 
played on counter or in self-ser- 
vice bins. 


Free Sales Helps... 


Sample wood joints that show uses 
of SKOTCH Wood Joiners pilus a new 
counter folder ore yours FREE. Ask CHAIRS 
your Jobber or write + oe for gen- 
erous supply Dept. HA 


SUPERIOR FASTENER CORP. 

















2949 ELSTON AVE.. CHICAGO 18, ILL. SIGNS 


GRIPS LIKE A VISE 











THE NEW Columbiana 
CAM-LOCK HYDRANT 
"Sold the World onl 

Here’s a fast-selling new Cam-L 

drant for use on pressure lines. ‘Sturaily. 
built with few moving parts, this Colum- 
ag de. oe a yk no Aye to rust out. 


Its inelude: 
* ONE: piece. BRON: ZE VALVE uoDY 
* NON-CORROSIVE VALVE ASSEM- 


BLY 
* ANTI-FREEZE ACTION 
# CAM-LOCK HANDLE PREVENTS 
DRIPPING AND WATER WASTAGE 
mark ft Weite today ore ~~ F 4 
—= m 6' rite t ‘or complete inferma- 
Fis. H—1200 tion. Established 1888. 


Columsbiawa PUMP CO., Columbiana. Ohio, U.S.A 














Gripper Clips 


istered U. &. Pat. Ofies 


Small and large 
sizes for holding 
tools, garden im- 
plements, 
Kitchen utensils, 
etc. Nickel plated. 
Packed -. —_ 
6 doz. 
Unite “a = 
large and 1 doz. 
small.) Retails at 
10¢ each. Circu- 
lars on request. 


OOLS, INC. 
@ GIBSON GOOD TOOLS, INC. 











Instantaneous, Multi-Coil 
Send for Catalog ‘”¥ 


DORMONT MFG. Co. 
1314 High Street Pittsburgh, Pa. 


WATER HEATER 
REPAIR COILS 
For old, new and 
obsolete heaters. 
90 DIFFERENT MAKES 
Single, Double, Triple, 
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Furniture Prices Firm 
Says Industry Group 


There has been no general rise 
in furniture prices since the out- 
break of hostilities in Korea, re- 
ported the National Retail Fur- 
niture Association. Scattered 
price increases in the industry 
“have not been enough to cause 
a general scare,” according to 
Roscoe R. Rau, association vice 
president. Most manufacturers, 
he added, are proceeding with 
the plans they made during 
the summer market furnishings 
show in Chicago during June. 
















Hitch your business fo 


STAR BRITE 


THE SHINING CABINET ee 

LINE THAT GIVES YOU EVERYTHIN ” 
* STARRED for quality. design and precision fit. 

SOLD THROUGH 


WHOLESALERS 
ONLY 


































#215 
ORNAMENTAL HINGE 

























SCREENS Prices at the June market were For flush doors 
Ly 2 pet higher than in November Oe ete 
ue or June 1949. He stated that gran SaITe’ 
there have been virtually no Chrome, nickel 
price increases in appliances Gunaiale 
since the June market. However, with screws 


he added, he described lumber 
prices as “definitely jittery,” 
with manufacturers not know- 
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#285 
CHAIN DOOR FASTENER SCREEN HANGER 
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Nickel Hook plate, 

, other war. andl ticte! ook plate, 

“STAR-BRITE" 

Cadmium piate 

= 50 Counties Account For Complete 
SIGNS 


69 Pct Of Wholesale Sales 










































































SE The concentration of wholesale ons tian x #215 
——, trade activity is shown in a pre- Wrought steel SEMI-CONCEALED HINGE 
NT liminary report of the 1948 sales | Overall size: Raised knuckle 
er’ of wholesale establishment in 50 | 1%" x 2A" 7 

“ ‘ : “STAR-BRITE" “STAR-BRITE" 
Sean counties, released by the Census Chrome, nickel Chrome, nickel 
his Colum- Bureau and brass and brass 
— : Complete Complete 
VE uoDy Those 50 counties accounted for | with screws with screws 

ASSEM- 


69 pct of the nation’s wholesale | 
sales in 1948, or about $128 bil- | 
lion of the national total of $185 | 
billion. They also accounted for 





























#200 
CUPBOARD TURN 


#225 
SURFACE BOLT 




















wane aid h size: 
the $88 billion of the $130 billion | teat te le prey 
by which wholesale sales in- | Bor size: %" oe 
creased from 1939 to 1948. | aS nee ~ PH een + 
New York County (Manhattan | oa een ent bean 
Borough) ranked first among the | eee Somes 


screws 


50 large counties with 1948 
wholesale sales of over $33.5 bil- 
lion, 18 pet of the national total. 
Next largest counties in order 












#277 STORM SASH HANGER 


Hook Plate: I'//4,"' x 15"" Eye Plate: I//4"" x 2/4," 
“STAR-BRITE" Cadmium Plate 
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i " CONCAVE KNOB 
were: Cook County (Chicago), oe “Ccmplote with pa “STAR-BRITE" 
Ill.; Los Angeles County, Calif.; Chrome 

in | Dozen to Box 


Philadelphia County, Pa.; and 
Suffolk County (Boston), Mass. 






with Screws 
36 Doz. to Carton 

















Rubber Consumption 
Reaches New High 


Consumption of new rubber | L 
for the first half of 1950 is esti- 
mated at 597,695 long tons, a new ST AR MET A 
high, announced the Rubber CWA) Butler Street, 
Manufacturers Association. This 
° compared with 510,968 long tons 
jh. Pa. in the first six months of 1949. 


PRODUCTS Co. 


Brooklyn 17, N. ¥- 
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SATISFY YOUR TRADE 
WITH “HARMODE” PRODUCTS 

















































#400 


ROOF BRACKETS 


All steel—highest safety factor 
Low cost — long life 
4 adjustments for all roof pitches 
Easily installed and removed 
Takes up to 12” planks 
Folds flat for easy handling 
and storage 


READY TO SHIP NOW! 


SEE US AT BOOTHS NO. 434-438 
AT THE 
NATIONAL HARDWARE SHOW 


HARVARD METAL PRODUCTS, INC. 
97 Reading Street Roxbury 19, Mass. 











onty ONE NAME 


TO REMEMBER FOR 


ANY PAINT NEED 


A Ready Mixed Gold... 
or Chrome Finish 


. much in demand for use on 
radiators, picture frames, fixtures, 
toys, machinery, statues, auto 
parts, office equipment, etc. 


Sapolin Gold Leaf Effect and Sapolin 
Chromium Effect — the original 
famous gilding finishes, now both 
ready-mixed. Easily applied, 
quick-drying, washable and heat- 
resistant. They guarantee you sat- 
isfied customers. Write for com- 
plete information 
today. 





















Sapolin Paints Inc., 
229 East 42nd St., 



































June consumption set a new 
monthly high, amounting to 110,- 
792 long tons, as against 110,010 
in May and 84,328 in June, 1949. 

Natural rubber consumption 
totaled 361,532 long tons in the 
first half, against 290,685 a year 
ago. Synthetic rubber use 
mounted to 237,163 from 220,283 
in the first half of 1949. 

June natural rubber consump- 
tion amounted to 62,546 long 
tons, which represented a 32.75 
pet gain over a year ago. Use 
of all types of synthetic rubber 
in June totaled 48,246, a 29.66 
pet rise over last year. 

Reclaimed rubber consumption 
totaled 132,095 long tons in the 
first half vs. 112,539 in the same 
1949 period. June use of 24,474 
long tons was a 26.70 pct gain 
from a year earlier. 


RCA Has 18 New TV Sets 


At Lower Prices 


RCA Victor has undertaken 
what it terms its most vigorous 
sales campaign since the start 
of television with the introduc- 
tion of a complete new line of 
18 models, ranging from a 12%4- 
in. table model at $159.95 to a 
19-in. television-radio-phono- 
graph combination. Prices are 
from $40 to $225 lower than on 
comparable old models. 

The line also contains eight 
new radio and radio-phonograph 
instruments. 


Bendix Introduces 
Its First TV Line 


Bendix Aviation Corporation’s 
radio division Has introduced its 
first line of television receivers. 
It includes six receivers in the 
14 and 16-inch screen sizes and 
a seventh receiver, a 19-inch 
model, is to be added in the mid- 
dle of August. 


New Stromberg TV Line 


Featuring the 1951 Strom- 
berg-Carlson TV line which has 
just been introduced is a new 
magnetic channel tuner which is 
said to eliminate the need for 
periodic servicing and may last 
a lifetime. List prices on the 
new line are from $40 to $200 
lower than corresponding models 
in the old line. The company is 
guaranteeing distributors cur- 
rent prices on the new line 
through Dec. 10. 


Critical Shortage of 
TV Service Technicians 


C. M. Odorizzi, vice president 
of RCA Service Co., warns that 
the TV industry is facing a 
critical shortage of trained ser- 
vice technicians and it is ex- 
pected that between 3,000,000 
and 4,000,000 television receiv- 
ers will be sold between now 
and Christmas. This means that 
technicians must be prepared to 
install and service in the next 
five months as many television 
receivers as were installed and 
serviced in the first four years 
of postwar television between 
1946 and 1949. 


64%, of TV Picture Tubes 
Now Over 14 Inches 


Over 64 pct of all television 
receiver type tubes sold to man- 
ufacturers during May were 14 
inches and over in size, reflect- 
ing the trend to larger screens 
in home receivers, the Radio- 
Television Manufacturers Asso- 
ciation reported. May sales of 
TV picture tubes to manufac- 
turers totaled 599,667 units 
compared with 498,624 in April. 
Manufacturers’ purchases of 
such tubes in the first five 
months of 1950 amounted to 
2,604,718 units. 


30-Inch TV Receiver 
Introduced by Dumont 


Allen B. DuMont Laborato- 
ries, Inc., introduced a new line 
of television receivers, including 
a 30-inch receiver, which is the 
largest direct view set ever of- 
fered by a manufacturer. The 
set, which has an area more 
than four times that of the 15- 





VALUE OF U.S. PRODUCTION OF 
GOODS wo SERVICES 


BILLIONS OF DouLARS §©=-_- 264 
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40'1'2'3 4" G '7 'S 9 lst QUARTER 
1939°40'1 ‘2 '3 "456 78 '9 "ore 














SOURCE: U.S, DEPARTMENT OF COMMERCE 





GRAPHIC BY PICK-S, HV. 
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RadDevil ¥ 

THE LEADER SINCE 1872 
Red Devil Glass Cutters and other glaziors’, 
painters’ tools and machines are designed to the 


times—there's no substitute for quality 
Send for Catalog 19 


RED DEVIL TOOLS. Irvington 11, N.J.,U.5.A. 























Safels BELT L ACER | PERFECT hea “Oe 
PAINT REMOVER la 


As Easy to use as 


Safety belt lacing is easy 
to apply with any stand- 
ard make belt lacing 
machine, lacer, or it can 
be applied with a ham- 
mer by using the inex- 
pensive Safety Tu-Way 














case, mE Ab a Flatiron... 
b y’s paten nder 
bars hold every hook in AND EASIER 
exact alignment, ne TO SELL! ONE YEAR 
nt ig otha agama a Removes paint from wood— GUARANTEE 
prevent fraying. flat, curved, or irregular sur- incase 
faces. Made of chrome-plated parts replace- 
SAFETY = — pe —— Write today ment, Elec- 
either or current, trical 4 
BELT-LACER CO so ag Cy) mee surface for full details GL esmweree 
. area 
5390 N. MENARD AVENUE West Main Street 
CHICAGO 30, U. S. A. Teen Bal TOOL & MACHINE CO. PLAINVILLE, CONN. 
eaten ~ 











‘BOOTH 26-27 
ILL NGS NATIONAL HARDWARE SHOW 
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FOR HARD OR SOFT WOOD FOR METAL, WOOD, PLASTICS 
Cuts easier—simplified design, no blade-slippage. Chrome One Bruno Adjustable Hole pees Sr agp aes fixed 

j j . ote Ss. s st n, fast 
vanadium steel blades, all chromed body. Quick, accurate Pte! ant Dress: portable drill or hand brace. Easily 
, adjustment; self-clearing lead screw. No. 250: '°-1'2", set for any diameter. No. 100: %“-11%", retails $2.50; No. 
’ retails $1.69; No. 251: %”-3", retails $1.89. Guaranteed. 101: 1°-2'%", retails $3.50. Guaranteed. 

NATIONALLY ADVERTISED > SEE YOUR JOBBER OR WRITE 

ROBERT H. CLARK COMPANY, Beverly Hills, California * Manufacturers of Fine Precision Cutting Tools 








eeaunp cavers casi) Comfort costs So little 


| a 
with LLEWALVE universAL FAUCET REPAIR STEM | | 
Provides new stem and threads, new body threads 
and new seat, complete in one unit. Easily installed 
by anyone without special tools. Completely re- 
builds 90% of faucets in use. 


2 models: B—metal to metal seat 
R—rubber seat 











5st 
Left or right hand. pe 
zl original faucet insert. ; Reet 
your jobber cannot supply you write direct. a 
FO 9 GOLDEN ANNIVERSARY 
we 


CG 
pve OIL HEATER MODEL 


EVAL LV E xe Features Coleman's exclusive, new 
CL salt FUEL-AIR CONTROL 


g. M- that saves up to 25% on fuel 
cay ttt CLEVELAND VALVE CO.. CLEVELAND 11, OHIO SEE YOUR COLEMAN DISTRIBUTOR OR WRITE FOR DETAILS TO 
; _THE COLEMAN COMPANY, INC., WICHITA 1, KANSAS 























WORLD’S FINEST STOVE and 
ALL-PURPOSE UTILITY MATS 
More Sales! 

Greater Volume! Bigger Profits! 







SELL 


GUS EUS 


See Your Jobber or Write For Your Nearest Distributor 
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PHOENIX TABLE MAT CO, 1315 W. Congress St., Chicago 7 













the Odympic WIRE 
and CORDAGE METER 


DOES WORK 


OF 4 MEN”... 
Quickly and Accurately! 


Maybe you don't want to replace 
4 men! But when you have to 
measure ANY=flexible materials 
up to I" in diameter with speed, 
efficiency, and accuracy — you 


need the NEW Olympic. 
What OLYMPIC does for you: 


@ STOPS losses due to error! 
@ SPEEDS up service! 


@ BUILDS customer confidence! 





* Case history: | man with Olympic 
Meter equalled output of 4 men in 
Aircraft Plant at a saving of $32.64 a day! 











Jobbers & Dealers — write for information 


OLYMPIC INSTRUMENT LABORATORIES 
Dept. H Cove, Washington 


@ The most complete Indystrial Jack line 
@ Full data on all types and sizes 


tion recommendations 

@ Shows all construction features and — 
specifications 

Write for your roms tattistenls tapaaieniaee 











and Center-Hole ~ Hydraulic Pullers 


TEMPLETON, KENLY & CO. 
1086 S$. Central Ave., Chicago 44, Illinois 


@ Time and money-saving use and applica- 2 


= — 





















inch receivers on the market, is 
designed primarily for use in 
public places. 

Holding that smaller sizes 
have been obsoleted by public 
taste, a 17-inch tube set is the 
minimum size in the line, which 
contains 17 other models. Prices 
are down $50 to $100 from com- 
parable models in the old line. 


Zenith Has 23 TV Sets 


Zenith Radio Corp. is showing 
a new line of television receiv- 
ers, including 23 models, the 
most complete line in the com- 
pany’s history. Screen sizes are 
from 12 to 19 inches. The price 
range is from $180 to $695. 


Lack of New Stations 
Slowing TV Progress 


Noting that television output 
has grown “even faster than in- 
dicated or expected six months 
ago,” an analysis by the Na- 
tional Industrial Conference 
Board observes that mass pro- 
duction and price cuts in recent 
months have raised hopes in the 
industry that television ulti- 
mately “might open up markets 
as wide as radio’s.” The study 
pointed out that there are 80 
million radios in operation, add- 
ing that a picture like that for 
TV “would seem to lie far in 
the future.” 

With markets “somewhat lim- 
ited for some time by technical 
factors of broadcasting,” the 
analysis stated that the industry 
“at the moment seems to be over 
the hump of its production 
growth.” It is believed that new 
quarterly output records may 
yet be set this year and next. 

According to the study, the 
market for television sets can- 
not be expected to grow much, 
if at all, until the end of 1951. 
This, it explained, is primarily 
on account of the FCC freeze on 
building new stations. Even if 
the freeze were lifted in the 
next few months, it was pointed 
out, expansion of the TV market 
will be retarded “because con- 
struction of a new station takes 
many months.” 


Prefabs Still Too High 
For Mass Market 


The development of prefabri- 
cated houses designed and priced 
for the mass market is necessary 
before sufficient sales volume can 


w EASIER TO USE 
*# LASTS LONGER 


SUNSHINE * CLEANS BETTER 








y, DOUBLE oury \ CONSUMER 





HOYT & WORTHEN TANNING CORP. HAVERHILL, MASS. 


FRENCH PROCESS ASK YOUR JOBBER 
CHAMOIS | ,ousue bury cHamors 
MADE INUSA | DOUBLE VALUE TO THE 





Electrify Your Hand Elevator 
with this Power Unit 
Saves operator time 
and labor. “Lifts 
from 1,000 to 2,000 
Ibs. with ease.” 

Elevator Power 


Write for information and prices. 


DAVIS & NEWCOMER 
Electric Elevator Co., Fostoria, O. 








Units. Electric Elevators. Dumb Waiters. 

























Tightens loose furniture 
WITHOUT taking it apart 


CHAIR-LOC 


sw <a WOOD JOINTS TIGHT 
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Buy 


Savings Bonds 
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McGILL BRAND 
mouse and rat 


TRAPS 











@ NICKEL PLATED TRIGGERS 
@ TINNED WIRE PARTS 

@ RUST RESISTANT 

@ ADDED COUNTER APPEAL 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 











There’s more profit in fireside furnishings 
when you SELL THE WILSHIRE LINE 


Wilshire is one of America’s fastest-selling, 
most complete, most competitive lines of fire- 
place equipment .. . a full range of com- 
petitively priced pieces and ensembles— 
Modern, Period and Traditional—to cover 
every type and need. 

Genuine Wilshire Curtain Screen ensembles 
retail as low as $29.95!—only one of the 
many extra values to be found in the 
Wilshire line. 





















MINIMUM INVESTMENT — MAXIMUM PROFIT 
Write for the Wilshire Plan of merchandis- 
ing fireside furnishings. It proves you can 
make big profits with little investment. Send 
for your free copy and catalog TODAY! 


WILSHIRE 


MANUFACTURING COMPANY 
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be obtained to absorb more than 
“breakeven” production, accord- 
ing to William H. Kapple, re- 
search assistant professor of 
architecture and member of the 
Small Homes Council staff at the 


| 
| 
| 


University of Illinois. He pointed 


out in “Current Economic Com- 
ment,” quarterly journal of the 
University of Illinois Bureau of 
Economic and Business Re- 
search, that the prefabricated 
home industry now has 30 good- 
sized companies which have 
“weathered the storm” for two 
or more years. 

He said that the chief diffi- 
culty in marketing these houses, 
aside from being priced too high 
for the mass market, has been 
in financing the dealer-erector, 
who must put up his own money 
for the land and its improve- 
ments as well as for foundations, 
floor slabs and erection labor at 
the site. 


U. S. Lead Stocks Drop 
Below 200,000 Tons 


Lead stocks in the United 
States last month were below 
200,000 tons for the first time 
since May, 1949, the American 
Bureau of Metal Statistics re- 
ported. As of July 1, 1950, the 
total was 196,331, which was 
about equal to the level of May 
1, 1949. Further depletion of 
stocks is believed to have taken 
place since July 1, as several 
large producers have been sell- 
ing the metal faster than they 
can produce it. 


Food Leads Advance In 
Consumer Price Index 


Consumers‘ prices rose 1.3 pct 
from June to July according to 
the Nationa] Industrial Confer- 
ence Board. Surveying the price 
situation in 10 major United 
States cities three weeks after 
the beginning of the Korean 
War, as compared with prices 
on June 15, the Board notes that 
rising food prices have led the 
advance. 

The increase in consumers’ 
prices over the month increased 
living costs to within 2 pct of 
the postwar high of August, 
1948. The board’s index for 
July, 1950, stood at 163.0. In 
June, 1950, it was 160.9, and a 
year ago the index was 160.4. 
Base date of the series is Janu- 
ary, 1939, as 100. 

(Resume reading on page 15) 
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FALCON 
CBEAK) 


Greclled 
HOOKS 





This style snelled hook is 
used by more fishermen 
than any other. It pays to 
stock the hooks that move 
fastest. 


Falcon Beak Hooks come in a full range 
of sizes—hollow point, forged, reversed, 
plain or sliced shank, turned down ta- 
pered eye or marked shank, bronze finish. 


Only Pequea offers this popular 
hook with the WRAPPED 
MARKED SHANE. . 


Pequea has the broadest line of styles 
and sizes of Mustad nylon-snelled hooks 
available in the USA, and our localized 
assortment enables you to order just the 
ones that your trade wants. Here's how 
it works. You order a 3-gross assort- 
ment of Pequea Snelled Hooks, choosing 
the styles, sizes, bends, points, shanks 
and eyes and finishes your trade goes 
for. You may select as many as 6 varia- 
tions for each assortment. You get 1 doz. 
6-hook cards in each of the 6 boxes, all 
assembled in an attractive display kit. 
The kit costs you nothing—you pay only 
for the hooks. Order through your jobber. 


- | for new 1950-51 Pequea catalog. 


PEQUEA WORKS, Inc. 


445 MILLER ST. © STRASBURG, PENNA. 
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SAVE SPACE . SAVE TIME 
SAVE MONEY 


25-B: Capacity over |!/, tons, 44" 
diameter, 56" high, has 5 separately 
rotating sections each with 5 com- 
partments. Each compartment has 
capacity of 125 lbs. Label holder 
welded on each divider. 


Only $113.00. Twenty pound 
spring scales $17.10 additional. 
Prices f.0.b. Wellston, Ohio. 

Send for new, illustrated 
Circular 103W: 
The Frick-Gallagher Mfg. Co., 
Sales: 417 Shubert Bidg., 
Philadelphia 2, Pa. 


FRICK - 
GALLAGHER 


1355-300), Fee), i le) 
SHELVING + PARTS BINS + ROTABINS 
COUNTERS + RACKS «+ TABLES 


® 


















Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 


National Events 


American Hardware Manufacturers 
Assn. and National Wholesale 
Hardware Assn. joint convention, 
Oct. 8-12, Marlborough-Blenheim 
Hotel, Atlantic City, N. J. 
AHMA secretary, Arthur L. Fau- 
bel, 342 Madison Ave., New York. 
NWHA secretary, Thomas A. 
Fernley, Jr., 505 Arch St., Phila- 
delphia, Pa. 

Industrial Packaging and Materials 
Handling Exposition, Oct. 10-12, 
Convention Hall, Philadelphia, 
Pa. 

International Heating and Ventilat- 
ing (Air Conditioning) Exposi- 
tion, Jan. 22-26, Commercial Mu- 
seum, Philadelphia, Pa. Charles 
F. Roth, 480 Lexington Ave., 
N. Y., manager, 

Locksmith’s Convention and Trade 
Show, Oct. 14-15, Hotel Empire, 


New York City. Convention 
headquarters, 42 Murray St., 
New York 7. 

National Contract Hardware Asso- 
ciation and American Society of 
Architectural Hardware Consul- 
tants, convention and _ exhibit, 
Sept. 18-21, Kiel Auditorium, 
New York City. Managing di- 
rector, John R. Schoemer, 426 
Madison Ave., New York City. 
Convention chairman, W. E. Pet- 
erson, Shapleigh Hdwe. Co., St. 
Louis. 

National Hardware Show, Oct. 2-6, 
Grand Central Palace, New York. 
Director, Frank M. Yeager, Na- 
tional Hardware Show, Inc., 331 
Madison Ave., New York. 

National Sportsmen’s and Vacation 
Show, Feb. 17-25, Grand Central 
Palace, New York City. 


Regional Events 


Walter H. Allen & Co., Inc., Dallas, 
Tex., St. Louis, Mo., annual 
stockholders’ meeting and mer- 
chandise show, Aug. 28-29, Baker 
Hotel, Dallas, Tex. 

Buffalo Sports and Boat Show, 
March 10-18, 65th Regiment 
Armory, Buffalo, N. Y. 

Chicago International Sports and 
Outdoor Show, March 2-11, Inter- 
national Amphitheatre, Chicago. 


Dallas Lamp, Gift and Housewares 
Show, Sept. 3-8, Agricultural and 
Poultry Bldgs., State Fair 
Grounds, Dallas, Tex. 

Detroit Congress Sportsmen’s and 
Detroit News Travel Show, 
March 31-Apr. 8, State Fai 
Grounds, Detroit, Mich. 

Hardware Wholesalers, Inc., Fort 
Wayne, Ind., Fall dealer conven- 
tion, Nov. 1-2, Fort Wayne. 


State Events 


Alabama Retail Hdwe. Assn., an- 
nual convention and exhibition, 
April 24-25 at Admiral Semmes 
Hotel, Mobile. Secretary, Mrs. 
Euna G. Ramsey, 509 N. 19th 
St., Birmingham 3. 

Arkansas Retail Hdwe. and Impl. 
Assn., convention and exhibit, 
Feb. 18-19, Little Rock, Ark. 
Headquarters, Lafayette Hotel. 
Exhibit, Robinson Memorial Au- 
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ditorium. Secretary, Wayne Tis- 
dale, Lafayette Hotel, Little 
Rock. 

California Retail Hdwe. Assn., con- 
vention and exhibit, Feb. 19-22, 
Fairmont Hotel, San Francisco. 
Secretary, LeRoy Smith, 1355 
Market St., San Francisco. 

Connecticut Hdwe. Assn., conven- 
tion and exhibit, Jan. 24, Strat- 
ford Hotel, Bridgeport. Secre- 
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© CABINET HARDWARE 


2 (LMS 
5 \ iarpware oF prestice 7 


Complete Needs for the Dealer & Builder 
Ajax gives you every feature for profitable, 
trouble-free sales or installations e All fin- 
ishes in steel, brass or bronze e Quality 
for lifetime service e Varied and prac- 
tical designs e Lowest prices for value 
received e Color-Coded Boxes for easy, 
visual identification. 


Write for Complete Catalog 


AJAX HARDWARE MANUFACTURING CORPORATION 


Dep't 3, 4351 Valley Blvd. 
Los Angeles 32, California 


=e” 


Sold only thee Jobbers & Guilding Supply Houses 






































Simplify Kons Stock Taking with the 


HARDWARE AGE WHITE INVENTORY SHEETS 


Actual size of sheets 9% by 12 inches over all; writing area % A ih inches. Sheets printed on both sides of white paper, with 28 entry lines on each side. PRICE $1 for 
sheets (32 pages) iA 4 25¢ mailing charge. 
































PAGE HARDWARE AGE INVENTORY RECORD oo or 
SECON. ENTERED BY CHECKED BY 
LOCATION PRICED BY. CHECKED BY. 

CALLED BY. EXTENDED BY. ERRORS EXD BY. 








Keep Your Figures and Fractions in the Columns. Be Extremely Careful That You Do Not Mix Your Single Units With Dosens, or Dosens With Gross Quantities. 
oa lee EEE ——EE——eEeE—E—E——————— 
Published by HARDWARE ACE, 100 East 42nd Street, NEW YORK 


DESCRIPTION Coss Y 











You can make your annual inventory taking an easier, surer job by using the entire effort was directed toward making your annual inventory taking an eesier and 





HARDWARE AGE WHITE INVENTORY SHEETS which 1,000 leading retail hard- 
Ware dealers helped us design. 

From the many suggestions received this sheet was designed to sell at a new low 
Price—-160 sheets for only $1, plus a 25¢ mailing charge. As these sheets are printed 
on both sides of good white bond paper, this means you really get 320 pages of inventory 
record sheets. Each side of the sheet has room for 28 items, Your $1.25 investment 
brovides inventory space for 8,960 items. 

During the past years, thousands of retail hardware dealers and wholesalers 
have used millions of HARDWARE AGE Inventory Sheets because they have found 
them simple, convenient and handy to use. The WHITE INVENTORY SHEETS are 
the best ever—they are even more simple, more convenient and easier to use. Our 
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surer undertaking. 

These WHITE INVENTORY SHEETS will fit the regular HARDWARE AGB Inven- 
tory Sheet Binder, which are used by thousands of dealers who reorder their Inventory 
Sheets from us year in and year out. 

Due to the exceptional low price at which these sheets are sold and which applies 
to the United States and its possessions only, please have your money order or check 
accompany your order. 

Make your inventory taking this year easier and surer with theses WHITE INVENTORY 
SHEETS. Order your supply today from HARDWARE AGE, 100 E 42nd St., New 
York 17, N.Y. 
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SHARON 


REFILLABLE 
ASSORTMENT SH-263 


“S” HOOKS 


* 90 Pieces Solid Brass 
* 173 Pieces Electro Galv. Steel 
* 10 sizes “S” Hooks from 
13/32 to 3% 





Ask your jobber 


or write direct 


BOSTON 10, MASS. 


REFILLABLE 
REFILLABLE 








REFILLABLE 


Sharon GPa and Seheat Co 


BOSTON 10, MASS. 











tary, Ned Russell, Harris Hdwe., 

Southport. 

Florida and Georgia Retail Hdwe. 
Assns. joint convention and ex- 
hibit, May 7-9, Geo. Washington 
Hotel, Jacksonville, Fla. Secre- 
tary, William W. Howell, Way- 
cross, Ga. 

Illinois Retail Hdwe. Assn., conven- 
tion and exhibit, Jan. 30-Feb. 1, 
State Armory Bldg., Springfield. 
Secretary, Wm. W. Ewert, 1194 
Merchandise Mart Chicago 54. 

Indiana Retail Hdwe. Assn., con- 
vention and exhibit, Jan. 30-Feb. 
1, Indianapolis. Headquarters, 
Hotel Lincoln. Exhibit, Murat 
Temple. Secretary, G. F. Sheely, 
333 N. Pennsylvania St., Indian- 
apolis 4. 

Intermountain Assn. convention, 
Jan. 26-27, at the Hotel Utah, 
Salt Lake City. Secretary, Leon 
L. Weeks, 224 Continental Bldg., 
Boise, Idaho. 

Iowa Retail Hdwe. Assn., conven- 
tion and exhibit, Feb. 6-9, Des 
Moines. Headquarters, Hotel Sa- 
very. Exhibit, Iowa Exhibit 
Bldg., State Fair Grounds. Sec- 
retary, P.R.Jacobson, Mason City. 

Kentucky Retail Hdwe. Assn., con- 
vention and exhibit, Feb. 6-8, 
Brown Hotel, Louisville. Secre- 
tary, D. W. Laws, 501 Republic 
Bldg., Louisville. 

Michigan Retail Hdwe. Assn., con- 
vention and exhibit, Jan. 16-18, 
Detroit. Headquarters, Statler 
Hotel. Exhibit, Convention Hall. 
Secretary, Harold W. Schu- 
macher, 1916 Olds Tower Bldg., 
Lansing. 

Minnesota Retail Hdwe. Assn., con- 
vention and exhibit, Jan. 23-25, 
Minneapolis. Headquarters, Cur- 
tis Hotel. Exhibit, Auditorium. 
Secretary, C. J. Christopher, 2110 
Nicollet Ave., Minneapolis 4. 

Missouri Retail Hdwe. Assn., con- 
vention and exhibit, March 6-7, 
Jefferson Hotel, St. Louis. Sec- 
retary, M. E. Pohlman, 812 Olive 
St., St. Louis. 

Montana Impl. & Hdwe. Assn., con- 
vention, Nov. 2-4, 1950, Hotel 
Florence, Missoula. Secretary, 
Norman O. Blevins, P. O. Box 
1152, Helena. 

Mountain States Hdwe. and Impl. 
Assn., convention, Jan. 23-25, 
Cosmopolitan Hotel, Denver, 
Colo. Francis W. Reich, 1233 
Spruce St., Boulder, Colo., secre- 
tary. 

Nebraska Retail Hdwe. Assn., con- 
vention and exhibit, Feb. 13-15, 
Omaha. Headquarters, Paxton 
Hotel. Exhibit, Auditorium. Sec- 
retary, C. A. McCoy, 325 Insur- 
ance Bldg., Lincoln 8. 

New England Hdwe. Dealers’ Assn., 

convention and exhibit, Feb. 20- 

22, Statler Hotel, Boston, Mass. 

Secretary, Russell B. Mueller, 185 

Dartmouth St., Boston 16. 


New York State Retail Hdwe. 









Assn., convention and _ exhibit, 
Feb. 27-March 1, Buffalo. Head- 
quarters, Statler Hotel. Exhibit, 
Auditorium. Secretary, Nicholas 
H. Kiley, 904 Hills Bldg., Syra- 
cuse 2. 

North Coast Retail Hdwe. Assn., 
convention, Feb. 11-13, Olympic 
Hotel, Seattle, Wash. Secretary, 
D. D. Stewart, 714 American 
Bldg., Seattle 4. 

Ohio Hdwe. Assn., convention and 
exhibit, Feb. 13-15, Cleveland. 
Headquarters, Statler Hotel. 
Exhibit, Auditorium. Secretary, 
John B. Conklin, 198 S. High St., 
Columbus. 

Oklahoma Hdwe. and Imp! Assn., 
convention and exhibit, Feb. 6-8, 
the Auditorium, Oklahoma City. 
Secretary, R. K. Thomas, 711 
Wright Bldg., Oklahoma City 2. 

Pacific Northwest Hdwe. & Impl. 
Assn., convention, Nov. 1-3, Mult- 
nomah Hotel, Portland, Ore. Nov. 
5-7, Davenport Hotel, Spokane, 
Wash. Secretary, J. B. Channing, 
615 Empire State Bldg., Spokane. 

Pennsylvania and Atlantic Seaboard 
Hdwe. Assn., convention and 
exhibit, Feb. 6-9, Philadelphia. 
Headquarters, Bellevue-Stratford 
Hotel. Exhibit, Convention Hall. 
Secretary, W. Glenn Pearce, 1616 
Walnut St., Philadelphia 3. 

South Dakota Retail Hdwe. Assn., 
convention and exhibit, March 
13-15, Sioux Falls, S. D. Head- 
quarters, Cataract Hotel. Ex- 
hibit, Coliseum. Secretary, O. R. 
Baily, 1300 S. Jefferson Ave., 
Sioux Falls. 

Southern California Retail Hdwe. 
Assn., convention and exhibit, 
Feb. 20-22, Long Beach. Head- 
quarters, Wilton Hotel. Exhibit, 
Auditorium. Secretary, A. C. 
Kammeier, 416 W. 8th St., Los 
Angeles 14. 

Texas Hdwe and Impl. Assn., con- 
vention and exhibit, Jan. 15-17, 
San Antonio. Headquarters, 
Plaza Hotel. Exhibit, hotel and 
Transit Tower. Secretary, R. M. 
Souder, 822-23 Texas Bank Bldg., 
Dallas 2. 

Tri-State Hdwe. and Impl. Assn. 
convention, Feb. 12-13, Herring 
Hotel, Amarillo, Tex. Secretary, 
M. D. Shepherd, Canyon, Tex. 

Western Retail Impl. and Hdwe. 
Assn., convention and _ exhibit, 
Jan. 15-18, Municipal Auditorium, 
Kansas City, Mo. Secretary, Wil- 
liam J. Shaw, 3915 Main St., 
Kansas City, Mo. 

West Virginia Hdwe. Assn., con- 
vention and exhibit, Feb. 19-21, 
Daniel Boone Hotel, Charleston. 
Secretary, James C. Fielding, 
1628 McClung St., Charleston. 

Wisconsin Retail Hdwe. Assn., con- 
vention and exhibit, Feb. 6-8, 

Milwaukee. Headquarters, Hotel 

Schroeder. Exhibit, Auditorium. 

Secretary, H. A. Lewis, Stevens 

Point. 


HARDWARE AGE, AUGUST 24, 1950 




































































HARDW.: 





exhibit, 
. Head- 
Exhibit, 
Vicholas 
, Syra- 


Assn., 
Ilympic 
cretary, 
merican 


ion and 
veland. 

Hotel. 
cretary, 
igh St., 


| Assn., 
eb. 6-8, 
1a City. 
as, 711 
City 2 
~ Impl. 
3, Mult- 
re. Nov. 
pokane, 
anning, 
pokane. 
eaboard 
on and 
delphia. 
ratford 
n Hall. 
ce, 1616 
_ Assn., 
March 
Head- 
1. Ex- 
y, ©. BR. 
1 Ave., 


Hdwe. 
exhibit, 
Head- 
=xhibit, 
A. ©. 
st., Los 


n., con- 
. 15-17, 
larters, 
tel and 
, R. M. 
k Blidg., 


. Assn. 
terring 
retary, 
Tex. 

Hdwe. 
exhibit, 
torium, 
‘y, Wil- 
in St., 


1., con- 
. 19-21, 
rleston. 
ielding, 
ston. 

n., con- 
ib. 6-8, 
5, Hotel 
torium. 
Stevens 


1, 1950 





















Your Jobber KNOWS! 


F C ce , 


Power Tool 
Accessories 


for complete information 
write for catalog No. SOA 


Bali Bearing’ Pillow Biocks 


; Shaft 
©\e) Collars L l 
» Babbitt Bearing’ Pillow Biocks 


CHICAGO 12, ILL. 





Chicage DIE CASTING MFG. CO. 
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E. C. ATKINS AND COMPANY 
410 S. Wlinois St.. indianapolis 9, indiana 


SLIDING DOOR HARDWARE 


When you sell Coburn Sliding Door Hardware you have the 

advantage of a complete line of hardware for straight-sliding, 

sliding-folding, around-the-corner and roundhouse doors. 

dtrack * b « hangers * handles ¢ guide rolls 

guides * stops * binders * chafe strips * bolts * hinges 
For full information send for Catalog #200 


COBURN PRODUCTS [IF] 


A PRODUCT OF WICKWIRE SPENCER STEEL DIVISION OF THE COLORADO FUEL & IRON CORP. 
Sales Engineering: 56 Sterling Street, Clinton, Mass. * Executive Office: 500 Fifth Avenue, 
New York 18, N.Y. © Sales Offices: Atlanta * Boston * Buffalo * Chicago * Denver 
Detroit * Philadelphia * Pacific Coast—The California Wire Cloth Corporation, Oakland 6, Cal. 














* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, 


IOWA 


MARSHALLTOWN 




















When You Know: 
The Trade-Name— 


of a certain product and want to know “Who Makes 1#?” 
look in the General Directory Section of the "Who Makes It?” 
Number of HARDWARE AGE for the trade-name. You'll find 
it listed alphabetically under the product heading of the item 
in question. Alongside the trade-name you will find the name 
of the manufacturer, also the address of the maker arranged 
alphabetically in the same list. Keep your “Who Makes It?" 
Number close at hand where it will serve your wants quickly. 


HARDWARE AGE 


100 East 42nd St. New York 17, N. Y. 














SAMCO PRODUCTS 


- SYR=ALL 


of SYRACUSE 


L rs AD ERS 
for Profit 
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Gas Fired Incinerator 
It’s easy for you to tap the huge market for 
gas fired incinerators when you sell SAMCO! 
It has been tried, tested, proven! Now it’s 
ready for you to cash in on! For home, apart- 
ment and commercial use. Several sizes up to 
10 bushel capacity. LIST PRICES START AT 
ONLY $39.50! 

Write for catalog today! 
SYRACUSE 
ALLOY METALS CORPORATION 
316-324 PEARL STREET, SYRACUSE 3, NEW YORK 























HAMMER ~, 


- FORGED < 
A TOOL STEEL & 


PROMPT 
DELIVERY 


hiladelphia and 
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renee sizes in London, 


YOUR BEST BUY 
IN QUALITY 
AND DURABILITY 


e MORE FLEXIBLE BLADES 
e NEW SATIN FINISH 
e HEAVIER SHANK 


e BALANCED FOR MAXIMUM 
COMFORT 


WILLIAM JOHNSON INC. 


NEWARK 3, N. J. 
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Why aren’t they all as wary 


of schemes promising 
a free ride to Utopia? 
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People are funny! Puta “free” tag on a house 
complete with car and the universal reaction 
will be: ‘““What’s the catch?” But far too 
many persons fall hard for promises of a free 


ride to health, wealth, and happiness. 


The price tag on the Welfare State may read 


“free”; actually, the cost comes high, as the 
British people found out when Sir Stafford 
Cripps presented his new budget to the House 
of Commons. The Chancellor of the Ex- 
chequer included in this budget almost a 
billion dollars for socialized medicine—plus 


a proposal for doubling the tax on gasoline 


and putting a 33%3% purchase tax on com- 





mercial vehicles. Truckers immediately began 
talking about an extra delivery charge on bills 
for groceries, meat, bread, and like necessities. 
So, the bill for “payless” visits to doctor and 


dentist would be added to the cost of eating. 


We, at Chilton, believe the time has come to 
stop the proponents of the Welfare State 
from putting fraudulent price tags on their 
promises. We believe that now is the time to 
demonstrate to the American public that the 
real road to a better standard of living for 
all is the encouragement of free enterprise 
through economy in Government and a real- 


istic approach to taxation. 


CHILTON COMPANY (INC.) 


Chestnut and 56th Sts. 
Philadelphia 39, Pa. 
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100 East 42nd Street 
New York 17, N. Y. 
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assified Aduertising Rates 














Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Allow Seven Words for Keyed Address 
or Your Address 











*BOXED DISPLAY RATES 
$8.00 Per Column Inch 











Set solid, maximum, 50 words....... $5.00 
Each additional word......... -10 Cuts or special borders not allowed. 
sas *DISCOUNTS FOR BOXED DISPLAY ADS 
Positions Wanted 5% discount for 4 or more insertions 
(Special Rate) set solid, maximum, No Agency Commission allowed on Classified 
50 words ..........ccesseseveres $2.00 Advertising. 
Each additional word......... -05 REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
ot currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 

HARDWARE AGE is published every other 
Thursday. 
previous to date of publication. 


Address your correspondence and replies to 


100 East 42nd St., New York 17, N. Y. 


Classified forms close 15 days 


HARDWARE AGE 


Classified Opportunities Dept. 

















[ Help Wanted 


_] [Sales Representatives Worked) 





‘Sales Representatives Wanted | 





EXPERIENCED HARDWARE SALES- 
MAN WITH EXECUTIVE ABILITY for 
large well established hardware-department store. 
State experience and qualifications. Salary open. 
In Union County, N. Address Box N-965, 
care of HARDWARE AcE, 100 East 42nd St., New 
York yy, & 


SALARY PLUS EXPENSES. WORK DI- 
RECTLY WITH SALES MANAGER in all 
phases of selling Quality Lawn Sprinklers to hard- 

ware jobbers. Product received exccllent reception 
this year. Permanent position. Excellent future in 


new expanding division of established manufac- | 


turer. Must be under 35 and free to travel. Ad- 
dress Metallizing Engineering Co., Inc., Long 
Island City 1, New York. 





WANTED: SALESMEN WITH ESTAB- | 
LISHED FOLLOWING among Hardware and 
Plumbing Supply Jobbers and Lumber Yards. 


Extra High Grade Line of Medicine Cabinets, 
Shower Cabinets, and Various Other Specialities. 
Fast moving items. Protected territory in the 
New England States. Address Box N-968, 
of Harpware Ace, 100 East 42nd St., 
17,.N 





TOP SALESMEN WANTED 


Highly profitable extra line available for conscientious 
salesman with following in hardware, feed, seed, drug, 
variety and general stores. Top quality compact line 
insecticides and rodenticides. High commissions in- 
cluding repeat sales. Choice territories open on ex- 
clusive basis for thorough coverage in Midwest. and 
South, west of Mississippi. Write details to 


STANLEY INDUSTRIES 
13415 24th Ave., So. Seattle 88, Washington 














EXPERIENCED SALESMEN 


with following among retail hardware and 


housefurnishing stores, to sell the most popular 
branded line of dog furnishings. n 
handied as a side line. Liberal commission. 


Choice territories open. 
Address Box N-947, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 





| Yards. 
| Two 


care 
New York 


BUILDERS HARDWARE SALESMEN- 
are a Well-Known Established Eastern Manu- 
| facturer of a complete line of Door Locks and 
| have a few excellent territories open for Live- 
| Wire Salesmen on commission basis. State ex- 
| perience, territory, lines carried, references. Ad- 
| dress Box N-969, care of HarpwAre Ace, 100 
| East 42nd St., New York 17, N. Y 





SALESMEN CALLING ON 
AUTOMOTIVE ACCESSORY, 
AND FLOOR-COVERING 
Profitable Sideline, Heavy-duty 
Mat; needed in every home. 
sion. Write, stating territory 
carried, to:—The DuraMat Co., 
St., New York 18, N. Y. 


HARDWARE, 
FURNITURE 
STORES: to carry 
Rubber Door 
Liberal commis- 
and other lines 
19 West 44th 





WANTED SIDELINE SALESMEN 
REPRESENTATIVE with following among 
better grade Hardware Stores and Lumber 

Preferably now selling builders hardware. 
protected territories open, Conn.-Western 
Mass.; New York City-Long Island. Estab- 
lished line black iron and brass Colonial Orna- 
mental hardware. Good commission. Address 
Box N-973, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 


/ 








WANTED—SALESMEN 


TO SELL EXTRA-HIGH-GRADE LINE of medicine 
cabinets and various other specialties used by lumber 
yards and hardware jobbers. Fast moving items. Pro- 
tected territory alloted now throughout the United 
States. 


Address Box N-945, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











—We | 


F 


OR | 





re NY GOODS MANUFACTURER 
TS SALESMAN with following in hard- 
beng sporting goods, and toy dealers, to sell 
footballs, helmets, basketballs, boxing gloves, base- 
ball gloves and allied lines. Commission 714%. 
Address Box N-925, care of Harpware Acz, 
100 East 42nd St., New York 17, N. Y. 





PLUMBING SPECIALTIES-SALESMAN 
WITH FOLLOWING for established New York 
Firm. Sell to Hardware Stores and Plumbing 
Contractors. Choice (protected) Territories Open. 
Commission. Replies confidential. Address Box 
N-873, care of Harnpware Ace, 100 East 42nd 
St., New York 17, N. Y 





PIONEER HARDWARE FIRM WANTS 
HARDWARE SALESMAN to serve city retail 
technical trade . . . excellent opportunity for the 
right man. Experience essential. Age 35 to 50 
years. Address: Jennings Hardware Co., 1148 
Pacific Ave., Tacoma 2, Washington. 





QUALITY MODERN CHROME PLATED 


BATHROOM ACCESSORIES 


Manufacturer has some territories open and will grant 
exclusive representation to experienced aggressive 
manufacturer’s agents who are now successfully selling 
related lines to the wholesale hardware, plumbing sup- 
ply and tile trade. Please state territory covered and 
lines carried. 


Address Box N-948, care of HARDWARE AGE 
Le 100 East 42nd Street, New York 17, N. Y. 














EXPERIENCED COMMISSION SALESMEN 


TO WHOLESALE TRADE 
CONSUMER PACKAGED gt 
CLOTHES LINES, SHELF LIN 
WRITE FULLY TERRITORY, ee. 


HANO PAPER CO., INC. 


441 Lexington Ave. New York 17, N. Y. 
Established 1890 











SELLING POWER WANTED 


Manufacturer of Staple Item distributed through 
hardware, farm and automotive channels, needs 
Representatives in New England, Mid-Atlantic 
and South Atlantic States. Washington and 
Oregon territory also open. Sales show steady 
growth ; will adhe 4 % million this year. 
Address Box N-906, care of HARDWARE gee 
100 East 42nd Street, New York 17, N. Y. 
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WANTED MANUFACTURERS _ REPRE- 
SENTATIVE CALLING ON WHOLESALE 
HARDWARE TRADE to carry as sideline two 
most staple hardware items handled by every 
jobber, special price appeal, liberal commission, 
protected territory. Address Box N-971, care 
of HARDWARE AcE, 100 East 42nd St., New York 
17, 





MANUFACTURER'S REPRESENTATIVES 
—Some protected territories available to repre- 
sentatives capable of producing results on a 
nationally advertised garden specialty. Generous 
commissions—fast seller—sells on sight—rapid 


turnover. New—revolutionary. Write today to 
Box N-974, care of HARDWARE Ace, 100 East 
42nd St., New York 17, N. Y. 





Sales Representatives Wanted 

Revelutionary new WIRE-LESS mirror picture 

hanger sells on sight to hardware, variety, art, 

dept. steres. Already in use by leading mirrer 

mfrs, _ Adjustable on wall to 1/100”, Liberal 
For inf write— 


SCHRAGER & MCGUIRE 
FURNITURE MART, SAN FRANCISCO, CALIF, 

















MANUFACTURERS’ AGENTS WANTED 


on hardware and department stores. 


42nd St., New York 17, N. Y 





SIDELINE offered to responsible agents calling 
Please state 


area covered and present lines carried. All re- 
plies treated with genuine confidence. Address 
Box N-954, care of Harpware AGeE, 





LEADING MANUFACTURER 
ALUMINUM AND WOOD LEVELS 


Now — through major hardware wholsealers, 
terested i ales R atives, except 
East Must “— established following with tool 
buyers in territory now cove Write complete de- 
tails, territory, ref . in strict fid 


Address Box N-959, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 























BUILDER'S AND CABINET HARDWARE 


Manufacturer of a competitively priced line of Shelf 
Hardware has decided to stop resting on its laurels and 
is proceeding to complete its coverage of the United 
States. Some territories are now open for representation 
to jobbers, builders hardware distributors and manu- 
facturers. State territory and type of trade covered 
and lines now carried. 


Address Box N-955, care of HARDWARE AGE 











am (00 East 42nd Street, New York 17, N. Y. ——J 








WANTED SALES REPRESENTATIVE 


Metropolitan New (York manufacturer of Sanitary Sup- 
plies and Ch offers territories to prop- 
— qualified salesmen. To contact jobbers, distributors 
and janitor supply wholesalers with a complete line of 
soaps, waxes (all types), detergents, hy dis- 
polishes. Standard and 
private label specialties. Liberal woe Lo. and er- 
elusive sectional territories. Replies confidential. 
Address Box N-911, care of HARDWARE gee 
100 East 42nd Street, New York 17, N. 




















MANUFACTURERS AGENTS WANTED 
CALLING ON LARGE CHAIN AND DE- 
PARTMENT STORES to handle as sideline old 
established staple hardware items. 
work necessary. Liberal commission. 
Box N-972, care of Harpware AGE, 
42nd St., New York 17, N. Y 


Address 
100 East 








SALES REPRESENTATIVES 
WANTED 


to sell revolutionary, new paint appli- 
cator to hardware jobbers, paint jobbers 
and chains. Volume seller retailing at 
25¢. Does the work of a high priced 
paint brush. Send details of lines han- 
dled, types of outlets served and terri- 
tory now covered to 


Sales Manager 


PARFAIT, INC. 


1500 N. Ogden Avenue Chicago 10, Ill. 








No missionary | 





WANTED — 
NATIONAL DISTRIBUTOR 


Unusual Opportunity for Large 
Reputable Marketing Organization 


One of the Nation’s leading service organizations, 
dealing with woeod-boring insect control and wood 
preservation, not in position to adequately promote 
and market its two job-tested chemical compounds, 
seeks aggressive sales organization for domestic and 
foreign distribution. No job-tested products com- 
parable on the market today. Products registered 
and approved by the U. S. Department of Agricul- 
ture, Protection and Marketing Administration, 
and with the U. S. Patent Office. All preliminary 
work including unusually attractive, lithographed 
containers, scientific research and comprehensive 
announcements to hardware, lumber and building 
| supply dealers has heen completed. Products offer 
| 

| 

| 





unlimited possibilities for aggressive organization 
to sell millions of gallons annually. To receive con- 
sideration, please set forth in detail size of or- 
ganization, territories covered, products handled 
and such other pertinent information as_ will 
enable us to give you further facts. All replies 
strictly confidential. 


Address Box N-910, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 

















|  fccounts Wanted =| 








[Sales Reprerentatine Wanted] |___Accownks Wowed 


100 East 








TOYS, GAMES, HOUSE ITEMS WANTED 
for Chains, Department Stores, Wholesalers, Com 
missions. Address Jerome Company, 152 fest 
42nd Street, New York 18, N. Y 

ESTABLISHED MANUFACTURERS REP 


RESENTATIVES DESIRE MAJOR LINE tor 


Pennsylvania, Delaware, Maryland, District of 
Columbia, Virginia. Two men covering General 
Hardware, Plumbing, Electrical and Industrial 
Jobbers with nationally known lines. Qualified 
volume line of hardware, tools, or housewares 
| acceptable. Valuable contacts and _ reputations, 
| best references. Address Box N-966, care of 
Harpware Ace, 100 East 42nd St., New York 


17, 








NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 
the accounts or you can bill direct. 
Write for further information and references. 














— MANUFACTURERS — 
LINES WANTED 


Manufacturers representative of long standing 
contacting wholesale hardware, sporting goods 
and automotive chains in Texas, Oklahoma, Ar- 
kansas and Louisiana desires additional lines 
of basic manufacturers. 
ey Box N-950, care of nanewans Qee 
East 42nd Street. New York | 











MANUFACTURERS’ REPRESENTATIVE 
WANTS WELL-ROUNDED LINE for direct 
sale to hardware variety and department stores. 
Complete salesmen coverage Northern California. 
Address Box N-964, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 





LINE WANTED 


EXPERIENCED SALES PRODUCING MANUFAC- 
TURER’S REPRESENTATIVE, COVERING MET- 
ROPOLITAN NEW YORK AND NEW JERSEY, 
WANTS DIRECT FACTORY VOLUME LINE TO 
SELL senna AND DEPARTMENT STORES. 
CAN OFFER or PERSONAL CONTACT 
AND STRONG FOLLOWING. 
Address Box N-977, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N 














MANUFACTURERS’ AGENTS 


Covering the Midwest states, selling hardware jobbers 
and hardware chains, automotive jobbers and retail 
chains, electrical, plumbing and novelty jobbers, de- 
partment stores, mail er houses, drug chains, desires 
additional line. 10,000 sq. ft. 


available. 
RONAN COMPANY 
2441-43 S$. M Ave. Chicago, Ill. 
letory 2-7800 


of warehouse facilities 








MANUFACTURERS REPRESENTATIVE 


On the road 14 years, can use additional 
exclusive hardware line in eastern Pennsyl- 
vania, Metropolitan North Jersey and the 
Hudson River area of New York, in order 
named. 
Address Box N-979, Care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 
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Ciarsihied Oppoviumitiea. Section... 











| Positions Wanted 





[ Accounts Wanted | 


MANUFACTURER’S AGENT WITH GOOD 
FOLLOWING among retail hardware and build- 
ing supply trade desires Additional Dependable 
Building or Plumbing Items. Southern Ohio and 

Va. territory. Courteous and sincere ap- 
proach to customer needs has made many friends. 
Address Box N-980, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y 





MANUFACTURERS SALES AGENTS 
CALLING ON Wholesale Hardware Houses, 
Hardware and Mill Supply Companies and 


Large Industrial Plants in the City of New York 
and the State of New Jersey desires to represent 
firms in the following lines: All types of Abra- 
sives, Solder, Stencil Ink, Steel Wool, Chamois, 
Lubricants, Grease, Packing, Saws & Blades. 
Address Box N-927, care of HArpware AGE, 100 
East 42nd St., New York 17, N. Y. 











[—Posttiows Wanted] 


EXPERIENCED HARDWARE CATALOG 
MAN DESIRES tion with wh 
in Central or Western States. 
N-946, care of Harpware Ace, 
St., New York 17, N. 


lesale house | 
Address Box | 
100 East 42nd | 








SALESMAN, WITH FINE SELLING REC- 
ORD, covering Eastern Territory, who has con- 
tacted the jobbing hardware, houseware, novelty 
and major retailers for the past 20 years, offers 
his services to well rated manufacturer of solid 
competitive line; no objection to strictly commis- 
sion basis. Address Box N-967, care of Harp- 
a Ace, 100 East 42nd St., New York 17, 





25 YEARS EXPERIENCE SELLING NA- 
TIONALLY KNOWN LINES of Hand and 
Power Tools. 9 years with Philadelphia Saw 
Manufacturer. 16 years District Sales Manager 
with Milwaukee Manufacturer Power Tools. Seek 
connection as manufacturers representative or 
agent in New England. Complete resume on 
request. Address Box N-970, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 





EXPERIENCED SALESMAN—28 YEARS 
OF AGE—family man, diversified retail and 
wholesale selling, hardware store owner for 2 
years—seeking Permanent Sales Position in New 
York City or Long Island. My draft status in your 
favor. Address Box N-975, care of HARDWARE 
AcE, 100 East 42nd St., New York 17, N. Y. 





WILL EXCHANGE—20 YEARS’ EXPERI- 
ENCE all phases merchandising, sales and sales 
promotion, personnel, wartime controls—retail, 
wholesale and manufacturing—for right connec- 

on participating basis with small aggressive 
company in New York City area. In late thirties. 
Answer only if interested in top-flight man. Now 
employed but can meet by appointment in New 
York City. Address Box N-944, care of Harn- 
ware Ace, 100 East 42nd St., 
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AVAILABLE—SALESMAN WITH EXECU- | 
TIVE BACKGROUND, have extensive whole- 
sale selling and buying experience with own firm 
now seeking sales or buying position with major 
hardware-houseware distributor, salary or draw- 
ing against commission. Address Box N-978, 
care of Harpware Ace, 100 East 42nd St., New | 
York 17, N. 








[Business Oppovtunities |] 


HARDWARE STORE FOR SALE in First 
Class Location between P.O. and A.&P. on Main | 
St. Established over 25 years as General Hari- | 
ware Store. Real opportunity for ambitious 
man. Investment less than $10,000. Tele. 877, | 
Sayville, N. Y. 


FOR SALE: LUMBER, HARDWARE AND 
PAINT BUSINESS, Bronx, New York. Main 
crosstown artery. Dollar for dollar on stock, ap- 
proximately $85,000, based on purchase price. 
Property 170 foot frontage, for sale $43,000 or 
for lease. Fixtures $7,000 cash or chattel mort- 
gage. Address Box N-957, care of Harpwars 
Ace, 100 East 42nd St., New York 17, N. Y. 








FOR SALE — NEW HAMPSHIRE HARDWARE 
STORE—100% Location—Main Street—City of 30,000 
population. Business well established—modern fix- 
tures—clean inventory of hardware—tools—kitchen- 
ware—paints. Present inventory under $20,000.00— 
No charge for good will. Very desi ie lease may 
be et or will sell real estate consisting of 
3400 sq. ft of possible selling space on main floor 
and basement, also warehouse space of 4200 sq. ft. 
directly in rear of store. A real opportunity—possi- 
bilities unlimited. 
Address Box N-976, care of HARDWARE AGE 
100 East 42nd St., New York 17, 























fo put these powerful forces 
to work in your company 


Right now management has an unusual 
opportunity to gain employee-relations 
value from the high public interest these 
genii have created for U.S. Savings 
Bonds. During the Treasury Depart- 
ment’s Independence Drive, May 15- 
July 4th, every major advertising me- 
dium has been used to broaden the 
people’s interest in Savings Bonds as a 
means of building financial independ- 


SL 


JUST PUSH THE BUTTON 


ence. Now, more than ever, your em- 
ployees will appreciate the convenience 
of being able to obtain Bonds “automat- 
ically” via the Payroll Savings Plan. 
Payroll Savings is good for your em- 
ployees, your business, your country. 
“Push the button”— call in one of your 
top executives and yy him Savings 
Bonds Officer, to install or revitalize your 
Payroll Savings Plan. All the material 
and assistance he may need are available 
from your State Director, Savings Bonds 
Division, U.S. Treasury Department. 


iation the publication of this 9 








This is an official U. S. 


New York 17, | 





The Treasury Department acknowledges with app 


Treasury advertisement 


prepared under the auspices of the Treasury Department and The Advertising Council. 
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- yA 


ORIGINATED 1896 


ELS 


" MAYES GUARANTEES ACCURACY. SERVIC - 
“AND DURABILITY - 


"Mave S BROS.TOOL MANUFACTURING CO. . Inc. on usin 











PICTURE 
HANGERS 


= TATE = 


THE VERY BEST FAST SELLERS 
Closet Rod Brackets * Wardrobe Loops 
Cup Hooks * Push Pins 


Friction Catches * Shower Curtain Hooks 
Picture Wire * Coiled Wire * Spooled Wire 


















251 Causeway St. 
BOSTON, MASS., U.S.A. 


e.H.1ATEco. 








Ts 


ROLLER SKATES ~ ac 


IN THE (age 
FU, st POPULAR PRICE (Gas 
x YY FOR COMPLETE 


MARKET 











KINGSTON PRODUCTS CORP., Hwd. Div. A-3, —— Ind. 

















For a Certain Product 


When YouAre Looking 





and only the trade-name is known— 
look in the General Directory Section 
of the Catalog Directory Number 
of HARDWARE AGE for that par- 
ticular trade-name. You will find it 
listed alphabetically under the prod- 
uct heading of the item in questiun. 


There alongside the trade name you 
will find the name of the manufac- 
turer who makes it. The address of 
the maker will also appear with the 
firm name arranged alphabetically in 
the same list. 


Keep this Catalog and Directory 
Number where you can reach it 
quickly whenever you need help in 
buying hardware products. 


HARDWARE AGE 









THE COMPLETE LINE for the TRADE 


100% AMERICAN UNDERWRITERS 
MADE APPROVED 


BUY FROM YOUR JOBBER AND 
ASK FOR "POLLY" ‘ 
Catalog and Prices on Request P OLLY 

once [i 
LEO POLLOCK CO. 


We Cater 
NEW YORK 13 | hey 'né Bet! 





to the Wholesaler 











100 E. 42nd Street, New York 17, N. Y. 











Midway Auger Bits 
(pregerred by all 
uho waut the Gest! 


Auger bits 
for every 
purpose — 








Standard auger bits 
Auger bits for 17 sizes ((jg" to 249”) 
electric drills 


13 sizes (e” to *%e") 


Vaitlwa Sales Office and Factory 
7. Melvin, Ohio 
THE MIOWAY TOOL’GO 




















. GREAT NECK SAW MFRS., 


ERED QUA 













© back saws © band saws 


© panel saws © mitre saws 
© pruning saws © wood chisels 
© block planes © fore planes 


FOR ACTION SALES... 





inc. + Mineola, N.Y. » 


© keybole saws © back saw frames 
© coping saw frames © coping saws 

© screw drivers © compass saws & nests 
© jack planes © smooth planes 

SEE YOUR JOBBER IMMEDIATELY! 
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SAWHORSE BRACKETS 


SET UP OR TAKE DOWN 
WITHOUT NAILS OR BOLTS 


2” x 4” FOR LEGS 









, 10, and 12: FOR CROSS BAR 


Timesaver for contractors, builders, painters, 
paper hangers. 
COLORFUL COUNTER DISPLAY PACKAGE SELLS 


Display it on your counter. ] 50 























































Retail $1.50. Slightly higher 
in West. Order from your 
jobber or direct from us. 


GRAND HAVEN STAMPED PRODUCTS CO. 
GRAND HAVEN, MICHIGAN 


BRUSHES 
Touch-Up Bronzing 


Marking Varnishing 
Enameling Lacquering 





in 
boxes 


AL GRUMBACHER 


464 WEST 36h STREET WEW YORK | WEW YORE 


C. 
veLINe 
ENAN' 


-_ 


Send for Descriptive Folder 


Order from your Jobber 

















GARDNER'S SPRING CABINETS 


Plated and burnished 
springs, precision 
made to industrial 
specifications. Boxed 
refills shipped 
promptly from stock. 
Write today for lit- 
erature and prices. 


CABINET NO. 932 


Springs—402 Springs—127 different sizes—placed in coded | 
compartments of all-steel, sturdy, four-drawer cabinet. A 
popular, complete spring stock for the dealer. 


Two and one-drawer cabinets also available. 


é Gardner Wire Co, '21.2.'58r°4"" 
ROYAL JOINT FASTENERS 


— PRE-SOLD VIA NATIONAL ADVERTISING! 

















VAYS TO PROFITS 


IN-DEMAND SIZES! 


R—OR CONTACT-—— 


STRAP £O., INC. 
BROOKLYN 15, N.Y 


SEE YOUR JOBBE 
INDEPENDENT METAL 








ESTABLISHED 1907 ¢ 232 THIRD ST 





| 


| 
| 


| Air Control Products, 





©00@ Index lo Advertiser e008 





A 
Adams Rite Mfg. Co....... 
Inc... 
Ajax Hardware Mfg. Corp.. 
Allway Mfg. Co. 


| Aluminum Goods Mfg. Co... 


American & Southern 


225 


American Chain&CableCo. 6 
American Fl. Surfacing Mch. 
ee ee eee ee a 212 
American Mfg. Co. ... 131 
American Pad & Textile Co.. 146 
American Screw Co. ...... 82 
American Steel & Wire Co.. 83 
| American Thermos Bottle 
8 ee Serre 26 
Anchor Wire Corp. ........ 182 
| Anderson Brass Co. ..... . 205 
| Animal Trap Co. of America 
163, 183 
American Telephone & Tele- 
NII, 5: <-> :oieiiesemls 151 
Armstrong Products Corp... 184 
Artistic Wire Products Co., 
GE A ae Bre 190 
Arvin Industries, Inc. ...... 85 
Atkins & Co., E. C. 227 
Atlas Asbestos Co. ........ 62 
B 
B & L Tool & Machine Co... 221 
Ben Hur Mfg. Co. ingen 
Bennett-lreland, Inc. ...... 198 
Bergman Tool Mfg. Co., Inc. 96 
Bethlehem Steel Co. ...... 32 
Billings & Spencer Co. .... 221 
Bissell Carpet Sweeper Co.. 24 
DN I. os nsteos ones 183 
Dene @ Ge, Pe... ce. ess 199 
Bridgeport Fabrics, Inc. .... 18 
Brooks & Sons, M. S........ 176 
Buch Mfg. Co. . vic canejettg 
| Burgess Vibrocrafters, Inc... 42 
Calbar Paint & Varnish Co.. 62 
Cameron-Bessen Corp. . 203 
Campbell Chain Co. ..... 77 
Castelli Co., F. C.......... 236 
Chemise G6. oo. 25 5 oees' 222 
Chattanooga Impl. & Mfg. 
Co. oe. 
| Cheney Hammer Corp. 
oo, ec SR 70 
Chicago Die Castings Mfg. 
Ser ee ie ore ee 227 
| Chicago Screw - Se 182 
Chicago Spring Hinge Co... 72 
Clark Co., Robert H....... 221 
Cleveland Chain & Mfg. Co. 129 
Cleveland Valve Co. ...... 221 
Coburn Products Dept. ..... 227 
Coleman Co., Inc., The.... 221 
Colonial Brush Mfg. Co., Inc. 103 
Colorado Fuel and Iron 
NES Se See 227 
Columbian Rope Co. ...... 69 
Columbiana Pump Co. .... 218 
Oy ee 65 
Coughlan Co., G. N. ...... I 
Crescent Tool Co. ........ 97 
Cyclone Fence Div. ....... 83 
Davis & Newcomer Elec. Ele- 
vator Co. ... . San 
Dearborn Stove Co. . 100 
Decto Products Co. ....... 216 
Dempster Mill Mfg. Co. ... 203 
Dewey & Almy Chemical Co. 92 
Disston & Sons, Inc., Henry 
80-81 
Divine Bros. Co., Hdwe 
inet lad mayen 43 
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Domes of Silence ......... 215 

Dormont Mfg. Co. ........ 218 

Dow Chemical Co. ........ 67 

Durham Co., Donald ...... 146 
E 

Eagle Lock Co., The....... 4 


Eclipse Lawn Mower Co.... 33 


Edwards Co., Inc. ........ 209 

Embree Mfg. Co. ......... 145 

"SSP ee 

Everedy Co., The ......... 180 
F 

Federal Tool Corp. ........ 236 


Ferry Carp & Set Screw Co. 34 
Foster Aluminum Alloy Prod. 


MN ata Fak a't <b brsee's 172 
SS. ee ee 189 
Frick-Gallagher Mfg. Co., 

PaaS ee 224 
Fuller Tool Co., Inc. 182 


Fulton Bag & Cotton Mills. . 68 


ee ee 156 
G 

0 See eee 68 
Gardner Wire Co. 234 
Gates Rubber Co. 89-90 
General Electric Co. 

Se GN a os ice ees 50-51 

Lamp Div. re 
Gibson Good Tools, Inc.... 218 
Goodyear Tire & Rubber Co., 

RS hts Sire eee Se ba 5 55-56 
Goulds Pumps, Inc _ 57 
Graham Co., Inc., John H. 

48, 169 
Grainger Co., W. W....... 86 
Grand Haven Stpd. Prod. 

Co. ies 234 
Great Neck Sew Mfrs., Inc. 233 
Greenlee Tool Co. ....... 211 
Gries Reproducer Corp. .... 216 
Griffiin Co., G. W...... . 144 


Griffin Mfg. Co. os 


Grumbacher Inc., M. 234 
H 
Hall-Wessel Co. 164 
Hanson Scale Co. .. . 172 
Harvard Metal Products, Ine. 220 
Heller Brothers Company... 175 
Heller & Co., W. C....... 215 
Hirsch Mfg. Co., S. A 236 
Hobart Mfg. Co. Ae sare 
Hodell Chain Co. 29 
Hollymade Hardware Mis. 
a 99 
Hoppe, Inc., Frank A.. . = 
Horrocks Ibbotson Co. 2. 194 
Hoyt & Worthen eassiie 


Corp. . mm 


Huenefeld Company, ‘The .. 238 
I 
Ideal Cabinet Corp. .... 64 
Independent Metal Strap Co. 234 
Indestro Mfg. Corp. 157 
J 
Johnson, Inc., William 227 
Judd Co., Inc, HL L....... @ 
Judsen Rubber Works, Inc.. 62 
K 
Kay-Tite Company ........ 2 
Kees Mfg. Co., F. D....... 58 
Keil Lock Co. sé ne alg e 
Kenwill Corp., The ........ 44 
Kester Solder Co. See oie OE 
Keuffel & Esser Co. i, 
Kilgore Mfg. Co. . ? 27 
Kimble Glass Div. Owens- 
Illinois Glass Co. ... > 
Kingston Products eee 233 
Krylon, Inc. . : ... 160 
Kwikset Locks Inc.......... 104 

















Lamson ; 
Landen | 
Lavelle f 
Lectro-W 
Lenk Mfc 
Libbey | 

Ilinois 
Libbey-O 
Locke St 
Lockwooc 
Lodge & 
Luro Prox 


Magor C 
Marquett 
Marshallt 
Martin St 
Master L 
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Mayes B 

Inc. . 
McGill KN 
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Metaloid 
Midway ° 
Miller, In 
Minnesot: 

Co. 
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Monowatt 
Mossberg 
Myers & 


National 
National 
National 
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National | 
National 
National 
National 
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Lamson & Sessions Co. .... 141 
Landen Putty Works ...... 148 
Lavelle Rubber Co. ....... 40 
Lectro-Weld, Inc. ......... 75 
a aia ih ae 49 
Libbey Glass Div. Owens- 

Illinois Glass Co. ....... 84 


Libbey-Owens-Ford Glass Co, 193 
Locke Stove Co............ 197 
Lockwood Hdwe. Mfg. Co... 9 
Lodge & Shipley Co. ..... 76 


Luro Products, Inc. ........ 63 
M 

Magor Car Corp. 174 

Marquette Appiiances, Ine... . 217 

Marshalltown Trowel Co. .. 227 

Martin Stamping & Stove Co. 205 


Master Lock Co. 
Master Rule Mfg. Co., Inc.. 172 
Mayes Bros. Tool Mfg. Co., 
er 
McGill Metal Products Co.. 
Mell-Hoffman Mfg. Co..... 


Metaloid Co., The ........ 58 
Midway Tool Co., Inc., The. 233 
Miller, Inc., Robert E....... 215 
Minnesota es & =? 
i : . 159 
Minute Mop eo. . 235 
wiee Light, lnc. .......... 20-21 


Monowatt, Inc. .. 
Mossberg & Sons, Inc., 
Myers & Bro. Co., F. E..... 76 


N 
National Brass Co. ..... 166-167 
National Cash Register Co. 201 
National Guard Products, 

EE oy eke a eee 60 
National Hardware Show, Inc. 19 
National Lock Co. 
National Mfg. Co. ........ 74 
National Metal Prod. Co. 
New Britain Machine Co... 37 


fe) 


Instrument 


Com- 


Olympic 

panies 222 
O'Malley Valve Co., Edward 215 
ae tea Fiberglas 


ot ERE ESE ee 52-53 
Ox Fibre Brush Co. ....... 165 
Pp 

P & C Hand Forged Tool 
Breer ar 94 
Paragon Electric Co. ...... 172 
Parker Mfg. Co. ; 202 
Parker Sweeper Co. Div... 236 


Parkersburg Steel Co. ..... ss 143 


Patterson-Sargent Co. ..... 45 
Pearl-Wick Corp. ......... 41 
Pecora Paint Co., Inc...... 58 
Pennsylvania Lawn Mower 

Div. I PN Ee 
Pequea Works, Inc. ....... 223 
Perfection Stove Co. oo ae 
Phoenix Table Mat Co. .... 221 


Pittsburgh Plate Glass Co. 


SM MOIS. os <n os os vecesce 16 

Store Front Div. break eles 95 

Plast-Tex Corp. ........... 235 

Platt & Co., Arthur I. .. 216 

Plumb, Inc., Fayette R..... 237 

meek Soe. Lem, ..osccucs- 233 
1) 

Quijadaq Tool Co. ......... 86 
R 

Red Devil Tools .......... 221 


Remington Arms Co., Inc... 127 
Richards-Wilcox Mfg. Co. .. 185 
Rittenhouse Co., Inc., The.. 170 
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Royal Electric Co., Inc..... 235 
Russell, Burdsall & Ward 
Bolt & Nut Co. .. La 


Ryerson & Son, Inc., Jos. T. 176 


S 
—. Padlock & Hardware 


Sawhill Mfg. Co., The...... 154 
Schacht Rubber Mfg. Co... 216 
Schlage Lock Co. 
Schlueter Mfg. Co. ........ 25 
Schumacher Co., F. E. oe 
Schwartz Mfg. Co. ........ 208 
Sharon Bolt & Screw Co. ... 226 
Sheffield Bronze Paint Corp. 78-79 
Skillman Hardware Mfg. Co. 184 
Skilsaw, Inc. 
Skuttle Mfg. Co. ......... 86 


Slater Appliances ...... . 
South Bend Toy Mfg. Co.... 214 
Southern Screw Co. ....... 9% 
Speed Products Co., Inc. ... 135 
Sprunger Bros., Inc. ....... 94 
Standard Horsenail Corp. .. 70 
Standard Tool Co. ... 47 
Stanley Works, The ....... 91 
Star Heel Plate Co. ....... 70 
Star Metal Products Co. ... 219 
Stevens Arms Co., J....... 189 
Stewart Iron Works Co., Inc. 168 
Strait-Line Products ....... 203 
Stratton & Terstegge Co. .. 215 
Superior Fastener Corp. ... 218 


ES 


Taylor Instrument Companies 10! 
Temco, Inc. ; 64 


Templeton, Kenly & Ce..... Mm 
.. ¢  “eaee 139 
Turnbuckles, Inc. es iii. . 161 


United Gilsonite Laboratories 73 


United States Steel Corp... 83 
Universal Metal Products Co. 183 


WwW 
Wallace Bros. Div. 


R. Wal- 
lace & Sons Mfg. Co..... 149 
Warren Tool Corp. ....... 36 
Waterloo Valve Spring Com- 
presser Co. ..... 145 


Western Cartridge o .... 
Western Tool & Stamping Co. 88 


Westwood Mfg. Co. .... 72 
Wheeling Machine Prod. Co. 98 | 
White Studios ...... 173 
Wickwire Spencer Steel Div. 227 
Williams & Co., J. H. .... 140 
Wilshire Mfg. Co. .. 223 | 
Winchester caren Arms 
| RES sy et et 30-31 
Woodmanse Mfg. Co. 92 
Wooster Rubber Co. ... .179-180 


Wright Steel & Wire Co., 
Gate S5: is 
Wrightway Engineering Co. 195 
Y 





Yale & Towne Mfg. Co. ... 3 
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CRS eee 87 
Safety Belt Lacer Co. ..... 221 
St. Louis Cordage Mills .... 13! | F 
Sapolin Paint Inc. ........ 220 
Savage Arms Corp. ....... 189 


Swing-A-Way Mfg. Co..... 235 | 
Syracuse Alloy Metals Corp. 227 
¥ 
Tatcher, Ernest ...... 3c ae 
Oe ON eee 233 


United States Rubber Co.. 66 | 





Vv 
Vaughan Mfg. Co. ........ 66 
V‘co Electric Co. .......... 66 | 
Vichek Tool Co. . 


6 aco 158 
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attachment assures 
consumer approval 
--makes added sales | 
















ieaadie Can nail 
Model No. 607 





PARENTS { 
MAGALIINE 





a se — 
THE PLAS-TEX CORPORATION 
2525 MILITARY AVENUE BOX 12396 LOS ANGELES 64, CALIF 





Mophead, drainer 
and handle clamp 


IN ONE 


attractive red and black 


CARTON 










Customer 
Satisfaction 







Convenience 


Famed Minute Mop now comes with 
all parts together ready to go on the 
handle. Packed the way customers like 
to buy it and efficient dealers like to sell 
it. A faster selling, eye catching pack- 
age for the nation’s largest selling cellu- 
lose sponge mop! Call your jobber today. 


N 


Model No. 101, List price $1.95 


i3 &€. 23 7a@s0") 
CHICAGO iu 






MINUTE MOP (0. 








ROYAL ELECTRIC CO., inc. 


PAWTUCKET RHODE ISLAND 


PLUG and CARTRIDGE FUSES 
TROUBLE LIGHTS 
LIGHTING SETS 


WIRE * 
CORD SETS 
CHRISTMAS 








235 








Take Your First Step Now... For 


BIGGER:::: 


1951 


SPACE HEATER PROFITS 


WRITE TODAY 
FOR THE LATEST 


FREE HEATER CATALOG 


Retails profitably for only $12.95... it's 
the most efficient kerosene space heater 
made—ond America's lowest priced unit. 


F.C. Castelli Ca. 


STOVE DIVISION, ERIE AVENUE & F STREET, PHILA. 32 





No. 865 REFRIGERATOR REFRESH- 
ER DISHES—Easy to stack. Come in 
harmonizing pastels or clear crystal 
for table servings. Made of Styron 
plastic. 


No. 869 SERV-RITE CAKE REFRESH- 
ER —Has extra high dome and attrac- 
tive tray for serving. Designed in 
sturdy Styron plastic in antiqued ivory. 


No. 433 POUR-RITE PITCHER—Made 
of lightweight Styron plastic. Has ice 
baffle and pouring lip that will not 
drip. Comes in three colors. 


Neo. 737 SERVING TONGS—Use 
hinged for serving :*. . unhinged for 
tossing. Made of Styroa plastic. 
Comfortable, natural grip. Comes in 
three colors. 
Representatives in Boston, New 
York City, Canandaigua, N. Y., 
Baldwin, L. |., Baltimore, Nework, 
Atlanta, Seattle, Los Angeles, 
Kansas City, Memphis, Denver, 
Louisville, Dallas, Chicago, Detroit, 
Pittsburgh, Minneapolis, Emitts- 
burg, Md., St. Lovis and Honolulu, 


FEDERAL TGOL CORP 
0 W. PRATT BLVD., CHICAGO 45 











Dealers:— 


GRASP THIS Salesational 
OPPORTUNITY 


Now! 


ADD this new Salesational 
5th Dimension To Your 
Sales and Profits by cashing 
in on the growing popularity 
of PARKER Year ’Round 
Lawn Conditioners. Five 
popularly priced Models now 
available to you through 


Contact Your Hard- Your Jobber. 


were Jobber now or 
write direct to us. Get 
Your 5th Dimension 
Sales Kit and complete 
dealer-aid program. 


PARKER YEAR 'ROUND 
LAWN CONDITIONERS 


They're Sweeping 
The Nation 


PARKER SWEEPER CO. 


The leading name in Lawn Sweepers 


400 BECHTLE AVE. SPRINGFIELD, OHIO 














* EASY TO INSTALL 


* COMPLETELY 
ADJUSTABLE 


* HEAVY DUTY 
CONSTRUCTION 


* Write us for complete information 
*DO IT NOW! 
* No obligation of course. 
ITS SO EASY...YOU CAN DO IT YOURSELF 
as. A. HIRSH MFG. CO., 2119 w. toke st. A 
Chicage 12, Illineis—Phone: SAcramento 2-3545 


Gentlemen: — Please send me complete information about 
low Cost Store Modernization with Hirsh-Stondord 
Shelving equipment. 




















odels now 
through 


formation 


T YOURSELF 
e St. 

2-3545 

information about 
Hirsh-Stondard 





a 


